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Watseka, Wl. 


Just the other day, I was telling a cus- 
tomer that I had sold thousands of yards 
of Flex-O-Glass and other Warp’s Win- 
dow Materials during the past 25 years 
and never had a single complaint. It 
makes me feel mighty good to supply 
folks with a product that gives them so 
much comfort and satisfaction. 
BETTER You've got to poem} to Warp ae 
EAPE . ers! They’re the world’s largest makers 
Powter House ne ay of window materials because they’re con- 


Bare iuvows proms Wrenows stantly experimenting, developing and 


testing new and better products. In fact, 

ATE R RIALS y they’ve even designed and built special 

Ler in Bum Saint WiThsaue oS Hou, In Hear , ’ machinery to take care of their own, ex- 
clusive manufacturing process. 

Dealers /ike to handle top-quality mer- 
chandise like ‘“‘Warp’s.” It’s the most 
complete line of window materials in 
America . . . nationally advertised .. . 
carrics a full 50% mark-up, and has been 
a good, consistent repeater for me year 
after year. For my money, you just can’t 
beat Warp’s Window Materials. 


JIFFY JIFFY JIFFY —- FLEX-O- 
PANE MESH KRAFT GLASS 


READY. TO-TACK- ~ 


WINDOWS K | T S vs Doors 


Including molding and tacks 


Warp’s offer a complete line of 
packaged storm door and window 
covers. Wood and fiber molding 
also available separately. 






DISPLAY 


WARP’S FLOOR 
DISPENSER 


d of aisl 
OK eng Carried by Reliable Hardware Jobbers 


who prefer a 


counter type, “THE OLDEST AND LARGEST MANUFACTURERS OF A COMPLETE | 


ask for Warp’s ) LINE OF WINDOW MATERIALS IN THE WORLD — ESTABLISHED 1924” ( 
No. M-400 
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15.000 DEALERS 
CANT BE WRONG ! 
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Lumite* screen cloth won’t rust, corrode or stain... 
needs no protective painting . . . is quick and easy to 
install. Every day, Lumite wins new friends in new con- 
struction and in the replacement market with home 
owners everywhere. Why not order Lumite now and win 
new friends for your store? 
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SO FEW PARTS DO SO MUCH 


KWIKSET’S “400” line 

lock parts are precision 

manufactured from brass 

stampings and pressure cast 

from Zamak No. 5, the 

exceptional zinc alloy that 

was developed after 20 years | | ( 


of metallurgical research. 


The dependability of these | | 





modern materials and 


methods has been proven 






by the more than 


18,000,000 KWIKSET 





locksets now in unconditionally 


guaranteed service. 


uikset) 


| 
| 
LOCKSETS "400 ("400 LINE” \ 
| 


KWIKSET SALES AND SERVICE COMPANY * ANAHEIM, CALIFORNIA eZ | 





















































Tue impartial study mentioned 
above showed files exceptionally 
high among hand tool classifications 
in average yearly dollar volume. The 
reasons are understandable: (1) Files 
have many shapes and uses that in- 
vite buying more than one at a time. 
(2) Files are a “wear-away” item not 
ordinarily resharpenable, which 
means continual replacements—and 
consequently fast turnover for the 
hardware retailer. 


Do your file sales compare with the 
above average? Here’s a sure-fire key 
toward putting them at the top: 


vcs 
 ><_° 
2 uv. s. a.* 


© Give files better display (don’t“hide” 
them under the counter ).* 

* Stock the kinds most suitable to your 
trading area.t 


¢ Always show files in your window— 
and change the assortment and ar- 
rangement frequently. 


© Mention them regularly in your ads, 
mailers and stuffers. 


* Sell the brands that usually sell 
themselves.§ 


*Use the Nicholson RETAIL FILE 
DISPLAY UNIT NO. 56 contain- 


ing 56 assorted popular-size Mill 


NICHOLSON FILE CO. © 25 ACORN ST. © PROVIDENCE 1, RHODE ISLAND o 


(in Canada; Nicholson File Company of Canada Ltd., Port Hope, Ontario) 
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and Taper (triangular) files. Get it 
through your wholesaler. 

TYour wholesaler can help you 
analyze your trading area and pro- 
vide a well-balanced stock. (Chain 
Saw files and the “4-in-Hand” rasp- 
file are big-selling special types to- 
day. Add them to your Mills, Tapers, 
Rounds and Half Rounds.) 

§ Nicholson or Black Diamond, of 
course—the best known and most 
widely used files in the world! 


FREE 48-PAGE BOOK, “File Filosophy,” 
on kinds, use and care of files, is a most 
helpful selling aid. Write for it. 
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* 
* 
in handy New POCKET PACK 
OMETHING NEW! Something different! Barcalo’s Double- quick selection of wrenches. Rich black leatherette with 
Duty Wrench Set in the handy Pocket Pack is sure to be bright red binding for eye appeal. Wrenches are drop- 
a fast-moving, profitable item in any tool department. The forged with Barcalite plated finish and polished heads. 
Pocket Pack fits in the pocket like a wallet. Transparent Order an adequate supply now! 
front lets customers see what they are buying . . . provides * POCKET PACK — TRADEMARK 
Weight Standard Stock — | 
Per Set Package No. ng | 
<a Th 
12 oz. 3 3505P 4g” to 3%” | porta 
ee Hard 
1 Ib. 3 | 3506P 348” to 1h” | volun 
Pouch measurements: 814” Long, 314” Wide. Bu 
benef 
that: 


BARCALO MANUFACTURING COMPANY ° BUFFALO 4, NEW YORK 
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Today's Planning— 
Tomorrow’s Results 


Tomorrow’s results from today’s 
planning— 


Those words, which experience has proved to 
be so true to fact, have long guided the editors 
in preparing each issue of HARDWARE AGE. 


The thought expressed by those words is ap- 
propriate for any line of business activity. It is 
especially appropriate for hardware dealers in- 
terested in developing some extra volume this 
year to make up for the slower earlier months. 


The approaching Christmas holidays present a 
prime opportunity for adding those extra sales. 
But those extra sales will not just walk into your 
store and ring themselves up on your cash 
register. You will have to plan for them, today. 


The planning that will be necessary to capture 
a larger share of the Christmas volume is the 
primary subject of this annual Christmas Mer- 
chandising Issue of HARDWARE AGE. 





The Christmas holidays have always been im- 


portant to retailers from a volume viewpoint. 
Hardware stores do about 11 pct of their annual 
volume in this one month. 


But many stores are not getting the maximum 


benefits from the vast flow of consumer dollars 
that takes place each year at this time. 


Just Among Ourselves 


Informal Editorial Comments 
By W. A. Phair 





The basic thought behind the dollars that are 
spent in Christmas shopping is the gift idea. 
People are buying gifts, and they buy from re- 
tailers who make it clear that they are selling 
gifts. 


It makes no difference that the item is a stand- 
ard piece of merchandise that can be purchased 
any day of the year. For this short period each 
year, it becomes a gift—if you sell it as a gift. 


When you consider the picture, you'll agree 
that few retail outlets are in a position to offer a 
wider variety of useful, attractive gifts of known 
quality than the hardware store. 


The one big obstacle that hardware stores have 
faced in the past in getting a bigger share of 
this gift volume has been the failure to put suffi- 
cient emphasis on the gift idea in all the stores. 


The department stores, the various chain 
stores and the mail order establishments concen- 
trate almost entirely on the gift theme in their 
December promotions and store displays. A 
hardware store that will do likewise stands an 
excellent chance of developing additional volume 
from the Christmas shopper. 


But this won’t happen itself. If you want bet- 
ter volume tomorrow, the time to start planning 
is today. 


A Guide to More 
Christmas Profits 


The annual HARDWARE AGE Christmas Mer- 
chandising Guide, which begins on page 81 
of this issue, is designed to help you plan now 
for a better Christmas. 


In this Guide, you’ll find discussions of the 
fundamental elements that go into making better 
holiday sales. You'll find the discussions easy to 
read and the illustrations will show you how 
some dealers have handled the problem. 
































In past years many dealers have written us 
that they have found the ideas presented in the 
annual Christmas Merchandising Guide ex- 
tremely helpful in their efforts to do a better job 
of gift selling. 


The editors feel that this year’s Guide con- 
tains especially helpful suggestions and we are 
certain you’ll find that any time spent in study- 
ing the Guide will be time well spent. 


As you read the articles in the Guide, you will 
note that successful selling during the holidays 
does not involve the addition of any fancy lines. 


The suggestions in the Guide are based en- 
tirely upon the exploitation of your standard 
lines, the chief difference being that accent is put 
on the merchandise as gifts while your custom- 
ers are thinking of gifts. 


The ideas presented in this Christmas Guide 
are the results of careful study of the operations 
of dealers who have been successful in building 
good holiday volume. The editors have also con- 
sulted with top merchandisers at the wholesale 
level in an effort to be certain that the articles 
are practical as well as useful. 


But all this material is useless if the individual 
dealer does not take the first steps now .. . the 
planning steps. 


The thought expressed at the beginning of this 
page can be truthful altered to read, 


Tomorrow’s failure will arise from 
a lack of planning today. 


A Screwdriver— 
Or a Red Tie 


A dealer asked me recently how anyone could 
sell a screwdriver as a gift. 


“Folks just don’t think of a screwdriver as a 
gift,” he said. “A tie, a hat, handkerchiefs, yes, 
but a screwdriver, no,” he insisted. 


That, of course, is exactly the point we have 
been stressing in these HA Christmas Merchan- 
dising Guides. 


A tie is considered a gift only because for 
years the stores that sell ties have been talking 
gifts; they’ve been supplying gift wrappings for 


Just Among Ourselves 





informal editorial comments 


ties; they’ve been promoting the gift idea, not 
the tie idea. 


There is no reason why we in the hardware 
trade cannot do the same thing with the mer- 
chandise that is sold in a hardware store. 





I can think of nothing quite so useless to the 
average male as the Christmas tie gift. Yet, year 
in and year out, we all receive these ties because 
somebody promoted them as gifts. 


On the other hand, think of the hundreds of 
really useful items carried in your store that 
really make practical, attractive gifts. 


A screwdriver can be just as much a gift as a 
tie, if we keep talking of it as a gift of utility. 


This year, especially, with so much publicity 
being given to the home craftsman, the do-it- 
yourself man, tools have a chance to take the 
spotlight as worthwhile gifts, if you will plant 
the seed of the gift idea in the minds of the shop- 
pers that are exposed to your store, whether in 
advertisements, window trims or interior dis- 
plays. 


You can obtain valuable help from manufac- 
turers in this effort to promote the gift idea. 
Each year has seen more and more manufactur- 
ers making available special packaging for 
Christmas to tie into the gift idea. 


Look through the columns of the What’s New 
section of this issue (it begins on page 12); re- 
view carefully the advertisements in this and 
succeeding issues and make specific note of those 
standard items that are available in special pack- 
aging. Make use of these deals. Display the spe- 
cial packages, and you’ll be surprised at how 
easy it is to sell the gift idea to your customers, 
once you really concentrate on it. 


You’ll find that a screwdriver does make just 
as welcome a gift as a tie. 
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LOOK TO 
LOCKWOOD 


For all your 
builder's hardware needs 


Key ‘n knob lock sets of all types, 
for bungalow... or skyscraper. 








Lockwood offers you quality in materials Ball Bearing Door closers with a 2 year 


unconditional guarantee. 





and finish that makes customers come back 





for more. Reports from all sections of the 





country show how customer enthusiasm 


¥ Screen and storm door closers. 
2 grades, standard and deluxe. 





over Lockwood hardware has brought in 





additional and repeat sales. 





Lockwood is a dependable source of 
supply. It’s a complete line that covers all 
your needs from residential building to the 
largest commercial and institutional 


buildings. 





Write for complete details concerning 





Modern line of Night Latches and 
Jimmy-proof locks. 


Lockwood leadership. 



















































see our 
HARDWARE MANUFACTURING COMPANY . CATALOG 
in 


Fitchburg, Massachusetts 
SWEET'S FILE 


ARCHITECTURAL 
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ashington 
NEWS and VIEWS 


By Washington Bureau of 
HARDWARE AGE 


Administration’s Views Obscure 
On Federal Sales Tax Issue 


Conflicting stories are serving as a screen to the 
Administration’s position on a Federal sales tax. 

One Government official, who prefers to be name- 
less, says the White House will not come out for such 
a levy unless a national crisis occurs. Instead, he sug- 
gests, there may be support for broadening excise 
taxes to cover more items sold at retail. 

This view is at odds with a forecast by Rep. Noah 
M. Mason (R., Ill.). He is confident that President 
Eisenhower is “about ready” to ask Congress to enact 
a 5 pet retail sales tax law. 

The tax, he says, would be designed to replace all 
Federal excises, except those on alcoholic drinks and 
tobacco. Its aim would be to raise $5 billion for the 
Treasury. 

Mason has a counter plan. Calling for an 8 pct 
sales tax on finished goods at the manufacturer’s level. 
It too would take the place of existing excises. 

Looking ahead, though, Mason doesn’t believe Con- 
gress will go for a sales tax at any level in 1954. 


OUTLOOK—Best indications are that the 
Administration will delay for a time its de- 
cision to call for a sales tax. Officials want 

5 to learn how much money Treasury will need 
to put Federal spending on a pay-as-you-go 
basis. 


Public to Be Told Injustice 
Of Military Store Prices 


Retailing spokesmen in Washington are preparing 
to bring the buying public a grass roots education pro- 
gram on the abuses of Army, Navy and Air Force 
sales to non-military consumers. 

There is a growing belief among retailers who 
suffer from the type of aggressive competition offered 
by the military exchanges that neither the Congress 
nor the public is fully aware of the extent to which 
the Federal Government has infiltrated retail trade 
channels. 

All levels of trade suffer unjust criticism from the 
public when the military stores offer name brand ap- 





10 





pliances (at 50 pct off list, in some cases), to unau- 
thorized, non-military customers. 

Retailing has always objected, and will continue to 
object to the type of Government competition with 
private industry as represented by armed forces ex- 
changes as they are presently operated, House mem- 
bers are told by Rowland Jones, Jr., of the American 
Retail Federation. 


OUTLOOK—Next step in the campaign for 

correction of military sales abuses is to pre- 

s sent factual data to the Congress and to the 

public. Look for the publication of a hard- 
hitting retail booklet around Nov. 1. 


Fair Traders Have Interest 
In Chief Justice Appointment 


Proponents of Fair Trade laws have more than 
passing interest in the coming session of the U. S. 
Supreme Court and the appointment of a new chief 
justice. The reason is that a new decision is due 
concerning constitutionality of the McGuire Act. 

Late Chief Justice Vinson sided with the court 
majority in voiding previous Fair Trade legislation 
which was replaced by the McGuire Act authorizing 
states to set up their own Fair Trade regulations. 
The new appointment may indicate how the wind 
blows. 

Some chain stores and supermarkets have led the 
fight against the McGuire Act. Lower courts have 
upheld the present legislation which has rejuvenated 
Fair Trade in 45 states. 

Three high court actions are possible: Refusal 
(not likely), to review lower court action; agreement 
with lower courts; or reversal—again killing Fair 
Trade. 


OUTLOOK—Should decision be adverse, 
new legislation would go on agenda of neat 
Congress. Even now, a committee study 1s 

ie being carried on quietly, approaching the 
problem from the effect of Fair Trade om 
small business. 
(Continued on page 148) 
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Did You Know That — 


The name McKINNEY has signified high quality builders’ hardware since 1865? 
Builders have complete confidence in MCKINNEY Hardware because they 
realize that it is more economical and satisfactory to install hardware free from 
maintenance for the life of the building? 
In many of our finest and largest buildings in every city, you’ll find MCKINNEY 
Hardware installed throughout? 


In and Bearing Hinges 





standard sizes and finishes; Strap Hinges, Ss | 5 eee Hinges 





. McKINNEY also makes a full line of 


ee 
TF ‘TF Cane Bolts; 


Door Handles; 


Hasps 6 A pleas in all standard sizes . 


quality SHELF HARDWARE including Foot and Chain Bolts; 


Thumb Latches)" Aas — Extra Heavy Latches; 


Sash Lifts; 






=—F_ Brackets; Corner Irons; “T” Plates; 


ere 


For profit’s sake— 
“To be sure, you couldn’t 
make a better choice than 
McK INNEY Hardware.” 
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Christmas Tool Sets 


This tool gift set is one of three 
basic assortments designed for the 
Christmas trade. Assortments in- 
clude hammers, braces, planes, chis- 
els and a screwdriver set. Each as- 
sortment is attractively packaged 
in a gift box requiring no extra 
wrapping or handling. If not sold 
during the holiday season, individ- 
ual tools become regular stock and 
can be sold at the normal mark-up. 





Shipped three gift boxes to a car- 
ton in any combination, sets retail 
from $11.95 to $17.95. Shelton Plane 
& Tool Mfg. Co. 


For more data circle No. 1 on postcard, p. 161 


17-In. Snow Plow 


Called the Snow Hound, this 17- 
in. self-propelled snow plow goes 
through snow as deep as 16 in. and 
clears it up at the rate of 60 shovel 
loads per minute. It throws snow 
from 10 to 15 ft. to right or left, 
according to simple hand zdjust- 
ment of chute. Unit is powered by 
2.5 hp., four-cycle engine, with 
automatic centrifugal clutch and 
2-qt. capacity fuel tank. Carburetor 
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PRODUCTS AND SERVICES | 





heater insures quick starting and 
prevents icing. Unit has heavy cast 
iron wheels, of 1ll-in. diameter, 
with deep lugs for positive grip on 
ice or packed snow. Retail rice is 
$219.95. Toro Mfg. Corp. 


For more data circle No. 2 on postcard, p. 161 


Aluminum Ladders 
Low-priced extension aluminum 
ladders have been added to this 
company’s line. Available in single 
ladders 6 ft. to 20 ft., in 2-section 
extensions 20 ft. to 40 ft., and for 
industrial use in 3-section exten- 
sions 40 ft. to 52 ft. Ladders are 
made of tempered aircraft-type alu- 








minum, with four-point swaged 
rung joints, U-channel side rails, 
and gravity-type aluminum locking 
devices. R. D. Werner Co., Inc. 


For more data circle No. 3 on postcard, p. 161 


Floor Edger 


Called the American Spinner, 
this floor edger is designed for 
sanding floor edges, stairs, land- 
ings, closets, small halls, etc. It 
features high production, ease of 





operation, smoother work and less 
dust. Motor develops up to 2 hp, 
designed not to slow down, over- 
heat or lose maximum efficiency 
under normal operating conditions. 
It has reduced weight, improved 
handle grip and lower center of 
gravity plus built-in headlight for 
“dark corner” work. American 
Floor Surfacing Machine Co. 


For more data circle No. 4 on postcard, p. 161 


Carpenters’ Tape 
Carpenters’ tape is imprinted to 

indicate 16-in. on-center mark for 

stud, joist and rafter locations. 





HARDWARE AGE, OCTOBER 1, 1953 











of 


Scotch bre 
cial paper 
¥-in, wid 
able to ap 
at uniforn 
boards. 17 
roll count 
Mining & 


For more dats 


Deep W. 


This lov 
system ret 
tures of { 
Designed - 
level of wa 
ft. below : 
with 18-ga 





HARDWAR 





swaged 
le rails, 
locking 
Ine. 
ard, p. 161 


Spinner, 
ned for 
s, land- 
etc. It 
ease of 





and less 
0 2 hp., 
n, over- 
fficiency 
nditions. 
mproved 
snter of 
ight for 
merican 
10. 

ard, p. 161 





‘inted to 
xark for 
ocations. 


1, 1953 


Want more information on these 
products? Then use free post 
card on Page 161. 


in hardware merchandise... 


FOR THE HARDWARE DEALER 





Scotch brand tape comes with spe- 
cial paper backing on 360-ft. by 
¥%-in. wide roll. Applicator avail- 
able to apply tape in straight line 
at uniform distance from edge of 
boards. Tape is available in six- 
roll counter display. Minnesota 
Mining & Mfg. Co. 


For more data circle No. 5 on postcard, p. 161 


Deep Well Water System 


This low cost deep well water 
system retains all outstanding fea- 
tures of the Jet-O-Matic system. 
Designed for use where pumping 
level of water is not more than 130 
ft. below surface, unit is for use 
with 18-gal. tank but can be used 
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with any standard size storage 
tank. It can be used for twin pipe 
installations in 3, 4 and 4% in. min- 
imum diameter well casings, and 
for single pipe packer installations 
in 2, 2144 and 3 in. casings. Model 
3658, it has bronze impeller with 
stainless steel hub; guide vane, noz- 
zle and diffuser of bronze. All cast 
iron parts in contact with water 
have protective baked-on coating. 
Goulds Pumps, Inc. 


For more data circle No. 6 on postcard, p. 161 


Lawn Mower Headlights 


Lawns can now be mowed in the 
evening instead of the daytime 
with these power lawn mowers. 





New Davis mowers are now fitted 
with headlights that end the neces- 
sity of daytime mowing G. W. 
Davis Corp. 


For more data circle No. 7 on postcard, p. 161 


Nylon Paint Brush 
This paint brush has a maximum 
of flagged ends in nylon filaments. 
In new line of Multiflag nylon 
(Continued on page 158) 





TO HELP YOU 


SELL 


NEW DISPLAYS 
AND OTHER DEALER 
2>aALES REL 


Gift Boxed Axe 

This sportsman’s axe now comes 
individually gift boxed for Christ- 
mas sales. Model No. E24A, axe has 















forged one-piece head and handle 
with durable sole leather grip. Grip 
is double lacquered, for lustrous, 
non-slip finish. Gift box has red 
bottom and gold cover. Axe with 
leather belt sheath, in Christmas 
box, sells for $4.50. Estwing Mfg. 
Co. 


For more data circle No. 8 on postcard, p. 161 


Holiday Tool Promotion 


Grip-Snip, plier-wrench-cutter 
tool, comes with bright holiday 
wrap to boost Christmas giit sales. 
Tool has parallel opening jaws for 
square, vise-like grip; compound 
leverage side cutter for easy cut- 
ting of wire, nails, etc., and an 
open throat that permits passage 

{Continued on page 188) 
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Inventories Generally 
Higher But Trade 
Prospects Are Good 


As business enters the final 
quarter observers generally seem 
to be cautiously optimistic about 
prospects for retail trade. 

Production has been high—exces- 
sively so in some lines—but retail 
volume held up rather well through 
the summer months, except for a 
noticeable let-down in late Au- 
gust, when extremely hot weather 
put a damper on retail trade. 

The most worrisome thing to 
most business observers is the 
matter of the build-up in inven- 
tories at all levels. 

If year-end retail business de- 
velops as there is every likelihood 
that it will, because of a prepon- 
derance of favorable factors, there 
will be no trouble and business 
should set new records. 

If, however, consumers who now 
have record earnings and savings, 
decide to curb their spending in 
the light of depression talk there 
could be inventory hang-overs af- 
ter Jan. 1. 

The inventories for all retail 
lines in June, seasonally adjusted, 
were only 2.6 pct higher than a 
year ago, but auto dealers’ stocks 
were 28 pct greater. 
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Employment Up 


> Home Building Declines 


> Consumer Stocks High 


No Long Recession in View to Top Economist 
Who Does See Mild Readjustment Period 


The American economy may be 
in for a mild and short-lived re- 
adjustment, but there is no danger 
of a serious recession, says Dr. 
Marcus Nadler, nationally known 
economist. 

Dr. Nadler contends the ‘“dy- 
namic character” of the economy 
and the basic social and economic 
changes that have taken place dur- 
ing the past two decades—plus 
government intervention through 
fiscal and credit measures, will pre- 
vent any serious recession. 

Business will be aided by a 
rapidly growing population with a 
steadily rising standard of living 
and a changing way of life that 
creates new wants and desires, Dr. 
Nadler stated. 

Even with this, he said, economic 
weaknesses bred of two world 
wars—chiefly high taxes and a 
huge national debt—point to an 
early readjustment. 

This readjustment will be ac- 
companied by a decline in the out- 
put of consumer durables and a 
moderate drop in steel production; 
fewer housing starts; a rise in un- 
employment; a subsequent drop in 
instalment purchases by lower in- 


come groups. 
Dr. Nadler said, however, that 
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because the economy on a whole is 
sound, the weaknesses will soon 
correct themselves. The readjust- 
ment is not likely to be deep or 
long-lasting and the old boom and 
bust pattern will not be repeated. 


Farm Earnings Off 
6% From Last Year 


The Agriculture Dept. reports 
farmers received about $17.7 bil- 
lion from their marketings in the 
first eight months of this year, 4 
6 pct drop from a year ago. 

With farm living and production 
expenses staying up, Agriculture 
Dept. officials predict a $1.0 billion, 
or 5 pet drop in net farm income 
this year. This means a contracted 
farmer market for all goods in 
1953. 


Little Change Noted 
In Dept. Store Sales 


Department store sales for the 
week ended Sept. 5 were unchanged 
from a year ago, reports the Fed- 
eral Reserve Board. In the four 
weeks ended Sept. 5 sales were 2 
pet below 1952 levels. 

As opposed to performance 4 


(Continued on page 238) 
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The year’s biggest news 
in bolt and nut 


merchandising . . . 
RB&W’s 


EM Handy-Man 


BOLT and NUT KIT! 











v 50 bolts, 50 nuts, 8 washers—all bright zinc-plated Yes, it's the hottest ate this 
+ ° ° . year—or any year—the way this new 
w A big bargain for omy home er RB&W merchandising “first” is catch- 
vy Designed for fast sales to the “Fix-it-Yourself” trade ing on! 
whole is “ — 
rill soe ———Typical home repair jobs ——— 
: Dealers go for the Kit because it... OUTDOOR FURNITURE APPLIANCES AND FIXTURES 
deep or 
sale On © Gives shoppers self-service item LAWNMOWERS AND GARDEN EQUIPMENT RECREATION EQUIPMENT 
repeated. euinithigatieRediaeenitdiame: BICYCLES, WAGONS, OTHER LARGE TOYS 














* Builds bigger unit sales of bolts 
| +Sefigon cghetrom peter As advertised in #8033 


| reports ¢ Provides good profit margin Get behind IRHA’s big, nationwide promotion to the multi-billion 
17.7 bil- dollar ‘‘do-it-yourself’’ market in Oct. 5 LIFE. Two-page, four-color 
rs in the Home-owners go for the Kit spread features ‘‘make-it-yourself, fix-it-yourself, do-it-yourself”’ pro- 
; year, a . jects for the home. Following pages will feature hardware, tools and 
4 because it... RB&W’s HANDY-MAN kit. Get set to tie in with this big promotion 















” ; by ordering a good stock of kits...place self-displaying cartons on your 
‘oduction e Contains wide assortment of counters...and count up those moneymaking impulse sales—it sells 
riculture needed bolts on sight! 
: an ¢ Eliminates frequent shopping trips Shopper 5 Sell Themselves 
teed ¢ Gives them quality items at low Eye-catching self-displaying carton of 10 kits 
; cost does all the selling for you. Just insert panel 
goods in with message behind kits and you’re on the 
* Handles small or large way to extra profits. 
fastening jobs 
Z Your RB&W distributor is all set to sup- 
. Keeps bolts handy at 5 ply this revolutionary new HANDY-MAN 
5 all times Order Bolt and Nut Kit. Remember—the Oct. 
5 LIFE will be selling for you, too. That's 
for the your cue to phone or write in your order 
ichanged NOW! today. Get quality merchandise in a 


quality package — and that means 
money in your pocket! 


the Fed- 

“=| RB&aW 

| were 2 108 YEARS MAKING STRONG THE THINGS THAT MAKE AMERICA STRONG 
Plants at: Port Chester, N. Y., Coraopolis, Pa., Rock Falls, Ill., Los Angeles, Calif. Additional sales offices at: 

mance 4 Philadelphia, Pittsburgh, Detroit, Chicago, Dallas, San Francisco. Sales agents at: Portland, Seattle. Distributors 

38 ) from coast to coast. 
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The Big Line 
that began with 
Black Leaf 40° 


“Black Leaf 40" is the famous insecticide used by 
millions of gardeners for many years. One teaspoon- 
ful makes two quarts of spray that kills aphids, leaf- 
hoppers, most thrips and other soft-bodied sucking 
insects that attack flowers, vegetables, fruits and 
shrubs. It’s selective...does not destroy friendly 
insects that attack your insect enemies. Also spares 
bees. Repels dogs, keeps them away from shrubs. 
Also destroys lice and feather mites on chickens. 

Black Leaf 40 is the leader of the Black Leaf line 
—the first product to carry the famous Black Leaf 
trade-mark. Now many other products have been 
added, some of which are shown here. 








Controls mites which 
cause bronzing of foliage 
of evergreens and other 
ornamentals during hot 
weather. Also controls 
hard-to-kill scale insects. 
Kills many garden in- 
sects, such as Mexican 
bean beetle, tarnished 
plant bugs. Mixed with 
Sugar syrup, attracts and 
kills house flies. 


=F 





Controls chewing in- 
sects, such as cucumber 
beetles, flea beetles, 
plant bugs, etc. Works 
fast, leaves some resi- 
due for protection. Con- 
trols many soil insects, 
but avoid use where root 
crops are grown. Sprayed 
on walls or painted on 
screens, controls flies 
and mosquitoes. 


SPRAY 


=a 


Used indoors, controls 
termites, ants, roaches, 
spiders, centipedes, 
flies and mosquitoes. 
Used on lawn, controls 
lawn moths, white grubs, 
webworms, ticks, chig- 
gers, ants and grass- 
hoppers. Used in garden, 
controls mole crickets, 
— potato beetles, 
etc. 














—/ 

Controls scale insects, 
mites, mealybugs and 
white flies on ornamen- 
tals. Ideal for use in 
dormant sprays and spe- 
cial summer sprays. Ex- 
cellent spreader to add 
to Black Leaf 40 — helps 
penetration and wetting. 
Mixes with DDT or Ar- 
senate of Lead to make 
spray adhere. 





















Non-injurious to humans 
and pets, but deadly to 
many insects. Can be 
used on edible vegeta- 
bles to destroy chewing 
insects, such as bean 
beetles, cabbage worms, 
asparagus beetles and 
flea beeties. Also con- 
trols fleas and lice on 
domestic animals. 





Multi-purpose spray or 
dust — all the protection 
most small gardens need 
against insects and fun- 
gus diseases. Excellent 
for roses. Available in 
a handy dust-gun or by 
the carton. 





Works like any push-but- 
ton aerosol. Kills insects 
of many kinds in the gar- 
den and on potted plants. 
Contains rotenone and 
pyrethrum. Can be used 
in homes, apartments, 
hotels, or in the garden 
for treating one plant or 
many. Very convenient. 
Just press the button. 





Attractive and palatable 
to snails, slugs, cut- 
worms and strawberry 
root weevils, these pel- 
lets quickly destroy 
these pests. Easy to use. 
Just scatter the pellets 
evenly over your garden. 


« 
Always look for the 
Black Leaf on the red 
and white package. 





This selective weed killer 
rids lawns of dandelions, 
plantain, dock, beggar- 
tick, burdock, lamb’s 
quarter, pigweed, mus- 
tard, wild morning glory 
and many other broad- 
leaf weeds. Does not 
harm good lawn grasses. 
Non-poisonous, easy to 
mix with water. 





Selects and destroys 
crabgrass and chickweed 
without permanent injury 
to desirable grasses. 
Just mix it with water 
and apply it to lawns 
with a sprayer or sprin- 
kling can. Crabgrass and 
chickweed wither and 
die. No toxic residue on 
the lawn or in the soil. 
































There are big profits for you in the new 
line of Black Leaf Pest Control Products for 
house, garden, lawn and small orchard use. 
Many new products have been added. Here are 
insecticides, fungicides, rodenticides and weed 
and brush killers—all attractively packaged— 
all carrying the reliable Black Leaf trade-mark. 


It will pay you to stock a complete line of 
Black Leaf products — intensively advertised 
and well known to your customers — recom- 
mended by gardening experts everywhere — 
priced to move off your shelves and give you a 


many new products...new prices...quantity discounts 
... attractive terms for deferred shipment and billing 


big “turn-over.” Every product has behind it 
the research, experience and resources of the 
national organization that made “Black Leaf 


40” famous. 


Write, wire or telephone us today, or contact 
your regular distributor, for a complete dealer 
price list giving full information about the new 
line of Black Leaf products. See the liberal 
dealer mark-ups, the profitable quantity dis- 
counts and the attractive terms for deferred 
shipment and billing. Before you place an order, 
see what Black Leaf has to offer you! 


Sales Offices in 19 Cities 
Western Division Office: P.O. Box 817, San Jose, Calif. 


Executive Offices: 401 East Main Street, Richmond 8, Va. 


TOBACCO BY-PRODUCTS & CHEMICAL CORPORATION 
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Black Leaf line... 








Well-known and widely- 
used for spraying to con- 
trol leaf-eating insects 
which damage vegeta- 
bies, flowers, fruit and 
shade trees and orna- 
mental shrubs. Also con- 
trols lawn insects, such 
as June beetle larvae, 
sod webworms, lawn 
moths and similar in- 
sects. 


Controls chewing in- 
sects, bagworms, most 
caterpillars, potato 
beetles. Also controls 
Japanese beetles on 
plants, cabbage worms, 
codling moth on apples 
and many insects that 
attack vegetables. Con- 
trols lawn insects and 
clears buildings of flies 
and mosquitoes. 





Stops fungus diseases 
before they ruin your 
garden. Controls black 
spot and powdery mil- 
dew on roses and other 
ornamentals. Controls 
apple scab, brown rot, 
blossom blight, bitter rot 
and similar fruit dis- 
eases. Controls late 
blight, gray mold, phoma, 
other vegetable diseases. 


Fungicidal spray for 
flowers, ornamentals, 
fruit. Controls powdery 
mildew, red spider mites, 
peach leaf curl, cherry 
leaf spot, apple scab and 
San Jose scale. Contains 
spreader to make spray- 
ing easy. Mixed with 
Black Leaf 40, makes an 
excellent combination 
spray. 


A versatile insecticide 
dust with long-lasting 
killing power. Controls 
both chewing and suck- 
ing insects. Widely-used 
on lawns to control in- 
sects that cause yellow- 
ing of grass, thin spots 
and dead turf. Also used 
on shrubs and ornamen- 
tals and to control 
household insects. 


from package. 


highly-effective 
lawn insecticide. Con- 
trois lawn moths, lawn 
chinch bugs, ants, Japa- 
nese beetle larvae, white 
grubs, earwigs, wire- 
worms, cutworms, ticks, 
chiggers and grasshop- 
pers. Powerful and eco- 
nomical. No blowing dust. 
Granules spread easily 








Destroys poison ivy, 
brambles, sumac, poison 
oak, trumpet vine, scrub 
oak, wild grape, wild 
rose and similar hard- 
to-kill brush. Non-poison- 
ous...does not sterilize 
soil. No permanent in- 
jury to grasses. Fumes 
do not drift to nearby 
fields. Mixes easily with 
water for spraying. 






af 
WEED 
KILLER 
graseet 
Non-selective...destroys 
plants of all kinds and 
prevents growth for a 
long period after use. 
Excellent for sterilizing 
the soil in driveways, 
tennis courts and brick 
walks. Poisonous, but 
easily mixed with water 
and applied with sprayer 
or sprinkling can. Kills 
all plant life. 


- ees 
_ ~ 





tains a new, anti-coagu- 
lant rodenticide that 


gives quicker control 
than earlier materials. 
Mixes with selected ce- 
reals that never become 
rancid. Mice like the bait 
and continue to eat it 
until they die. Quickly 
destroys every mouse on 
your premises. 


Quickly clears your premi- 
ses of rats and mice. Just 
put it in protected feed- 
ing places where rats and 
mice can consume it regu- 
larly. They like it and eat 
it until it kills them. 
Never develops ‘‘bait shy- 
ness.”’ Other rodents are 
not warned. Entire colo- 
nies easily destroyed. 


i 


Economical, top-quality, 
househcld insecticide for 
use in hand sprayer. Kills 
flies, mosquitoes, fleas, 
ants, roaches, etc. New 
formula contains pyre- 
thrins, thanite and meth- 
oxychior—no DDT. Excel- 
lent for use in the home. 
Can also be used in dairy 
barns. 


Menon!) | 11-36 
Net kill! | out kithe 


Contains 

Pyrethrum 
These push-button, house- 
hold aerosols eject a fine 
mist that kills flies, mos- 
quitoes, ants, roaches, 
gnats, fleas, bedbugs, 
clothes moths and silver 
fish. Top-quality Pyrenone 
aerosol can be used in 
restaurants and dairies. 
11-36 aerosol contains 
economical DDT formula. 


Contains 
oor 














Big Profit Deal | 


$ 
84.12 worth of famous Black Leaf 
rodenticides plusa handsome display 
rack and a colorful 
window streamer for 


$49.50" 


Here are the details of this big deal 
available for a limited time only: 








Dealer 
Value 
RAT KILLER BAIT 

72 1-lb. cartons $37.92 
6 5-lb. cartons 11.92 

MOUSE KILLER BAIT 
24 4-02z. cartons 6.24 
REGULAR DEALER PRICE $56.08 


Retail Retail INSECTICIDES 
Price Each Value 
$ .79 $56.88 
2.98 17.88 
39 9.36 
RETAIL VALUE $84.12 














Special Deal Price to Dealers $49.50* — Profit $34.62 


*Net price including prepaid freight. No further dis- 
counts. Must be shipped direct from Tobacco By- 
Products’ warehouse to dealer. Floor display rack and 
window streamer will be shipped separately. 


Order today from your distributor. Ask for Black Leaf 
Fall Rodenticide Deal. Offer expires Nov. 15, 1953. 


RAT 


| RAT.©. 
KILLER KILLER 
- BAIT BAIT 


ON BLACK LEAF* 
RODENTICIDES 











lack . WEEDICIDES 
FUNGICIDES Le®! RODENTICIDES 
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2 EXCITING NEW MODELS! 
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America’s No.1 
Rectangular Area 
SS, Oscillating 
Sprinklers* 


BRAND-NEW! 


Striking yellow 
and green color 
combination! 


Top right: Ne. 700 
Covers areas up to 40’ x 50’ 
Suggested Retail 11.95 


Bottom left: No. 1000 
Suggested Retail 13.95 


‘ te gt! mH: A sprinkler with lifetime 


trouble-free “PERMA-SEALED” motor! 


Made entirely of 
sturdy, non-corrosive metals. 
UNCONDITIONALLY GUARANTEED for one full year. 


MAN |-ranan-senssor 


WATERFLOW 


Because its entire mechanism is completely sealed 
and separate from the water intake system, dirt and 


water impurities never even come into contact with 
' the motor. That's why you can count on Melnor’s 


tCompletely separates the water 
flow from the motor ond retains 


TROUBLE-FREE... 





Swingin’ Spray to bring you greater sales, bigger 
” profits, more satisfied customers than ever before!) 


P 





stay out... lubrication stays in! 





1g 
Ads month after “ys 
month... pre-selling uns 


a 


pa 4 


re 
‘ 


Sm os 


more than 
55,000,000 home 
makers throughout 
the season! 


~~ 


—~ 
ra 


*Swingin’ Spray ranks first in nation for brand acceptance accord- - 
ing to Hardware Retailer's latest annual store and market study. i 


MELNOR METAL PRODUCTS CO., INC. 10-40 45th Avenue, Long Island City 1,N.¥. 
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HEADLIGHTS 
on a mower! Why Not 7 


A DAVIS FIRST 


Davis again takes the lead in practical im- 
vr * mm provements in Power Mowers. 
' Thousands of Power Mower users will 
recognize this innovation as a mark of 
leadership —dealers will recognize it as a 
practical ‘‘first’’ for extra profits! 
IT’S SALABLE! 





‘‘MAKES LIGHT OF NIGHT MOWING’ 


Drive 


Flex-A-Matic Chetth! 


A DAVIS EXCLUSIVE... A DAVIS FIRST 


Good-bye to separate clutch levers! The Gas Lever 
is the only control for engine power and forward 





motion of the Davis Mower! Just like the automatic 
drive in a modern auto! 


Se ga 


lites. NOT THIS 


IT’S SALABLE! 








( 


In 


Saf-D-Flector 


A DAVIS FIRST ... 

A DAVIS EXCLUSIVE 

Another Davis safety feature! The 
Saf-D-Flector is designed to throw 
sticks, stones and other harmful ob- 
jects off to one side and thus avoid 
injuring the operator. The Saf-D- 
Flector also throws the cut grass over 
on the next strip to be cut thereby 
insuring complete or double mulch- 


ing of the grass. 
IT’S SALABLE! 





@D ROTARIES 


are Years Ahead... 


IN SAFETY, RUGGEDNESS AND PERFORM2£\\ (43 






Shatter-Proof Deck 


A DAVIS EXCLUSIVE ... 
A DAVIS FIRST 


For absolute safety and rugged 
wear the housing or deck of a 
rotary mower should be inde- 
structible. Davis combines safety 
with a SHATTER-PROOF deck— 
made of tough, light-weight 
aluminum alloy. This Safety Dec 
is a must in rotary mowers. 

IT’S SALABLE! 


"Floating 
Power" 


, , IN teyitli3 
Co DAVIS FIRST 


All Engines on Davis Rotaries 
are mounted on soft springy 
rubber ring that acts as shock 
absorber. Less vibration—long- 
er life to engine—smoother, 
auieter. IT’S SALABLE! 


NEW Lightweight ENGINES 


Davis Rotaries are 
equipped with 
new lightweight 
2 and 4 cycle 
engines. Makes 
the Davis Rotary 
easier to operate! 
ints THEY'RE SALABLE! 





ee 
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why Coulis in 19547 i 


FULL LINE 
Because only Davis will fea- 


ture this new startling and The Davis full line for 1954 has more practical improvements 
practical improvement. than any line of mowers on the market. Every new feature is 
an advance in lawn mowing—every new feature is SALABLE! 


Davis 50/52 


, ” 
Because only Davis has this stun} nee gate. 


FLEX-A-MATIC clutch with full safety re- Lights standard equipment Move nail 
DRIVE lease button. 
ing spot tk 
nails, in th 
Because Davis Rotaries are SHATTER-PROOF \ Fach 7s 
the only Rotary Mowers with DECK job its na 
this safety feature. ’ rs 
ting what he n 


story you. 


, : ing alumin 
Because only Davis has this 
7 ie mitiae) mae exclusive safety feature for > le get nearly 
protection of the operator. — = +5 poun d. Or 

5 Davis 50/50 ~ j 
18” cut, 4-cycle a hn package tl 

Briggs & Stratton engine 1 > = 

types and 





Because a great portion of 
Davis 1954 advertising and ADVERTISING 
promotion will support the AND PROMOTION Reynolds 


dealer in his own neighbor- 
hood. Products ] 


num Nails 


Louisville 





16” and 18” cut, 
” ” 2-cycle 
18” and 20” cut, Power Products engines 
4-cycle 
Briggs & Stratton engines 


‘ - -¥ 18” cut, 
: : : 1725 3450 r.p.m. 
Because only Davis ships mowers in Pre Ragen a 
one complete carton that can be used 
to dress-up the dealer’s mower de- 


partment and display the Davis line. 





Davis 57 
16” cut 


write to. 
'G.W.DAVIS CORPORATION  ~@ (ered ... 


1" HARDWARI 











»vements 
‘eature is 
SALABLE! 





| 18” cut, 
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Davis 56 
16” cut 

















Drive Nail Profits UP with the new 


REYNOLDS ALUMINUM 
NAIL "=e 


Move nails up to the high-trafhc, profit-mak- 






= The smart new carton 
m reaches you like this. 


SS te 


aiwars 







REYNOLDS Littim: 


é aluminum nails 
ing spot they ought to have... with aluminum 


WREE Times 


nails, in this colorful Reynolds merchandiser. 
Each eye-catching carton is marked for the 
job its nails do...reminds the customer of 
what he needs. Each carries the short sales 
story you know... that rust-proof, non-stain- 
ing aluminum nails do a better job...that you 


®t etme ey 


get nearly three times as many nails per “te MAILS 





pound. Order now, from your jobber, display 


Easy to cut and 
fold back like this. 


package that includes all the most popular 
types and sizes of Reynolds Lifetime Alumi- 
num Nails. Write for literature, 

SIZE—Height over-all 37%"; 


Width 13”; Length 14”; 
Weight approx. 36 Ibs. 


Reynolds Metals Company, Building 
Products Division, 2026 South Ninth St., 
Louisville 1, Kentucky. 





NEW —— Lifetime Aluminum 
Farm Roofing and Siding in 48” Width 


... for Lower Installed Cost, Improved Appearance! 


WAN 










Biggest news in roofing since Reynolds pioneered embossed 
aluminum sheet! 87% greater width! 50% fewer sheets to handle! 
50% less loss of metal in side laps! It all adds up to 
faster, easier, more economical installation. And it’s 
exclusive with Reynolds. Order now . . . put a big promotion 
behind this sensational new sales-builder! 


.024” Corrugated Embossed (2%” pitch) .019” Cor- 
rugated Plain and Embossed (1%” and 2/4” pitch) 














REYNOLDS 88 ALUMINUM 


SEE ''MISTER PEEPERS,'' sterring Wally Cox, Sundays, NBC-TV Netwerk 
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amd “The one source line’’ 


offers the greatest line of 
— flawn equipment in the industry 





Electric 
Rotary 
16” 





that fit every lawn, every purse + Sensational 






GIFT S 
ARE E) 


.. and here 
house warmin, 
“thank you” 
ecasions. 


The attractive 
om any counte 
covers and pri 


— rhe brand in demand”’ 


write today for complete catalog 


. +, 
Mtg. by Western Tool & Stamping Co. < $202 


2725 SECOND AVENUE «+ DES MOINES 13, IOWA 








HARDWARE AGE, OCTOBER |! 1953 . HARDWARE 4 











One No. 119 (8") <svar@c" 
One No. 118 (6") <Spep@c” 


One copy of Seymour Smith's 
28-page book "HOW TO PRUNE" 
The two finest pruners combined with our fa- 
mous pruning book in an attractive gift pack- 
age that’s perfect for all gift occasions. One 
pruner just right for HIM and one just right 
for HER! Or, one for heavy work and one for 
light. Special, removable Christmas sleeve for 
use on the package for the holiday season. 


No. 1918X .... TWO PRUNERS, ATTRACTIVE GIFT 
GIFT SALES PACKAGE and 28-PAGE PRUNING BOOK 
ARE EXTRA SALES AT SPECIAL PRICE — LESS THAN ive 
PRUNERS ALONE : 
















. and here’s the item to make extra sales as 
house warming, wedding, anniversary and guests’ 
‘thank you” gifts—as well as dozens of other The 28-page, 
ecasions. 










illustrated book 
on how to prune is 
packed with each 
MATCIIED PAIR. 


The attractive package in bright colors will sparkle 
® any counter. New, transparent plastic “bubble” 
covers and protects the tools. 











Packed 5 packages in a carton with display 
easel and price tag. Shipped 20 packages in 


shipping case. Wt. 13 lbs. per shipping case. NATIONALLY ADVERTISED in 
leading home and garden magazines 
—millions in circulation. 


47? 





at Smitu 












| se SEYMOUR SMITH & SON, INC., 31510 Main Street, Oakville, Conn., U.S.A. 
Sales representative: John H. Graham & Co., Inc., 105 Duane St., New York 8, N. Y. 








WORLD'S FINEST PRUNER 
See us at the National Hardware Show booth No. 94 
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NEW! 


TRIMMER TYPE cuts within 
Pincor 2 cycle, ‘ & 1%" of walls, trees, etc. 
2 H.P. Engine. 7 on either side of Rotary 
mower. Has “up-lift’’ 
blade — Austenized hard- 


Chassis design. One-piece ae ened to stay sharp longer! 
stamped steel, heavy- : 


gauge, reinforced at 
wheels and guards. Light- 
weight yet RUGGED. 


Powerful performer, easy 
starting, diect drive. 

















A COMPLETE NEW LINE OF REEL and ROTARY — 
18” Gas and Electric Rotary, 20” Rotary, 18”, 20”, 21”, 22” Reel type mowers. 


a line that 
can't be beat 
for performance 
and price value. 


WRITE for catalogs and prices to: 


PINCOR PRODUCTS 5844 W. Dickens Avenue + Chicago 33, Illinois 


HARDWARE AGE, OCTOBER !, 1955 








Guarantee 
Good Housek 


ras ADvERTIStt 


Co 
alumi 
diame 


If 3 


screen 


us tod 
9 Firestone Plas 


HARDWARE 























Addthie X cITIN G profil Cine... 
tony to store... Lady to eemiay..- Loa to SELL 

















aTTTT Glen” SCREEN! 


ves 




































































WEL 

























































































































































































47 \® 


SUREEMING woven of Firestone & 


You couldn't find a more natural tie-in product for your homeowner customers than screening. And 
you'll find no more wanted screening at any price than Velon. 















































' 

; oe | 

Here's how you can get your share of this multi-million dollar market Hy 
| 

i] 














1. With your 6-roll order of Velon, you get this eye-appealing display rack for only $9.95—less 
than half our cost. It stores, dispenses and sells. Gets your message across even when you're 
busy with other customers. Sturdy, compact—553/," high, 451/,” wide, 14” deep. 


























2. Invite customers to stand on your demonstration screen, proving that screening woven of 
Velon takes tough treatment. We'll gladly make one of these dramatic selling tools available 
to you. 























3. Our colorful booklet, “Passing the Screen Test”, is fun to read, gives the low-down on screening. 
Give Free copies to your customers. 7s 

























4. National advertising in leading magazines is creating 
















































































pa ma TAAL i 
a solid brand preference for Velon. Just announce that : ow | 
you carry it. We'll send a steady stream of customers a 
zs your way. i / 
QUICK FACTS A Pe H 
nowers. ABOUT SCREENING WOVEN OF Firestone CG” — 
4 oe ena 
Guaranteed by © Can't rust ©* Never needs paint * Won't bleed or stain window sills * Shows no effects from 
Good Housekeeping 
$45 soveansin WIS weather extremes ® Never loses its shape * Permanent ° Lightweight * Low cost 


t Comes in forest green, bronze brown, | 
nce aluminum gray. Mesh 18x14. Filament i | 
lve diameter .015”. ‘ nIIE y } | | 
If your wholesaler does not carry FR | | 

screening woven of Velon, write or wire P | |] 


us today for full information. 





ii 


WEAVERS OF 




















- [Hlinols ® Firestone Plastics Co. 
1, 1953 
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Make winter pay you a profit 


SELL DOWFLAK 


DOW FLAKE, the positive, ice-melting chemical, offers 


you a good profit mark-up and a proven market! 


There’s nothing like Dowflake® (Dow calcium chloride 
77-80%) for getting rid of dangerous ice on steps 
and sidewalks. Spread on lightly, it goes to work 
immediately, even when the temperature is below 
zero. Dowflake is economical, too, only costs a few 
cents an application. Think what this means to your 
customers, and better yet, what it means to you. 


By stocking a good supply of Dowflake, you'll be 
ready for those icy winter days that strike so fast. 
To really make the most of this big winter market, 
be sure you display Dowflake where everyone can see 


it. When your customers know you have it, they'll 
be coming in time and again all winter long. Don't 
forget that once in your store your customers will 
want many other related items, too. 


Have your distributor give you the attractive counter 
display, promotional literature and newspaper adver 
tising mats that are designed to help you make the 
most of this big winter profit potential. Contact him 
today. There’s a big profit opportunity in Dowflake, 
so don’t miss taking advantage of it. THE DOW 
CHEMICAL COMPANY, Midland, Michigan. 


you can depend on DOW CHEMICALS 
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MURRAY WHEEL GOODS Cs, 
include a full range of veloc- URRAY, 0! 


ipedes, autos, fire trucks, _ 
station wagons, tractors,chain : 
4 


drive tricycles. 


MURRAY ¢ GO ¢ ROUND 


the finer baby walker 
with folding handle. 


MURRAY BICYCLES — new Slip Stream styling, 18 models, 
sizes 16” through 26”. 


MURRAY PARK CYCLES 


all new line, including 7 
models; 10”, 12”, 14” and 
16” sizes, 


You can sell everyone from toddlers to teen agers 
when you sell Murray wheel goods and bicycles. 
There are sizes for every age and models priced 
for every pocketbook. Ultramodern styling makes 
R chi | d " en Murray products the center of attention in any 
Nn W eels for display . . . Nationally advertised in full color. . . 
For greater profit opportunities, stock and feature 
Murray—America’s most complete line of wheels! 


THE MURRAY OHIO MFG. CO. © CLEVELAND 10, OHIO 
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Thanks 
ing you! 
fastest-g 
and feat 
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with “T 


Pioneered by Shake- 
speare! A rod clip design 
that automatically gives 
your spinning outfit "fiy- 
rod balance" —with the 
reel BEHIND the hand. 
Keeps the line close to 
therod. Makes both cast- 
ing and control easier! 





Another Shakespeare re- 
finement for simplest oper- 
ation. After retrieving, sim- 
ply bock up the crank and 
yoyre in casting position. 
You end your customers 
will go for this new feature! 


Shakespeare patented wind and only O@ 
weather guard completely encloses ” a. 

spool, adjustable drag, and pick-up L | aT | 
mechanism! Cone design funnels-out 













the line in small coils; makes longer 


casts easy, even on windy days. Simple NO. 1750 SPIN WONDEREEL 


twist of the cone adjusts the smooth ‘ beat ‘ . 
drag. No exposed pick-up! Here’s the reel for BIG volume in spinning tackle! New, simplified, with 


features that have been thoroughly, exhaustively field-tested. We’ve proved 
it the sturdiest, easiest-to-handle spinning reel at anywhere near its price 
...@ price that puts spinning equipment within the reach of thousands 
of new prospects for you. The No. 1750 is another outstanding example 
of how “Shakespeare Sends You Spinning Dollars” in ’54 and before. 
Order early from your usual source, and be prepared for great $] 00 
deasnad. No. 1750 only. ... ccissviduetentevabese Sndeneaseeee 5 




















Business comes 
to You with... THE WORLD’S MOST 


— ADVANCED SPINNING REEL 


Continued refinements, in design and manufacture, make the No. 1850 truly 
* a deluxe reel—the most advanced in the world! You'll like the way it balances 
—_ behind the hand ... You'll like the unparalleled ease of casting and retrieving 

—of operating the drag and other controls... You'll like its precision level- 
. wind, non-reversing crank, carboloy pick-up pin, micrometer drag adjust- 
No. 1850 sy ment, beautiful finish—and above all, its truly wonderful per- $9750 


formance. Priced lower than many ordinary spinning reels—at 
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Thanks to Shakespeare, more “spinning dollars” are com- 
ing your way in 54 from spin-happy anglers—the biggest, 
fastest-growing tackle market today! And when you stock 
and feature this newest Shakespeare spinning equipment, 
it’s the most profitable. For your selling time and costs, 
both sky-high today, are cut to almost nothing (anglers 
are already sold on Shakespeare). And there are no parts 
or service nightmares to haunt your future .. . Shakespeare 
service and parts are available everywhere. Talk it over 
with “The Shakespeare Man’’— at the trade show! 


No. 5200 


WEXFORD pin-tak 


FILLS SPOOLS WITHOUT TWIST! 


The spinning world has been waiting for this! 
Fills spinning reel spools easily, without twist! ... 
No conversion winders, gadgets or tiresome hand- 
winding! Simply hold “Spin-Pak” face up, as 
shown, and crank line onto spool... any spool! 
Line is wound on the wheel so twist is counter- 
acted when spooled on spinning reel. WEXFORD 
Monofilament is softer, more manageable, too 
... especially processed for limpness. Convenient 
yardage units (using one or two wheels as needed) 
fill most spinnin reels to best fishing capacity! 
No. 5200 “Spin-Pak’’ comes in six popular sizes, 
-008” to .017”. 















BOOTH 196-198 NATIONAL 
HARDWARE SHOW 
GRAND CENTRAL PALACE, NEW YORK 


WONDERODS ¢ WONDEREELS © WEXFORD LINES 
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| Store Name = 
| Address______ 
| City 
| My source of supply for Shakespeare Tackle is | 


GLASS FIBER 


NDERO! 


Get this 
Eye-Catcher 


WONDEROD 
DISPLAY RACK | 


| Fee: 
VOLUME-PRICED 


Get this “1954 Show Special’! A sturdy hand- 

some (4-color) Wonderod display rack, FREE 

of extra cost, with this assortment of two of 

volume-priced No. 1265 6’6” Spinning 
| Wonderods at $17.00 each, and two No. 1250 

SPINNING WONDERODS 

The Shakespeare ’54 line of Spinning Wonderods begins, 
believe it or not, at $9.95—for a genuine Howald Process 
fiber glass Wonderod! From $9.95 to $41.50 there are 
models in every price bracket—from the No. 1260 
“Favorite’’ to the No. 1288 “Super deLuxe’’. Now you can 


have a genuine Howald process Shakespeare Wonderod 
for every fisherman! 


SEND FOR THE "1954 SHOW SPECIAL” 
Please rush __ No. 3010 Shakespeare Wonderod Assort- 


ments with FREE Permanent Wall Display! Shakespeare l 
Company, Dept. }14-10, Kalamazoo 2, Michigan 




















7’°9” Fly Wonderods at $17.95 each. The No. 
3010 Special Assortment package contains 
these four rods and wall display rack. (Re- 
member, Shakéspeare spinning reels can be 
used on fly rods, as well as on spinning rods!) 
Complete assortment—No. 3010—$69.90—Less 


your usual discount, 
- omes 
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This should be sweet music to your ears. 
Never in the history of vacuum ware selling has 
there been such a big and noteworthy campaign... 
such a symphony of hard hitting advertising 

and promotion. Here’s the score... you can 

add the finishing crescendo yourself with the 

clear, bell-like tinkle of your cash register! 


tu 
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| MAGAZINE... 
| Parents’ Seal of |j 
Approval is another 











ICS. That's pop- | I 
, ular music to i 


KEEPING, plus 
the Good House- | 


Evening Post. 
Thot means do- | 





| 
Ads EVERY | Ads every other Ads throughout the me =Ads throughout | 
_ OTHER WEEK 1 month in POP- year in PARENTS’ the yeor in 
in the Saturday } ULAR MECHAN- GOOD House. | 
| 











) re-mi for sure! iI profit-conscious Aladdin exclusive. my keeping Guar- 

| dealers. j anty Sea! 
= | tater 
— oo Wie 
ROLLER SKA 

Stock and display this all-time“Parade hs 

of Hits’favorite... Bristc 
HSHING RODS 
eo ® ADULT & JUN 
SMeddd Best ‘Buy GOLF CLUE 
WIDE MOUTH LINE Rain Be 
The only popularly priced Wide Mouth line : oe 

of vacuum bottles made ! out oF ut 


Springfi 
DRIN K nd COUP C 
out of it TesephT9 


ATHLETIC FOOT 


This is the only vacuum bottle in which a table- 
spoon goes right down to the bottom in all sizes; 
10 oz., pints, quarts. No need to miss that last 
tasty morsel left in the bottom. Gay, appetizing 
colors .. . practical shapes . . . keeps food or bev- 
erages hot or cold for hours. See your local whole- 
saler or write for full details. 








ICE AND ROI 

ALADDIN INDUSTRIES, INCORPORATED SKATING OUT 
Nashville, Tennessee ® 

SILVER STR 
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ROLLER SKATES 
. 


Bristol | |i 


Bee eee ... ADDED PROFITS FROM SELLING Sea Lard ! 


GOLF CLUBS 





. Yes ....this Christmas give yourself a present....the extra profits you'll 
Rain-Beau make selling Sealand — the First Family of Sports. | 
MSHING UNES & Sealand’s famous sporting goods are world-renowned . . . make ideal Christmas gifts 


RACQUET STRINGS 


‘ in colorful packages for all the members of sports-minded families — adults, ‘teen-agers lf 


and juniors. Be certain that every sports-lover in your trading area knows you sell 


S , old Sealand sporting goods. Stock .... talk... . and sell Sealand products and you and 
j K Meenas,’ SOFTRALLS all your customers will feel you've had the merriest, most wonderful Christmas ever. | 
AN z F ' , 
> GOLF CLUusS Your Sealand representative will make your planning easy with the newest, most | 


exciting catalog in sporting goods history. 


GesephT Wood 


Buy 





ATHLETIC FOOTWEAR, THE SPORTS BRAND 
ICE AND ROLLER 
SKATING OUTFITS MILLIONS DEMAND! Torrington, Connecticut 









Since 1826 


NEW YORK * CHICAGO © ATLANTA © LOS ANGELES 





SILVER STREAK — sectaguamaates. sasLNomgaareG, mH, meme &B 
FISHING LINES 





















TODAY’S BIGGEST SHOTGUN VALUE 


MOSSBERG 3-SHOT 































| ee > REPEATERS WITH 
4 

| « C-LECT-CHOKE {|| « 
a Any choke desired — St . 
instantly — by a twist ~ or 
B of the fingers. Settings ists. An 
is are positive and vis- Picnie 5 
if o val, like a micrometer. Se ciude th 
togethe: 
you sell 


— we 
' @ 


See us at the 
NATIONAL HARDWARE SHOW 
Bi Booth Nos. 22 

and 24. 

































ORDER FROM YOUR n 
@W 410 ga. Model 183K, 
DISTRIBUTOR TODAY prepped. pn woh 


$98”5 ($29.95 West of Rockies) 





Ask us for mat sheet show- 20 ga. Model 185K, 4 


ing mats featuring these with C-LECT-CHOKE 
popular C-LECT-CHOKE $29 ($30.95 West of Rockies) 
models. Yours FREE for the 16 ga. Model 190, 
asking. with C-LECT-CHOKE 
$3 1 95 ($32.95 West of Rockies) 








THERE IS NO FINER AUTOMATIC CHOKE AT ANY PRICE! 





ORD 


Gun and choke are sold as a unit, expertly | YOl 
engineered and perfectly coordinated. 


The C 
means 
Christi 
holida 
membe 
outdoc 
plus es 


A value you'll be proud to offer your customers! 

















THE CO 
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Son 7em together 
for Christmas... 


As always, the famous Coleman Camp 
Stove and Lantern will be favorite Christ- 
mas gifts for outdoor people everywhere 
..- hunters, fishermen, campers, vacation- 
ists. And now the new Coleman Folding 








a third sure-profit outdoor gift item. In- 
clude them in your gifts items. Display ’em 
together—demonstrate ‘em together—and 
you sell ’em together! 


kies) 





(Qala 


ORDER FROM. 
YOUR JOBBER! 


The Coleman “Outing Pal” line 
means 3-way profit for you this 
Christmas. Order now for the big 
holiday season ahead. And re- 
member, you sell these leading 
outdoor products for “more fun”’ 














— plus emergency use. 
| THE COLEMAN COMPANY, INC. 
Wichita 1, Kansas 
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Picnic Table and Carrying Case gives you | 





























































Coleman Folding Camp Stove — 
Great appeal as a gift for sportsmen—and for 
all the family. Lights instantly. Cooks like a 
city gas range. High-power burners. Folds up 
and carries like a suitcase. Folding High Stand 
brings stove up to comfortable cooking height 
—and is an extra profit item. 2 and 3-burner 
models. 


Coleman Floodlight Lantern is the most popular all- 
purpose outdoor light on the market. Compact, sturdy, light- 
weight. Lights instantly. 8 to 10 hours lighting service from 
one filling. Floodlights 100-ft. area. Easily attached Coleman 
Reflector makes it a high-power spotlight. One single-mantle 
and two double mantle models. 


Coleman Folding Picnic Table and Carrying Case 
A new outstanding Christmas gift for all the family. Sets up 
in a jiffy on strong steel legs. Big 28-in. square top; 264% in. 
high. Folds into streamlined carrying case with legs and 
stools inside, plus extra space for other equipment. Ideal 
utility table around the home; ‘rubber feet protects 
rugs and floors. 


® A sensational 
seller that is 

+ going like 
wild-fire! 





@ Folding stools 
extra—have 
removable, 
washable 
canvas seats. 


Damily Diptvil 


Here's a closely related group of unusually good impulse sellers... 
all by USP. Put ‘em in your window... for everybody and his brother! 


HI-LO OUTDOOR STOVES are just what outdoorsmen ordered. They 
fry, broil, grill or boil. No utensils are needed. Heat is controlled by 





moving fire pan to any of four levels. Entire unit folds compactly into 
attractive red pebbled carrying case. 


HI-LO CAMP STOOLS are perfect for any outdoor use. Handy ‘round 
the house for TV parties, other extra guest occasions. In sets of four, 
one each red, green, yellow and blue. Heavy-duty canvas seats detach 
for easy washing. Sturdy steel legs in Kromolite finish. 


ZIPRTOP RUBBISH BURNER has the original “Zipper” top which 
opens and closes with an easy push-pull of any loop. Sag-proof 
Volcano bottom speeds burning. Electro-welded, reinforced con- 
struction lasts for years. Available in two different models. 


UNION STEEL PRODUCTS COMPANY 


ALBION 1903 + Our Golden Anniversary + 1953 MICHIGAN 
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NOW is the time to be thrifty * 
| RETR 


7 
—“~ 
@, : 


here’s how 


Tapatco 


The Tapatco Reversible Parka is designed to pull in extra 
cold-weather profits for you. Outer shell of water-repel- 
lent duck, lining 100% wool blanket in scarlet. Choice of 


blue or green ovter color. 


THE AMERICAN 


Greenfield, Ohio e 


Tapatco 


UO 


(fou Cam BUY OF 


y 
S=- ant SA py rd ° 
DO SAVE GOW Aes Sport Shirts 
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can help! 


Tapatco merchandise helps you make 
the most of every sale you make! Even 
when business gets tight you’ll find it’s 
better to feature Tapatco. For Tapatco 
is quality. It is not the lowest-priced 
in its field, but it is fairly-priced for a 
fair margin of dealer profit. And, when 
your customers see it they’ll realize - 
because it’s so far ahead in quality 
it’s the best buy after all. Ask your 
jobber about the complete Tapatco 
marine and sleeping bag lines . . . or 
write for new full-color literature. 


* When merchandise gets harder to move and 
profits get short, it's important to be thrifty. 
You can actually save money and thus increase 


profits by concentrating on Tapatco. 


PAD & TEXTILE COMPANY 


Fairfield, Calif. e New Orleans, La. 


Motor Covers Boat Cushions 





Porter-Cable 
Representative 
demonstrating tools 
for dealer at 


8 UAE RIEL PER 


local trade show 




















What other tool franchise gives you these extras? 








There’s good profit in portable electric tools . . . 
everybody knows that. The market’s big—sales are 
steady. Problem is, how to capture a generous share Porter-Cable Representatives 
of the total sales in y . : | 
ee ee ee | personally help you with... 
That’s where a Porter-Cable field representative Look 
steps in. Building your tool business is his business. * Training of sales people 
He'll help train your sales force . . . contribute his © Store event — “ 
own time and experience in developing and selling 0 gi Or Sane See 2. 
¢ Displays, local advertising, direct mail 
your prospects. Should you enter local shows, for © Call “ 
example, he’ll serve as a full-time demonstrator— pain oy . 
it : © Inventory control ‘ 
convincing potential buyers that you’re the man © Service problems 
they should come to. « New product information 5. 
Direct, productive help like this i f th , . 
irec Pe : Av x. s he be : - e © tied ter case of cor ems De 
reasons Porter-Cable’s “Direct-to-Dealer” Policy Policy Booklet 7. 
means business—profitable business. Several fran- 
chises still available. Write for full details—today. 











PORTER-CABLE Machine Co. 


Porter-Cable 1110 N. Salina Street, Syracuse 8, N. Y. 


In Canada write: Strongridge, Ltd., Londen, Ont. 
Saws ®@ Belt Sanders ® Orbital Sanders ® Routers ® Planes © Hedgshear ® Shapers 


Qualily (techie To0td. €hain Saw ©® Drills © Bench Grinders © CemboTool © Abrasive Belt Machines 


eeeeevoeeeoeevoeeeeeeeeeeeee2 
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r than ever /” 


CHAN NIE LOCK 


Look at these NEW Saateei eh i 


1. mes principle positively prevents slipping under any load Here's the new, improved Channellock 
. the heavier the job, the greater the interlocking action. Plier—bringing to you new features 


which offer more positive gripping, 
2. New Dow maha hove lugs provide maximum cross section strength cnaheh deena anknibaitico. ths 


undercut interlocking channel is the 
3. New nose design provides greater utility for gripping small objects. first really new idea ‘. sae dicen in 


4. Patented design of tension edge provides more strength and elimi- years. Engineering skill has developed 
nates stress concentration at channels. a plier with new patented features 


5. New interlocking design minimizes stress on joint bolt. which give you the newest, strongest, 
; most practical plier you can buy. Here 
6. Precision machined interlocking surfaces provide perfect fit, thus is a plier that will last for years! Chan- 


Pipa pressure evenly. nellock Pliers—made only by Champion 
- “Rite Angle” teeth guarantee maximum bite and minimum wear. DeArment Tool Co., Meadville, Pa. 


Waa 


_SHAMPION DeARMENT TOOL Co. @ __ MEADVILLE, PA. sa 
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‘ustomers Will Look For— 


MAKE SURE THEY FIND IT 
AT YOUR STORE ! 


Millions of potential power tool customers will see this Delta ‘‘Christ- 
mas Gift Window” advertisement, with its powerful suggestion — 
“Pick your year-around gift from the Delta Power Tool window!"’ 
They'll actually look for the window — and buy where they find it. 


Cash-in on the biggest promotion 


in Power lool history! 


| FEATURE THE DELTA 
“CHRISTMAS WINDOW 
* 


' Hundreds of ready-to-buy power 

| #tool prospects in your area will be 
looking for the Delta Christmas 
Gift Window they saw in national 
magazines. Make sure they find it 
at your store. Put in the Delta win- 
dow the first week in November, 
and leave it in, to sell for you during 

_ the big Christmas buying season. 
We'll supply you with everything 
you need—life-size cut of man, win- 
dow and door banners, window 
cards, etc. 


TIE-IN BY ADVERTISING 
LOCALLY 


Use your local newspapers to focus 
Delta’s tremendous national adver- 
tising power on your store, and use 
direct mail to preferred prospect 
lists. Big national advertising makes 
folks want Delta Power Tools; your 
local newspaper ads and direct mail 
tell them where to buy them. Schedule 
your programs to coincide with 
Delta’s national advertising. We 
have a selection of hard-selling tie- 
in newspaper ad mats and mailers 
for you. 


DISPLAY DELTA 
TOOLS INSIDE 
YOUR STORE, TOO 


Feature the DELTASHOP and 
other big-ticket Delta Tools in your 


best traffic locations—where buyers 
brought in by the window can see 
and touch them. And don’t forget to 
include accessories in your display — 
they’re wonderful plus business with 
a very good profit margin for you. 


DEMONSTRATE TO SELL 


When you demonstrate Delta Power 
Tools, they sell themselves. Have 
the DELTASHOP and as many 
other tools as possible under power, 
and train your store personnel to 
demonstrate at every opportunity. 
Use direct mail and newspaper ads 
to promote special group demonstra- 
tions, “doit yourself” evening clinics, 
etc. And ‘‘demonstrate’’ outside 
your store by showing the new 
Delta sound-color movie at hobby 
groups, clubs, service organiza- 
tions, etc. 


TAKE ACTION NOW! 


Delta’s gigantic fall and Christmas 
sales and merchandising campaign 
is the biggest thing in power tool 
history! It will generate a tremen- 
dous surge of big-ticket business at 
the time of year when folks are in 
the mood to spend. 


- «+ BUT YOU CASH-IN 
ONLY BY TYING-IN! 


Plan your program now. Get in 
touch with your Delta man today, 
or use the coupen. 





“?\ 


Here's where your 

prospects will see Delta's 

powerful Christmas Window ad: Saturday 
Evening Post, Nov. 14; This Week, 

Nov. 21; Better Homes and Gardens, Dec.; 
Popular Mechanics, Popular Science, and 
Mechanix Illustrated, Nov.; Home Craftsman, 
Nov.; Homecraft and the Home 

Owner, Nov. 


DELTA QUALITY POWER TOOLS 
Another Product by R k | 
ocKwe 


J 


| 
| 
| 
| 


Delta Power fool Division 
Rockwell Manufacturing Company 


680K N. Lexington Ave., Pittsburgh 8, Pa. 


O Please rush full details on Delta's big fall and Christmas | 
Power Tool Promotion. | 


© Who is my nearest Delta Distributor # 


Nome 





Position 





Company 








Address 


City ———————eEE 














STANLEY (Christmas TOOLS 


Selected... Packaged... Promoted 
For Happy Holiday Business! 


= Practical Selection of Tools... 
Gay Green and White Box Covers... 
: Material for Local Promotions... 
te ROS SS ~~, Persuasive Consumer Advertising ... 
=< Write for Complete Information. 





21 appealing Stanley Tools 
and 8 Tool Chests dressed 
up for Christmas . . . among 
them these wanted gifts. 


No. X4 and X$ 
Planes 


Holiday covers with 
inconspicuous labels fit 
over stock boxes... may be 


No. X41 
Push Drill 


Screw Driver Set @ 


/. No, X122 


- Combination 
f Square 
No. X610 z "Hl 


Hand Drill No. X125A With Tools & Wood” 
Bit Set" 


als tor your - 








ystomers in 9 Gift Certificates 

our best ¢ - oh Cae 

advertised 10 Y é — g toe eh 
Stuffers for counter 
and mail use- 











STANLEY 


HARDWARE 
STANLEY TOOLS, NEW BRITAIN, CONNECTICUT STEEL STRAPPING 
STEEL 
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4 
EXECUTIVE 


‘ 


“peed | ay 
power kit 
and holster 





handsome! different! 
will sell on sight! gift packaged! 


Custom-tailored, rugged holster gives every home owner 
new PORTABILITY ...new CONVENIENCE for drilling, 
sanding, buffing— anywhere. Hook on belt. Display 

on home workshop wall. NEW! A FISTFUL OF POWER! 
Executive kit includes 200) 4" SpeedDrill with 
HI-POLISHED CASTINGS ¢ tough Exylin holster e geared 
key-operated JACOB'S CHUCK ¢ 7 CHROME VANADIUM 
steel bits e 4” rubber backer e 412” bonnet 

e 10 sanding discs and miscellaneous hardware. 


Heavy NATIONAL ADVERTISING will break 
in House Beautiful, Sunset, Town & Country, For- 
tune, House and Garden, and Sales Management 
. » » October, November, and December. Stock 
up now. Write for full details. 


ed\, 
2c\ ¢ 


1836 $.52nd Avenue, Cicero 50. Ill. 














Here are the Highlights 


18 POPULAR TOOLS 
TO CHOOSE FROM 


Select any assortment of tools you 
want. Order in any quantities desired. 
No forced combination deals. 


COLORFUL CHRISTMAS 
COVERS 
Tools come to you packaged with gay 
Christmas covers. Saves gift wrapping 
for you. Makes impressive holiday 
display in window and on counters. 


FREE SALES HELPS 


Three-color Christmas Streamers, 
Newspaper Ad Mats, Consumer 
Folders supplied free to help attract 
Christmas business to your store. 


POWERFUL NATIONAL 
ADVERTISING 


Ads in the sama | Evening Post, 
Country Gentleman, Popular Mechan- 
ics, Popular Science Monthly will pre- 
sell millions—direct customers to 
your store to buy. 


NOTE: Christmas covers are designed 
so that they slip on over the standard 
boxes. They may later be removed, thus 
eliminating the problem of carrying 
over unseasonable packaging. 


44 








18 Fast-Selling, Gift-Packaged 


Tools to Choose From 


No. 8504 
SCREW DRIVER 
SET 


$3.15 List 


BLOCK PLANE 
$3.00 List 


No. 9 
SMOOTH PLANE 


No. 77A $8.25 List 


HAND DRILL 


No. 14 
JACK PLANE 
$9.00 List 
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Real eye-catchers 
and black on gle: 
ly three feet long 
holiday atmosphe 
or tied in with « 

wanted wher 
Christmas order. 


CON 
Bright and colo: 
job for you. Ger 
on front. Use the 
them with bills 
Order as many as 
the more sales th 


Millers Falls 


HARDWARE . 













No. 43 
COPING SAW 
$1.30 List 







No. 300 
HACK SAW FRAME 
$4.20 



















No. 1200 
COMBINATION SQUARE 
$1.80 List 


No. 2130 
RIGHT ANGLE DRIVE 
$4.95 List 





Mniees | 


FREE SELLING 


No. 106 
CARVING TOOL SET 





No. 29X 
——— AUTOMATIC SCREW DRIVER 
WITH ATTACHMENTS 
eens Benne Te $3.85 List No. 100 
AUTOMATIC DRILL 
ba $4.40 List 
No. 590 oe 
TORPEDO LEVEL 
$1.90 List 
a. aa ae f aS 
0. ft anny 
NEST OF SAWS Gaw (a 2 
$2.95 List Pes — 









No. 2120 
BUFFING AND SANDING 
ATTACHMENT 
$8.45 List 


ee 





AIDS 


NEWSPAPER AD MATS 


One and two column sizes — ready to turn over 
to +. local papers. Run them as complete ads 
with your mame and address at bottom, or in- 
corporate them as part of your regular store 













fora Merry Christmas 


MILLERS FALLS 


Pann TOOLS _ 








advertisements. They sell the “Tools for Christ- 
mas” idea for you, attract gift shoppers to your 
store. Indicate if wanted on your tool order. 











> DISPLAY STREAMERS 


Real eye-catchers printed in brilliant red, oe 
and black on gleaming Kromekote stock. Near- 
ly three feet long by a foot high. They'll build 
cen | atmosphere in your windows, on walls 
or tied in with counter displays. a num- 
ber wanted when you place your Millers Falls 
Christmas order. 


CONSUMER FOLDERS 


Bright and colorful, they'll do a big selling 
job for you. Generous space for your imprint 
on front. Use them as counter ae 
them with bills in November and ember. 

irder as many as you want. The more you use, 
7 the more sales they'll make for you. 








MILLERS FALLS 
TOOLS 





ORDER EARLY 
FROM YOUR JOBBER 


Millers Falls Company, Greenfield, Mass. 
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HUYAL EAGLE RULE 


9L'4 New! \'S SENSATIONAL! 





EAGLE CAN GUARANTEE 
THESE Coil Spring 
JOINT RULES AGAINST 
JOINT FAILURE Zorever 


NO LOOSENING OR APPARENT WEAR AFTER 


EACH cud EVERY 


y 


FOR 


/ 
fi 
ov 
\y Z 
\y Zoe 
| , Za 
\ 











WOODCR 


Set H14 Carbo 
Drills with wide 
quick chip remc 
, shanks fit all elec 

dtills. In plastic 
box with Christm 


400,000 CYCLES 


OJ OPENING ard CLOSING 





LENGTH MARKING PRICE PerDOZ. PRICE EA. 


DEALER'S 


RETAIL 





Reguier 


13.16 


1.40 





eguier 





17.98 





With Folding Hoot 
672WH 


Requler 


14.00 


1.75 





With Folding Hoot 
696WH 


19.20 


2.40 











FOR THE 
HANDYM:é 


Set H13. Compani: 
13 fast-workiny 
drills to go wit 
portable electric | 
drill you sell. Siz 


Now we can make this unprecedented guarantee. Cus- 
tomer satisfaction is assured with this “stay-new,'’ smoother- 
action, more-accurate, extraordina ab. Order NOW! 
Send your wholesaler the coupon TODAY. 





672WF 


12.84 









696WF 


17.98 





2.25 





With Foldi: 
w72WiH 


14.00 


1.75 


to 1/4” by 64ths. | 
covered box wit! 





With Foldi 


696weH 


Hoot 


19.20 











672WR 








ither Way 


12.84 














610 


ngineers 


14.88 





ALL RULES PACKED '4 DOZ. PER BOX 


SEND THIS COUPON TO YOUR WHOLESALER 


SHIP US 
ROYAL EAGLE RULES 














EAGL 


EAGLE RULE FG. CORP. NEW YORK 59, N.Y. 
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FACTORY 


HE STAND 


te “SS ———— 


hristmas Merchandise 


4AE MAKES PROFITABLE SALES THROUGHOUT THE YEAR 


How oN 





FOR METALCRAFT 


Set H45 High Speed Drills with 
Standard’s new, fast cutting point 
for metal. 1/4” shanks fit all electric 
hand drills. In plastic box with 


Christmas sleeve. | ye + t ia 


\ STANDARD’S 
Drill Sets 
NS 


et 


FOR eK i. 
ere are 8 reasons why you 
WOODCRAFT H 8 YY 
sell more... 


Set H14 Carbon Steel a 
Drills with wide flutes for - Profit more the year around by stocking and 


op pereanired t \ S displaying Standard’s popular drill sets 


_. oe —— aX a 1. Nationally Advertised. ..your customers 
a. semeetiel RS” P recogn.ze Standard’s reputation tor 


7 top quality 

FOR THE a gw a = 2. Priced to Sell... Standard’s Drill Sets 
) <% : : r irange ot p cs to @ act the 

HANDYMAN ar in a range pric if ittra 


Set H13 Companion set of - 3 
13 fast-working, metal , 
drills to go with every 


thritty holiday buyer 


Packaged for Bigger Unit Sales... Stand 
ird Sets are easy to stock and display 





portable electric or bench P el? 4. Compact to Save Counter Space. . . Stand 

rill you sell. Sizes 1/16" nv” ird Sets are designed to give you high 

9 1/4" by 64ths. In plastic ¥ dollar business in small pac kages 

covered box with Christ- 

mas sleeve. 5. Unlimited Market Thousands of home 
workshops, mechanics, farmers, electri 
cians, carpenters, and sheetmetal workers 


are potential buyers 





6. Free Selling Helps Available without 
' cost, are ateracuive colored Christmas 
) , ‘ 
Red Shield Says. sleeves, newspaper mats, clectros, and 
. ore Danners 
é To boost profits for the holiday and the year around 
t f / / 7. Brand Preference Since ISS8L Stand 


show this advertisement to your distributor salesman oh i Brand Tools have been the 


Ask him for the assortment of Standard packaged drills choice of industry 
g 


and free selling helps 8. Availability Your distributor supplies 
: ; you with quantitics you want when you 
want then 





3950 CHESTER AVENUE CLEVELAND 14, OHIO y 


FACTORY BRANCHES IN NEW YORK e@e DETROIT © CHICAGO «© DALLAS © SAN FRANCISCO 


'HE STANDARD LINE: /wist Drills - Reamers - Taps - Dies - Milling Cutters - End Mills - Hobs - Counterbores - Special Tools 





om 


aq, colue® / 
Supe é aikt problem? 


THERE’S A WHALE OF A CHRISTMAS MARKET FOR 
SUPERIOR BENCHES, STANDS and STEEL LEGS 

















































Superior STEEL LEGS 


Never before has the trade had an oppor- 
tunity to stock a complete range of sizes 
for such a small investment! 

© Benches, stands, etc., can be made 
into any length or width, in heights from 
20" to 32". Four legs in set, including 2 
brackets for each leg for top and shelf 
mounting, together with nuts and bolts 
in one carton. 

e Made of heavy gauge steel — will 
support a quarter of a ton. Far less cost- 
ly than buying wood and cutting it to fit 
perfectly for a work bench. GET A 
LARGER SHARE OF THE "DO IT YOUR- 
SELF" MARKET WITH SUPERIOR HEAVY 
DUTY STEEL LEGS! 


























‘- 
SPECIFICATIONS * ae 
Model Length List Price Per Set id 
1420 20" $5.95 7 
1424 24" 6.45 ‘ 
1428 28" 6.95 4 #10 
1430 30" Ly a 
ot A , 
M 1 , | JUNIC 
Sgoinst warping OF omg oe ony : EDUCA 
adjustment | ith machine 9reY Pe 
enamel finish. cked in one : 
ked down, pe nd 
| See ety oo Superior 
screws. 
| SPECIFICAT? Height BENCHES 
| Size “ 25” 
| el 1 ’ 
Motes 30” x 18 ‘ied Price -_ —- 
Ww $14.9 se can't split — 
33 PF so x 18" % Y 5 . available in 
2830.18 ee $167 five sizes. 











Most work benches cost more—but none are built better! Legs 
are one solid piece, made of heavy gauge steel. Brackets and 
steel cross bars securely bolted, eliminating vibrations. Top is 








heavy hardwood, tongued and grooved. Natural wood preserva- ¢ Comes k.d. © Easily assembled © Holes drilled 
tive finish. Graduated slots for welding tools. Shelf can be for brackets, top and shelf assembly. ¢ All bolts, 
adjusted to various heights. nuts and wood screws included. 
Manufacturers of pressed and stamped steel products for over 25 years THE p 
3 Maitland St. Boston 15, Mass. 
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‘DO-IT-YOURSELF’ FAMILY 


FOR MEN — #5854 





















| agen Our 
m SET OF TOOLS 


THE MOST WELCOME GIFT FOR LADIES 
... ESPECIALLY AS A WEDDING PRESENT. # MO2 








#10 INTERESTING AND INSTRUCTIVE . . 
EVERY BOY SHOULD OWN THIS SET. 


JUNIOR ME-KAN-IK 


EDUCATIONAL SET OF TOOLS 











drilled 
| bolts, 


GUARANTEED TOOLS 
ASK OUR DISTRIBUTOR'S SALESMAN 


THE PECK, STOW & WILCOX co. e SINCE 1785 @ SOUTHINGTON, CONNECTICUT, U.S.A. 
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gn adjestable handle which permits comfortable 





DAZEY TIC) e — LOUIS 7, MISSOURI 





f iaiiiltead. ) of 
CHEN hf. 


The famous Dazey Egg Beater (Blend-R-Mix) 
will be delivered from now on in this new, 
beautiful orchid, blue-green and white, eye 
appealing gift and display package. Write 
us if your dealer can't supply you with the 
Dazey Blend-R-Mix in the new gift carton. 


The Dazey Egg Beater (Blend-R-Mix) 

_—Model 810C... This fine quality mixer is 

__qust proof... constructed of chrome and stainless” 

steel with enameled zinc die cast handle in. 
- eolors: Black, Red, Green, and Yellow. It features 









‘use by either right- or left-handed persons. 
Epcot designed biades produce a rapid” 
uplift action for faster and better results. High 
speed gears make for ease of operation, Blends, 
whips or mixes anything mixable. individually 4 
pocked in the beautiful, new gift ond display = 
carton, 12 of any one color or assorted color it SS 

handles per shipping case. Weight, per dozen, - : 
18 Ibs. Retail price $5.95 each. 










/ 







The Dazey Super Juicer —Model 101... Trans- 
parent bowl. Strainer and metal crank handle in Red, 

Green, Yellow, and Black. Individually packed in shelf- 

display carton—6 or 12 per shipping case. Weight, ; 
per dozen, 18 Ibs. Retail price $3.95 each. The Dazey Z 
Super Juicer Model 121 same as Model 101 except bowl é 
is aluminum white enamel. Retail price $4.95 each. 









} << ON e08 oy 
F Gentanned by» 
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The Dazey “Dispensit” Coffee Dispenser—Model 
180... An accurate ground coffee dispenser. Measures 
the correct amount of coffee for one cup at each flick 
of the lever. Holds approximately 2 Ibs. Available in 
Red, White, Yellow, Green, and Black trim. Individually 
packed in shipping container. Weight each—3 Ibs. 
Retail price $4.95 each. 



















American Home, Good Housekeeping, Household, Ladies’ “Home Journal, McCall's, ‘Parents’, 
Redbook, Howry Beautiful, Sartor proving 7H Sunset. Spevaty, Cece, Today's Wompe. Woman's 
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Display R 
break-res 
..- Stocks 
minimize 


HARDWA! 











A promotion set-up 















to step up your 


f BROOKPARK 





ix) 


: this FULL PAGE in FULL COLOR 


the 


‘ appearing in BETTER HOMES and GARDENS 


(NOVEMBER ISSUE) 


Dius: Full display in your store with this 


attention-getting rack. 











New! “Casualette” starter set in Brookpark Modern Design 
to retail at $14.95. Really a sales starter for extra 
volume and extra sales! 


Prepackaged sets to give you big unit sales at package prices. 
Open stock in two patterns for a complete line and added sates. 


Display Brookpark so customers can handle it, 
see for themselves its lustrous beauty and break-resistance. 
There's no shrinkage—no damaged stock—to cut into 

ge Sie eo your profits with Brookpark...the non-chipping, actually 
AGE ie SSE AE NN hard-to-break dinnerware of Melamine plastic! 


break-resistance...shows off its beauty 
..-stocks it...sells it! Good deliveries 
minimize inventory! 



















Ask your jobber for the 
complete story now! 










international molded plastics, inc. 
Dept. HAIO!, Cleveland 9, Ohio 
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Now, more 
obles is MI 


>. Pie F., | 
able, bring 
n ironing t 


trikingly n 
ombinatior 


\ radically 
50m for kr 
djust, and 
teady iron 
LUS the fa 
' steel pre 
entilated \ 
vend or dit 





-ontact yor 


IL 
Other of als, ° 


for stand-up #fon'ng, 
$8.95 and $9.9° 
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© INT. IDNR re gale 





Fy POPE 


low, more than ever, the BIG NAME in ironing 
ibles is MET-L-TOP! 


> P. & F., the originator of the all-metal ironing 
ible, brings you an entirely new look 
) ironing tables! 


trikingly new, glamourously modern color 
ombination ... to catch the buyer's eye. 


radically different design that allows plenty of 
20m for knees and legs, is safe and easy to 
djust, and still provides a strong, sturdy, 
teady ironing surface. 


LUS the famous MET-L-TOP double top...two sheets 
' steel pressed together to form a smooth, 

entilated working surface that can't sag, buckle, 
end or dip! 


‘entact your Jobber NOW, or write direct! 









ag ae 
> Guaranteed by © 
Good Housekeeping 
“” m 
oe 6s sovcanisi2 ll 
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BIGGECT NEW in ironing tables! 


ET-LTOP 












’S THE AD THAT’S SELLING 
a brand dealers this Christmas 











This Big, hard-selling ad give cml 


- 
(Reproduced here in miniature) useful eee give a 


appears in rHEAMDs 


OOet meee 818 ws Oar Greee 


...Nov. 30 MB 





































weer ).. DOC. 5 
Post 


ife circulation is 5,412,874. Post 
| ae is 4,620,479. This makes a 
total of 10,033,353 readers—what an 
audience for “Thermos” brand gee 
mas promotion. Here is more aon 
that “Thermos” brand backs you wit 
the largest advertising campaign in 
the vacuum ware field. 








A 
“SPOON MOUTH" | 
PINT BOTTLE with | 
New “Safety-Guard” 
Tip, Non-Drip Pouring 
Lip. Simulated leather 
and saddle Stitching 
design. $2.05 








oy 


.. g ¢————_———____ 
SZ] mnt BOTTLE. Polished 
<4 aluminum Case... light- 
weight, seamless, hori- 
zontally ribbed for 
extra strength. Heat- 
resistant cup, $2.00 


CASH IN! SEND IN YOUR 
“THERMOS” ORDERS 
NOW! 


THERMD 


19008 MARE B86. us. PAT OFNCE 












Choose from these other useful THERMOS gifts, too! 














the trademark that identifies vacuum ware aft its best! 





te | 

S ‘ ros . 

ee, wa ICE PRESERVER., 3-quart ca- WATER SET. Quart Capacity for OUTING KIT fur Picnics. Plaid 

— Pacity for home use. Ridged use in home and office. Chro- fabric kit contains two Ther- 

chromium sides. Black enamel mium-plated jug with plastic mos brand aluminum-case 

base and knob, Chromium. closure, stainless steel trayand = quart vacuum bottles, each 

ANY Plated cover. Vacuum -insul- two glasses, Vacuum-insulated with four nested cups, and 

THE AMERICAN THERMOS BOTTLE COMP. ated glass filler. $25 glass filler, $27 sandwich box. $14.95 
Norwich, Connecticut Keapsit and Icy-Hot are also products of The American Thermos Bottle Company 
Thermos Bottle Co., Ltd., Toronto 






TH f u M D the trademark that identifies 
e vacuum ware at its best 
Thermos Limited, London ott Oe § 


THE AMERICAN THERMOS BOTTLE ¢ 
Thermos Bettie Co., Lid., To 
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Td gtart a fad—Sell Pago 
The geyy pattern by Decoware 


Colorfully fresh, smartly tailored RIBBON PLAID is the Seen pattern that has 
the ladies eager for a complete set. True to the standards of Decoware quality, 
RIBBON PLAID is skillfully lithographed...on the kitchen pieces that homemakers 


find most useful...in bright red, green and yellow with a choice of red or yellow 





trimmings. Decoware’s all-rounded edges, snug fitting tops, recessed knobs and heavy 
metal construction mean a line of kitchen favorites. Show RIBBON PLAID—Sell 
RIBBON PLAID —to customers on the lookout for a new set, to prospects shopping 
for their first set. Your nearest Continental office will give you full details on 
RIBBON PLAID. Won't you call us? 


CONTINENTAL (© CAN COMPANY 


CONTINENTAL CAN BUILDING 
100 East 42nd Street New York 17, N. Y. 
Eastern Division: 100 E. 42nd St., New York 17 * Central Division: 135 So. La Salle St., Chicago 3 * Pacific Division: Russ Building, San Francisco 4 




















Let’s have a practical, profitable SWING-A-WAY Christmas: 


Build big displays of SWING-A-WAY products to attract 
women and men. They'll stop to buy because SWING-A- 
WAY is the perfect gift for every woman who has a 
kitchen. It’s a gift that is practical, and beautiful too. 


Your customers will be looking for SWING-A-WAY gifts 
right up to the last minute, so keep your stocks complete 


all through the Christmas season. 


N ¥ 5 
de “" 
VISIT BOOTH 103-4 NATIONAL HARDWARE SHOW e 


p 


; 


STANDARD CAN OPENER | AUTOMATIC CAN OPENER 





KNIFE SHARPENER 
AUTOMATIC CABINET 


CAN OPENER 


TIE IN —CASH IN on the big Christmas promotion! 
powerful national advertising! 
sparkling gift packaging! 

window streamers, newspaper mats! 
for the biggest Christmas ever. 


, first name 
! im can openers 


SWING-A-WAY MFG. CO., ST. LOUIS 16, MISSOURI 


In Canada: Fox Agencies Ltd., Port Credit, Ontario 
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Casseroles 
individual 
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Casseroles 
Yellow, ! 
Green. 4 
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NOW McKEE'S DONE IT. . . 


found a way to double your sales 
of GLASBAKE Coffee Hottles! 
How? By packaging Hottles in 
new "'Service-for-4"" Sets, designed and 


SET 


NEW 


DOUBLES 


— 








your Glasbake HOTTLE sales 





Individual Glasbake 


NO. 0600-8 


priced for your profitable gift trade. 


“SERVICE for 4” 


»eeSO practical! 


Two Hottles aren’t enough 
for most families—much 
less for use when guests 
drop in. That’s why women 
will welcome GLASBAKE 
Hottles in ‘“Service-for-4” 
as a grand gift to give >™, 
or receive. 


8-PIECE HOTTLE SET $4.95 
Includes 4 Hottles with stoppers. Packed 
YY doz. sets to carton. Wt: 27 Ibs. 


SMART GIFT-DISPLAY CARTON 


What a traffic-stopper these hand- 
some Hottie sets are—when dis- 
played in your window and on 
your counter! The coral, gray and 
black carton folds into a smart- 
looking display—makes a highly 
attractive gift package too. 


NEW MILK-WHITE GLASS 


Just wait 'til the ladies see these 
GLASBAKE Hottles in charming 


HOTTLES ARE SO HANDY 


GLASBAKE Hottles are grand for 
serving coffee, soups, or other 
beverages to family or friends. 
They're the only individual carafes 
that fit inside the cup. Made of 
heat-resistant GLASBAKE, each 
one keeps 2 cupsful hot—prevents 
spill-overs — enables guests to 
pour their own seconds. 


RIGHT NOW IS THE TIME 


motion! new Milk-White glass! Two Hot- 
tising! ERENCE CASSEROLES tles have gay, red plastic insulat- . to order GLASBAKE Hottles 
aie Ee, ing collars—two feature sunny in new "'Service-for-4" gift sets! 
aging: NAGA yellow collars. ''Service-for-4" Sets | Contact your nearby McKee rep- 
mats! KA also can be ordered in sparkling, = resentative—or write, wire or 
5 ever, Service-For-4 transparent GLASBAKE. phone McKee Glass direct. 
Sell this smart, new way to serve 
casseroles! These GLASBAKE 
] Casseroles let women serve guests a | & e e- Uz 
individually — bake, serve and f— 
Y store foods in heat-resistant dish- Cc too 
es. Set includes: 4 twelve-ounce 
Casseroles in Dawn Grey, Sunny DIVISION OF THATCHER GLASS MANUFACTURING CO., INC., ELMIRA, N.Y. 
y. h 
SOUR!  netng : 7. cee 5 oe Makers ot the World’s Most Complete Line ot Glass Cooking Ware 
dntario Milk-White Serving Tiles. 


1. 1953 
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WHAT'S BOOSTING 


ROKER 
TREE BRAND > 


[tA EIROS A GE ARE te 6 


Yes, sir, BOKER has its own 4-Point Plan! QUALITY so de- 
pendable that the sale of any one item paves the way for future 
sales of other Tree Brand Cutlery. MARKUPS that give you a 
“reason why” for pushing BOKER. PRICES that cut sales 
resistance to a minimum. NATIONAL ADVERTISING in The 
Saturday Evening Post — 16,000,000 readers — that send ’em to 
you “lookin’ and askin’” for BOKER Tree Brand. 


COMBINATION FOR PROFITS! 


HANDY KITCHEN KIT 


Best seller! Three *‘most-used'’ kitch- 

en tools—two knives and shears—in 

a sales-getting handsome wall case. “SUBURBAN” TABLEWARE SET 
Handsome, practical 24-piece Tableware set. 
Genuine Pakkawood handles, stain and burn 
resistant. Choice of box or plastic carrying case; 
slight difference in price. 


ACCUR 


CARVING SETS SCISSORS—SHEARS and 
Sell qvickly because they look their EASY PINKERS 
quality! Highest quality steel, curved ‘ . 
“ : Priced to sell on sight—oat a good 
to fit the hand. Genuine stag handles. srattit Wile varléty of sixes, Quotity 
all the way. 


HOUSEHOLD 
UTILITY SETS 


Consist of paring, fruit 
or sandwich, slicing and 
carving knives PLUS 
household fork. Handsome 


POCKET KNIVES walnut wall case makes 
women buy-minded. 
Sell them once, and you'll never carry 


another brand! Fine steel and fine looks 
in patterns to suit every taste. 
@ ASK YOUR JOBBER TO SHOW YOU THE 


Tree Gg Giperann SJ BOKER TREE BRAND LINE 


ou, CUTLE RY , Catalogs Available on Request 


H. BOKER & CO., INC. 


Established 1837 
101 Duane Street New York 7, N. Y. 
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ACCURATE x12: 


XTRA PROFITS for You! 


STOCK AND SELL THESE 
3 TAPE LEADERS, NOW! 


SOLD NATIONALLY ON REPUTATION! Sell the 

tape made by tape experts, specialist manufacturers 
of electrical tapes EXCLUSIVELY for over a 
quarter of a century. With ACCURATE TAPES you 


can be sure of complete customer satisfaction and 








a steady growth in tape sales and profits! 





ACCURATE idntigs hey TAPE ae US Ore si al TAPE ACCURATE PLASTIC TAPE 
electrical Made fron ’ qual ase unvulcan Combines dielectric and mechanical 
Telelinte mel elslitaehitelars Pato Mati elel-tan lela lolalel- strerigth to reduce bulk, speed 

taping. 


ADVERTISED NATIONALLY! Accurate Tape 
ads appear regularly year round and reach 
important tape users and tape buyers 
everywhere. National advertising plus highest 
quality mean Accurate Tapes sell fast! 


NEW TAPE CATALOG AVAILABLE — Write for your copy and the 
name of nearest representative. Address Accurate Mfg. Company, 


marie ot specisying MU GUPATE 
= YOUR BEST BUY IN TAPE! 


A QUARTER CENTURY OF TAPE SPECIALIZATION 






MORE THAN 
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Nowhen 


electric blankets 


offer YOU. 


Year in and year out, Northern is gaining greater 
recognition as the line that builds increasing profits 
for hardware dealers. Check the five additional 
important advantages for you: 





Northern produced its first electric blanket in 1912 and 
today continues as one of the very few basic manufac- 
turers of electric bed coverings. 
Northern makes only electric bed coverings and heating 
pads and devotes its entire efforts to the development 
and sale of these products. 
Northern offers a straight replacement policy and was 
the first to minimize repair headaches. 
self-selling < Northern makes it possible for you to make more money 
per blanket! We welcome a check of competitive price 
package structures. 
Northern is one of the very few in the electric bed cov- 
ering field to offer all popular colors and models. You 
lose no sales! 








Nowhem Electric Sheets 


Complete Your Electric Bed Covering Dep: 


Northern sheets offer all the sleeg 
tages of electric blankets at less@ 
dual controls. Slightly was#her 
Ideal for traveling. 

Easy to wash. 
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greater 
profits 


Magazine and TV Promotion Builds Demand! 


Full color, full page advertisement in SATURDAY EVENING POST! 
Three sales-making commercials on the popular JANE FROMAN TV Show! 


Cash in on the demand G-E advertising will create! 
Get a G-E “500” Merchandiser and a supply of lighted devices 
from your lamp supplier today. 


4 
Z 


{/ 


Z 
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Longer life in every kind 
of service, as proved by 
all standard battery tests. 


ENO DATING! | 


Greatly increased shelf 
life. Keeps stock “fresh” 
— no dating required. 








DUPLEX Display Package 
makes two eye-catching displays! 






Your new “EVEREADY” No. 950 
batteries are shipped in a unit package 
containing two display boxes .. . for 
extra display impact! Double display 
means extra impulse-sales for you. 


THREE-MONTH INTRODUCTORY PERIOD SHOWS: 


NEW No. 950 “EVEREADY’’ BATTERY HAS 


EVEREADY 


TRADE-MARKS 











Eye-catching label... 
durable, vinyl-coated 
jacket, crimp-sealed, top 
and bottom... 

no “tinny” rattle in 
flashlight. 


| GUARANTEE! 


Flashlight replaced free, 
if damaged by this 
battery. With this extra 
protection ... the user 
can’t lose! 


COUNT ON 
“EVEREADY” 


BRAND 


BATTERIES 


to give you the best...first... 
with the greatest sales potential! 


The terms “Eveready”, "Nine Lives’’ 
and the Cat Symbol are registered trade-marks 
of Union Carbide and Carbon Corporation 
NATIONAL CARBON COMPANY 
A Division of Union Carbide and Carben Corporation 
30 East 42nd Street, New York 17, N. Y. 
District Sales Offices: Atlanta, Chicago, Dallas, 
Kansas City, New York, Pittsburgh, San Francisco 
IN CANADA: National Carbon Limited, 
Montreal, Toronto, Winnipeg 
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WiitTWaLets You In On 
$16.000.000 Market 









Westinghouse Lamp Kills Odors Electrically... 
- You Make $2 to $5 on Every Fixture Sale 


Last year, $16,540,000 was spent on household chemical de- you make a substantial sale. But remember, the ODOROUT 



















one odorizers. This market is established, and growing yearly. But, lamp was originated by Westinghouse. Accept no substitute 
er until now, hardware and appliance dealers have not had a__lamp in the fixtures you buy. Because only Westinghouse is 
chance to share in this bonanza. creating consumer demand with TV advertising on “‘Westing- 
house Studio One” and on all the major Pro Football Games 
New ODOROUT lamp deodorizes faster, this Fall. The Sunday comic ads on Westinghouse Light 
more efficiently ...No artificial scents Bulbs, featuring a $20,000 consumer contest, also include 

ODOROUT lamps. , 


... no chemicals to replace | 
: FREE Sales Kit yours for the asking | 


The Westinghouse ODOROUT lamp destroys odors electrically 
” —the way nature does—by producing ozone from natural 
oxygen in the air. Ozone destroys odors. It works faster and 
more efficiently than chemical deodorizers. Yet ODOROUT 
lamps last for six months of continuous burning, and cost 
the housewife as little as 5 cents a week to operate. And 
because ODOROUT is sold in an electrical fixture . . . it sells 
best through hardware and appliance dealers. 





t... , $2 to $5 profit on every fixture 
ntial! ...plus replacement lamp business 





ODOROUT lamps are available from fixture manufacturers in 
a wide variety of decorative fixtures. You make $2 to $5 on 


Westinghouse Lamp Division, Dept. HA-10 
Bloomfield, New Jersey 














| | 
varks ays ' : i ‘ : are ~de | | 
ion every fixture sale. And when replac ement lamps are neede d, | Please send me descriptive literature and the list of firms manufac- | 
NY “ | turing ODOROUT fixtures. | 
ation you CAN BE SURE...IF ITS 
‘ | NAME | 
allas, bd | | 
ancisco ADDRESS 
d, i | 

1 cry ZONE STATE | 
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® Pure black bristles 
® Plastic handles 
@ Stainless steel ferrules 





TRIM THICK 
12 each 1” Gem brushes, 24", 7/16" @ .69 
12 each 1%” Gem brushes, 24", 1/2” @ 1.00 
12 each 2” Gem brushes, 2%", 9/16” @ 1.39 
6 each 2%" Gem brushes, 2%", 5/8” @ 2.00 
4 each 3” Gem brushes, 234”, 11/16” @ 2.75 
4 each 34%" Gem brushes, 3”, © 3/4” @ 3.59 


4 each 4” Geni brushes, 3”, 13/16” @ 3.99 
Sell for $90.28 
# 
=e Buy for 60.18 
Profit 30.10 
Gem #1 
Display 


Five popular profit mak- 
ers with free handsome 
red display . . . to hold the 
world’s most modern 
brushes, with pure black 
bristle, plastic handles, 
stainless steel ferrules. 
TRIM THICK 


12 each 1" Gem brushes, 24%", 7/16" @ .69 
12 each 144” Gem brushes, 24%", 1/2” @ 1.00 





Sell for $65.46 


6 each 2” Gem brushes, 24", 9/16" @ 1.39 Buy for 43.64 
3 each 24" Gem brushes, 2%", 5/8” @ 2.00 
3 each 3° Gem brushes, 2%", 11/16" @ 2.75 Profit 21.82 


FREE 


This handsome, “‘ 


Here’s a complete paint de- 
partment of the world’s most 
modern brush in all popular 
consumer sizes from |” to 4”, 
furnished with a free hand- 
some, self-selling display in 
bright red. 


Gem *4 
Display 


Fine Brushes for Good 


Wear and Profit. ®. 


Here is a deal even the 
smallest store can handle. 


TRIM THICK 
4 each 3” Gem brushes, 2%", 11/16” @ 2.75 
4 each 34%” Gem brushes, 3", 3/4" @ 3.59 
4 each 4” Gem brushes, 3", 13/16" @ 3.99 


Profit 


Attractive Counter Display 
Box with the World’s Most 
Modern Brushes. 


e black bristle, 
ad stainless 


Buy for 
Profit . 


VERONA, NEW 
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makes-’em- 
want-to-buy’’ Gem #3 display. 





Sell for $-: 
Buy for 27.55 





Sell for $42.87 


an |8" Goldmine for your counter- 


_ of the world’s most modern brushes 





41.32 


13.77 








28.58 
14.29 





JERSEY 
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Super-krome 


is-sold in hardware 


and paint stores 





ALUMINUM PAINT 


© Guaranteed by ~ 
— Good Housekeeping / 


~ ansc0 











42.87 
28.58 Py sg 
14.29 — 





hy 


Bronze Paint Corporation \ 
Cleveland 14, Ohio » 


- TR ARICA 
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There's a fortune in dirty hands. Painters, Mechanics and 
Service Men know that only QUICKEE Waterless Hand 
Cleaner removes soils that are too tough for soap and 


water. 


Paint, grease, grime, adhesives, caulking and roofing 
compounds, etc. etc. disappear in 17 seconds—a dab, a 
wipe-off—that’s all. 


Cash in on the "dirty hands" market. 


QUICKEE now available in Regular (pink) and 
Chlorophyll (green). 


WRITE FOR YOUR FREE SAMPLE TODAY 









QUICKEE WATERLESS HAND CLEANER DIVISION OF 


TUDOR CHEMICAL SPECIALTIES 
YONKERS 2, 











" quickeEss, 
HAND 
CLEANER 


73 <4 
& a 
4 


ay gen cKkef ca 


~~. HANNO 
CLE ane® 


W 


HARDWARI 


INCORPORATED 


NEW YORK 
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A New Plan 





oOo" 





yER 


NOW! WHITING-ADAMS brings you a rev- 
olutionary new paintbrush sales and stock plan 
that’s due to send your profits skyrocketing! 
For the first time in paintbrush history, a 
detailed study has been made of hardware 
paintbrush sales. Whiting-Adams made this 
study. Out of it, 18 paintbrushes were selected 
to form the Whiting-Adams Retail-Tested line. 
Each a tested winner — meeting thé needs 
and demands of 80% of retail customers yet giv- 
ing you high volume sales because ONLY THE 

LEADERS are in this line. 

You get — : 
® a completely balanced line 
® tested sellers 
® known profits 
® sales-analysis by the most experienced 

paintbrush manufacturer 
Remember, 18 —and only 18 — brushes 

make up the entire Whiting-Adams Retail- 

Tested line. It's complete. It’s balanced. It’s a 

proved success. Constant turnover — 


80% of the brushes bought by consumers are 


- concentrated in these 18 brushes. | 

‘ Plan now to get this paintbrush line from your 
Whiting Acams wholesaler or write us for complete details. 

Since 1/808... and still the best brush made 


WHITING-ADAMS COMPANY, INC., BOSTON 18, MASSACHUSETTS 
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WHAT JOBBERS SAY 


IS MORE IMPORTANT THAN WHAT 
ie =F 
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Mgt Paint Hardware DePt- 





KAY-TITE, when applied properly, is ap- 
proved by the Veterans Administration in 
the North Jersey Area. Kay-Tite is used 
by leading building contractors in North- 
ern New Jersey to solve their water seepage 
problems. One U. S. military department 
tested Kay-Tite against seven competitors 
—and then wrote Kay-Tite into their 
specifications! 
We know Kay-Tite is the best— 
but we let users prove it! 
AT YOUR JOBBERS or 
WRITE FOR PRICES 


KAY-TITE 


~ PROTECTS MASONRY > 
; AGAINST 
WATER SEEPAGE 


phew! 







































| FoR =| WHITE 
F. BRICK and 

CREAM GREEN 
= ~— BLUE 
FY CINDER BLOCK YELLOW _— 
MASONRY | spanist sure BRICK RED 





ELEVEN FAR WESTERN STATES CONTACT KAY-TITE COMPANY” 
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FAVORITE{ WYTEFACE: For 
your customers who want the 
best. Case with new tough 
Burgundy red cover and 
nickel p'ated mountings. Foot 
markings in red. Available 
in 25’, 50’, 75’ and 100’ 
lengths. t® 


BOSS* WYTEFACE: Rugged, 
“he-man”, aluminum case, 
with non-slip finger grips. 
Wide-sweep winding handle. 
Foot markings in red. Priced 
for volume sales... in 50’ 
ond 100’ lengths. 

*TRADE MARK 


HANDY 
WYfLFAce 


HANDY{ WYTEFACE: Tape 
Rule is available in 6’, 8’ 
and 10’ lengths. 
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WYTEFACE’ sells on sight! 
because it’s BLACK and 


WHITE and 


every inch 


rela ollela Munlels lle lMelamcdilhi= 
with crisp foot markings in red 
at every inch eh (aa mmial= 
customer's eye and give him the 
immediate urge to buy 

That's why Wyteface is America’s 
most-wanted steel tape. 


A Few Inches of Display Give Yards of Profits! 


KEUFFEL & ESSER CO. 


NEW YORK + HOBOKEN, N., J 
cago « St Louis « Detroit « San Fre 


es «+ Montre 


ag sco 

















More and more people want 





GE HEATING CABLE SETS 


for home, farm, and garden 


This forceful Sales Promotion 
Program backs G-E Heating Cable 


Section D61-1038, Construction Materials Division 
GENERAL ELECTRIC COMPANY 

Bridgeport 2, Connecticut 

Dear Sirs: 


| want information on heating cable sets. Please give me 
the names and addresses of G-E distributors near me. 














Here’s cold-weather business that’s yours for the asking. 
Thousands of homeowners, farmers, growers, and small 
businessmen need and want General Electric heating-cable 
sets ... to protect water pipes, eaves, gutters and down- 
spouts from freeze-ups ... to heat hotbeds, cold frames, 
greenhouse soil. 


Compactly packaged for eye-catching display, backed by 
forceful sales promotion, G-E heating-cable sets move fast. 
They come in handy sets of 30 and 60 feet of cable formed 
into 15-foot and 30-foot “hairpins” with ends assembled into 
a weatherproof plug . . . for 110 volts. Also 120-foot sets 
formed into 60-foot “hairpins” for 220 volts. Get your share 
of this big-profit market. Order the complete G-E heat- 
ing cable promotion program from your G-E Construction 
Materials distributor. Convenient coupon brings address of 
those nearest you. Construction Materials Division, General 
Electric Company, Bridgeport 2, Connecticut. 


— 
= 
< 
77 S 
7 Se, 
¥ 
77 78 1959 See, 


“Sy YEARS OF ELECTRICAL ro 
Goo Can fred your confidence Rin. Sage 
ae 


GENERAL @@ ELECTRIC 
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“ALL-STAR” LINE OF 
BUILDERS’ HARDWARE 











———  @ “HOMEGARD”* 
ar, A husky, attractive, economy line of 
locks and latches. Available in wrought 







































~ brass, bronze and aluminum . . . five 
\N popular functions. All internal workin 
parts of pressed steel, zinc-plated, 
. dichromated. No die-cast parts. 
\* 
\ ~wN 
,, WY ‘e 
THE “‘STILEMANOR’’* ~ \ 
A precision-made, standard-duty, q . 
«S> line of locks and latches. Availg 
wrought brass, bronze or aluminum <— ’ 
pular functions. For fine } 
Roones and light commercial ¢ 
> asking. 
id small 
ng-cable Dealers who usually make the most profits in builders’ hardware, feature a 
d down- complete, standard, recognized line . . . and here’s the specially designed line 
f for the job, the Russwin “ALL-Star” Line. It’s short and simple! Every item 
rames, is selected for fast turnover, steady sales, easy handling and colorful display. " 
Two new lock lines meet demands for speedy installations and for a choice 
to fit pocketbooks. Unique sales aids pre-condition prospects, Dominating 
acked by publication advertising stimulates interest. A handy dealer promotion book 
ove tet plus the latest idea in catalogs spotlight the program. Ask your jobber. 

: Russell & Erwin Div., The American Hardware Corp., New Britain, Conn. 
> formed | 
bled into 
foot sets A COMPLETE LINE OF FINISHING HARDWARE | I 
ur share FOR EVERY TYPE AND SIZE OF HOUSE 
-E heat- a 1 | 

. PRESSURE-CAST / | 
struction ALUMINUM TRIM HARDWARE HANDLE SETS 17 
idress of Attractively- styled, rustproof, Heavy, cast brass or bronze, 

velvety-smooth finish, light yet authentically-designed han- | 
General strong, economical. Line con- die sets with matching 
sists of sash fasteners, drawer knockers, push buttons, in- 1} 
pulls, wall door stops, etc... . terior knobs and handle. || 
te = | 
1953 ee 
(a. rs NIGHT LATCHES SCREEN-STORM DOOR HARDWARE MISCELLANEOUS 
RESS ae = range of rim and Air-controlled Door Closers, 2 Sizes, — ee. ALWAYS 1 
eo Wachee am Hecke ond | ie LNs Tyie Book Cincy | amt Seah Nordware, House HAVE THE EDGE ’ 
s F , dial Numbers, Letter Box Plates, 
Transom Latches, Chain 
Door Fasteners, Surface || 
Floor Spring Hinges. *PATENTS APPLIED FOR 
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You know you can count on his help 


When the need was grim and the time was 
short, this man somehow always got there to 
see things through. You called him, knowing 
he would come. 

And this “old-fashioned” idea of responsibility 
and service still lives today, in those individuals 
and enterprises that have been fortunate enough 
to inherit it. It governs this enterprise, for one, 
in its relationships with all those who depend 
on it for knowledge, integrity, and willing ac- 


ceptance of full responsibility in time of need. 
We honor these men with missions, because we 
understand them well. 


The BristoL BRASS CORPORATION, makers of 
Brass since 1850 in Bristol, Conn. Offices or 
warehouses in Boston, Chicago, Cleveland, Day- 
ton, Detroit, Los Angeles, Milwaukee, New York, 
Philadelphia, Pittsburgh, Providence, Rochester. 


Fite Fein not Bross ot ite Best 
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FACTORY 
WAREHOUS 


+100 Dell Aven 
North Bergen, } 
Union 5-0985 


325 West Ohio 
Chicago 10, Til. 
Superior 7-6531 


2640 East Wash 
Blvd. 

Los Angeles 23, 

Logan 5-6157 
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IN THE SHIPMENT OF SOUTHERN WOOD SCREWS 
IT MAY BE FIVE MINUTES! 






At Southern Screw Company packaged wood screws, alone, fill nearly 
two miles of 24-inch shelves in a plant with plenty of room for direct 
contact between truck and shelves. 





This tremendous stock in widest range of sizes and finishes has made 
possible a record of five minutes between receipt and shipment of order. 






Southern Phillips and Slotted Wood Screws come fiat, round, and 
oval in steel, silicon bronze, brass, aluminum, and all popular plated I 
finishes. 







FACTORY 
WAREHOUSES: 





Write us for full color label chart 

















y ; - ' 
400 Dell Avenue and your special needs. Box 68-G || 


North Bergen, N. J. 
Union 5-0985 


325 West Ohio St. 
Chicago 10, Til. 
Superior 7-6531—6532 


2640 East Washington 
Blvd. 


Los Angeles 23, Calif. SCREW COMPANY 


Logan 5-6157 STATESVILLE a NORTH CAROLINA 








MANUFACTURER OF WOOD SCREWS 






Sold through leading wholesale distributors 
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People appreciate a Mail those DUST-STOP If you keep a record of 
racoeebectel sam comolty arvoretas enters eVoltie) (am oleh iame tack mele people who buy filters, 
they really need. Keep stuffers to your customers. call them on the phone 
Zelttas OL ONS ee RO) sm aticas It’s an easy way to get during your slack hours. 
display in a prominent extra business. You'll be surprised 
place, and make extra how much DUST-STOP 


sales and profits. business you can pick up. 


2 
é 
} 
i 
% 
; 
: 

* 


Arthur Godfrey is telling your customers , 2WENS CORNIN ) 
FIBERGLAS | gf 
~ Sie 


... forcefully and often. Your part of the job Le ie * 
is to ask for their orders. " Li ! 


*' m= 816 us PAT OFF 


the DUST-STOP* Filter story 





Fiberglas* presents ARTHUR GODFREY coast to coast on CBS 


*FIBERGLAS and DUST-STOP are trade-marks of Owens-Corning 
Fiberglas Corporation for products made of or with fibers of glass. 
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uh WE HAVE SOLD CHROM-EVER FANS 
SINCE 1948 WITH CONTINUED success? ? 


— says Ed Laird, Buyer at 
E. K. Tryon Company of Phila., Pa., 
100 year old hardware distributor. 


A GREAT NEW INDUSTRY ... Chrom-Ever Window Ventilators, made since 1946, have 


increased in sales as high as 300% per season through hardware distributors. 
The amazing rise in popularity of the window fan throughout America has made 
this one of America’s new industries. As table or ‘‘buzz"' fans decreased in sales, 
the popular priced window ventilator captured this market. Hardware dealers 
who ordered 3 buzz fans in 1946 from their distributors did not hesitate to order 
6 or 12 Chrom-Ever Window Ventilators in 1952 and 1953. 


RETAI L HEALTHIER LIVING ... The rise of window ventilator sales is very logical. A new, edu- 


cated housewife now knows that throwing heat around the room with a table fan 
is impractical. It is much more logical to use a window fan to exhaust still, unhealthy 
air from the room or to bring in cool night air for healthier sleeping conditions. 
The stale heat of the day can only be removed by a window ventilator or by 
expensive air conditioning. 


POPULAR PRICES MAKE SUCCESS... The Chrom-Ever Window Ventilator is priced for 
the average American pocketbook. Many families use one in the kitchen and one 
in the bedroom and move them around to suit conditions. Even with 100% 
increased sales each year, Chrom-Ever has not been able to meet the demand 
since originating the Chrom-Ever style window ventilator in 1948.. 


1. A new plant has opened at Westbury, Long Island, 


GREAT PLANTS ‘.Y. to service the East. 


2. Enlarged plant facilities at Erie, Pennsylvania. 

















tig Now 4-400 Display Se 














@ Exciting as firecrackers! Helps your customers to help themselves! 
High visibility and bright colors of this display puts punch into entire 
display of plumbing items. Hardware dealers like yourself helped us 
select types of fittings and nipples for display, each identified by name 
and size. Display fits into minimum of space—minimizes your service 
effort—makes buying by customers simple and easy—reminds them 
of their pipe fitting needs. It’s properly proportioned for counter or 
nesting into island compartments or bins. It’s the quick, easy way to 
sell more pipe fittings. Be first in your locality to use it. 





GRABLER PACKAGE-PROTECTED PIPE 
FITTINGS are easier to handle, easier to sell 


Grabler Package-Protected Pipe Fittings and Nipples are packaged for 
faster selling, easier handling, and storing. Packaging reduces the cost of 
handling—protects fittings and nipples from rust, dirt and damage. Each 
fitting is clean, usable, salable and profitable. Grabler’s complete line of 
packaged Pipe Fittings meets all dealers’ requirements. Order Grabler 
Package-Protected Pipe Fittings and Nipples from your wholesaler. 





Fast-Moving Grabler 
Pipe Fittings Displayed 
on this Highly Visible, 

Eye-Catching 
Buying Guide 


aA 


MES TO YO! 
ready in plz 
rdware Dea 
ricing Chart 

Uhrough 


3 
HOUSES: Ne 


ay Sells More Pipe Fittings 


GRABLER PIPE FITTING 
BUYING GUIDE 


BRINGS PIPE FITTINGS STEPS UP TURNOVER...DOES BIG 
INTO THE OPEN... _ SELLING JOB IN A MINIMUM 
MAKES THEM EASIERTO BUY {% a és eM — OF SPACE 


rabler 


isplayed 
Visible, 





MES TO YOU WITH FITTINGS 7 | H 0 L ESA L 3 


lready in place with special Today About How to Get a Grabler 


irdware Dealers’ Pipe Fitting Pipe Fitting Buying Guide Display 
ricing Chart. Available Only 
Through Wholesalers. 


‘GRAB LER MANUFACTURING C 
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Nothing can 


Here’s what it holds for you 


New Self-Propelled Rotary Mower 


Now 20° Front Trimmer Rotary 


Mower 


Now 18” Side Trimmer Rotary 


Mower 


New Advertising Plan featuring a, 


Bang-up Prize Contest 


New Colorful Merchandising 


Materials 


— and it all means more sales, more 
profits for you in 1954 — with the 
bigger and better Mowamatic line. 


| a 
mowa ||] ‘matic 
cae 5 ode 
THE MOWAMATIC CORPORATION 
Subsidiary of Foed Machinery and Chemical Corp. 
216 S$. PARK STREET © PORT WASHINGTON, WISCONSIN 
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Your customers know 829 
US.Rubber stands for quality 


SELL THE 


U.S. Garden Hose 


LINE 
... priced to fit any purse! 


Here’s the line that really pours in the profits! 

Its name has been pre-sold to your customers. They 
know United States Rubber Company’s label 
stands for a quality product on hundreds of items 
— from U. S. Royal Tires to U. S. Keds®, 

U. S. Golf Balls. Millions of times a year 

they see the “U.S.” name in newspapers, 
magazines and billboards. They buy “U.S.” 
hose with confidence — and you get quicker 
turnover, bigger profits. Examine these 

brands in the 1954 Line. There’s a type 

to please any customer, no matter 
what his income bracket: 













= ang © “ rhs 
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Get ready for ’54 selling now. Remember 
that United States Rubber Company is 

backing you up with all types of valuable 
aids to promote sales in your own store. 


All “U.S.’’ Hose sold only through ¢— 
selected distributors. Stock up now.“ : 


SEE OUR COMPLETE PRODUCT DISPLAY AT 


BOOTH 17-18 NATIONAL HARDWARE SHOW 
Products of 


UNITED STATES RUBBER COMPANY arockereter CENTER, NEW YORK 20, N.Y, 
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“AMERICAN BRAND” ROPE IN CARTONS 


Lope wit SELL! gy 


Carton protects rope 
Rope stays clean 
Uncoils from carton 
No inner lashings 
Uncoils properly — 

no kinking 
Easy to handle and stock 
Makes attractive display 


6 Sizes—10 Put-ups 

In Individual Cartons 
1/4”, 5/16”, 3/8”, 1/2” dia. in 
600 and 1200 foot coils — 5/8” 
and 3/4” dia. in 600 foot coils 
only. 


Handy Coils—100 foot coils up to 12” dia. 
Handy Twines —7 popular types of jute twines 


MAIL COUPON NOW—Ger complete information on the 
“American Brand” packaged cordage merchandising pro- 
gram. 


AMERICAN MANUFACTURING COMPANY 
Brooklyn 22, N. Y. 


Rope (Manila, Sisal, Jute, Nylon, Polyethelene, Saran, Glass), Twine 
Oakum, Packing, Baler Twine, Carpet and Electrical Yarns 


Branch Factories: 
St. Louis Cordage Mills, St. Louis 4, Mo. 
Delaware River Jute Mills, Philadelphia, Pa. 


SALES OFFICES: 
Boston * Chicago * Houston * New Orleans * Philadelphia * San Francisco 





WU WI ~ 


WS 


A completely 
modern cordage 
merchandising 
program. 


i 


: ick ae 


AMERICAN MANUFACTURING COMPANY 
Noble & West Sts., Brooklyn 22, N. Y. 


Please send information about 
0) Rope In Cartons (1 Handy Coils Q Handy Twines 


ee Ce See ee 


Company— 
Address_ 
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The Christmas holidays are the big spending days 
for the American consumer—and the big volume 
period for the retailer. 

Over the years the average hardware store has 
done his biggest volume in December. But, too often 
this volume has been largely the result of accident, 
the overflow from other retail outlets. 

For too many years the chief Christmas promo- 
tions—and the Christmas profits—have come from 
the department stores, the jewelry stores, the cloth- 
ing stores, etc. As a whole, hardware stores have not 
yet scratched the surface of their true Christmas 
profit potential. 

A few hardware stores have aggressively gone 
after the Christmas gift dollars and have found it 
worthwhile. But, what about you? Do you feel 
you’re getting the full benefits of the tremendous 
consumer splurge at Christmas? 

Getting your full share of these extra profits is 
not difficult. You can build that additional volume by 
following the simple steps outlined in this HA 
Christmas Merchandising Guide. 

Christmas is a natural promotion for hardware 
stores. First, customers are pre-conditioned by habit 
to spending money for gifts at this time of the year. 
Second, a hardware store contains literally thousands 
of items that make attractive and useful gifts, and 
at reasonable prices. 

Your problem, then, is one of establishing in the 
consumers’ minds the recognition of your store as 
a place for gift buying. 

This idea can be planted by intelligent, consistent 
promotion, using newspapers and direct mail, and 





Photo credit—-A, B. Brown & Son, Homer, N. Y. 
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by store display and merchandising programs. for a pric 

But above all, it requires planning, planning to purpose of 
implant by every technique possible, the idea that Then me 
your merchandise is gift merchandise. by offering 


It actually takes but little effort to turn the many 
standard items in your store into useful and welcome 


Or, try the 
the harriec 





gifts for every member of the family. certificates 
Valuable assistance in gaining recognition of your Next, re 
store as a gift source can be provided by your it early—tc 
wholesalers. Many wholesalers can supply attrac- of your eff 
tive gift catalogs for distribution to your customers. sortment o: 
Some wholesalers also make available store and Your nev 
window trim, copy suggestions and mats for neWs- J catalogs, y 
paper ads; TV and radio script. job for you 
for you nov 
Promotional Material is Available 

Manufacturers, too, are a valuable source of ideas 
and materials for developing the Christmas gift ae 
theme. Many make available special gift packaging soon to tall 
of standard hardware items. Some have special § your plans, 
holiday displays and envelope stuffers. It is not | 


In this 1953 HA Christmas Merchandising Guide 
are the techniques that have been successfully used 
by hardware merchants to build store-wide gift 


gift idea in 
that many s 


for exampl 
traffic; to create gift volume in tools, housewares: @ gtart your | 
appliances, the day-to-day bread and butter lines Create fe 


of hardware stores. 
Offering no magic pills, the editors of HARDWARE 
AGE in this new Christmas Merchandising Guide 


Collect toge 
of every ty 
Christmas ; 


present store-tested approaches towards getting 4 them know 
larger share of the Christmas gift dollar. sure the be 

The pattern is one of store display, department Bf that idea a, 
display. Add to that real selling signs that lead uch ancl 


the customer from one gift display to another; that 
induce buying in your store; that point up gifts 


in your wi 
create custc 
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for a price; gifts for a need, or just gifts for the 
purpose of giving gifts. 

Then make it easy for the customer to buy gifts 
by offering painless credit plans such as lay-aways. 
Or, try the gift certificate idea as a means of helping 
the harried shopper spend money in your store. Such 
certificates turn one customer into two. 

Next, reach out into your trading area—and do 
it early—to make customers and shoppers conscious 
of your efforts to provide them with the biggest as- 
sortment of useful, practical gifts. 

Your newspaper advertising, your consumer gift 
catalogs, your own direct mail efforts can do that 
job for you most economically. Start them selling 
for you now. 


Plan Now for an Early Start 


Plan a real newspaper campaign. Now is not too 
soon to talk up gifts in your ads. Tell people about 
your plans. Let them peek at your gift merchandise. 

It is not too soon to start to build up the Christmas 
gift idea in your window displays. Have you noticed 
that many stores begin lay-away promotions on dolls, 
for example, as early as August and September? 
Start your lay-away selling now. 

Create feature gift spot displays in your store. 
Collect together groupings of appropriate gift items 
of every type. Sign them. Tell customers they can 
Christmas shop now and avoid the rush later. Let 
them know that early selections of merchandise in- 
sure the best selection. Again, use lay-away to put 
that idea across. 

Such early promotion of gifts in your store and 
in your windows will make it easier for you to 
ereate customer acceptance of your hardware store 
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MAKE MORE PROFIT 


here’s your plan for better gift business 





by R. S. WILD 
Merchandising Editor 


as a Christmas gift center: Shoppers memories are 
longer than you realize. 

As a special feature promotion for the holiday 
and for your hand and power tools, take advantage 
of the Do It Yourself campaign. Extend its duration 
so that you can tie Santa into the picture. Combining 
both themes will enable you to put extra sales punch 
behind your promotion of tools and other appropriate 
merchandise, as practical gifts. 

And when the Christmas rush begins, don’t let it 
bog down in your store because you weren’t prepared 
to handle the mechanics of volume selling. If you’ve 
bought right, promoted strongly, be sure that bottle- 
necks don’t develop on the sales floor. Too many 
walk-outs will flatten your Christmas sales curve. 

Make your plans now for handling extra traffic 
when the time arrives. Hold sales meetings to 
tighten up the selling techniques of your staff. Tell 
them about your gift merchandise so they can tell 
customers. ; 

Use extra cashiers and install extra cash and 
wrap stations where your heaviest traffic will be. 
Take every step to speed the movement of shoppers 
through your store to result in a maximum number 
of completed sales transactions. 

Leave your sales people plenty of time for selling 
by eliminating as many of their non-selling functions 
as possible. Borrow some of the self-service tech- 
niques if possible. 

Use open display wherever you can to encourage 
a maximum of self-selection. It’s a natural for toys. 
Price and sign all of your merchandise plainly. 

Set up a gift-wrap center, using extra help, so 
that, again, your salespeople can devote all of their 
time to selling. Prepare your gift wrapping ma- 
terials in advance so you can render speedy service. 


83 

































December is probably the most important month of 
the year to the retail hardware trade. 

In that month of the Christmas holidays, the aver- 
age hardware store does more business than in any 
other month of the year. 

Yet, despite the importance of this month, many 
hardware stores fail to realize the full sales potential 
of the Christmas holidays—the great annual consumer 
splurge. 

December normally accounts for 11 pct of the year’s 
volume of the average hardware store. The average 
department store does 14 pct of its year’s volume in 
December. 

The approaching holidays afford hardware dealers 
an ideal opportunity for obtaining a larger share of 


the Christmas gift dollar and, according to all pres-. 


ent indications, there may well be a record-breaking 
number of Christmas dollars spent this year. 

The outlook for Christmas is good, very good. Bar- 
ring unforeseen developments in the international pic- 
ture, signs point to an outstanding holiday volume to 
those retailers who go after this business aggressively. 

Should hardware store sales continue at the rate 
that has been maintained through the first seven 
months of this year, they will probably go above the 
1952 mark, although perhaps not as high as in the 
record year of 1951. 

While hardware sales through the first seven months 
of this year have been running slightly less than 1 pct 
behind sales last year, it is expected that this trade 
wii] share in a general improvement in retail business 
during the last few months of the year. 

If hardware store volume follows the seasonal sales 
pattern of the past five years, the total should be in the 
neighborhood of $2.6 billion. 
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Hardware sales were estimated at $2.6 billion last 
year, and $2.7 billion the year before. 

December has been the top sales month for hard- 
ware stores in 12 of the last 13 years, but it has been 
accounting for a greater share of the year’s total 
during recent years—11.6 pct in 1950 and 11.0 pct in 
1952. 

This is undoubtedly due to the fact that a well- 
rounded hardware store can provide a greater diver- 
sity of quality merchandise, for every member of the 
family, than stores in any other retail line. 

If hardware retailers take cognizance of the fact 
that 19 to 20 pet of their year’s volume comes within 
the last two months of the year—the Christmas sell- 
ing season—they will devote more attention to the 
promotion of those items in their stocks which make 
acceptable Christmas presents for every member of 
the family. : 


Some Soft Spots Seen 


While there have been some soft spots in retail trade 
recently, there are many favorable indices that sug- 
gest a healthier Christmas selling season than last 
year. 

The very fact that there are more people employed, 
at higher wages and salaries, and their savings are 
the greatest on record, should be encouragement 
enough for the retail merchant. 

Even after he’s paid his taxes and has made allow- 
ance for price increases, the average person is claimed 
to have 50 pct more buying power than he had in 1939. 

Personal income at the current annual rate of 
nearly $283 billion has quadrupled since 1939. 

t is interesting to note that since 1939, the volume 
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s the Market? 


the outlook for Christmas business 


of hardware store sales has more than tripled—is 318 
pet greater. 

Consumers right now have cached away in liquid 
assets about $145 billion—about $25 billion more than 
they had at the end of World War II. And this is on 
top of all they have invested in new homes, home im- 
provements, new cars and the like. 

This amount of savings—or potential plus buying 
power—is just about equal to total personal consump- 
tion expenditures in 1946. 

The simple fact that there are 160 million of us, or 
about 6 pct more than there were at the time of the 
last census in 1950, suggests how markets are con- 
stantly expanding. 


Income Shows Consistent Gain 


The population had increased an estimated 2,709,000 
in just one year—the one ended June 30. or more than 
the number of people who reside in Louisiana, Iowa, 
Washington or Maryland. 

Personal income has been showing a consistent 
month-by-month gain, this year, and for the first six 
months was estimated to be 7 pet above last year. 

Nearly 2 million more people are now employed than 
at the time of the 1950 Census. Right now there are 
about 1 million more people working than there were 
Just a year ago. 

Figuring these additional workers at the average 
current wage of about $71 per week, it can be seen 
that this new working force is adding $71 million to 
the nation’s economy every week. 

Furthermore, this year money paid out in wages 
has increased at an even greater rate than the num- 
ber of people employed, due to higher hourly earnings 
and more overtime pay that workers now receive. 
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by J. R. KEAGY 


Store Management Editor 


Wages and salaries have been successively higher 
in every month this year, rising from $193 billion in 
January to over $199 billion in June. 

Consumer credit has been one of the greatest bol- 
sters to retail trade this year with the sale of new 
cars as the principal cause of the tremendous build-up 
in consumer instalment credit debt. 

Your customers will be on the market for more com- 
bination wedding-Christmas gifts, for the reason that 
marriage license issuance in the first six months was 
running 2.1 pct ahead of the like period of 1952. June 
is still the favorite bridal month but latter months of 
the year have been getting an increasingly greater 
share of weddings—and consequently, gift sales. 

The simple fact that your consumers bought the 
staggering total of 312 million new autos during the 
first seven months of this year should suggest that 
they have the means to make major purchases in your 
store if the proper merchandising appeal is made. 

Naturally, the sale of a full million more cars dur- 
ing the first seven months of this year than the like 
period in 1952, has greatly reduced the number of 
consumer dollars that would have been spent with 
other merchants this year. 

Nevertheless, the tremendous dollar volume that has 
been invested by consumers in capital goods such as 
homes, cars, and appliances of all types, suggest that 
buyers, this year, are in the mood and have the where- 
withal to make the coming Christmas season the great- 
est ever. 

The nearly 40,000 retail hardware establishments 
of this country have a rare opportunity, in this year 
of great economic growth, to capitalize on it by utiliz- 
ing to a greater degree the merchandising methods 
suggested in this Christmas Selling Guide. 


























by K. A. HEALE 


Feature Editor 


Why should a hardware dealer sell toys? 

How can a dealer build a profitable volume in his 
toy department? 

Those questions are vital to any dealer interested 
in improving his sales during the coming holidays. 
The answers have been provided by the experience 
of the many dealers who have already learned that 
toys are synonymous with Christmas. 

Toys are a sure-fire way to draw the extra traffic 
to your store, the traffic so essential to better sales 
volume. Not only do toys put youngsters to work 
bringing their parents into your store, but tuys also 
attract the parents themselves. 

If you are attempting to build a reputation for 
your store as a gift center, there is no better way 
than to stock and sell toys. 

Toys represent a tremendous market, a market 
that is active in every town, every community, every 
neighborhood. The retail value of toys sold each year 
is close to $1 billion. Toys have a market of 45,000,000 
children in various age groups, and 10 times that 
number in parents, uncles, aunts and grandparents. 

This year will see close to $20 spent for toys for 
each youngster of toy age. 

Put all these facts together and it becomes appar- 
ent why each year more and more dealers are selling 
toys to build traffic and to add to their holiday gift 
sales volume. 

There are four basic steps that must be taken to 
get the profit out of selling toys. These steps are: 

Train Your Sales Staff—Highly informative mate- 
rial is readily available to help you sell toys; to help 
you instruct your sales people how to sell them. 
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Study this information. Use it at pre-Christmas 
store sales meetings to sharpen selling techniques at 
the point-of-sale—your toy department. 

Train your sales force to tell customers the pur- 
pose of a toy, how and why it is constructed as it is. 

Teach them to use related selling. Show them how 
to sell not just a doll, but extra clothes and acces- 
sories, a doll carriage, stroller, a doll house, furni- 
ture to make the gift a complete one. 

If new games are the subject of interest, be sure 
that you or your sales staff know what the game is 
about, its rules of play, so they can be clearly ex- 
plained. 

Are juvenile sporting goods the point of customer 
interest? Then you should be able to discuss the 
durability of the items, their construction and how 
they compare with models for older children and 
adults. 


Be Careful of Age Groups 


Sell a customer something too heavy or unwieldy 
for a young child, and you incur the displeasure of 
the customer. Therefore be sure that you get from 
the customer some information about the age of the 
child, his interests, school grade, and other details 
that will guide you to help the customer make a 
proper selection. 

Sell by Age Groups—Knowing the age-group toy 
interests of children will help you to merchandise 
your toy department more properly. For instance, 
information available from the Toy Manufacturers of 
the U.S.A., Inc., lists toys, games, and hobbies of 
children of various ages. 

Always bear in mind that toys of interest to one 
age group will bore another. Hence use of this list 
will avoid customer dissatisfaction and insure re- 
turn buying trips to your toy department. 

For the nursery school age, toys should be large 
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ic with TOYS 


Here are the fundamentals of profitable toy selling. 


and simple to avoid strain on eyes and muscles. In 
the kindergarten age, children advance to playing 
simple games, 

Then between the ages of six and eight, the play 
interests of boys and girls begin to differ. From the 
eighth to 10th years, hobbies begin to assume impor- 
tance. Boys, for instance, want the more difficult 
construction sets, and give greater. attention to 
science toys and games. 

Ten-year-olds become more intensely interested in 
active sports. Boys are attracted by model building 
kits, complete electric train systems, carpentry, and 
the more advanced science items. 

Girls of 10 pay greater attention to handcraft 
work, and in learning to sew and to cook. And both 
boys and girls at that age take pleasure in modeling, 
painting, and sculpting. 


Helpful Toy Selling Ideas 


Advertise Your Toys—Take your toy department to 
families directly in their homes by the use of news- 
paper, radio and TV advertising. At Christmas dis- 
tribute the specialized toy catalogs, now so easily 
available from suppliers, directly to consumers. Mail 
them, and spot them in various store departments. 

In your advertising, emphasize price, quality, and 
whatever facts will give readers a quick picture of 
the toy item. Brevity is a must; rely on a visual pres- 
entation. From suppliers, again, advertising mats, 
radio spots, and other material is available. 

Always identify your department by a name such 
as Toyland, Santaland, Toy Town, Toy World, etc. It 
will give a professional touch to your merchandising 
efforts. 

Display Your Toys—Centralize your toy displays as 
much as possible, and particularly during the Christ- 
mas shopping season give them a prominent location. 
They are one of your best holiday traffic draws. 

Always devote some window space to toy displays, 
an entire window if possible. If window space is 
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limited, spot a few toys in a window, but be sure to 
change them frequently so that you create an impres- 
sion of variety. 

Again referring to the listing of toy interests by 
age-groups, use this as a guide for arranging your 
displays, departmentalized according to those spe- 
cialized interests. Sign the displays appropriately, 
and you will make many customers out of shoppers 
for the service you’ve rendered. 

Put action into your displays by demonstrations, 
such as a table of electric trains in operation. Oper- 
ate a set in your windows. This is one of the best 
attention-getters you can use. 

If you have motion toys, keep them in motion to 
sharpen shoppers’ interest. Use sound effects wher- 
ever you can. An inexpensive record player and a few 
records, commercially available, are all you need. 

Should your toy department be located away from 
the main entrance to your store, use large, colorful 
signs to direct traffic. 4 

Use mass display for games and small toys, with as 
many as possible wrapped for immediate delivery. A 
demonstrator set or two, open for inspection, will 
save waste and damage. 

If you can, spot a variety of toys throughout the 
store with special sign cards inviting a visit to the 
main toy displays. For instance, show a boy’s tool 
box or a toy tool set in your regular tool section. 

Display toy irons and other miniature appliances 
in your appliance department. Show toy guns, fishing 
sets, and juvenile versions of sport equipment and 
sport games in your sporting goods department. 

Try these toy merchandising tips for better toy 
and store-wide traffic this coming season. Then think 
seriously about a 52-week toy department. Children 
need toys all the time. It’s traffic you want. 

And remember, the youngsters of today will be 
your grown-up customers tomorrow. If they can’t get 
toys in your store today, they will get them elsewhere. 
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Gift wrapping is a promotion 
that should be merchandised as 


a department, a service, and 





as a display. 


F 


Gift wrapping is a simple but effective means of 
successfully competing with large stores for the 
Christmas gift dollar. 

All your efforts to establish a reputation for your 
store as a headquarters for gifts may fall flat, if 
you fail to provide the gift shopper with this final, 
necessary closing to the sale. 

Gift wrapping is a valuable promotional tool. It 
has special appeal to the male shopper and to the 
last-minute shopper. Most Christmas gift shoppers 
today expect gift wrapping. 

In a recent study by HARDWARE AGE of the experi- 
ence of several hundred dealers with gift wrapping, 
fully a third of the stores credited gift wrapping 
service as being directly responsible for increasing 
sales. 

Even if this were not so, it appeared as an unani- 
mous sentiment, that gift wrapping is necessary 
because customers demand it and if they don’t get 
it at your store, they will go and get it elsewhere. 


It's a Double-Barreled Promotion 


Consider also that gift wrapping does double pro- 
motional duty. Not only is it a traffic builder, but 
it is a display aid. 

But however you do it, it is best that your gift 
department be set up so that it doesn’t interfere with 
the sales function. Use part-time help. Don’t slow 
down the sales performance of your regular sales 
staff by putting the burden of gift wrapping upon 
them. 

Advance preparation of wrapping materials, such 
as making up ahead of time an assortment of bows 
and cutting paper to various standard sizes, will 
speed up the wrapping procedure and avoid delay- 
ing customers during the holiday shopping period. 
Give your wrappers sufficient space in which they 
can work quickly and efficiently. 

For example, Potter’s Hardware in the Westwood 
Village community of Los Angeles, converts a smal! 
storage room on its balcony into a gift-wrappin? 
department. 
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a key to better holiday volume 


The store begins holiday gift wrapping on the 
Monday following Thanksgiving, when one of its 
regular sales ladies takes over the department, run- 
ning it until the real holiday rush begins. Then she 
returns to her selling duties. 

In the meantime, however, she has trained three 
school girls, who work part-time after school hours 
and Saturdays. About the middle of December, these 
girls are on full-time duty in the gift wrapping de- 
partment. 

At Potter’s, the service is offered free regardless 
of how small the purchase, despite the fact that 
costs of the department run to about $2,000. 

Last year the store used 5,000 gift boxes, 100 
spools of ribbon, in addition to tissue paper and 
holiday wrapping paper. 

Gift boxes are embossed, and are purchased in a 
variety of sizes, costing from 12¢ to $1.75 each; this 
represents the largest part of the total cost per gift- 
wrapped parcel. 


Inspect Gifts Before Wrapping 


Each gift is first wrapped in tissue before being 
boxed. Next, the box is wrapped with the special 
holiday paper and tied with ribbon. Each package is 
finally decorated with a bow and the store’s own 
distinctive name sticker in gold. 

Before a gift is wrapped, the wrappers polish the 
item if it is of glass or metal. They examine each 
article for damage and replace imperfect items, and 
make certain the price tag is removed. 

To facilitate their work, the department is laid 
out so that all materials are within easy reach. 
Shelves below the wrapping counter store the tissue 
paper and the gift wrapping paper. 

Wall shelves at the back of the wrap counter hold 
the gift boxes. If an article is too bulky for the gift 
boxes, it is gift-wrapped in its original carton, hav- 
ing first gone through the inspection procedure. 

Customers are requested to take their purchases to 
the gift department so as not to tie up the sales 
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staff’s selling time. They may then wait for their pur- 
chase, or call back. In the latter event, the cus- 
tomer’s name is written on the sales receipt which is 
attached to the package. 

A somewhat different procedure is followed at the 
O. S. Stapley Co. store in Mesa, Ariz. Its gift wrap- 
ping materials consist of special paper, several 
widths of ribbons, stickers and gift boxes. 

Two types of gift wrappings are offered: one for 
purchases costing more than $25; the second for 
purchases under $25. 

The former involves the use of a deluxe gift box 
and special wrapping, at a total cost to the store of 
about 50¢ per package. The other, less expensive 
wrapping, costs the store about 2¢ per package. But, 
in neither case is any charge made for the service. 

Stapley’s gift wrapping department consists of a 
table set up near the main cash register, in the 
center of the store. All the work is done by a young 
college girl, hired for the Christmas season. 

She starts her duties, on,a part-time basis, about 
Dec. 1. After about the 19th of that month, when 
gift shopping begins to near its peak, she is on duty 
full-time. However, during the slower periods, she 
is able to assist on the sales floor when needed. 
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how dealers put “‘sell”’ into holiday merchandising 


Horace Green & Sons accents its window display 
by using a large greeting card as a background to 
emphasize gift housewares. A free-form frame serves 
to feature some of the individual items in the display 
shown at the top of this page. 


A large Christmas tree in the center of its toy win- 
dow, at the right, top, and use of evergreen bows, and 
artificial holly, serve the Carlson Hardware as a means 
of putting over the holiday idea to passers-by. Per- 
forated board spotlights a few special toy suggestions. 


Kye-stoppers inside the store at the Van Nuys Hard- 


ware are the large shadow boxes, shown in the photo, , 


right, bottom, which create a stage for gift sugges- 
tions. A few simple decorations in each give the dis- 
plays the holiday touch, and each shadow box contains 
a display of related items. 


Elaborate decorations to set the holiday mood are 
not needed as this photo, opposite page, top, shows. 
Here the Horace Green & Sons Hardware did it with 
a few decorations, but used large signs over all of its 
departments to suggest each of them as a source 
for gifts. 


The window of the County Seat Hardware, opposite 
page, bottom, was set up as a special Christmas Cor- 
ner, and customers actually shopped in the window 
which contained a wide selection of gifts. The 
Christmas Corner was specially set up for self-service 
and customers rang sleigh bells to call for salesmen. 
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Shopper Eye-Stoppers 


continued 


Tinsel decorations strung between the supporting 
columns at the Amilie-Strand Hardware provide 
holiday atmosphere for the entire store, as shown 
in the photo above. Christmas lights and artificial 
evergreens attached to the pillars draw the eye 
through the store interior. 


A type of copy that is gaining wider favor in dealer 
advertising is that which stresses convenience and 
store service. In the A. L. Davis’ Son ad at the 
right, sounds a warning for the frantic shopper 
and offers the answer to filling his gift list at the 
store. 
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DAVIS HARDWARE has DAVIS HARDWARE has ® 


g Dig stock in all depart- 
gw ments where you'll find 
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a gift items for the whole 
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the gifts they'll open first # 
and cherish longest. All ® 
departments are chock- ® 
full of gift suggestions 
you'll be proud to give. 
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USE OUR LAY-AWAY PLAN 
BUY NOW WHILE THE SELECTIONS ARE ~ 
COMPLETE. PAY LATER. 


WELCH Hardware 


129 E. WISCONSIN AVE. 








A toy center, particularly pleasing to children, is 
shown in the photo, top of page, of the basement at 
Lowe’s. The effect was created by painting canvas to 
simulate a toy cavern. Colorful cut-outs of familiar 
play characters were used along the counter sides. 
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Another example of iastitutional advertising copy that 
sells store services designed for customer’s shopping 
convenience is in the Welch Hardware ad above. A 
simple, but eye-catching cut identifies the merchandise, 
and lay-aways and early shopping are sales lures. 
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Shopper Eye-Stoppers 


continued 


are, above, left. Theme of the 
m/ with tools as the main items 
of merchandise. Dum} gift boxes were also used 


The same theme—Gifts for Him—but as an interior 
display as created by the Encino Hardware is shown 
in the upper right. A Santa cut-out, a brick paver 
chimney, cotton for snow suggest the theme, and lay- 
away is the added buying inducement. 


The man, again, gets the center of attention in the ad, 
at the right, run by Wilt’s Hardware. Black type, 
straight copy with an amusing illustration is used to 
attract the eye. Note the emphasis on brands to 
identify the store with quality tool gifts. 
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Shopper Eye-Stoppers 


dow of the imperial 

set the holiday mot he figure draws attention of 
passers-by to the va toy selections, shown in the 
display, upper left of page. 


An unusual holiday decoration that suggests the entire 
store as a gift center is the simulated gift box shown 
in the photo, top right. It made its appearance at the 
Ernst Hardware and consists of a frame, 8x 8x6 ft 
which is sprayed with silver paint. The gift wrapping 
is wide semi-transparent red cellophane. 


And in the advertisement at the left, the Winiewicz 
Hardware uses one-column, full page length space to 
suggest a variety of different gift suggestions. Humor- 
ous cuts draw the eye down the page and break up any 
monotonous effect straight copy would have in an ad 
of these dimensions. 
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A store that fails to promote lay-aways during the 
coming holidays is overlooking an opportunity for 
extra sales, extra traffic and extra profits. 

Lay-aways should be an integrated part of your 
holiday selling program. They involve very little 
risk on your part and provide both the dealer and the 
customer with a simple, painless, fool-proof credit 
plan. 

They make it easy for the customer to buy on 
slender gift budgets; to pay for gifts in easy pay- 
ments, and to receive the merchandise when it is 
wanted—just before Christmas. 

They make it possible for a dealer to extend credit 
without formal checks; with a minimum of risk, for 
the merchandise remains in your possession until 
paid for. 

Lay-aways also get gift shopping started early, 
extending your holiday selling season, and giving 
you an opportunity to restock if necessary. 

The techniques of operating lay-aways are simple. 
You can set your own policies to fit your customers. 

Generally, only a minimum down payment, a dollar 
or two, or 10 pet, if a higher unit price, is necessary. 

Payments can be scheduled over any period of 
time and in any amounts for the loss isn’t yours. This 
gives you the opportunity for taking advantage of 
repeat traffic. 

Bookkeeping can be done with any number of 
standard printed forms, on which the entire trans- 
action can be recorded. The forms serve as your 
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EACH DAY 


from sew ‘til... 


ASK ABOUT OUR E-E-E-E-EASY PLAN! 


Toys & Games Wheel Goods 


Electric Mixers Sporting Goods 
Popwp Teasters Stainless Stee! 
Electric Blankets Commenity Plate 


a 


TO SERVE YO! 


record, a record for the customer, and an identifica- 
tion for the lay-away purchase. 

In planning a lay-away program, be sure that you 
have ample facilities for safely and efficiently stor- 
ing the lay-away purchases in such a manner that 
they can be quickly and easily identified when called 
for. 

Promote your lay-aways early. September is a good 
month in which to start the ball rolling. Promote 
lay-aways in newspaper advertising, by signing on 
your counter displays, in your window displays. 
Make them a talking point in sales presentations to 
customers. 

How profitable are lay-aways? 

Coast Hardware, Studio City, Calif., reports that 
last year, lay-aways counted for as many as 100 sales 
of gifts per week during the entire Christmas holiday 
season, 

At the Builders Emporium, at the end of the holi- 
day buying season, as many as 5,000 lay-away sales 
had been completed. And at the Henry Hardware 
Co., lay-aways boosted toy sales into a $20,000 yearly 
volume line. 

Lay-aways at Coast Hardware are an integrated 
program that gets its promotional kick-off late in 
September, when weekly ads are run in a local news- 
paper. Simultaneously all store departments blossom 
out with colorful talking signs that urge customers 
to take advantage of lay-aways. 

All newspaper ad copy contains a reminder of 
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Lay-Away Profits 


continued 





the store’s lay-away plan, and some ads are devoted 
exclusively to promoting lay-aways. Copy themes 
are focused on shopping early in order to get the 
best selections. 

Coast Hardware requires a one-third down pay- 
ment, and no merchandise is held longer than 90 
days. That is made clear to the customer at the 
time the sale is made. 

Clerks periodically inspect the lay-away storage 
racks to check on the datings of the purchases. When 
the deadline nears, customers are telephoned and 
advised as to how long they have before picking up 
their packages. If the customer can’t be contacted 
by phone, a two-cent post card notifies the customer. 

However, the store reports that very few customers 
forfeit their purchases because of lack of payment 
within the period specified. In fact, most purchases 
are called for long before the due date. 


Tags Simplify Record Keeping 


Lay-away records are kept on a specially perfo- 
rated tag, which is divided into three sections, each 
bearing the same serial number. The top section, 
which bears the customer’s name, phone, and address, 
the description of the item, name of salesman, price, 
and balance due, is affixed to the purchase when 
stored. 

The center section is the Store Record. It contains 
the same information as the top section, but has, 
in addition, ruled columns, on which the payments 
are entered along with the number of the clerk 
taking the payment. That is filed alphabetically at 
the cashier’s desk. 

The third section of the form is the customer’s 
stub or receipt. It states the terms and warns that 
if merchandise is not fully paid for or called for 
on or before a certain date, the merchandise will 
be returned to stock and the deposit forfeited as 
liquidated damages. 

The Builders Emporium, Van Nuys, Calif., also 
begins its lay-away program in September and as a 
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slogan for putting it across last year used, “Lay- 
Away A Gift A Day.” That resulted in a lay-away 
volume that ran as much as $7,000 a week in the 
pre-Christmas period. 

An important part of this store’s promotion was 
a three-color, 8 by 10 in, envelope stuffer, which 
Was put into every purchase, used on displays and 
in windows. This stuffer played up the slogan, and 
listed various gifts that customers could buy. (See 
illustration.) About 5,000 of these were distributed. 

The same theme was carried out in all of the 
store’s advertising, and on signs strung from the 
ceiling, leading from the store entrance back to 
the credit office, where lay-aways were written up. 

As lay-away purchases began to accumulate, the 
management kept checking the types of items that 
were moving rapidly, in order to get an idea of gift 
buying trends. What they found was that the public 
was going for the following, listed in order of im- 
portance: Fireplace equipment, then bicycles and 
wheel goods, power tools, electrical appliances, gen- 
eral housewares, and sporting goods. Toys piled 
up a record of their own, requiring 500 sq ft for 
extra lay-away storage space. 

The Henry Hardware, Nashville, Tenn., in build- 
ing toy volume up to $20,000 a year, started pushing 
lay-aways in August. However, lay-aways are not 
confined to toys. exclusively but are available on 
all gift merchandise. 


Sign Lay-aways In Windows 


Keystone of selling lay-away toys at this store 
is to start off with a window display devoted entirely 
to those lines, along with large window signs, offer- 
ing easy lay-away terms. The promotional tempo is 
heightened later in the selling season by the distri- 
bution of 1,000 toy catalogs to neighborhood homes. 
All of the items may be purchased on a lay-away 
basis. 

The lay-away record is extremely simple at this 
store. A duplicate sales slip is used, with the store 
retaining the duplicate, and the customer receiving 
the original as his receipt. 

Experience has proved that for the Henry Hard- 
ware, September is the peak month for lay-aways, 
and though toys are a year-around department, two- 
thirds of the volume is picked up during the holiday 
lay-away selling period—from August on. And one 
of the best lay-away sellers is bicycles and tricycles. 

Ten days before the end of the 1952 Christmas 
season, the store had $3,000 on hand in lay-away 
purchases. Ninety percent of the money owed was 
paid up by Christmas, with the remainder being 
settled shortly after the holidays. When customers 
ask for an extension of time for paying up lay-away 
balances, the unpaid balance is converted to a charge 
account and later settled on that basis. 

It is the management’s contention that its three 
years experience with lay-aways has proved their 
effectiveness in multiplying Christmas volume, and 
that a hardware dealer can build up any gift line 
in 9 similar manner. 
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When selling dolls build your sales 
presentation into a quick, live 
demonstration of their selling points. 
Here are talking tips you can use 


When a sales woman can make three quick 
doll sales in succession and can sell dolls to 
90 pct of her customers who are seeking play- 
things for youngsters, her technique is worth 
studying. 

She is Mrs. Virginia Burdine, who with 
her husband, Milton, operates the Burdine 
Hardware at 1410 N. Broad St., New Orleans, 
La. Mrs. Burdine points out that a demonstra- 
tion need not be a lengthy one. 

A typical doll demonstration takes just about 
60 seconds with hardly any waste of time. 
Sales are completed in 90 pct of the cases 
where a doll is demonstrated. Simply putting 
it out on the counter won’t bring half that 
percentage, she reports. 

But while the actual demonstration itself is 
brief, advance preparation is necessary. When 
new merchandise is received, it is studied. All 
sales points are considered, and a fast, fact- 
packed sales talk is worked out. 

That takes time, but what it means is that 
with the same number of customers drawn 
to the store by display, advertising, etc., the 
store gets a higher percentage of sales. 

Now let’s follow Mrs. Burdine through a 
typical doll demonstration. 
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Decorate to Promote More Gift Sales 


stimulate the buying impulse at your point-of-sale 


Don’t let your store interior, or your store win- 
dows lag behind the promotional value of the mer- 
chandise you sell. Putting the holiday touch in 
your displays means giving your merchandise the 
power of gift-suggestion. 

If you’ve spent your money in purchasing a suit- 
able Christmas inventory, and spent more money 
backing it up with advertising and direct mail such 
as consumer toy and gift catalogs, don’t let down 
when it comes to gift selling with display. 

At Christmas, merchandising becomes as com- 
petitive in the matter of good holiday displays as 
it does on any other basis—whether wide selections, 
quality, or price. 

Therefore, making your store as attractive as pos- 
sible, giving it a touch of Christmas atmosphere 
will attract more store traffic and build extra gift 
volume. 

On the opposite page are some ideas you can adopt 
or adapt to suit your own stores and your own bud- 
gets. Good display is more a matter of ingenuity 
than high cost. 

Fig. 1 suggests props for interior or window dis- 
play. Deer is made of lengths of natural logs. Te 
make the snow man, use three sizes of empty card- 
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es board cartons, and two short lengths of 6-in. diameter 
- linoleum tubing. Wrap wire mesh around cartons, 
then cover with wet plaster, which will dry to look 
snow. Finish off the-snow man with an old stove- 
pine hat and a red scarf. 
Fig. 2 shows how linoleum tubes become candles 
»f-sale sy y cutting them. to any desired size. Nail wood, or 
' plywood discs, top and bottom, cutting a slot in the 
2 top dise to hold the cardboard flame. Then drive . 
ordinary pins into the upper end of the tube, finish: 
sing it with plaster. Nail the candle to a wood or ply- 
_ wood base and tack a cut-out angel or other ap- 
‘fpropriate figure in position. Finish the base in white, 
> “and when wet, scatter some glitter over it. 
_ Fig. 3 is either a window or ledge display. Use 
= this panel which consists of a center piece, and two 
; side units, cut out of wallboard, painted white, and 
- mounted on a 1x 2-in. frame. Then paint, or paste 
is a cut-out Santa on the center panel. lettering in the - 
~~ rs sign. The candy canes, in varying heights, can also 
> mene ae “be cut out of wallboard. 
‘ail such fo Fig. 4, a ledge display, can be cut out of heavy 
et down [a cardboard or wallboard, Cover the front with green 
_ metal foil paper, and pin to it a number of colored 
Christmas tree balls. Cut a large circle in the center 













ore win- 
the mer- 
‘touch in 
idise the 





oh Be : of the display, and tack a cardboard reindeer in posi- 
lections, Me tion as shown. Follow the pattern for the deer in 

_ Fig. 5. Then paste over the back of the circle a 
as pos: fp Sheet of royal blue paper, as indicated by the line. 
osphere fg. Fig. 5 is a plan for decorating supporting columns. 
tra gift by covering them with brightly colored Christm>s 

paper. Heighten the effect with a cut-out reindeer — 
in adopt J. Wired to the columns. Cut the deer out of cardboard 
wn bud: (f° Wallboard, using the squared-off drawing as a 
zenuity _ guide. Or as a department identification marker, use 


_ the cut-out figure of Santa. painted in bright colors. 
ow Oe Fig. 6, a department identification sign, is made 
a ‘ by cutting the lamp out of 1%4-in. plywood. Opaque 
oes. '° @@ paper is pasted on inside of cut-out. If lighted, use. 
glass between the bulb and paper. 
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LIGHT UP TO SELL UP 


Christmas lighting will stimulate impulse buying 
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w heightening the eye appeal of your window and store displays 


Merchants have learned that more than 75 pct of 
Christmas buying is impulse buying — buying that 
results from window shopping or from casual brows- 
ing through a store. 

It is the kind of buying that stems frequently from 
a particular eye-catching display. 

Passers-by might spend three or four seconds glanc- 
ing at an ordinary display or routine window. How- 
ever, the attention-getting quality of your displays can 
be increased not only by showing merchandise that is 
unusual in type or exceptional in design, but by light- 
ing your entire display more colorfully and more effec- 
lively than your competitor. 
| Therefore for the Christmas holiday season combine 
the friendliness of Yule lighting with the fundamen- 

8 of sound merchandising. It will be a spur to more 

iday sales. 


What Lighting Should You Use 


Lighting for Christmas is easy.. In many instances, 
flarge part of it can be designed and prepared on the 
pot with the local electrician called upon to take care 
Of the simple wiring. 

How to Light Displays — Display windows, store 
counters, shelf displays, specialty corners might have 
among their Christmas backgrounds giant candles 
fashioned out of heavy cardboard and decorated with 
slashed metallic foil spiraled around the outer surface. 

The wick can be represented by an amber Christmas 
tree lamp, and the body can reflect the glow of a remote 
colored spotlight or a conventional spot equipped with 
4 colored filter. Either could be inconspicuously in- 
stalled at an overhead point. 

In supplying the general lighting for this or any of 
the following settings, remember that it can be made 
More seasonal—and still give an adequate amount of 
overall illumination with the use of gelatin filters. Use 
pastel greens and blues. They have a Christmas flavor. 

Another readily contrived decoration is a pin-up 
lamp attached to the walls of a display window, or 
thowroom. Each lamp can be equipped with a red 
bulb, and the whole unit used as the center piece of a 
olly garland flecked with bright green Christmas tree 
mps. 

Another simple decorative device is a simulated 

hristmas tree made with three embroidery hoops (or 
arrel hoops if you have need for a large tree) gradu- 
ted in size, the smallest at the top. 
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Attach all to a center pole and dress the “tree” with 
assorted Christmas decorations, filling in the gaps 
with angel hair or strands of spun glass. Then light 
the ornaments with a string of Christmas tree lamps 
(C-6 strings in series will be best for most models) 
and with a color spotlight for added warmth. 

How to Highlight Merchandise — The background 
decorations suggested above will establish the holiday 
spirit in your store or window, and your general light- 
ing, plus their illuminated decorations will take care 
of making them visible. 


Spotlights Accent Merchandise 


But satisfactory lighting doesn’t end there. Your 
job now is to highlight the actors—your gift merchan- 
dise—on the stage. 

Whether it is a radio, an electric blanket, a group- 
ing of toys, or a jolly Santa, the “actor’”—your mer- 
chandise is lighted in the same general way. 

Your gift merchandise must be the pinpointed sub- 
ject of accent lighting by spotlights or miniature klieg- 
lights, in addition to the general lighting, to draw 
attention to a particular exhibit. 

There is a broad assortment of such highlighting 
fixtures available. In new or _ recently-modernized 
structures, they are often built in as standard equip- 
ment. 

If not, effective results can be obtained from a 
group of high-wattage incandescent lamps which have 
reflectors built into the bulb for the special purpose 
of accent lighting. They cost no more than many house- 
hold bulbs. 

The lighting industry has made long Strides in the 
post-war years towards supplying the various kinds 
of lighting the average citizen or business man will 
need in his home or occupations. For practically every 
indoor lamp you might use for your spotlighting, there 
is a waterproof outdoor version built specially to do 
your rougher outdoor job. 

Because of the variety of light sources available, 
and the simplicity of adapting each of your needs with 
your normal lighting fixtures plus, at most, a few 
inexpensive supplemental pieces, special lighting to 
capture the holiday atmosphere and the impulse sales 
that are a part of it is rapidly becoming the mode. 





Editor’s Note: This article was especially prepared fo 
HARDWARE AGE readers by the Lamp Division of the West- 
inghouse Electric Corp., Bloomfield, N. J. 
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ALBANY HARDWARE & IRON CO. 

Broadway at Arch St. 

Albany, N. Y. 
Three catalogs, all in color, covering gifts and 
toys are offered. “Billy and Ruth” 48-page 
catalog features toys for children of all ages. 
“Santa’s Wonderland” is a 32-page catalog of 
toys of all types. “Gifts” is a 24-page catalog 
featuring electrical appliances and housewares. 
Store decorating kit, newspaper mats and radio 


copy are offered. See illustrations Nos. 5, 9, 12. 


AMARILLO HARDWARE CO. 

600 Grant St. 

Amarillo, Texas 
Two catalogs, both in color, are offered. “Gifts” 
is 24 pages and features gifts suitable for men 
and women. “Santa’s Wonderland” is 32 pages 
and features all kinds of toys for children of 
all ages. Newspaper mats and radio copy are 
offered. See illustrations Nos. 5 and 9. 


AMERICAN HARDWARE & SUPPLY CO. 

41 Terminal Way 

Pittsburgh 19, Pa. 
A 24-page catalog, in color, features toys, and 
there is an 8-page insert listing gifts. Specials 


ACE HARDWARE CORP. 
2355 S. Blue Island Ave. 
Chicago 8, IIl. 


Trains, games plus a complete toy selection and 


a section of gift selections for grown-ups are in 
this 32-page catalog, half the pages in color. 
Specials are listed on toys. Sales helps offered 
are window trims and price cards for store and 
newspaper mats. 
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are offered on toys. Price cards, streamers, 
window banners and decorative material are of- 
fered to dress up store. Newspaper mats and 
radio copy are offered to merchandise holiday 
goods. See illustration No. 15. 




















Consumer Catalog Directory BUHL SONS CO. 
Adair St. 


continued Detroit 31, Mich. 
“Santa’s Own Toy Book” lists toys of all types, 
Catalog is printed in 4-color rotogravure, and 


AMERICAN WHOLESALE HARDWARE CO. contains 32 pages. Dealers are offered pennants 
1500 W. Anaheim and banners, price cards, window trims and 
Long Beach 1, Calif. blow-up of advertisement to be published in 


. . 2 Life magazine. See illustration No. 7. 
Electrical appliances, housewares and gifts are f S 


featured in a 16-page catalog in color. Specials 
are featured on each spread and cover a variety 
of merchandise. See illustration No. 6. 


BECK & GREGG HARDWARE CO. 

217 Luckie St. 

Atlanta 1, Ga. 
Wheel goods, educational toys, games, dolls, 
trains, and other toys are featured in this 48- 
page “Billy and Ruth” catalog, in color, of chil- 
dren’s gifts. Toys are priced. See illustration 
No. 12. 





BELKNAP HARDWARE & MFG. CO. 

111 E. Main St. 

Louisville 2, Ky. 
A 48-page “Santa’s Toy Shop Book’”’ in color 
features toys, wheel goods, and games. Items 
are priced. Newspaper mats are offered to ad- 
vertise holiday merchandise. See illustration 
No. 18. 


BIGELOW & DOWSE CO. 

169 “A” St. 

Boston 5, Mass. 
Small electrical appliances, tools, and household 
gifts are featured in a 24-page catalog in roto- 
gravure. Catalog does not contain specials. 


JOSEPH BRECK & SONS CORP. 

401 Sumner St. 

Boston 10, Mass. 
Housewares and gifts are featured in a 24-page, 
catalog in color. It contains specials on these 
lines. Newspaper mats and radio copy are fur- 
nished to advertise holiday merchandise. 





BRONSON & TOWNSEND CO. 

128 State St. 

New Haven, Conn. 
“Gifts For Everyone” lists 205 items, most of 
them basic to hardware stores. Catalog in roto- 
gravure has 28 pages. Dealer helps offered are 
posters, banners, and window and counter price 
cards, and newspaper mats. See illustration 
No. 4. 


BROWN-CAMP HARDWARE CO. 

216 S. W. Ist St. 

Des Moines 6, Iowa 
Homewares are featured in a 32-page catalog % } 
in color. Approximately 90 lines are included. 
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w. W. CONDE HARDWARE CO. 
200 Mill St. 

Watertown, N. Y. 

“Santa’s Own Toy Book” features toys for all 
ages of children. Catalog contains 32 pages. It 
is printed in color, in rotogravure. Store decora- 
tion materials offered include banners and pen- 
nants, price cards, window trim and blow-up of 
advertisement to be published in Life maga- 


y 


zine. See iliustration No. 7. 










COTTER & CO. 

365 E. Illinois St. 

Chicago 11, Ill. 
A 40-page “1953 Christmas Book” in rotogra- 
vure lists more than 400 items, with 32 pages 
on toys, including wheel goods, and 8 pages on 
gifts including tools, sporting goods, house- 
wares, and small electrical appliances. Specials 
are listed on both toys and gifts. Window ban- 
ners, pennants and price cards for store decora- 
tions, and newspaper mats are offered. See 
illustration No. 11. 


CULLUM & BOREN CO. 

1509 Elm St. 

Dallas 1, Texas 
Toys for children of all ages are featured in 
48-page “Billy and Ruth” catalog, in color, in- 
cluding wheel goods, games, dolls, trains and 
educational toys. Items are priced. See illustra- 
tion No. 12. 


EMERY-WATERHOUSE CO. 

145 Middle St. 

Portland 6, Maine 
This 24-page catalog, in color, lists cutlery, 
houseware, kitchenware, electrical appliance 
and gift items of interest to men and women. 
Prices are given. See illustration No. 5. 
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FARWELL OZMUN KIRK & CO. 

Kellogg Blvd. & Jackson St. 

St. Paul 1, Minn. 
A 4-page, 4-color, newspaper size broadside fea- 
tures gifts, toys, electrical appliances, tools, 
sporting goods and cutlery. It includes gift spe- 
cials. Broadside can be imprinted. Store dec- 
orating kit is offered consisting of price cards, 
banners and streamers. Newspaper mats are 
offered. 





GREER & LAING 

1501 Main St. 

Wheeling, W. Va. 
Toys for children of all ages are featured in 
“Santa’s Own Toy Book.” Catalog is printed in 
color rotogravure. It contains 32 pages, and can 
be imprinted with dealer’s name. Store decora- 
tive materials offered include blow-up of adver- 
tisement to be published in Life magazine, price 
cards, window trims, and banners and pennants. 
See illustration No. 7. 


HERR & CO. 

Prince & Chestnut Sts. 

Lancaster, Pa. 
Children of all ages will be interested in items 
featured in “Santa’s Own Toy Book.” It is 
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printed in color, in rotogravure, and contains 32 
pages. Dealers are offered store decorative 
materials consisting of blow-up of advertise- 
ment to be published in Life magazine, window 
trims, price cards, and pennants and banners. 
See illustration No. 7. 


HIBBARD, SPENCER, BARTLETT & CO. 
2201 West Howard St. 
Evanston, Ill. 


“Toy Parade” shows 181 items of gift merchan- 
dise for boys and girls, including dolls, musical 
toys, furniture, games, mechanical toys, trains, 
and wheel goods. Catalog contains 28 pages in 
color. “Gifts For Everyone” contains 205 items 
mainly basic merchandise in hardware stores 
of interest for giving by men and women. Cata- 
log, in rotogravure, has 28 pages. Dealer sales 
helps include posters and banners, and window 
and counter price cards. See illustrations Nos. 4 
and 8. 


HARPER & McINTIRE CO. 

216 Commercial St. 

Ottumwa, Iowa 
“Gifts,” a 24-page catalog in color, shows items 
for giving by both men and women including 
electrical appliances, cutlery, kitchenware and 
housewares. See illustration No. 5. 


HOFFMAN HARDWARE CO. 
229 W. Los Angeles St. 
Los Angeles 12, Calif. 


Electrical appliances, cutlery, housewares and 
gifts for both men and women are featured in 
“Gifts,” a 24-page catalog in color. See illus- 
tration No. 5. 





STRATTON & TERSTEGGE CO 
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HUEY & PHILP HARDWARE CO. 

1900 Griffin St. 

Dallas 2, Texas 
A 32-page catalog, in color, entitled “Gifts” 
features electrical appliances, housewares and 
other items for women and men. “Santa’s Won- 
derland” book of 32 pages in color features 
gifts for children—dolls, furniture, musical in- 
struments, wheel goods, mechanical toys and 


trains. See illustration Nos. 5 and 9. 


HUNT & MOTTET CO. 

2112 Pacific Ave. 

Tacoma 1, Wash. 
This 24-page catalog, in color, lists items that 
will appeal to both men and women. Items in- 
clude electrical appliances, cutlery, housewares 
and gifts, and prices are given. See illustration 
No. 5. 


JANNEY, SEMPLE, HILL & CO. 

22-26 Second St., South 

Minneapolis 1, Minn. 
A 4-page broadside entitled “Holiday Values” 
in color features toys and gifts. Items are 
priced and each page contains specials. Window 
streamers, banners, pennants and price cards 
are offered to decorate stores. Newspaper mats 
and radio copy are furnished. See illustration 
No. 10. 





JENSEN-BYRD CO. 

310 Riverside Ave. 

Spokane 8, Wash. 
“Gifts” lists items that will interest women and 
men. These include cutlery, housewares, gifts, 
and electrical appliances. Catalog, in color, con- 
tains 24 pages. See illustration No. 5. 


KELLEY-HOW-THOMSON CO. 

309 S. 5th Ave. W. 

Duluth 1, Minn. 
Children of all ages will be interested in toys 
featured in “Santa’s Own Toy Book.” Catalog 
is printed in colors, in rotogravure, and contains 
32 pages. Dealers are offered store decorations 
consisting of banners and pennants, window 
trims, price cards, and blow-up of Life maga- 
zine advertisement. See illustration No. 7. 
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LORENZ CO. 

Box 871 

Klamath Falls, Ore. 
Housewares, tools, sporting goods and toys are 
featured in a 16-page catalog in color. Specials 
are featured on each spread. Pennants, easel- 
back Santa Claus, posters and price cards for 
store decoration, and newspaper mats are 
offered. See illustration No. 6. 


C. M. McCLUNG & CO. 

501 W. Jackson Ave. 

Knoxville 1, Tenn. 
“Santa’s Own Toy Book” contains 32 pages, 
printed in color rotogravure. Toys for children 
of all ages are listed. Dealers are offered win- 
dow trims, banners and pennants, price cards, 
and blow-up of advertisement to be published 


~ 


in Life magazine. See illustration No. 7. 


MARSHALL-WELLS CO. 

301 Lake Ave. S 

Duluth 1, Minn. 
Offers an eight-page brochure featuring toys 
and gifts for the holiday season. 


MASBACK, INC. 

330 Hudson St. 

New York 13, N. Y. 
A 32-page “Holiday Gift Guide” in color fea- 
tures housewares, electrical! appliances, power 
and hand tools. Specials are offered in all these 
lines. Store decorating kit consisting of one 
large and eight small window streamers and 
price tags, and newspaper mats are offered 
See illustration No. 1. 


MOMSEN-DUNNEGAN-RYAN CO. 

800 E. Overland 

El Paso, Texas 
Cutlery, housewares, electrical appliances, and 
gifts for women and men are listed in “Gifts,” 
a 24-page catalog in color. See illustration No. 5. 


MOORE-HANDLEY HARDWARE CO., INC. 

27 S. 20th St. 

Birmingham 2, Ala. 
A 32-page “Santa’s Own Toy Book” in color 
features toys for children of all ages. Items are 
described and priced. Store decorating kit con- 
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sisting of streamers, price tags, and window 
displays is offered. See illustration No. 7. 


MORLEY BROS. 

115 N. Washington Ave. 

Saginaw, Mich. 
Two catalogs in color are offered. “Billy and 
Ruth” book of 48 pages features a wide range 
of toys for children of all ages. “Gifts” is a 
24-page catalog which features electrical appli- 
ances and housewares. See illustrations Nos. 5 
and 12. 


MORLEY-MURPHY CO. 

200 S. Washington 

Green Bay, Wis. 
A 24-page catalog, “Gifts,” in color, features 
electrical appliances, cutlery, kitchenware, 
houseware, and gifts. Items are suitable as 
gifts for men and women. Also the “Billy and 
Ruth” book of 48 pages featuring a wide range 
of toys for children of all ages. See illustrations 
Nos. 5 and 12. 


OHIO VALLEY HARDWARE & ROOFING CO. 

300 4th Ave. 

Evansville 2, Ind. 
“Billy and Ruth” catalog, of 48 pages in color, 
features toys that will be welcomed by children 
of all ages. “Gifts” is 24-page catalog in color 
of items of interest to both women and men. 


See illustrations Nos. 5 and 12. 


ORGILL BROS. & CO. 

10-56 W. Calhoun Ave. 

Memphis 2, Tenn. 
Two catalogs in color are offered. “Gifts” is a 
24-page catalog which features housewares and 
electrical appliances for giving by men and 


Ill 























women, “Billy and Ruth” book of 48 pages fea- 
tures toys of interest to children of all ages. 
Broadside, tabloid size, in color, is offered. 
Store decorating kit consisting of pennants, 
banners and price cards, and newspaper mats 
are offered. See illustrations Nos. 5 and 12. 


OUR OWN HARDWARE CO. 
618 N. 3rd St. 
Minneapolis 1, Minn. 


Sporting goods, toys, china and glass giftwares, 
and electrical appliances are featured in a 32- 
page catalog in color. Specials are listed in all 
above lines. Price cards, window banners and 
pennants are offered for store decorations. 
Newspaper mats are offered. 


RAILEY-MILAM, INC. 
27 W. Flagler St. 
Miami 31, Fla. 


“Gifts” features items that will be attractive 
for giving to men and women. These in- 
clude housewares, electrical appliances, cutlery, 
kitchenware, and gifts. Catalog, in color, con- 
tain 24 pages. See illustration No. 5. 


RICE & MILLER CO. 
Hildreth St. 
Bangor, Maine 


Housewares, kitchenware, cutlery, electrical 
appliances and gifts are featured in “Gifts,” a 
24-page catalog in color. Items appeal for giving 
by men and women. See illustration No. 5. 


RICHMOND HARDWARE 
Roseneath Rd. & Leigh St. 
Richmond 21, Va. 


“Gifts” lists items for men and women in elec- 
trical appliances, housewares, cutlery, kitchen- 
ware, and gifts lines. Catalog is in color and 
contains 24 pages. See illustration No. 5. 


ROSE, KIMBALL & BAXTER, INC. 
511 Baldwin St. 
Elmira, N. Y. 


“Santa’s Own” toy book, 32 pages, in full color, 
features toys of 97 different manufacturers. 
Games, hobbies, dolls, trucks, sporting goods, 
musical toys, books, activity items, dishes and 
trains are featured. Store decorating kit con- 
sisting of banners, tags, “Santa’s Own” in- 
signia and full color reproduction of “Santa’s 
Own” advertisement in Life magazine is avail- 
able. Newspaper mats and radio copy available. 
See illustration No. 7. 


SALT LAKE HARDWARE CO. 
105 N. 3rd St. W. 
Salt Lake City 9, Utah 


“Gifts” lists items for giving by men and women 


in the electrical appliance, housewares, cutlery, 
kitchenware and gift lines. Catalog is in color 
and contains 24 pages. See illustration No.5, 


H. SCHULTZ & SONS 

620 Market St. 

Newark 5, N. J. 
A one-page mailer, printed on both sides, fea. 
tures more than 100 items of popular appliance 
and housewares gifts. It can be imprinted with 
dealer’s name. Newspaper mats are offered to 
advertise holiday merchandise. 


SHAPLEIGH HARDWARE CO. 

900 Spruce St. 

St. Louis 2, Mo. 
Toys, sporting goods, housewares, power hand 
tools, electrical appliances and gifts are fea- 
tured in “Gifts They’ll All Remember” printed 
with alternate spreads in rotogravure. Items in 
16-page catalog are priced. See illustration No.2. 


SLOSS & BRITTAIN 

100 Pontrero St. 

San Francisco 1, Calif. 
Tools, housewares, electrical appliances, toys 
and gifts are featured in a 16-page catalog in 
color. Specials are on holiday decorations, 
kitchen items, appliances, and tools. Window 
posters and cards, price cards, pennants and 
signs are offered for store decoration, and news- 
paper mats are offered. See illustration No. 6. 


STRATTON & TERSTEGGE CO. 

1501 W. Main St. 

Louisville 1, Ky. 
Major toy lines are featured in a 40-page “March 
of Toys” in color. Newspaper mats and radio 
copy are available. See illustration No. 14. 


STREVELL-PATERSON HARDWARE CO. 

126 S. W. Temple 

Salt Lake City, Utah 
Gifts for the dining room, kitchen, home work 
room along with some toys and holiday decora- 
tions are featured in this 16-page catalog in 
color. Each spread contains a special. Complete 
store trim decorating kit and newspaper mats 
are available. See illustration No. 6. 

(Continued on page 237) 
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@ The Estwing Sportsman's Axe and the 16 oz. Carpenter’s Nail Hammer are 
NATIONALLY 


individually packed in attractive gift boxes for your Christmas sales. Place ADVERTISED 
the tools where your customers can see, handle, and buy them from you. 

Their irresistable appeal to eye and hand will attract the women looking 

for a distinctive gift, and the men who appreciate fine tools. 


. Items in 
tion No.2. 


@ SPORTSMAN’S AXE No. E24A 

Forged one-piece head and handle with 

durable sole leather grip give lasting 

performance in all climates. Grips are ¢ = 

double lacquered for a lustrous _— 4 _ Better Home 
non-slip finish. The most powerful : eee and Garde 
and effective axe of its size. ; 

No. E24A $4.50 with leather 

belt sheath. 


ces, toys 
atalog in 
orations, 

Window @ CARPENTER’S NAIL HAMMER 
No. E16C. The 16 oz. nail ham- 
mer is the size most preferred by 
the skilled carpenters as well 
as the home craftsmen. The perfect 
permanent balance, one-piece head and 
handle, and genuine sole leather grip 
are some of the exclusive features 
of Estwing ‘‘Unbreakable”’ tools 
that give your customers added 

years of service. 

No. E16C $3.65, 


m No. 6. 
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ESTWING MFG. CO., ROCKFORD, ILLINOIS 
SELLS THRU RELIABLE HARDWARE WHOLESALERS ONLY 





Self-Service Christmas Corner 


Boosts Holiday Volume 30 Pct 








STRAIGH 
INFOLDING 


Self-service with a holiday twist 
was the innovation that the County 
Seat Supply Co. of Westchester 
County, New York, used to capture 
plus Christmas business last year 
—and did by ringing up 30 pct 
more holiday volume. 
County Seat’s departments in- 
clude major appliances, small elec- 
trical appliances, power and hand 
tools, painting accessories, gadgets, 
and other items suitable for Christ- 
mas gift-giving. And the firm op- 
erates three branches located in 
White Plains, Port Chester and Mt. 
Kisco. Two different views of the County Seat Supply Co's. self-service 
To capture new customers that Christmas Corner, set up in a large display window. Customers were 
had never before considered its allowed to shop and browse at wil/—without sales attention—unless 
lines as gifts, the company knew they rang the Christmas Bells to signal for help. 
that only something novel and 
unique would capture attention 
from the public. 
What Emmanuel Sussman, own- 
ers, and Moe Schnaiberg, retail 
manager at the Mt. Kisco store, 
with the aid of an advertising 
agency, hit upon was a self-service 
Christmas Corner. 
The “Christmas Corner” was ac- 
tually a working window display— 
customers actually shopped and 
bought right in the large cen- 
tral window of the County Seat 
building. 
Previously permanent bathroom 
fixtures were in this window. They ’ 
were taken out and a floor of as- "a = DRILLS « 
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Y%”" SHANK WOOD BIT SETS No. H-23 
“me POWER AUGER BIT SETS No. H-736 Retail 6 sets | $19.68 
’ Retail 6 sets - 


Your cost 
Your cost 


| $6.56 

















DRILL SETS ON CARDS H-95 
Retail 


AMT 12 sets YOUR CUSTOMERS 


arson tome erm Your cost 


Prop WILL LIKE THESE 
DOUBLE-CIRCLE 


TOOLS... . 
, DRILL SETS ik bk 4 j sy 5 
STRAIGHT SHANK ¢ 
IN FOLDING METAL CASES No. H-HE-26 e y aga | 


Retail 3 sets | $22.38 
Your cost 14.92 


® 
Christmas 
$7.46 




















@ Whether your customers are 
home workshop enthusiasts or tradesmen, 


they will prefer professional type DOUBLE CIRCLE 

soil Tools as gifts. 
were 
unless 


DOUBLE CIRCLE TOOLS are merchandised with smart packaging to 

help move off your shelves. Their quality is unsurpassed . . . they build 

repeat sales. 

GIFT PACKAGING in the form of removable sleeves printed in bright 

Christmas colors are provided with these DOUBLE CIRCLE TOOL sets. 

Suggesting DOUBLE CIRCLE TOOLS as gifi items will meet with ready %* SHANK METAL HIGH SPEED 


DRILL SETS No. H-39 
trade acceptance .. . you'll sell more... order a stock today... 
: ' Retail 3 sets | $21.84 
display them. . . they'll sell themselves. 





Your cost] 14.56 
AVAILABLE AT YOUR “Frogt $7.28 
HARDWARE 


JOBBERS 








DOUBLE CIRCLE 
TOOLS 


DRILLS © REAMERS e© COUNTERSINKS © COUNTERBORES © CARBIDE TOOLS © SPECIAL TOOLS 
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COUNTY SEAT SUPPLY COMPANY j 
wove MT SISCOLN. Ya 3 
ie ‘a 











Front and back view of the gift certificates used by the store to 
help puzzled shoppers, or for gifts such as appliances, bought too 
late to be deliverea for Christmas. 


phalt tile was laid. The corner cov- 
ered an area of 20 ft. by 40 ft. 

Representative items from each 
of the lines stocked by County Seat 
were attractively arranged in the 
window which was fenced off from 
the store proper by a four-foot par- 
tition of heavy cardboard painted 
to resemble red brick, a common 
Christmas atmosphere. 

All major appliances were en- 
cased in cellophane bags and a 
large red ribbon and bow supplied 
by the manufacturer. Smaller ap- 
pliances were set around a Christ- 
mas tree which was decorated and 
lighted. 


Tool sets were on the floor, vac- 
uum cleaners were on a separate 
stand, hand tools were gift-wrapped 
either by County Seat or by color- 
ful sleeves from the manufacturer. 

There was a stand for power 
tools with the items displayed in an 
attractive easy-to-see manner. 
Smaller items were arranged on 
kitchen cabinets and cabinet sec- 
tions, themselves suggestive of 
gift-giving. 

Dummy packages were beauti- 
fully wrapped and set about the 
display to heighten the Christmas 
atmosphere. Point-of-sales posters 
and signs, tied in with holiday gift 


Another view of the County Seat Supply Co's. Christmas Corner. 
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giving, were supplied by the various 
manufacturers which had been no- 
tified of the promotion in ample 
time for their participation. 

The response of the manufactur. 
ers reflected the attitude they have 
towards such promotions. It was 
overwhelmingly cooperative. 

Promotional material that pro- 
vided sales information was pro- 
vided at the point of sale whenever 
possible. This was done to counter- 
act the elimination of salesmen on 
the floor. Sales clerks had been in- 
structed to stay away from the 
“Christmas Corner,” and no addi- 
tional personnel was added for the 
Christmas season. 

The whole display was decorated 
with Christmas material, candy 
canes, roping, green and red paper, 
large and small likenesses of Santa 
Claus, all adding to the colorful 
holiday atmosphere and impressing 
it upon the minds of the shoppers. 


Christmas Gift Tags Used 


Regular Christmas gift tags 
were used on all items to display 
the prices. Hanging from the ceil- 
ing at convenient locations were 
four lengths of Christmas roping, 
to the upper ends of which were 
sets of sleigh bells. 

Customers were instructed to 
browse at will; take all the time 
needed, and when they had chosen 
or wished to purchase a major ap- 
pliance (something too big to pick- 
up), or if they wanted additional 
information, to ring the “Christ- 
mas Bells.” Then, and only then, 
would the salesman approach. 

As a further aid to last-minute 
Christmas shoppers, an attractive 
gift certificate was designed. The 
certificate could be placed under the 
tree at home when the gift (such 
as a refrigerator) was large and 
delivery on Christmas Eve doubtful 
or when the purchaser was un- 
decided as to what to buy. 

Any item, from a complete 
kitchen down to a set of screw- 
drivers, could be purchased with 
one of these gift certificates, which 
were redeemable at any one of the 
three branch-stores. 

Newspaper advertising covered 
the promotion in leading local 
papers. The novelty of the idea 
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doubtful Each package meets a real need of your custom- today in time for Christmas rush. For further 
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— PLANE & TOOL Mfg. Co., Shelton, Conn. 

covered 

Mee | SHELTON TOOLS DO A BETTER JOB FASTER! 
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was stressed and shoppers urged to 
“shop the newest way ... shop the 
easiest way. Ring the Christmas 
bells. It takes time off your shop- 
ping list.” 

The campaign was launched with 
a half-page announcement ad and 
was followed by weekly large space 
ads pointing up a particular type 
of item, refrigerators and ranges, 
power tools, small electrical appli- 
ances, and right before Chirstmas 
a larger ad containing a recap of 
all small gift items for last-minute 
shopping. 

Cooperative help in advertising 
the “Christmas Corner” came from 
many of the manufacturers whose 
products were featured in the dis- 
play. This assistance, in addition 
to the cooperative help in setting 


up the display itself, “kept the cost 
to County Seat at a minimum. Edi- 
torial support was given by local 
papers by publishing stories on 
“the novel new method of shopping 
at County Seat.” 

All in all, the promotion was a 
success. Comments like the follow- 
ing were heard: 

“T never knew that County Seat 
had so many things... .” 

Future sales were assured by 
customers who would pass along 
the word that County Seat had va- 
rious items. Response of readers of 
newspaper ads was good. People 
came in for specific items men- 
tioned in advertisements. Because 
of its unique angle, the “Christmas 
Corner” was noted and remembered 
by the prespective customer. 





Early Promotions Boost Lay-Away Sales 


Early promotions on Christmas 
toys and gift items pay. 

That is the experience of Best 
Hardware & Appliance Co.’s store 
in Cedar Rapids, Iowa, which has 
advanced the opening date of its 
holiday merchandising program to 
Sept. 15. 

This is the program followed by 
Richard Ives, store manager: 

Christmas merchandise is put on 
display in mid-September, and lay- 


away signs placed in windows. 

Sales personnel is given a spe- 
cial commission, for one week on 
doll lay-away sales. 

Advertising features dolls for 
Christmas gift giving. 

“By putting up Christmas deco- 
rations early and getting the mer- 
chandise on display we stimulate 
early buying in many instances,” 
Mr. Ives pointed out. 

“Folks come in and say they saw 


Window signs help early season lay-away gift sales. 


says: 


There are three magic words in the 
hardware business .. . ““Do It Your- 
self”... they’re the reason your fal] 
sales potential grows bigger and 
bigger. A hot item will sell like the 

roverbial hot cakes to your “Do It 

ourself”? customers, and a new all- 
year hot item is the new B&D Utility 
U-4 Drill Kit. 


THIS B&D U-4 KIT can mean a lot to 
your Christmas sales figures, because 
ag make more profit faster on one 
it than on a dozen routine sales. And 
the high quality and 
tremendous versatility aes) 
of the Kit make it sur- \e) WE 
risingly easy to sell. SR } ge 
t your customers feel A5~4 £ 
the solid construction 
. .. work the strong clasp . . . slip out 
the drill bit holder. Show how easily 
the case mounts on a wall—how quick- 
ly it can be removed for carrying to 
the job! All these sales features work 
for you, helping you make your sale. 


And while we’re talking about mak- 
ing sales, here are a few 
hints on personal selling. 
They’re taken from my 

~--§new booklet, called “Easy 
*4 Ways to Sell Black & Dec- 
ker Utility Portable Elec- 
tric Tools.”’ (All authorized 
B&D Utility dealers are en- 
titled to a free copy.) 


CLASSIFY YOUR CUSTOMERS . . . me- 
chanics, craftsmen, handymen, thumb 
mashers, housewives . . . determine 
whom you’re selling to, and then 
tailor your sales approach to their 
experience, needs and skills. 


Pinpoint your customers’ needs . . . are 
they buying for themselves or as a 
gift? Then, sell the product or prod- 
ucts they need. 


Sell the versatility of pow- > ris” 
er tools. Point out how a “fh = EX 1 
power tool can do =( mal al 


many different jobs, how 


: 5 64 i St 
the owner will need Te ted 
fewer hand tools. 

INVITE THEM TO TRY the tool for them- 


selves—and see how customers’ in- 
terest perks up! And here’s another 
trick: After a prospect has taken a 
power tool in his hands, don’t you 
take it back until the sale is com- 
pleted! This may not work every time, 
but it helped make many a sale that 
would otherwise have been lost! 


Well, that’s it for now. If you have 
any questions about selling electric 
tools this Christmas, be sure to write 
me. Address: BOB DAVIS, Dealer 
Service Dept. H653, THE Brack & 
DeEcKER Mee. Co., Towson 4, Md. 


Blocks Docker 
roots 
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BIG NEW U-4 4” DELUXE DRILL KIT ($46.95) 


contains 4” Drill (U-1), horizontal stand, wire wheel 
brush, grinding wheel, arbor, 13 drill bits, paint mixer, 
backing pad and sanding discs in steel kit box that 
hangs on wall. Also available: U-52 All-Purpose Drill 
Kit ($52.50). 


Vo" DRILL KIT U-2 ($32.95). 
Complete equipment for drilling, 
sanding and wire brushing jobs. 
Has extra room for additional 
equipment. 


ELECTRIC 
TOOUs _ 


NEW U-1112 Merchandising As- 
sortment consists of free display 
piece, 4” Drill (U-1), 4%” Drill Kit 
(U-2), No. 44 Sander (U-44), %” 
All-Purpose Drill (U-50). Total 
retail value: $135.80. Order now! 
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Order your 

Black & Decker Kits 
and Merchandising 
Assortment that 
stamp you as a 
Do-It-Yourself dealer! 


Here are your hottest sellers this Christ- 
mas—new B&D Utility Kits built around 
the 4 ” Utility Drill, backbone of the boom- 
ing Do-It-Yourself market! With an as- 
sortment of high-quality accessories for 
drilling, sanding, polishing and grinding 
jobs, these kits emphasize the amazing 
versatility of the drill—even help you sell 
drills separately to budget-shoppers! But 
you can’t sell ’em from an empty counter 
—you’ve got to stock ’em, display ’em— 
even demonstrate these terrific new kits. 
Show a customer the tools and how easy 
they are to use—and your sale’s more than 
half made! 


One good way to display B&D tools is 
with the new U-1112 Merchandising As- 
sortment. It features the most popular 
Utility tools—and reminds customers that 
these are the tools they’ve read about in 
national advertising. If you don’t already 
have this assortment—and the new kits— 
order today from your B&D Utility whole- 
saler. At the same time, ask him to tell 
you about the Advertising and Display 
Contests you can win, and about the entire 
B&D Utility Christmas promotion. It’s 
the biggest the industry has ever seen! 
THE Biack & DECKER Mre. Co., Dept. 
H653, Towson 4, Maryland. 
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Sarra-James 
POWER TOOLS 


> Nationally 
mm) Advertised 


(IN 14 MAGAZINES) 








New 8” and 9” 


Newly Engineered 


NEW! 

6 spline 
Spindle 
12” DRILL 
PRESS 
Model 350 


Model 385-C 
Cast Iron 
BAND SAW 







Special early season commission boosts doll lay-away sales. 


the signs and figured they would 
lay away a present or two for the 
holiday season. 

“With other stores beginning 
their Christmas merchandising 
program so early, there is no rea- 
son why hardware stores cannot 
do the same. 

“We are convinced that we can 
sell a lot of Christmas merchandise 
in September. Our trade will not 
begin to buy such goods unless we 
advertise and display it. 

“Whereas our Christmas season 
used to last only two months at 
this store, we have now stretched 
it to three and one-half months 
with a big increase in toys and re- 
lated items volume.” 

An extensive store-wide showing 


of Christmas merchandise is 
started in mid-September. This 
includes toys, higher-priced dolls, 
wheel goods, and related merchan- 
dise. Signs are placed in the store 
and windows. Newspaper adver- 
tisements, 2 columns by 6 in., fea- 
ture Christmas merchandise. 

Doll lay-away sales were stimu- 
lated last year by offering sales 
personnel a special 25¢ commission 
on each order. This was continued 
for one week. 

The commission stimulated in- 
terest in suggesting doll lay-aways, 
and this enthusiasm carried over 
to the rest of the season. 

By Oct. 5 last year 40 doils had 
been sold, priced at $16.95. 
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OPEN 
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Sales of cowboy and cowgirl suits are stimulated by special displays. 













JIG SAWS 
SANDERS 
JOINTERS 
Tilt Table 
SAWS 
Floor Model 
DRILL PRESS 
Floor Model 
9” SAW 
SABER SAWS 
MOULDERS 
POL. HEADS 
STANDS 
MOTORS 
Accessories 


NEW DISPLAY UNIT 
Holds Seven 
Power Tools 


+++ eee + F HHH 
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SPRINGFIELD, MASS. 
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It’s new—it’s amazing! 


7ée ADJUSTABLE WRENCH 
THAT LOCKS! 

















Most amazing new hand tool in years! The 
Utica * No. @2'” Locking Wrench. It’s adjust- 
able—the jaws lock—the jaws tighten 






hh (ke No. 92" 


3 wrenches in one! 


like a vise. You'll agree,“it has awon- 






derful head on its shoulders!” 


he store 

adver- 
in., fea- ADJUSTABLE 
e. WRENCH 


2 stimu- 
sales 


DISPLAY 


Holds 8”, 10’ and 12” sizes 


Sells this new wrench for you! 


ils had OPEN END Z , BA Dramatic, colorful, 
WRENCH Z poe ie 3-dimensional display 
with LOCKING feature’ 4" ‘ — ; showing 3-fold use of 
te boa the No. 92* and howto 
operate it—yours with 
order for 9 only No: 92 
wrenches. Put this dis- 
play up and let your 
customers sell them- 
selves! Complete op- 
erating instructions 
QTICA 092 packed with each 
No. 92 wrench. 
*TRADE MARK 
ORDER NOW FROM 
YOUR UTICA DISTRIBUTOR! 
See us at the NATIONAL HARDWARE SHOW 
Booth Nos. 37, 38 and 39 


2. pull 3. move lever. 
pin ovt «about Ye turn 
obost deckwise for 
Ye inch —vise-lock 











IT PAYS TO SELL QUALITY TOOLS, AND THE WORLD’S BEST TOOLS ARE MADE IN U.S.A. 
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West Coast Dealer Outlines 
4-Point Holiday Promotion 


An aggressive, imaginative and 
all-round promotion makes Christ- 
mas one of the best sales seasons of 
the year for Renton Hardware & 
Furniture Co., Renton, Wash. 

Four main points of the program, 
outlined by George Dobson, man- 
ager, are: 

Store decorations and window 
displays. 

Santa Claus appearance. 

Separate toy department. 

Lay-away selling. 

Decorations are used liberally on 
walls and pillars in the toy, sport- 
ing goods, giftware and appliance 
departments. Generous use is made 


of natural greens, and foil and 
plastic decorative materials. 

The store has 160 lineal feet of 
window display frontage, consid- 
ered by Mr. Dobson a prime pro- 
motional asset. The entire space is 
used for gift displays during De- 
cember. 

Santa Claus personal appearances 
have been a holiday feature for the 
past two years. This is a commu- 
nity as well as a store necessity. 
Prior to Renton’s Santa Claus, par- 
ents took their children to nearby 
Seattle to visit Santa. 

The first year Santa was em- 
ployed, he was stationed, along with 


Right—W indow pillar decorated with greens and holiday materials. 


Gifts were featured in this window, and all windows were used for 
Christmas trims in December 
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| Profit Makers 


HOME DRILL SETS IN METAL STANDS 
Each set contains ten of the most commonly used 
sizes of Jobbers’ drills (Yis”, %a”", 342”, a”, Vo", 
Ya", Yr", Ho”, Fr", Ya"). Sets are packaged for 
year-round selling, but when dressed up for 
Christmas in the new easy slip-on sleeves they will 
really attract the seasonal trade. 


POWER AUGER BITS 


Packaged in attractive cardboard boxes with clear 
cellulose covers, these units are even more attrac- 
tive to Christmas shoppers when inserted in the 
special W & B sleeve wrapper designed for sea- 
sonal merchandising. Each set contains a %”, Y2”, 
Ye", ¥4", Ye", and 1” diameter bit. 


HIGH SPEED DRILLS WITH 4” SHANKS 


These all purpose drills are contained in a very 
practical and attractive plastic container. The hinged 
cover is transparent and can be locked. Insert these 
drill sets in the holiday sleeves to secure greater 
attention and increased sales. Each set includes 
one: %", He", Ye", Ae and 2" diameter drills. 


CARBON STEEL DRILLS FOR WOOD—'/,” SHANK 


Drills are contained in same type of case described 
above for High Speed Drills. Carbon Steel drills 
will have unusual appeal to your Christmas traffic 
when dressed up for the holidays in the new W & B 
sleeve. Each set consists of one each: %”, 6”, 
Ye", He" and V2” wood bit. 


Suggested 
Resale Price 
of 6 Sets 


Dealers’ Cost 
YOUR PROFIT 


Suggested 
Resale Price 
of 6 Sets 


Dealers’ Cost 
YOUR PROFIT 


Suggested 
Resale Price 
of 3 Sets 


Dealers’ Cost 
YOUR PROFIT 


Suggested 
Resale Price 
of 6 Sets 


Dealers’ Cost 
YOUR PROFIT 


DEALERS— If your Jobbers do not handle Whitman & Barnes 


products, your orders may be sent us direct and invoice will 


be sent you through our Jobber located nearest to you. 


NEW YORK * 
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“Makers of Fine Jools Since 1845" 


WHITMAN & BARES 


PLYMOUTH, 
CHICAGO) 


MICHIGAN 


LOS ANGELES « HOUSTON 



















DROP - FORGED 
SERRATED BLADES 


LIST PRICE 


$*2 80 


each 





No. 103 
CUTS 
| STRAIGHT 





MORE CUTTING POWER 
WITH LESS EFFORT 


No. 102 

CUTS 

RIGHT Blue Bird Power - Cut snips 
| make easy work of cutting 
i intricate patterns in rugged 
I} metals up to 18 gauge. 
| 

@ For hot air furnace or air 
| conditioning duct work 
} 
i| No. 101 @ For cutting ends of tubing 
} cuts or exhaust manifolds 

LEFT 


@ For laying out roof and 
drain flashings 


@ For all types of 
ornamental work 











| —— SPECIFICATIONS 


Cutting Wt. 
14 Stock Number Length Edge Ea. 

| 101 — Cuts Left 10 In. 1%In. TLb. 
| | 102 — Cuts Right 10 In. 1%In. 1 Lb. 
ei 103 — Cuts Straight 10In. 1%4ln. bb. 














| Bergman 


TOOL MFG. CO., INC. 
1573-1575 NIAGARA ST. BUFFALO 13,N. Y. 
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the toy department, in a window. 
The space, however, was not ade- 
quate. 

Last year Santa was stationed on 
an upstairs floor, and an enlarged 
toy department was located in the 
basement. 

Santa appeared during after- 
noons and Saturdays. He held court 
for the children, and gave each one 
several candy kisses with the 
store’s initials imprinted on the 
wrappers. About 400 Ib. of candy 
were distributed. 

A photographer was connected 
with the Santa promotion. The 
store paid 10 pct of Santa’s salary, 
the photographer 90 pct. Parents 
placed orders to have children pho- 
tographed with Santa. Photos were 
mailed in a folder that carried Ren- 
ton’s name on the cover. 


An All-Year Department 


The toy department is an all-year 
feature of the store, but it is en- 


| larged for the period of the Christ- 
| mas season. 


A wide variety of toys is essen- 
tial, especially for the small town 
hardware dealer who expects to get 
a worth-while volume, in the opin- 
ion of Howard McKean, hardware 
buyer. Otherwise, customers will 
make major toy purchases in 
nearby bigger cities, and patronize 


local dealers cualy for smaller or 
forgotten items. 

Renton Hardware starts the gea- 
son with a toy inventory of about 
$16,000. Christmas sales last year 
amounted to $13,000. 

To illustrate the point that an 
adequate stock encourages sales, 
Mr. McKean points out that the 
store has a number of customers 
who spend considerable sums on 
Christmas toys. One of them is a 
lady who has purchased about $150 
worth each year for three years. 


Lay-Aways Promoted 


Lay-away sales are promoted 
with a simple financial plan. The 
down payment is only 50¢, except 
on the most expensive articles. Cus- 
tomers complete payments on any 
schedule convenient for them, as 
long as final payment is made by 
Dec. 23. Unpaid balances of cus- 
tomers with open accounts can be 
transferred to their accounts. 

A three-part ticket is used on 
lay-away sales. One part is fastened 
to the article put in storage. One 
part is given to the customer. The 
third is retained at the store office. 
All bear the same number. 

When a customer makes a pay- 
ment, the amount is recorded on 
the store’s and customer’s portion 
of the ticket. 


Toy department was given more space and placed in a basement 
location last year. 
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MILLION SALES MESSAGES 
To Help You Sell More Starrett. Tools 


90,000,000 Starrett advertisements in 1953-1954, will tell your 
customers that Starrett Tools are their best buy and that you, their 
industrial distributor, are their logical source of supply. 37 pub- 
lications,* each a leader in its field, will deliver these more than 
90 million sales messages to your customers. Whoever they are, 
consumers or industrial buyers — wherever they are, in industry 
or specialized trades — Starrett advertising will seek them out, 
reminding them to buy from you, and buy Starrett. 








vent 9 O 











*The Saturday Evening Post, Popular Science, Popular Mechan- 
ics, Mechanix Illustrated, Iron Age, Steel, American Machinist, 
Machinery, Mill & Factory, Tool Engineer, Modern Machine 
Shop, Purchasing, Industry, Industrial Equipment News, Indus- 
trial Distribution, Hardware Age, Southern Industrial Supplier, 
School Shop, Industrial Arts & Vocational Education, Motor 
Service, Motor, Boating Industry, Wood Working Digest, Meat 
(Meat Kutter Band Saws), Meat Merchandising, Meat Packers 
Guide and many others. 
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“If we put the ball game on... 
maybe we can attract some men!” 





















How do you sell the idea that 
your store has a wide range of 
good Christmas-gift suggestions? 

The three Dayton, Ohio, stores 
of G. W. Tischer Hardware Co. do 
it by keeping their windows filled 
with good assortments of 300 gift 
suggestions taken from stocks that 
are carried throughout the year. 

David L. Miller, store manager, 
personally trims the windows. He 
uses decorative effects as a back- 
ground for his displays, and pays 
particular attention to grouping 
related items. 

Tischer’s downtown store de- 
voted all of its five windows last 
year to holiday gift suggestions. 
Multiple sales were made on most 
of the featured items. 

Hand and power tools occupied 


Five Windows Feature 
Christmas Suggestions 


one window, each item shown on 
heavy white crepe paper spread on 
the window floor. Christmas deco- 
rative paper dressed the low parti- 
tion separating the window from 
the interior. More than 100 tools 
were shown including individual 
items, tool chests and portable 
power tools. 


Featured Gifts for Women 


A second window featured gift 
suggestions for women. Bath 
scales, thermometers, cutlery, 
clocks, kitchen gadgets and flash- 
lights were among the 75 items 
shown. 

A small refrigerator, kitchen 
chairs, cooking utensils and a va- 
riety of electric housewares were 










Above—A wide range of tools of 
interest to both home and pro- 
fessional mechanics was shown in 
this display. 


Right—Household items—both util- 
ity and fancy—occupied the stage. 













shown in a third window. Toys for 
youngsters of all ages were ar- 
ranged in a fourth window. 

Fireplace equipment took the 
spotlight in the branch store’s fifth 
window. 

Although some items were taken 
directly from the window on cus- 
tomer request they were promptly 
replaced with other merchandise. 
This helped keep the displays com- 
plete. 

Christmas window displays were 
installed the day after Thanksgiv- 
ing. At other times of the year all 
windows are changed at least once 
in two weeks. David L. Miller says, 
‘“‘We never use our windows to try 
to help us get rid of slow movers. 
We get full value from them by 
showing good quality merchan- 
dise.” 

Tischer Hardware does a sizable 
volume in lay-away sales with a 
minimum down payment of $1. 
(Continued on page 133) 
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SHOPMASTER’S 20° HIG SAW 
> Self. Contained Mator 


@ EXCLUSIVE COMBINATION 
MITRE GAUGE & RIP FENCE 
(Available at extra cost) 


allen 
As all ae. Seesaw 


@ MASTER-VIEW CONTROLS 


—_— 


$ 95 


MOTOR 
INCLUDED 


Slightly higher in zone 2 


TEA By t 


\ 
4 ; , 
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ADVERTISING BARRAGE 


What a program! Shopmaster is telling the story of its 
new 20-inch Jig Saw to the largest audience of home 
craftsmen in its history. Over 30,000,000 messages 
will make Shopmaster the synonym for value. Tie in 
with this advertising by displaying this tool sensation 
in your store, advertising it in your newspapers. See 
your Shopmaster Distributor or write direct. 
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Store salesman each Saturday demonstrated some unusual toy, hobby or handicraft item. 


Promotion of Unusual ‘Toys 


Boosts Holiday Sales 


Promotion of unusual toys is the 
key to a big Christmas toy volume 
at Stuart’s in Beaumont, Texas. 

Major promotions last year 
were: 

Newspaper advertisements each 
week during November and Decem- 
ber which listed “Unusual toys” 
specials. 

Sales personnel trained to sug- 
gest hobby and handicraft gifts 
and to demonstrate them. 

Salesman on Saturdays during 
November and December put on 
special demonstrations. 

Window displays featured un- 
usual toys. 

Traffic in the toy department was 
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increased, also, by a special draw- 
ing. Customers began in early No- 
vember to register their children 
for the drawing of a bicycle and an 
electric train on Christmas Eve. 

“We believe that most people 
realize that almost every kind of 
store today handles some kind of 
toy merchandise,” J. W. Stuart, 
owner, pointed out. 


The Unusual Pays Off 


“Therefore, to get them to the 
store we had to have something dif- 
ferent. That is where our unusual 
toys promotion paid off. 


“Every mother, father, aunt, 


uncle and grandparent looks for un- 
usual toys and will respond to any 
offer to give them something dif- 
ferent. 

“By focusing customers’ atten- 
tion on a suggested list of unusual 
toys which we knew every child 
would enjoy, we increased toy sales 
at least 100 pct. 

“Long before Christmas arrived 
our unusual toys had been re 
stocked several times. That was 
proof that the public is looking for 
something different and will buy if 
these are called to their attention.” 

The weekly newspaper advertise- 
ments, 3 columns by 7 in., were 
headed “Xmas Rush Specials.” One 
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SHOP KING...,ywiLton 


Its BEAUTY Catches The Eye... 


Its VALUE Clinches The Sale 


You used to pay more! Now! 
Wilton, the very best, costs 
no more than ordinary vises! 
That’s why Wilton’s Shop 
King is breaking sales rec- 
ords from coast to coast! 


USE THE HANDY COUPON! WRITE NOW FOR MORE INFORMATION! 


| See our Booth No. 130 at National Hardware Show (Oct. 5-9). 
Everyone knows that WILTON is the finest name in Vises! 
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WILTON TOOL MFG. COMPANY 
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| 


} Addre 
8s c¢ 


925 Wrightwood Ave., Chicago 14, Illinois HA-10 
Gentlemen: 


Tell me more! Send me a copy of your new Free catalog! 
I'm convinced! Please have one of your representatives call. 


Pe ncnctiinees - — . 2 Title 
Company 


Zone State cinintind 
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GAS CIRCULATORS (vented and 
unvented) with and without radiants. 
In all popular sizes and designs. .. . 
Exactly what your customers want... 
at the price they want to pay. 





GAS LOGS — most beautiful on 
the market. A real sales winner. Oak 
in 20" and 24". Birch in 20" and 26". 





CLAY BACKWALL HEATERS 
Sizes and styles to suit every prefer- 
ence and purse. 


FIREPLACE FURNISHINGS 
Complete line in all price ranges. 
catalog. 


Write for 









CHATTANOOGA IMPLEMENT & 
MANUFACTURING COMPANY 
CHATTANOOGA 6, TENNESSEE 





SPACE 1119-A, Merchandise Mart, Chicago 
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Lionel Train Heade martors et ae ee 
§ y 
y f FORHER = |! 
mt é NEW 30% OFF ; 
Y : SUNBEAM UNIVERSAL ‘ 
: 2 AND WESTINGHOUSE 
5 = § Small Appliances ¥ 
$s COMPLETE EOF 2% MIRRO-MATIC PRESSURE PANS % 
i TRAINS & ACCESSORIES ¢ 4 QT Reg. $12.95 NOW $ 9.07 
‘ Each Set Inspected 6 QT. $17.45 $12.22 ; 
8 OT. $18.95 $13.27 2 3 
i SPECIAL OFFER i fy 
5 Last Year's Sots Cece exus amu | 
7 REC. NOW SAVE : 
% Deluxe 3 Car Passenger 52.50 42.00 ’ 
y 3 Car Freight with Trans. 47.95 38.36 SAVE 
§ Deluxe 4 Car Work w/tr. 59.50 47.60 
eo Also 5 Other Sets to Choose From 
P pentnamemanncxmamemimoeimy © SCHWINN BICYCLES 
: 4 UNUSUAL TOYS i ONE WEEK ONLY 
* @ Model H. O. Railroad Kits : ‘ Regular we 
i * Model Boats aa ton E26" Boys’ and Girls’ ee 540 ; 
5 @ Handicraft Sets and Supplies 4% = — awrecncene $52.95 
~ @ Mineral Sample Sets g DELUXE AUTOCYCLE ... $74.95 72° 3 
& ¥% @ British Scale Figures Y 24° Boys’ and Girls 4 
: @ Space Men Sets Hyg STANDARD —-- $49.95 a 
a — coe wae Sate 4 STANDARD $47.95 : 
F @ steam Engines = 16" Boys’ and Girls’ 
e pacts eh orng, wal i W/CYCLE AIDS _._.._. $46.95 4 
: - + am om Chemistry Sets 4 20 OTHER MODELS NOT LISTED y 
i chi EACH BICYCLE THOROUGHLY ADwuSTED 
|___Stuart’s Inc.| 
fuart’s ine. 
E 2580 Calder Phone 4-1439 3 





Newspaper advertisement each week featured unusual toys suggestion. 


box was headed, “Unusual Toys.” 
The advertisements were published 
to remind customers to shop early, 
and to give specific gift sugges- 
tions. 

“When we added a new hobby or 
handicraft set to stock we had the 
supplier’s salesman demonstrate to 
all of our personnel so they would 
know how to pass this information 
on to our customers,” Mr. Stuart 
said. 

Store personnel also suggested 
hobby and handicraft sets as gifts. 

One of the store personnel was 
selected each Saturday, during No- 
vember and December, to demon- 
strate some unusual toy. Saturday 
store traffic was heavy. Many 
youngsters attended these demon- 
strations and picked up ideas on 
gifts they wanted. 

Some 25 unusual toys were fea- 
tured in window displays. Large 
box letters made of cardboard and 
crepe paper of different colors 


spelled out the toy names. Crepe 
paper and Christmas tree tinsel 
and ornaments were used for holi- 
day effects in the background. 

Stuart’s also featured gift wrap- 
ping of toys, and mailing for out- 
of-town customers. 


Paint Bar Decorated 
At Christmas Season 


The paint bar at the Seitz Hard- 
ware Store, in Dayton, Ohio, joins 
in the holiday season festivities 
with special decorations to attract 
attention of toy-buying customers. 

Special Christmas signs are put 
up around a can of flowing paint 
on the top shelf of the wall dis- 
play. 

The idea is to acquaint Christ- 
mas customers with the fact that 
the store handles paint, thus help- 
ing to boost sales throughout the 
year. 
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(Jucss what they want for Christmas 











Horo's how TO SET UP 


YOUR CHRISTMAS PROMOTION 
IN 10 MINUTES: 


1. DECORATE YOUR KNEE- 
ROOM TABLE CARTONS. 
The colorful ‘‘Approved by 
Mrs. Santa Claus’”’ seals 
can be taped on the carton. 
(Easily removed after 
Christmas on stock re- 
maining.) 


2. SET UP A FLOOR SAM- 
PLE. Tape the ““Approved”’ 
seal to the top of the table 


or use it as a hanger. Gar- 
nish with related Christ- 
mas items. Use in conjunc- 
tion with other Rid-Jid 
display materials available. 


3. GIVE IT A PLAY IN THE 
WINDOW. Feature the Knee 
Room table with the ‘‘Ap- 
proved by Mrs. Santa 
Claus” seals again. It’s a 
real traffic-stopper! 


AND...MENTION THIS GIFT IDEA TO THE MEN! 











They are all reading exciting ads that say, ‘Mrs. 
Santa Claus wants this one too!”” And what 
woman wouldn’t like such a gift! The Rid-Jid 
Knee Room Table is the first to make sit-down 
ironing comfortable. No bending, stretching, 
twisting because there is ample knee-room! Ten 
height adjustments for tall, average or sit-down 
ironers. Gleaming chrome legs and sunshine yel- 
low baked enamel open-mesh top. As nice a gift 
as any gal could want . .*. only $13.95. In ad- 
dition to Christmas ads in Life, Better Homes 
& Gardens and Ladies’ Home Journal, we now 
have available a colorful jumbo seal, ““Approved 
by Mrs. Santa Claus” for your Christmas promo- 
tion. Order a supply now through your jobber. 














ALSO AVAILABLE 
IN CANADA 









Famous 


WAME 
Im AMERICAN 
HOUSEWARES 


Knue Koom 


ADJUSTABLE ALL-STEEL 
IRONING TABLE 
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UNIVERSAL 








ATOMIZER SPRAYERS 


— ranging from 4 oz. to 
1 qt. capacity 


CONTINUOUS 
SPRAYERS 






— DUSTERS 


=— with capacities of 1 pint to several pounds. 


COMPRESSED 
AIR 
SPRAYERS 


MANY MORE MODELS— 
AS NEAR TO YOU 
AS YOUR LOCAL JOBBER 


. made by the most progressive sprayer 
company. Prices allow for full 50% mark-up. 
Nearest Jobber's name on request. 





— capacities from 1 pint to 3 ats. 








UNIVERSAL 


METAL PRODUCTS CO. 
MICHIGAN 


SARANAC, 
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A separate shop on the second 
floor operated at Christmas on a 
self-serve basis, plus distribution 
of a holiday toy catalog to children 
at nearby school playgrounds, 
helped double toy volume last year 
at the Baker & Roof Hardware 
Store in Springfield, Ohio. 

Distribution of the catalog was 
made for 15 days last year, begin- 
ning Oct. 1. LaMar Roof, in charge 
of toy buying and promotion, and a 
salesman, visit school playgrounds. 
About 8000 catalogs were given 





Separate Department Enables Store 
To Double Toy Volume 





Toys are shown on wall shelves, tables and special floor fixtures. 


out, for children to take to their 
parents. 

The separate toy shop was set up 
in advance of last Christmas, 
45 by 68 ft. 
floor. 


in a 
area on the second 
A stairway and a merchan- 
dise conveyor were installed at the 
rear of the store. 

“We put in our own fixtures at a 
cost of $1,000 consisting of six 10 
by 3 ft. portable tables with wall 
shelves and side tables for the dis- 
play of toys, games and books,” Mr. 
Reof explained. 


Stairway leads to second floor toy department of Ohio Store. 
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“The shop is operated on a self- 
serve basis at Christmas time and 
on special gift occasions, with a 
check-out register at the head of 
the stairs. 

“At other times, customers bring 
the merchandise they select to the 
check-out counter downstairs. 

“Children unaccompanied by par- 
ents are not permitted in the toy 
shop. 

“We believe a self-serve system 
is the best way to operate such a 
shop. Few clerks are needed. Par- 
ents like to look around and make 
their own decisions free from clerk 
















SIZE 


CAL-DAK 


HAND TRUCK 


for 











interference.” 
Attractive Color Scheme h 
The toy department side walls ome 

were painted light gray and one 

end finished in flamingo red. 
>. Wheel goods and playground use 

equipment such as slides, swings, 
to their wading pools and large inflatable ; 

toys are concentrated along one There is no greater 
s set up side of the shop. ; value in household 
aS, in a Mass displays are made of toys / I} Pia equipment. QUALITY 
second and games in cartons. / / ill 
erchan- “We feel the hardware man i / your epeeaaaas wi 
| at the should give attention to buying toys appreciate...and BUY. 

wisely. Beginners should buy 
‘es ata through their own reputable job- 
six 10 bers. These men know the field-and 3 G5 
-h wall understand what the public wants,” a 
he dis- Mr. Roof commented. retail fair trade price 
3,” Mr. 






<i! 8g tune o> 

‘> Guaranteed by > 
Good Housekeeping 
wr 45 avvranstd ase 





Five Windows 
(Continued from page 126) 


Lay-aways are wrapped at the time 
of sale and are stored on the third 
floor. By Dec. 23 customers who 
dave not picked up their purchases 
are contacted by phone. 


Charge for Gift Wrapping 


Although large gifts and those 
having a fairly high selling price 
are gift-wrapped without cost to 
the customer a charge of 25¢ is 
made for special wrapping of 
smaller units of sale. Mr. Miller 
does not consider it a good idea to Manufacturers of work-saving quality housewares 
wrap gifts in front of the customer, 
this detail being handled by girls 
in the office. The firm spends about 
$50 for colored mang tape and CAL-DAK l.- “1 Two factories to serve you better waitin tes: 


ribbons for the Christmas season. Colton, California + La Porte, Indiana 
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ALABAMA 
Birmingham—Stratton & Terstegge Co. 


ARIZONA 


Phoenix— Arizona Wholesale Supply Co. 


Phoenix Hardware Co. 


ARKANSAS 
Little Rock—J. T. Lloyd Co. 


CALIFORNIA 
Eureka— North Coast Mercantile Co 
Modesto—Wille Elec. Co 
Oakland— Gilson Supply Co 
Sacramento— Superior Sales Co 
San Francisco—J. B. Calder Co 
Dunham, Carrigan & 
Hayden Co 
Sloss and Brittain 
San Jose—Appliance Distributors 


coLtoraDo 
Denver —Central Elec. Supply Co. 
Electronics Distributing Co. 
Morey Mercantile Co 
Grand Junction— Biggs- Kurtz Co. 
Smith Co 
Pueblo—Pueblo Electric Supply Co. 


KNAPP-MONARCH CO. 
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CONNECTICUT 
Bridgeport—Park City Distributors 
Hartford —Capitol Light & Supply Co. 
Arthur Hahn Co 
Joseph Simons Co 
Roskin Distributors 


DELAWARE 

Wilmington—Artcraft Electric Supply Co. 
FLORIDA 

Fort Myers—Norman Auto Supply Co. 


Jacksonville—All State Pipe & Supply Co. 
owers ae Co. 
Lake Wales—Norman Supply 
Miami—A. N. Brady Wholesale ‘id Co. 
Frank T. Budge Whise. Hdw. Co. 
Electric Sales & Appliances 
Wholesale Appliances 
Pensacola—Pace Holland Co 
Tampa—Electric Supply Co. 
L Distributors Inc 
1. W. Phillips Co. 
Raybro Electric Supply Co. 
GEORGIA 
Atlanta— Brown Distriguting Co 


Augusta—Hart Electric Supply Co 
Dublin—Lovett & Tharpe Hdw. Co., Inc 














Standard Model Fin Type Heater with 3-heat 
switch, similar to model shown, but without the 
automatic room temperature control feature. 


= = << (, f 
RATHSKELLEK 
GEORGIA—cont. 


Gainesville—Paris-Dunlap Hardware Co. 
Rome—Rome Hardware Co., Inc 





Savannah—Westinghouse Elec. Sup. Co. 


MLLINOIS 
Aurora—Schomer Elec. Co 
Chicago— All-American Sales Inc. 
Bennett Bros. Ine 
Bruns & Collins Inc. 
S. Buchsbaum & Co. 
City Electric Supply Co 
Continental Products, Inc 
Ever-Ready Electric Supply Co. 
Joseph Hagn & Company 
Howard Electrical Saale Co 
Hyland Electrical Supply Co. 
Mlinois Electrical Sales Co. 
ear Textiles Inc. 
ann Co., Inc. 
Jone Piain & Co. 
P. J. Rubey Co. 
Steiner Elect. Co 
iiionge Indus’ = on 
Weinberg & Com 
Blaine Williams lee’ Sup. Co. 
Champaign— Tepper Wholesale Electric 
Decatur —Decatur Electric 
Decatur Paper 
Elgin—Fox Elec. Supply 
Forest Park—Madison Electrical Supply 
Jolet—Barrett Hardware 
Johet Elec. Supply 
Kankakee— Kankakee Schomer Elec. Co 
Peoria—Peoria Paper 
John C. Streibich Co 
Quincy—Irwin Paper Co 
k Hardware 
Rockford —Engeiwood Elec 
Spring Valley—Cassiday Bros. Wholesale 


ST. LOUIS 16, MO., U. S. A. ° 


BATHROOM 
INDIANA 
Elkhart—Elkhart Supply C 
vansville—Westinghouse Elec 
Fort Wayne—National Mill Supply 
Schlatter Hardware 


Indianapolis —Capitol Paper 
Kiefer Stewart 
Kipp Bro 
Mooney Mueller Ward 
ervies Inc 
Logansport—David Wholesale Electric 


Richmond—Richmond Electric Co 

South Bend—Young i Supply 

Terre Haute—Levin Bro: 

1OWA 

Cedar Rapids—Electric Motors Co 

Des Moines—Consumers Supply Co 

lobinson Wholesale Co 

KANSAS 

Colby—Golden Wholesale Hdwe 

Topeka—Kansas Electric Supply Co 

Wichita—Excel Distributors 

KENTUCKY 

Louisville—Belknap Hdw. & Mfg Co 
Peaslee-Gaulbert Corp 
Stratton & Terstegge Co 

LOUISIANA 

New Orleans—Interstate Electric Co 





Leonard Krower & 
Shreveport—Iinterstate Electric Co. of 
hreveport 
MAINE 
Bangor—Coffin & Wimple. Inc 


Purtland—Arthur Hahn Co 
Holmes Electric 
Kendall & Whit 
Joseph Simons 4 


eee Co 


Sup. Co. 


KNAPP \@ MONARCH 


@ 140 FEET OF HEATING RADIATOR SURFACE 
is packed into this efficient unit . 


- giving 35 times 


more heating surface than standard rod-type heat- 


ing elements. 


AUTOMATICALLY CONTROLS ROOM 


TEMPERATURE 


from 40 degrees to 90 degrees F. regardless of 
changing outside temperatures. Exclusive new 
sensitive thermostat holds room temperature accu- 
rately. It is not, as with inferior types, affected by 
the heat of the heater itself! 


PORTABLE 


Weighs less than 22 pounds... only 22” wide, 


19” high, 514 


” deep. Plug into any adequate 110 
volt circuit. Underwriters’ 


approved. 


NATIONALLY ADVERTISED 
in Living for Young Homemakers, American 


Home, 
Beautiful. 





MASSACHUSETTS 
Boston Bigelow & Dowse Co 

Milhender Dist. Inc 
Fitchburg—Service Electric 
Lawrence—Dyer Clark Co 
Springtield—Krevalin Hardware Co. 
Milhender Dist. Inc 
Atlantic Elec. Supply Co 
MICHIGAN 
Detroit — Buhl Sons, Inc 

Daybert Dist 

Electrical Spe jaities Co. 


Supply Co. 


Worcester 


3 


Flint—Silkworth Distributing Co 
Saginaw—Saginaw Hardware Co 


MINNESOTA 
Alexandria—Minnesota Elec. Supply Co 
Ouluth—Graybar Electric Co., In 
Kelley-How- Thomson Co 
Marshall-Wells Co 
Mankato—Southern Minnesota Sup. Co 
Minneapolis—Geo. A. Clark & Son, | 
Coast-to-Coast Store 
tral Organization tr 
Gamble-Skogmo, Inc 
Graybar Electric Co., Inc 
Janney, Semple, Hill & Co 





a, Inc. Larson Electrical Co 


Our Own Hardware Co 
Sterling Electric Company 
Rochester—Southern Minnesota Sup. Co 
St. Cloud—Minnesota Electrical Sup. Co 
St. Paul—Farwell, Ozmun, Kirk & Co 
Graybar Electric Co., In 
Motor Power Equipment Co 


Wilimar — Minnesota Electrical Supply Co 
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Better Homes and Gardens and House 


\\ > 
\s 
BREEZEWAY 

MISSOURI 
Mardick Distribut 
Kansas City —Columbiaa Electrical Co 

McPike In 

Meyer Jewelry 

Stowe Hdwe. & Supply Co 
St. Joseph—C. D. Smith Drug 


St. Louis—A. R. A. Distributing 
Ahrens & McCar 
Artophone 


Black well-Wiel 
Broadwell & Cc 








rown Supply 
H. E. Krisman C 
Shaplergh Hard 
ne Distrib 
Witte Hardware ; 
Springfield—Ozark Motor & Supply C 
MONTANA 
Bill Montana Elect f 
Great Falls—Glacier State Ele 
Missoula—Missoula Mercantile C 
ae 
Reno—Osborne & Dermody 
NEW JERSEY 
Asbury Park— Rutkin Elect ye 
Atlantic City —Maegin Electr yo 
Jersey City—Garfunkel C 
Morristown —Morristown Ele 
Newark—!. Lehrhoff and C 
Newark Specialty ( 
Reliable Electr 
sch dS 
Trenton—Fineburg 
Ur Surrey Ele pply C 
NEW MEXICO 
Albuquerque— Ele tric Supply Co 





Stryce S 
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KM. FIN 
ROOM HEATER 


(Continued) 
NEW YORK 
Albany—Colonial Heating Equipment Co. 
aoe whose: Radio Dist. Co. 
s Electric Co., Inc. 
Binghamton — “City Electric Co., inc. 
—— Gectie Sup. Co, 
Brooklyn—Adco Com; 


jorn tothe 
Buftalo—Central 0. 8 Products Co., Inc. 
Davis Electrical Supply Co. 
Lee Distributing Co. 
R. C. A. Victor Dist. Co. 
New York— pares Bros., inc. 
ring Lane 


Fading 
Gechactse—thanien Merchandising Co. 
Syracuse— . Electric Co., Inc. 

rdon Dist. 
Yonkers— f F G. Wholsesale Paint & 


NORTH CAROLINA 
Charlotte—Allison-Erwin Company 
Carolinas Auto Supply House 
Southern Bearings & Parts 


0., Inc. 
Greensboro— Odell Hardware 
NORTH DAKOTA 


Fargo—The Larson Co. 
Reinhard Brothers, Inc. 


oHnl1o 
Alhance—Robertson Supply Co 
Ashland—Manshield Housewares, Inc. 
Cincinnati— Kruse Hardware Co 
The Weisbrodt Merchandiser 
Westinghouse Elec. Sup. Co. 
ne r lectric Co. 
oh tt “i 
at Radio 
Cleveland ody t Sup. Co, 
Milner Electric Co 
Ramsey-Bennett Co 
Chas. S. Rivchun & Sons, Inc. 
Mansfield—Mansfield Housewares Inc. 
aad seen) 
Tiffin—W. H. Kildo 
Toledo— Toledo Merchandise Co. 
Walding Kinnan t. Marvin Co. 
Youngstown—R-M Specialty Co. 
Stambaugh- . Co. 


OKLAHOMA 
Oklahoma City—Snyder Electric Inc. 


OREGON 
Portland— —_ & Wimple, inc. 
Sediock & Co. 
Kelvin Dist. Co. 


PENNSYLVANIA 
Alientown—Clark Distributing Co. 
Altoona—Dibdert Radio, Inc. 
Hazleton—Cerullo Electric Sup. Co., Inc. 
Johnstown—Cambria Equipment Co. 
Oil City—Corrin Electric Supply 
Philadelpmia—Edwards & Walker Co. 
nea Oist., Co. 
Kim Electric Supply 
Martin-Hardsocg 
se Electric Stpply 
Tauberg Co. 
Reading—Penn Supply Co. 
Sharon—Keystone Sales Co. 
Uniontown—The Fayette Company 


RHODE ISLAND 
Providence—Milhender Dist., Inc. 


SOUTH CAROLINA 


Spartanburg— 
Montgomery & Crawford Co., Inc. 


SOUTH DAKOTA 
Aberdeen—Graybar Electric Co., Inc. 
Watertown—J. H. Larson Electrical Co. 


TENNESSEE 
Bristol—interstate Hardware Co. 
Chattanooga—Whise. Furn. & Appl. Co. 
Knoxville—Wholesale Furn. & Appl. Co. 
Memphis — —_ Bros. & Co. 

on & bo zeman Co. 
Neshville—Pmiips & Buttorff Mig Co. 


TEXAS 

Austin—Richardson Hdwe. Co. 

Dallas—Meletio Electric Supply Co. 

El Paso—The Irion Co. 

Fort Worth—W & K Wholesale Dist. 

Houston—Heightman Hdwe. Co. 
Peden Iron & Steel Co. 

traus-Frank 
Orange—Sabine Supply Co 
San Antonio—Watts Hardware Co. 


UTAH 
Salt Lake City—Standard Supply Co. 


VIRGINIA 

Norfolk—Atlantic Electric Corp. 

Richmond—Electrical Equipment Co 
Virgima-Carolina Hdwe. Co. 


WASHINGTON 
Seattle—Schwabacher Hardware Co. 
Spokane—Standard Sales Company 
Tacoma—Demick Electric Supply Co. 
WEST VIRGINIA 
Wheeling—Greer-Laing Hdw. Co. 
Ohio Valley Drug Co. 
Shulick-Taylor 


WISCONSIN 

Abbotsford—Hutt Elec. Supply 

Ashland—A. B. Garnish & Sons Hdw, 

Beloit— a Elec. Supply 

Eau Claire—J. H. Larson Co. 

Fond du Lac—Halimark Elec. 

Green Bay—Beemster Elec 

Hudson—J. H. Larson Electrical Co. 

La Crosse—ta wes Stee! Roofing and 
tugatin 

Miwaukee—Masings ay Co. 


Shadbolt ‘and Boyd 
Spheeris Bros. Tobacco 
Taylor Elec. Co. 
isconsin DeLuxe 
Racine—Allens Merchandise Co. 
Sheboygan—J. S. Koepsel Co. 
Stevens Point—The Central Co. 


WYOMING 
Casper—Casper Supply Co. 
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Santa in Old Car Is Good Eye-Catcher 





The sight of Santa seated in the ancient car stopped passers-by 
and attracted many of them into the store. 


A unique Christmas promotion 
which brought the Coast Hardware 
Co., Studio City, Cal., valuable 
newspaper publicity while attract- 
ing tremendous interest from holi- 
day shoppers, was the use of an 
antique Stanley Steamer as a re- 
placement for Santa’s traditional 
sleigh. 

The ancient auto, reconstructed 
as a hobby by Ray E. Nelson, man- 
ager of Coast Hardware’s appliance 
division, was displayed in a winter- 
ized setting in the store’s main 
window, with a live Santa Claus at 
the steering wheel. 


Santa Broadcasts 


A public address system enabled 
Santa Claus to be heard for several 
blocks along Studio City’s main 
shopping district and drew many 
curious shoppers to the hardware 
store. 

Public interest in the promotion 
rated it a news story with a three- 
column picture in the Valley Times, 
a San Fernando Valley newspaper, 


Ray Nelson, who built the car 
at a cost of $600 and 1,000 hours of 
his spare time, is an avid old car 
enthusiast and belongs to every 


kind of automobile club. 


Rebuilt in 1,000 Hours 

He virtually rebuilt the 1909 
model in about 1,000 hours. The 
project took him nearly a year since 
he began with only a bare chassis 
containing a few pieces of floor 
board and four wheels. Many parts 
were missing so he had to machine 
or build them himself. 

Mr. Nelson was national secre- 
tary of the Horseless Carriage Club 
of America for 13 years. He is a 
paid-up member of the Veterans 
Motor Club of England, the Auto- 
Maniacs of Detroit and a score of 
others. 

When he finished the ancient car 
in time for the Christmas promo- 
tion Mr. Nelson was offered $2,800 
for it by another old car fancier 
but he refused it so he can drive it 
himself along Ventura Blvd. 















Christmas Extras 


Employed Early 


Employment of extra Christmas 
persons early and_ short- 
course training in salesmanship 
supervised by regular sales per- 
sonnel gets Dooley’s Hardware 
Mart, Long Beach, Calif., through 
the Christmas rush with a mini- 
mum of difficulty. 

More than one-third of the 
store’s holiday volume is handled 
by these extra sales persons, hence 
careful selection and training is 
necessary, N. B. Dehls, store man- 
ager, explained. 

The store advertises for Christ- 
mas extra sales persons in Sep- 
tember. About 150 applications 


sales 


are received by mid-September. 
Store management has time to 
carefully interview and screen ap- 
plicants, to employ those wanted 
for the staff, and to put new em- 
ployees to work just as_ holiday 
merchandise is arriving. 


Sales Force Increased 

Last year 16 extra sales persons 
were employed and assigned to 
these departments: 

Toys, housewares, electric lamps 
and shades, records and radio, two 
girls each. 

General and builders hardware, 
two men. 


Sporting goods, one man. 

Garden shop, one girl and one 
man. 

Warehouse, three boys. 

The Christmas extra staff helps 
stock the departments. This gives 
the sales persons an opportunity 
to learn the Christmas and regular 
merchandise stock. 

Details of floor training and in- 
tegration with the regular sales 
staff are supervised by Charles 
Dooley, store owner. 

Meetings of the regular sales 
staff personnel are held, prior to 
the mingling of regular and extras, 
so regular employees know what 


Extensive hardware and gift lines make special training of Christmas extra sales personnel necessary at 


Dooley's Hardware Mart. 
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g Garroway demonstrate the full line of General Mills 
a Home Appliances on ‘Today’, NBC-TV Network, 
daily at these exact times: EST: 8:12 a.m. CST: 7:12 a.m. 

Also watch for full-color ads on back covers of the Saturday 
Evening Post, October 10, November 7, December 5. And look 
for additional advertising in October issues of Better Homes 
& Gardens; Successful Farming; Progressive Farmer; 
Sunset. 


DAVE GARROWAY Star of “‘TODAY’’ NBC-TV Network 





INTRODUCTORY SPECIAL! 


Bett. Crocker» Extra Profit Sampler for Dealers! 
ah \ Wo 


~ 











NEW! Fryere NEW! Food Mixer Steam Attachment 
$43.95 


Automatic Toaster NEW! Grill-Waffle NEW! Coffee 
$22.95 Baker $29.95 Maker $27.95 Cooker $29.95 


BUY ONE OF EACH GENERAL YOU MAKE A 
MILLS APPLIANCE AND GET THE 


| = FRE! FULL 41% 


$12.95 IRON FREE! 
SEE YOUR DISTRIBUTOR FOR COMPLETE DETAILS 








— 
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“Here’s the mixer that beats all!” 


SAYS 









“THE NEW GENERAL MILLS ALL-PUR- 
POSE FOOD MIXER jis packed with features 
that make it easier to sell... like this ex- 
clusive Mix Timer, for instance, that lets 
you time your mixing right at the mixer, 
Just set it and forget it . . . a pleasant chime 
tells you when time is up!”’ 


“FULL POWER AT EVERY SPEED 


that’s 
another big selling feature your customers 
will like. No more ‘batter drag’—power is 
uniform no matter how thick the mixture. 
And you enjoy full power even when it’s 
used as a portable!”’ 





“EVER SEE ANYTHING more convenient 
than this ‘thumb-control’ speed dial? Look 
how big and clear the markings are! And 
another thing... the beaters om this rew 
mixer are interchangeable, pop out at the 
touch of a button!” 


eneral Mills 


Home Appliances 
SPONSORED BY Bett Crocker 











Victor' 
traps 





are better known... 


‘- ‘te | 
bring bigger profits | 
Ing Digger | 


——— 


ore 








Victor Traps—nationally known 
and nationally advertised—bring 
bigger profits to you. They bring | 
trappers to your store. They get 
extra business from your farm 
customers—because plenty of 
farmers and farm boys trap 
for profit! 





Christmas extras begin training by putting away holiday stock and 
No. 1 VG Victor learn location of merchandise in storage. 

Stop Loss. Pre- 
vents wring-offs. 





POTN 
Woos HU \ 
} ve) ae 
a 
a 








| IP Ma eg training they are to give the extras. tomers, helping customers make 
ae Department heads then assign decisions, handling complaints, and 
CS new employees to regulars for spe- making related item sales. 
cific sales training. Each extra learns the details of 
Sales training includes funda- three key items and their price 
mentals as to dress, greeting cus- range each day. 





Window Promotes Lay-Aways : 


| CHRISTMas SHOP Now | 
Lowe LAY-aAway | 


_ a eh aa Seen 4 
— ” yng < aes . wD 








Victor Two Trigger. | 
Popular trap with 
auxiliary jaws. For 
mink, muskrat and | 
skunk. Choice of 
jaws with or with- 
out teeth. 


No. 1 Quick-Dry 
Fur Frame. Adjus- 
table. Three sizes 
available. 








> Sell the complete line 
Victor Traps. Check with 
your wholesaler today. 





An early bid for Christmas Lay-away purchases was this panel back- 
ground display of a wide range of gift suggestions for adults and 


spicata thle. satitaintae youngsters at Brown Hardware in Marengo, lowa. Lower priced 
items and high units of sale were shown at varied levels. SCHL 
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Complete 
This, line leads to 
oreater tinware volume 


[eA }sctes-proven items — 84 profit-making opportunities 


— are yours in America’s most complete tinware 
line by De Luxe, the BIG name in household 


metalware for over 50 years. 


Delighted customers keep coming back for more 
De Luxe Tinware. They go for its mirror-smooth finish — 


so easy to clean. And how it stands up under rugged use! 


Put your store “on the map” as Tinware Headquarters 
in your city. Cash in on the complete De Luxe Line. 


See your jobber! 



















































SCHLUETER MFG. CO. * ST. LOUIS 7, MO. 
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HERE'S WHY FARMERS 
BUY THESE dhe 


CALFeeder’s NEW 

Milk-Saver 
Feature 
Permits 

Full Drainage! 


CALF GETS 
ALL THE MILK. 
































































CALFEEDER 


With the CALFeeder Nipple Pail more 
calves survive the hazardous first eight 
weeks. Steel bracket holds pail in cor- 
rect position for calf, saving time and 
labor for the farmer. Two sizes, 8 qt. 
and 12 qt. to fit all requirements. 


REMEMBER —There’s only one 
genuine CALFeeder Nipple Pail. 
When ordering insist on this name 
—"CALFeeder Nipple Pail.”’ 












Nationally Advertised In 


Leading Farm Magazines 





THE “MULTI-FIT” 


LOCK-ON 


TRACTOR FUNNEL 








Feature 
Locks Tig 

To Fuel Tank 
Filler Neck 


Fits All Tractor Filler Necks 
The safest tractor funnel on the market 
—fast and non-tip— equipped with re- 
movable fine mesh screen. Farmers like 
the patented Multi-Fit LOCK-ON fea- 
ture, because it saves time, work, fuel. 


GENERAL METALWARE COMPANY 


Minneapolis 13, Minnesota 








Did You Ever 


More than one manufacturer of 
merchandise used in the home, and 
sold on a _ direct-to-the-consumer 
plan, encourages its representatives 
to show its wares in private homes 
or at churches and schools in a 
party quite frankly intended to sell 
its merchandise. Usually the spon- 
sor—or hostess—receives a fee for 
this service or for donation to her 
church or favorite charity. 

The Gardner Johnston hardware 
store in North Olmstead—within 
the commuting area of Cleveland— 
uses a similar idea at Christmas- 
time to sell toys. And the plan suc- 
ceeds. 

Hostesses participating in the 
firm’s Christmas toy merchandising 
program provide refreshments to 
the invited guests and in return re- 
ceive 10 pct of the gross toy sales 
directly resulting from that toy 
party. 

The hardware store, which sold 
in excess of $8,000 worth of toys in 


Hold a Toy Party? 


December, 1952, held several toy 
parties at private homes. Four 
women’s clubs, one junior women’s 
club as well as a number of other 
groups, participated in these toy 
parties. 

It is not unusual for the hostess 
of one of these parties to spend $15 
for refreshments and make a profit 
of $25 for herself from one of these 
special showings. 

At one private party for 12 
young married couples, the firm 
sold $250 worth of toys, including 
12 toy trucks at $3.50 each. 

Each guest at a toy party re- 
ceives a toy catalog provided by 
The Geo. Worthington Co., Cleve- 
land, wholesalers, and bearing the 
store’s imprint. 

In addition to handing out cata- 
logs at these toy parties the Gard- 
ner Johnston firm mails out about 
1500 of them to RFD boxes and to 
other families on its regular mail- 
ing lists. 





Sells Lay-Away Idea 


Well in advance of Christmas, 


Ritter Hardware in Grinnell, lowa, 


implanted in the minds of many of its customers the wisdom of early 


buying on a Lay-away basis. 


Despite the small size of this narrow 


window a fine selection of electric housewares and non-electric 


goods was given attention. 


Items having both utility and decora- 


tive value were shown on the wall. 


ih> ~ 
Dg? 
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To stimulate interest in your 
ut cata- Christmay toy department, con- 
e Gard- sider a one-night show. It gets 
it about people into your store to see your 
; and to merchandise. Follow it up with 
ir mail- music each evening you are open. 

That is what the O. S. Stapley 
Co., Mesa, Ariz., does. 

The first one-night pre-Christ- 
mas show in 1951 attracted 1,500 
persons. Last year 2,000 attended 

= the show. Toy and gift sales last 

“dl year were up 25 pct over 1952. 

rie The shows are held on the first 

-Q- night the store is open evenings 
for the Christmas season. 

“We don’t intend to increase 
sales the night of the show,” Mr. 
Stapley explained. 

“The idea is to get as many per- 
sons as possible into the store to 
see our toy and gift displays, with 
the hope that they will come back 
and do their shopping here.” 

That is the way it has worked. 
Sales on show night are normal, 


but sales in the days that followed 
have shown substantial increases 
over the same weeks of no-show 
years. 


Two 20-minute shows are held, 
one at 7, the other at 9:30 p. m. 
They are put on by a local televi- 
sion favorite as master-of-cere- 
monies, and a western musical 
combination. 


An employee plays Santa Claus 











One-Night Show Boosts Sales 25 Pct 
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Christmas display is formally opened when store manager Tom Stap- 
ley starts electric train display before group of boys and parents. 


and gives candy to children. 

Costs last year were $40 for the 
musical combination, $25 fcr the| 
television favorite, $40 for 1,000 
boxes of candy, and $50 for inci- 
dental expenses. 

After the one-night show, Mr. | 
Stapley provides music each eve- 
ning his store is open. Eloise Cluff, | 
part-time employee, and musician, | 
plays an electric organ. She is 
given double pay on the days she | 
doubles as a sales girl and mu-| 
sician. | 


There is music at Arizona hardware 

store when sales girl leaves count- 

er to play electric organ during 
evening open hours. 














HERE’S 
HOW 


YOU can make 


3000% 


MORE PROFIT! 
ee 


Nobody likes to rake lawns 
-IT’'S WORK! 
SELL ‘EMA 


cisn bert 


Sweep-O-Malic 


The most exciting idea in the history 
of lawn care! 





regulates both cow! position and 

brush height with the handy knob 
right on the handle. 

\ 


5 \ Z 

. Z 

\ 

Presto! irs A 


7 BUSHEL GARDEN CART. 





KEEPS YOUR LAWN CLEAN 
THE WHOLE YEAR AROUND. 


Offers 


TOPS IN EYE APPEAL 
COMPLETE ASSEMBLY 
NATIONAL ADVERTISING 


HIGHEST DISCOUNTS 
PLUS LOWEST PRICES 


A SIZE AND PRICE FOR EVERY PURSE 
MAIL COUPON TODAY! 


| LAMBERT INCORPORATED 


DEPT. HA-9 ANSONIA, OHIO 
Please Rush Complete Details 


ON THE NEW LAMBERT LAWNSWEEPER 


The Sweep-O-Malic 
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IN ONE MOTION 


Serbs! 
Cleans 


INDIVIDUALLY 
PACKAGED 


lit el ae 


FOR 
WASHING — 
CARS 
WINDOWS 
SIDING 
SCREENS 
PORCHES 
ETC. 


EVERY 
CAR OWNER - 
EVERY 
HOME 
NEEDS THIS 


BRUSH 


This is a terrific, OUT-OF-THE-RUT suggestion for step- 
ping up your Christmas gift sales, just the sort of un- 
usual, original item that will appeal to thoughtful 
gift buyers. It’s a useful, sensible gift and should be 
under the tree Christmas morning in every home in 
your neighborhood. 


Display it! Suggest it! It will sell easily! It’s the best 
car wash Fountain Brush on the market, best quality, 
best designed features. Horsehair brush, pliable 
rubber brush holder, detachable 36” light weight 
handle, with water control valve on end, complete, 
retails at $4.95. With extra plastic bristle brush and 
extra 33” extension handle, retails at $7.20. 


E-ZEE is especially needed in cold weather! It washes 
grimy winter dirt and corroding salt off of car finish . . . 
without hands touching water. 


MFRS. of t aco) SINCE 1885 


"'GOOD BRUSHES’’ 


LAITNER BRUSH CO. 


2000 Brooklyn Ave. e@ 


Detroit 26, Michigan 





Letters to the Editor 


Personal Selling 
Dear Sir: 

I want you to know that I appre 
ciate very much the excellent cover. 
age (see HARDWARE AGE, page 72, 
Aug. 6 issue) you gave the talk that 
I made in Miami to the National 
Retail Hardware Association in an 
attempt to bring about a better un- 
derstanding of the absolute neces- 
sity for personal selling in the 
average hardware store—and, con- 
versely, the tremendous limitation 
and danger attached to robot selling 
concepts. 

In reading your issue of August 
6th, I was very much interested in 
your opening editorial on page 7 en- 
titled, “Self-Service is No Miracle 
Drug.” Along these lines, I think 
you will be quite interested to know 
that in my talk to the National Re- 
tail Dry Goods Association of April 
7th of this year, here in New York, 


I started off with the following | 
statement, “I’ve likened self-selec- | 


tion a little bit to an age-old pre- 
scription, designed as a new wonder 


drug which can kill as well as cure,# 


depending on the dose and the 
patient.” 
I am always delighted when I see 
responsible editors calling attention 
to the basic truth that people are 
far more important than anything 
else in retailing. 
Cordially yours, 
William J. Pilat 
President 

Russell W. Allen Co., Inc. 

580 Fifth Avenue 

New York 36, N. Y. 


oe * * 


Glass Cutting Hint 


Dear Sir: 

This is rather late but we want 
you to know how helpful we find 
the “Who Makes It” number of 
HARDWARE AGE. We use it quite 
frequently. Also want to com- 
mend you on the many sound 
articles you print about business 
management and related problems. 

One thing I believe you could 
help us would be to include more 
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?DLEY PLA 


lion hone 


are seEING WHAT to suy 


All America is being told the quality story of Yardley ClearStream 
Pipe. This year’s consistent advertising is appearing in 31 farm 
magazines, dealer trade papers and other industrial and special 
publications. 






National 


ion The total circulation is more than 22 million. With an average 


of three or more readers for each magazine, about 67 million 
te neces selected prospects are learning the advantages of ClearStream 
y in the s pipe and fittings for farm, home and industrial use. 

and, con- 
imitation 
ot selling 


So back up the Yardley ClearStream story. Identify yourself with 
the top trade name in a fast-growing business, Turn prospects 
into customers. They know what they want . . . ClearStream 


f August pipe, garden hose, lawn sprinkler, 
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FARM WATER 
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For more information on this sign, 
write for Bulletin 69 
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LASTICS CO., 142 Parsons Ave., Columbus, Ohio IN CANADA: DAYMOND CO, LTD, CHATHAM, ONT 


a ae 


a A 








"I'm really getting 
that | use @e2Z2e 

















_CLAUSS 
ENKEL 
THE WEREMONT, OF! proad™? 
ie feliiiad . 


Yo 
New 


<—?t J 


ti ese 
gmat 





the business now 


scissors” 


HOT HAMMER-FORGED 





























Perk Up 


your table... perk perfect coffee! 


The new Cory Perc is the sauciest 
new percolator you ever saw! All sparkling, 
heat-resistant glass in a graceful Swedish 


lovely table. . 
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modern design. Watch guests sit up and admire your 
. your wonderful coffee! The Cory Perc ~ 
makes coffee that tastes just as good as it smells! 


Meet us at Booths 263-264 
National Hardware Show 





Separate Candle Warmer 
available with Cory Perc 
keeps coffee hot . . . looks 
enchanting! Only $2.95. 


New and different 
gift! Only $5.95 





® 
Cory Corporation « Chicago 1, Illinois 














information on heating and other 
trades that are frequently cop. 
nected with the hardware business, 
In fact many stores could not op 
erate without the extra business 
these lines bring in. 

You have printed several hints 
on glass cutting but I would like to 
make the following suggestions, 
It is very essential that the straight 
edge is true. This is particularly 
so when cutting through the cen- 
ter of a sheet of glass. We lubri- 
cate our cutters by storing them in 
a jar containing about 1% in. of a 
mixture of 3 parts gasoline and 1 
part kerosene. This must be tight- 
ly covered when not in use. 

Yours truly, 
H. B. Johnson 
Johnson Home Supply Co. 
Rochelle, Ill. 


The Dealer Is Helpless 
Dear Sir: 

It is appalling what little regard 
some present day manufacturers 
seem to have for the integrity of 
the products of their own manu- 
facture, particularly in the small 
appliance field. 

Many of these manufacturers do 
not even offer a repair service and 
appear reluctant to make an ad- 
justment on an item still under 
warranty. 

Instead, they farm out their re- 
pair service to numerous small in- 
dependent electricians or Fixit 
shops and shrug off all responsi- 
bility. I have no doubt as to the 
ability of these individuals to make 
repairs, but it is rare indeed when 
an item under warranty is not re 
turned to the dealer along with an 
invoice for parts and labor, or 
worse yet, these shops, apparently 
not having access to credit ratings, 
ship out their repairs C.O.D., help- 
ing to boost the charges out of 
proportion to the total value of the 
item involved. 

The poor dealer must face the 
wrath and possible loss of his cus- 
tomer through no fault of his own 
or suffer the loss of his entire 
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; : —_—_ OVER 77 SETS $8.50 TO 
: \ $134.50. 10 HANDSOME KNIVES 
Carvel Hall ads LIF : _ 3 DISTINCTIVE HANDLE STYLES 


to swamp you With “. 
cutlery customers 


Order early and order enough to cash in 
fully on this red-hot combination! 












\ 


IXING a full page in LIFE with lery as the ideal gift—at the height of 


Carvel Hall Cutlery is as explo- your biggest gift selling season. You 
sive as dropping a lighted match into won’t be able to keep one set on your 
your gas tank. Just imagine the effect. shelves. It’s the most powerful, most 
Over 5 MILLION copies of LIFE— profit-packed Carvel Hall promotion 


reaching over 12,000,000 households ever. You can’t afford to miss it. 


—will be promoting Carvel Hall Cut- 






No. 95—$19.95 
Also sold individually 








In addition to LIFE, Carvel Hall COLOR 
ADS will be featured in all these books. 










For complete details and information on all 
the merchandising material available to help 
you tie in with this LIFE promotion, call 
your wholesaler now or write direct to: Chas. 

D. Briddell, Inc., Crisfield, Md. ey Me bn _ 









Often imitated but never matched. 





TZ! 
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CHAMPION 





SIZE 
151/2"x6!/2" 





Dull Black Finish 


Many hardware dealers are 
selling CHAMPION Mail 
Boxes, an excellent product 
value at a reasonable price. 


You, too, can make sure 
your customers for Mail 
Boxes are satisfied by selling 
them CHAMPIONS. 


These Mail Boxes are abso- 
lutely rust proof and carry 
a good profit for you. 


Pages for jobber catalog 
will be furnished upon re- 


quest. 


Nearly all hardware jobbers han- 
dle some products in the big 


CHAMPION line. 


The 
PIAWIMUAMIALIVIALALIO ALD 


GENEVA. OHLO 





= 





= If its a CHAMPION ifs @ winner = 











profit on the original sale of the 
article. 
The customer, too, cannot under- 
stand that the items a dealer stocks 
are the result of popular demand 
fostered by the manufacturers’ ad- 
vertising and that the dealer has 
had no hand in the manufacture of 
the particular item and finally, gen- 
erally has no specific knowledge of 
the merits of the numerous gadgets 
he is forced to stock. 
Why, then, must the dealer ac- 
cept full responsibility in the eyes 
of the customer for the short- 
sightedness of the manufacturer? 
This is a very serious situation 
which is rapidly becoming worse 
and it is up to the manufacturers 
themselves to take cognizance of it. 
The dealer with his direct availa- 
bility to the complaining customer 
is utterly defenseless. 
Yours very truly, 
L. E. Durkee 

E. L. Durkee & Co. 

Gloversville, N. Y. 


Window Displays 
Dear Sir: 

Several years ago HARDWARB 
AGE published a book on Window 
Displays and how to plan them. 

Do you have anything of that 
nature or could you advise us 
where we might find such a book? 

Yours very truly, 
M. G. Witt 
Vacin-Witt Hardware, Inc., 
Colby, Kans. 

Editor’s Note: The book on win- 
dow displays was a reprint of arti- 
cles that had appeared in HArp- 
WARE AGE some time ago. It is now 
out of print. However, each issue 
of HARDWARE AGE contains a vari- 
ety of illustrations and descriptions 
of window displays from stores of 
all types and sizes in a wide variety 
of areas. 

This material is published in 
order to give you practical, work- 
able window display ideas and to 
avoid theoretical windows. 














| gauge board, counter display, literature. 
| YOUR WHOLESALER OR 


| 
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DYKEM STEEL BLUE 


Stops Losses Making Dies and Template; 
















vVVV\ 
ON, 


Most popular package is 8 oz. can wit 
brush in new plastic cap. Simply brush on, 
right at the bench; ready for the layout is 
a few minutes. The dark blue background 
makes the scribed lines show up in shen 
relief, and at the same time prevents metd 
glare. Increases efficiency and accuracy, 


Write for full information 


THE DYKEM COMPANY 
2305B North 11th St. St. Louls 6, Me. 


SANTA SAYS: 
— “GET SET FOR 


SURE-FIRE 
PROFITS!’ 

















he 
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HOME WORKSHOP OWNERS 


wut Laren 


DADO SAWING WASHERS 


Pre-sold . . . in American Weekly 
Better Homes, Pop Science, Pop 

chanics, Mechanix Illustrated, P 
Homecraft, Family Handyman, Hom 
Craftsman. Tremendous demand 
over 250,000 sets sold. A Chris 
“natural” at popular $4.95 price. Mak 
smooth dados (40 widths) quickly, 
curately with regular saw blade! 


GET YOUR TRIAL ORDER TODAY! 


Six sets at 33-1/3% off brings free sales CAL 


ORDER D! 


















WARREN DADO SAWING WASHERS CO 


Dept. 110, Box 98, North End Station + Detroit, Mich 
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\SHERS CO) 


Detroit, Mich, 
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SILENT 
’ . SALES CLERK 
. and the “Customer is always Self-Service Display Rech 
right”, whether he be home owner or —o complete Hinge 
builder, particularly when it comes to Deportment in itself 
hanging doors the easy modern way! HERE'S A DEAL 
With “Fastinge”, door hanging is made THAT ASSURES QUICK 
Easier, Quicker and consequently means TURNOVER— 
more dollars in the pocket because 
DON'T MISS IT 


“Fastinge” requires No Mortising ... 
ever! 














Sizes and Finishes. 

















...-dt’s easier to “Just Screw On’ 


Your customers will quickly see the many advantages of “Fastinge” 
over old-fashioned hinges, when displayed-for-selling in this— 


YOU GET FREE 


Available in all Standard e--ln This SPECIAL INTRODUCTORY OFFER 
(A) SELF-SERVICE DISPLAY RACK 


















“ ” PO 

CHECK THESE “FASTINGE” FEATURES AGAINST ORDINARY HINGES (Oh erate pees 

Exclusive Design Makes “Fastinge” The Only Hinge Of 

Its Kind In The World! Never, But Never Any (>) ROGED S” eee 

Chiseling Necessary! THIS IS ALL YOU BUY—6 DOZEN ASSORTMENT—LIST 
NO MORTISING ... EVER (E) 1 Doz. Pr. 244% Alite Plate FASTINGE...................... $ 6.36 
Ne vecessing in cither door or jamb. (0) 1 Den, Pr. 314" alle Plate FASTINGE........ 10.46 
SELF-ALIGNING (H) 1 Doz, Pr. 2%” Brass Plate FASTINGE.....t.....cccccscs00 6.60 
New, patented offset assures automatic self- (1) 1 Dez, Pr. 3” Brass Plate FASTINGE...................... 9.00 
alignment. (J) 1 Doz. Pr. 344” Brass Plate FASTINGE................c.00 11.04 
SELF-GAPPING (Each Pr. “Merchandiser Packed"’ with screws) 
Metal thickness assures required gap YOU RING UP IN SALES $51.96 
pee YOUR DISCOUNT 40% 20.78 
Yeo permits 180 degree FREIGHT PREPAID—Y our Net Cost* $31.18. 
oor swing. ne 
5 KNUCKLES *Slightly Higher In West YOUR PROFIT $20.78 
— ee Pay PROVE TO YOURSELF THAT “BIGGER 
LOOSE, REVERSIBLE PINS HINGE SALES HINGE ON FASTINGE” 


Finished top and 
bottom. Monufoactured by 


* TRADE MARK NO-MORTISE HINGE CORP. ORDER TODAY 


SEE US AT BOOTH SS50A-SSIA 
THIRD FLOOR NATIONAL HARDWARE SHOW 


BOUND BROOK, NE W 
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PIPE 
JOINT 
Ss; COMPOUND 


fr 
Cs 


A positve sealant for use on pipes | 


carrying gas, water, steam. . . with- 
stands pressures up to 3000 p.s.i., 
temperatures up to 500°F. 


HERE’S 
DISPLAYED MERCHANDISE 


THAT MAKES 
EXTRA SALES 


A new positive seal for oil leaks, 
cracks, pinholes or rusty parts in welds 
in tanks or containers. It remains plastic. 





Repairs leaky water pipes, soil pipes or 
seepage in concrete walls. No heating 
required... applies directly to leaking 
area. Local contractors find it handy. 


£ 


LAKE CHEMICAL CO. 


3058 W. Carroll Ave., Chicago 12, IH. 
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ashington 
NEWS and Views 


Reports on Events Affecting the Hardware Business 





(Continued from page 10) 


States Get Increase 
In Wildlife Funds 

State governments are to re- 
ceive a total of $11,784,600 during 
fiscal 1954 for restoration and de- 
velopment of wildlife resources 
under the Pittman-Robertson Act 
which allocates for this purpose 
the 11 pct federal excise tax on 
sporting arms and ammunition. 
This is about $1°4 million more 
than last year’s allotment. The 
states must add $1 to every three 
federal dollars. 

In addition, the states will re- 
ceive a total of $4,299,916 for sport 
fishery projects under the Dingell- 
Johnson Act from the 10 pct ex- 
cise tax on fishing equipment. 
This, too, is an increase of more 
than $134 million. 


Census Bureau Trying 
To Give More for Less 


U. S. Census Bureau is out to 
save the taxpayer money by im- 
proving the collecting and proc- 
essing procedures for its business 
surveys. 

Private groups, including trade 
associations, are already helping 
the Census Bureau trim its costs 
by assuming all or part of the 
costs of some commodity studies. 

In addition, portions of some 
surveys have been dropped, and 
others have been reduced in fre- 
quency or otherwise modified. 

To stay within the limits of 
funds appropriated by Congress, 
the Census Bureau has cut from 
its program the 1953 Censuses of 
Business and Manufactures and 
preparatory work on the 1954 Cen- 
sus of Agriculture. Requested for 
these functions was $11.6 mil- 
lions, but Congress held down the 





appropriation to $1.5 million. With 
this smaller amount, the Bureau 
expects to make progress in: 

Improving sampling procedures 
needed for determining the na- 
tional retail trade volume each 
month and for making special 
studies; 

Expanding retail trade statis- 
tics to provide more detailed 
monthly figures by type of busi- 
ness, plus regional breakdowns of 
sales by major businesses and 
improved information on monthly 
changes in retail inventories; 

Broadening wholesale trade sta- 
tistics; instituting a sample sur- 
vey of selected service trades; 

Continuing the annual san- 
ple survey of manufactures, es- 
pecially emphasizing activities 
among metal-consuming  indus- 
tries; 

Tabulating and publishing data 
for each U. S. county, showing 
number of business houses, total 
employment, and first-quarter 1953 
payrolls. 


High Court to Pass 
On Use of Premiums 


Historical sales promotion ideas 
involving premiums to encourage 
sales of regular items are seen as 
coming in for close scrutiny in 
the future, should the U. S. Su- 
preme Court uphold a ruling of 
the Federal Trade Commission 
with respect to book-of-the-month 
promotion. 

Under the ruling, now being 
contested, the FTC contends that 
an article is “free” only when it 
is given to a customer with no 
strings attached—not when it is 
given conditional to purchase of 
other or additional merchandise. 

(Resume reading on page 11) 
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reer The ONLY Pail with this Extra Selling Feature! 


Originators of the famous Dub-L-Tub, Square Tub and Twin Pails, heeling 
does it again with the new Wheeling MIX-PAIL...an improved pail with 
quarts stamped right in the pail itself. 








on ideas 
courage Your customers will like the added convenience of the Wheeling 
vo as MIX-PAIL — for mixing insecticides, weed killers, feeds, paints and house- 
n ie : ; : 

pat hold cleaners. Yes, your customers will be asking for the Wheeling MIX-PAIL. 
ling of Be sure you have it in stock. See your Wheeling representative or get in touch 
mission with your nearest Wheeling office. 
>-~month 
, , Sel the complete line of Wheeling Ware, Conductor 

being Pipe, Eaves Trough, Gutters, Roofing and Cut Nails. 
ds that 
when it 
vith no WHEELING CORRUGATING COMPANY 
n it is WHEELING, WEST VIRGINIA 

se of 
te z ATLANTA BOSTON BUFFALO CHICAGO COLUMBUS DETROIT HOUSTON KANSAS CITY 
a ‘ul LOUISVILLE MINNEAPOLIS NEW ORLEANS NEW YORK PHILADELPHIA RICHMOND ST. LOUIS 
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make X | RA\ sales... 
BIGGER profits! 


Winter's “HOTTEST” item 





> MELTS SNOW 
> THAWS ICE 


30 TIMES GREATER 


THAWING 
CAPACITY 
THAN SALT 





Ice and snow melting 
chemical pellets with new 
“Speconite” rust inhibitor. 


PACKED IN 


RE-USABLE METAL CONTAINERS 
5 and 10 Ib. pails 
25 Ib. white utility bucket 
100 Ib. utility drum 


SPECO, Inc. 


7308 ASSOCIATE AVENUE 
CLEVELAND 9,OHIO 


Other Speco products 
HUM-I-DRI moisture absorbent 
RAIN REM fabric waterproofing 


DAM-TITE water repellent 
Tol@mailek ella? 


RUSTREM anti 


Ub Sam olotiali 
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1953 


October 
4-7 
5- 8 


Builders’ Hardware Exposition 
Fishing & Hunting Show 

(Div. Nat. Hardware Show) 
National Hardware Show 
Hardware Convention of: 
American Hardware Mfrs. Assn. 
National Wholesale Hardware 
Assn. 
Safety Congress & Exposition 
Packaging & Materials Handling 
Show 


5- 9 
11-14 


19-23 
20-22 


November 
8-10 Pac. Northwest Hdwe. Convention 
12-14 Montana Hardware Convention 


1954 


January 
12-14 Garden Supply Show (Chicago) 
14-21 Housewares & Appliance Show 
17-20 Nat. Sporting Goods Show 
18-20 Western Hardware Show 
19-21 Minnesota Hardware Show 
24-26 International Hardware Show 
25-27 Ace Hardware Convention 
25-26 Americaz Hdwe. Supply Co. 

Convention 

25-27 Texas Hardware Show 
26-28 Indiana Hardware Show 
26-28 Mountain States Hdwe. Convention 
26-28 No. Dakota Hardware Convention 
31-Feb. 2 North Coast Hardware Show 


February 
2- 3 Kentucky Hardware Show 
2- 4 Garden Supply Show (New York) 
2- 4 Wisconsin Hardware Show 
2- 4 Oklahoma Hardware Show 





Convention Check List 


For complete details about the conventions listed by dates below see 
the alphabetical listings following this quick check list. 


Hardware and allied 
trade events up-to- 
date in each issue 
of Hardware Age 








6-14 Detroit Sportmen's Show 

7-10 California Hardware Show 
7-10 Virginia Hardware Show 

8- 9 Tri-State Hardware Show 

8-11 Ohio Hardware Show 

9-12 lowa Hardware Show 

10- Connecticut Hdwe. Convention 
14-15 Arkansas Hardware Show 
16-17 Pacific Southwest Hdwe. Show 
16-18 Michigan Hardware Show 
16-18 Nebraska Hardware Show 
16-18 New York Hardware Show 
16-18 Michigan Hdwe. Assn. 

21-23 Tennessee Hardware Convention 
22-24 New England Hardware Show 
22-24 West Virginia Hdwe. Show 
23-25 Carolinas Hardware Show 
23-25 Illinois Hardware Show 

23-25 Missouri Hardware Show 


March 
2- 4 
13-2] 


Penn. & Atlantic Sbd. Hdwe. Show 
New England Sportmen's Show 


April 
6- 8 
25-27 
25-27 


South Dakota Hardware Show 
Florida Hardware Show 
Georgia Hardware Show 


May 


17-19 Industrial Supply Convention 


June 
17-19 Texas Wholesale Hdwe. Assn. & 
Texas Hardware Boosters Club 
July 
12-15 National Retail Hardware Assn. 











FOR 

















National Events 


American Hardware Manufacturers 
Assn., annual joint convention with 
the National Wholesale Hardware 
Assn., Oct. 11-14 at Atlantic City, 
N. J. Convention headquarters, 
Marlborough-Blenheim Hotel. Con- 
ference Booth Plan at Convention 
Hall. Arthur L. Faubel is secretary- 
treasurer of the manufacturers’ as- 


sociation with headquarters at 342 
Madison Ave., New York 17, N. Y. 
Thomas A. Fernley. Jr., is executive 
secretary of the wholesalers’ ass0- 
ciation with headquarters at 1900 
Arch St., Philadelphia, Pa. 


Garden Supply Shows (National) late 
in October, 1953, on the West Coast; 
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FOR CHRISTMAS TREES 

























THE ORIGINAL, NON-FLAMMABLE 


SPARKL-TEA 











millions will read 
about SPARKL-TEX in the 
November 23 issue of L | 7 i 
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Here is the ideal drape for Christmas trees... the perfect’ 
setting for gifts. Sparkl-Tex cotton falls in soft, snowy 
folds about its base, while its glistening flakes pick up 
and complement the softly glowing highlights of the tree, 

Silvery aluminum flakes, or a combination of silver, 
green and red, are sprinkled on a blanket of flame- 
proofed cotton wadding, then baked on by special process, 
Wadding is thick and soft, yet has sufficient tensile 
strength for easy handling and will not shed or lint. 

Sparkl-Tex is available in 16 x 64- and 32 x 64-inch 
sheets done up in eye-catching Cellophane packages 
that show at a glance the beauty and use of the product, 
Large, 32 x 72-inch sheets are packaged in handsome 
window cartons. Display SPARKL-TEX for quick sales 
--. use it in displays to spark other sales. 

Thousands of homes have discovered the beauty of 
SPARKL-TEX—the original sparkling cotton Christmas 


tree base. For full details, write Dept. H-10. 


‘Pawtucket, Rhode Island. 
SINCE 3836, 
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King Cotton Clothes Dryer Cord 





The King Cotton Clothes Dryer Cord is a 
good, strong, long-lasting cord. It will give customer satisfaction because it 
will remain white and strong through many seasons even under rough outdoor 
usage. Its price, for such a high quality cord, is surprisingly low. 


Put up in 100 foot hanks and in 3-50 foot connected hanks which can be 
sold as a unit or separately. 


Ask your jobber about King Cotton Clothes 
Dryer Cord. 





THE King Cotton LINE 


* Sash Cord 

© Clothesline 

© Clothes Dryer Cord 
© Heavy Duty Cord 

© Mason's Line 

* Chalk Line 

® Cable Cord 

© Venetian Blind Cord 
© Twine 





CORDAGE 
JOHN H. GRAHAM & CO. 











INC. 


105 DUANE STREET * NEW YORK 8, N. Y. 














Jan. 12-14, 1954, at the Hotel Sher. 
man, Chicago, and Feb. 2-4, 1954, 
at the 71st Infantry Regiment Ar. 
mory, Park Ave. and 34th St., New 
York City. Sponsored by the Ng. 
tional Garden Supply Marketing 
Bureau, 1901 St. Paul St., Balti. 
more, Md. George E. Perry, diree. 
tor. 


Industrial Packaging and Materials 
Handling Exposition, Oct. 20-22 at 
Boston, Mass. Sponsored by the 
Society of Industrial Packaging and 
Materials Handling Engineers. 


Industrial Supply Convention, May 
17-19 at New York City. Sessions 
at the Waldorf-Astoria Hotel. Con- 
ference Booth Program at Madison 
Square Garden. Sponsored by the 
American Supply and Machinery 
Manufacturers’ Assn., 814 Clark 
Bldg., Pittsburgh 22, R. Kennedy 
Hanson, general manager; the Na- 
tional Industrial Distributors’ Assn.. 
1900 Arch St., Philadelphia 3, Pa., 
H. R. Rinehart, executive secretary; 
and the Southern Industrial Dis- 
tributors’ Assn., 712 Volunteer 
Bldg., Atlanta, Ga., E. L. Pugh, 
secretary-treasurer. 


National Builders’ Hardware Exposi- 


tion, Oct. 4-7, 1953, at the Audi- 
torium, Cleveland, Ohio. Sponsored 
by the National Contract Hardware 
Assn., John R. Schoemer, managing 
director, and the American Society 
of Architectural Consultants. W. A. 


Mathewson, executive secretary. 
Administrative offices of both 
groups, 420 Madison Ave., New 


York 17, N. Y. 


National Hardware Show, Oct. 5-9 at 


Grand Central Palace, New York 
City. Fishing and Hunting Division 
of National Hardware Show to be 
held at 71st Regiment Armory, 34th 
St. and Park Ave., New York, Oct. 
5-8. Sponsored by National Hard- 
ware Show, Inc.. 331 Madison Ave., 
New York City. Frank Yeager, di- 
rector. 


National Housewares and Home Ap- 


pliance Show, Jan. 14-21 at the 
Navy Pier, Chicago. Sponsored by 
the National Housewares Manufac- 
turers Assn., 1140 Merchandise 
Mart, Chicago 54. A. W. Budden- 
berg, executive secretary. 


National Retail Hardware Assn. an- 


nual congress, July 12-15, at the 
Fairmount Hotel, San Francisco. 
Managing director, Russell R. Muel- 
ler, 964 No. Pennsylvania St., In- 
dianapolis, Ind. 


National Wholesale Hardware Assn. 


annual joint convention with the 
American Hardware Manufacturers 
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a, 4, 1954, N. J.’ Convention headquarters, 
-" Ar- Marlborough-Blenheim Hotel. Con- 

St., New ference Booth Plan, at Convention “| 
4 the Na. Hall. Thomas A. Fernley, Jr., is va 
eo executive secretary of the whole- H 

t., Balti. salers’ association with headquar- . 
rry, direr. ters at 1900 Arch St., Philadelphia, | 

Pa. Arthur L. Faubel is secretary- 

treasurer of the manufacturers’ as- 
Materials sociation with headquarters at 342 
- 20-22 at Madison Ave., New York 17, N. Y. 
+ ... the most 
aging and Safety Exposition, 41st National 
wanes, Safety Congress and Exposition, 

Oct. 19-23 at Chicago. Industrial line of 
ion, May and home safety sessions at Conrad 

Sessions Hilton Hotel; commercial vehicle 
tel. Con- and transit safety sessions at La- > 
; Madison Salle Hotel; farm safety sessions stainless 
d by the at the Palmer House; school safety 
fachinery sessions at the Morrison Hotel. 

14 Clark Sponsored by the National Safety 

Kennedy Council, 485 N. Michigan Ave., Chi- steel bakeware ilab| 
- the Na. cago 11. aval e 
rs’ Assn.. 
ia 3, Pa, Sporting Goods Show and Convention Stainless Steel has now proved 
ecretary; (National), Jan. 17-20, 1954, at the . _ its merit for BAKEWARE! There is 
rial Dis- Morrison Hotel, Chicago. Sponsored nothing like it in performance, durability, 
/olunteer by the National Sporting Goods | ond RIP El 
L. Pugh, Assn., 1 North La Salle St., Chicago | - P z 

2. Secretary, G. Marvin Shutt. "In Fletcher's complete line of BAKE-WELL 
' STAINLESS STEELWARE—you have 

— Regional Events everything requned or calesoppes— | 
: - as lt adds a modern slant to the entire 
ponsore ce Hardware Corp., 30th annual con- department . » « gives your sales people 
‘ardware vention and exhibit, Jan. 25-27, at something to of. extra: Noms to 
anaging the Conrad Hilton Hotel, Chicago, 8 Bt 

Society Ill. James L. Prasch, Ace Hardware suggest to every customer that buys 
s. W..A. Corp., 2355 S. Blue Island Ave., ar anything made of Stainless Steel. 
cretary. Chicago 8, is convention manager. hee. 

f both : i cpolaapefgarlee soph w dca Sass 
» New American Hardware Supply Co., Mer- is wih o 4< 

chandise Fair and Stockholders tested label, featuring appetizing 
Meeting, Jan. 25-26 at company pictures and recipes, together with a 
. 5-9 at headquarters, 41 Terminal Way, telegraphic selling message that 
w York Southside, Pittsburgh 19, Pa. sells these items for youl 
Division > yea 
w to be Sports Shows—New England Sports- J een 
ry, 34th men’s and Boat Show, Feb. 6-14, at rise : 
ag the Mechanics Bldg., Boston, Mass. Save on freight—It's smart to ‘Buy 
ard- Detroit Congress Sportsmen’s Show, ee 
mn Ave., March 13-21 at the State Fair- the Complete Fletcher Line. 
ger, di- grounds, Detroit, Mich. te lar BAKE-WELL 
Texas Wholesale Hardware Assn. an- passed eo thom scoala 

ne Ap- nual joint meeting with the Texas | | © complete 

at the Hardware Boosters Club, June 17-19 t STAINLESS STEEL bake 
yred by at Galveston. Secretary-treasurer, were department. 
anufac- Howard Weddington, 1427 National Write for circular 
andise City Bank Bldg., Dallas. and prices. = —— 
udden- * ers 

Ji 

= State Events /! 
oe ra Arkansas Retail Hardware Assn. ; = : Y 

1C1SCO. trade show and convention, Feb. labels that tell—are labels that SELL 

— 14-15 at the Robinson Auditorium, : 

t., in- Little Rock. Hotel headquarters, 

Marion Hotel. Association secre- 
tary, J. Wayne Tisdale, 908 Rector ENAMEL COMPANY- DUNBAR, W.VA. 

Assn., Bldg., Little Rock. Sales office: 

h the - New York 

turers California Retail Hardware Assn. ae xen boned Merchandise Mart, Chicago 54, Iilinels 
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trade show and convention, Feb, 
7-10, at the Fairmount Hotel, San 
Francisco. Association 
Kreuger B. Jacobson, Western Mer- 
chandise Mart, 1355 Market St, 
San Francisco 3. 


Carolinas, Hardware Assn. of, trade 
show and convention, Feb. 23-25, at 
Charlotte, N. C. Exhibits at Radio 
Center. Meeting place, Hotel Char- 
lotte. Association secretary, Dwy- 
ane Laws, 118% E. Fourth S&t,, 
Charlotte 2. 


Connecticut Hardware Assn., conven- 
tion, Feb. 10 at the Hotel Bond, 
Hartford. Association secretary, Ned 
Russell, Harris Hardware, South- 
port, Conn. 


Illinois Retail Hardware Assn., trade 
show and convention, Feb. 23-25 at 
Chicago. Show at Navy Pier. Ses- 
sions at Sheraton Hotel. Associa- 
tion secretary, William F. Ewert, 
1194 Merchandise Mart, Chicago 54. 


Intermountain Association, trade show 
and convention, Jan. 24-26 at Boise, 
Idaho. Hotel headquarters, Boise 
Hotel. Association secretary, Leon 
L. Weeks, 308 Continental Bank 
Bldg., Boise. 


Indiana Retail Hardware Assn., trade 
show and convention, Jan. 26-28 at 
the Murat Temple, Indianapolis. As- 
sociation secretary, W. J. Sheely, 
964 No. Pennsylvania St., Indian- 
apolis 4. 


Iowa Retail Hardware Association, 
convention and exhibit, Feb. 9-12 
at State Fair Grounds, Des Moines, 
Iowa. Headquarters and sessions, 
Savery Hotel. Secretary, Philip R. 
Jacobson, Mason City. 









| 
| 
| 
| 
| 





Supreme chucks are advertised in 






Popular Mechanics to help you sell. 






Order from your Hardware Jobber. 









SUPREME PRODUCTS, INC. 
2222 S. CALUMET AVE., CHICAGO 16, ILL. 





the chuck that lives up to its name ... SUPREME 


Kentucky Retail Hardware Assn., 
trade show and convention, Feb. 2-4 
at the Brown Hotel, Louisville. As- 
sociation secretary, D. W. Laws, 
501 Republic Bldg., Louisville 2. 


Michigan Retail Hardware Associa- 
tion convention and exhibit, Feb. 
16-18 at Grand Rapids. Headquar- 
ters, Pantlind Hotel; exhibit, Civic 
Auditorium. Harold W. Schumacher, 
Olds Bldg., Lansing 8, manager. 


Minnesota Retail Hardware Assn., 
trade show and convention, Jan 19- 
21 at St. Paul. Trade show at the 
Auditorium. Sessions at Lowry Ho- 
tel. Association secretary, C. J. 
Christopher, 2110 Nicollet Hotel, 
Minneapolis 4. 


Missouri Retail Hardware Assn., trade 
show and convention, Feb. 23-25 at 
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the Jefferson Hotel, St. Louis. As- 
sociation secretary, Harry Scherer, 
1189 Arcade Bldg., 812 Olive St., 
St. Louis. 


Montana Hardware & Implement 
Assn., convention, Nov. 12-14, 1953, 
at the Northern Hotel, Billings. As- 
sociation secretary, Norman 90. 
Blevins, P. O. Box 1152, Helena. 


Mountain States Hardware & Imple- 
ment Assn., convention, Jan. 26-28 
at the Cosmopolitan Hotel, Denver, 
Colo. Association secretary, Francis 
W. Reich, 1233 Spruce St., Boulder, 
Colo. 


Nebraska Retail Hardware Assn., 
trade show and convention, Feb. 
16-18 at the Auditorium, Omaha. 
Association secretary, C. A. McCoy, 
325 Insurance Bldg., Lincoln 8. 


New England Hardware Dealers 
Assn., trade show and convention, 
Feb. 22-24 at the Hotel Statler, 
Boston, Mass. Association secre- 
tary, A. C. MacHardy, 185 Dart- 
mouth St., Boston 16. 


New York State Retail Hardware 
Assn., trade show and convention, 
Feb. 16-18 at Syracuse. Show at 
War Memorial. Sessions at Syra- 


cuse Hotel. Association secretary, 
Nicholas H. Kiley, Hills Bldg., 
Syracuse 2. 


North Coast Retail Hardware Assn., 
trade show and convention, Jan. 31- 
Feb. 2 at the Multnomah Hotel, 
Portland, Ore. Association secre- 
tary, D. D. Stewart, American 
Building, Seattle 4, Wash. 


North Dakota Retail Hardware Assn. 
convention, Jan. 26-28 at Fargo. As- 
sociation secretary, Miss E. J. Mc- 
Grann, 54% Broadway, Fargo. 


Ohio Hardware Assn., trade show and 
convention, Feb. 8-11 at Cleveland. 
Exhibit at Public Auditorium. Ho- 
tel Headquarters, Statler Hotel. 
Association secretary, John B. 
Conklin, 198 S. High St., Columbus 
16. 


Oklahoma Hardware & Implement 
Assn., trade show and convention, 
Feb. 2-4 at the Municipal Audi- 
torium, Oklahoma City. Association 
secretary, Robert K. Thomas, 515 
Midwest Bldg., Oklahoma City. 


Pacific Northwest Hardware & Imple- 
ment Assn. convention, Nov. 8- 
10, 1953, at the Multnomah Hotel, 
Portland, Ore. Association secre- 
tary, J. Malcolm Smith, 614 Empire 
State Bldg., Spokane, Wash. 

(Continued on page 156) 
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GRAINGER’S FAST 
SUPPLY SERVICE 











FULL MOTOR LINE=LOW PRICES 


Hardware dealers use Grainger as 
their local source for Dayton work- 
shop tool and general use motors. 
No. 4K15] (illustrated) is the 1/2 HP 
capacitor motor that has every fea- 
ture tool buyers ask for and is low 
priced for easy sales. Other Dayton 
motors from 1/100 HP to 60 HP for 
tools, appliances, pumps, compres- 
sors, fans, etc., also available from 
your Grainger Warehouse. 








QUALITY TOOLS=PRICED RIGHT 


Nationally advertised Tomlee 
Power Tools are stocked at your 
nearby Grainger Warehouse for 
fast shipping or pick-up service. 
~ Tomlee line includes circle, band 
and jig saws, jointer-planers, sand- 
ers, lathe, drill press, etc. Modern 
design, quality construction and low 
price makes Tenies the choice of 
craftsmen and tool buyers every- 
where. See line in Motor Book. 








LOW PRICED ‘TEEL’ SUMP PUMP 


“TEEL” No. 1P234 Sump Pump is the fast sell- 
ing pump for hardware dealers everywhere. 
Lists at only $45.75—yet has features of high 
riced pumps—Westinghouse 1/3 HP motor, 
Ganes impeller, Cutler Hammer or equal 
switch. “Teel” line includes submersible and 
all-bronze sump — recirculating, 
centrifugal, jet an 
+ other pump products. 
Oberdorfer bronze 
gear and centrifugal 
pumps also stocked. 
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WHOLESALE CATALOG ~ : 
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WAREHOUSES IN 46 MAJOR CITIES —SEE PHONE BOOK FOR LOCAL ADDRESSES 
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The Cheney 
Sales Maker 
Deal! 


the Deal 


938 

>. 937 
o 944 18 o2 
| 16 oz 

e with display, af half price 


16 oz 
20 o1 


hammers 
hammers 
hammers 
hommer 

Maker 


demonstrator and | 


rs available in either bell | 
| 


or octagon face 






Bonus: The New 
Cheney Nail Chart 
with each order. 


Soles Representotives: 
JOHN H. GRAHAM & CO., INC. 
New York, N. Y. 


SANFORD BROTHERS 
Chattanooga, Tenn. 


ESTAS. 1836 


HENRYCH ENE 


LITTLE FALLS, NM. Y., 






HAMMER 
CORP. 


U.S.A. 












Pacific Southwest, Hardware Assn., 
trade show and convention, Feb. 
16-18, at Long Beach, Calif. Ex- 
hibits at Auditorium. Meetings at 
Wilton Hotel. Association secre- 
tary, A. C. Kammeier, 416 W. 8th 
St., Los Angeles 14. 


Pennsylvania and Atlantic Seaboard 
Hardware Assn., trade show and 
convention, March 2-4 at the Chal- 
fonte-Haddon Hall, Atlantic City, 
N. J. Association secretary, W. 
Glenn Pearce, 1616 Walnut St., 
Philadelphia 3. 


South Dakota Retail Hardware Assn., 
trade show and convention, April 6- 
8 at the Coliseum, Sioux Falls. As- 
sociation secretary, O. R. Baily, 
1300 S. Jefferson Ave., Sioux Falls. 


Tennessee Retail Hardware Assn., 
convention, Feb. 21-23, at the Noel 
Hotel, Nashville. Association sec- 
retary, Morris Jones, P. O. Box 784, 
Nashville. 


Texas Hardware & Implement Assn. 
trade show and convention, Jan. 25- 
27 at the Plaza Hotel, San Antonio. 
Association secretary, R. M. Souder, 
822-823 Texas Bank Bldg., Dallas 2. 


Tri-State Hardware & Implement 
Assn. trade show and convention, 
Feb. 8-9 at the Herring Hotel, 
Amarillo, Tex. Association secre. 
tary, M. D. Shepherd, Canyon, Tex, 


Virginia Retail Hardware Assn. trade 
show and convention, Feb. 7-10 at 
the Hotel Chamberlain, Old Point 
Comfort, Va. Association secretary, 
G. T. Omohundro, Jr., Scottsville, 
Va. 


West Virginia Retail Hardware Assn., 
trade show and convention, Feb, 
22-24, at the Daniel Boone Hotel, 
Charleston. Association secretary, 
James C. Fielding, 1628 McClung 
St., Charleston 1. 


Western Retail Implement & Hard- 
ware Assn. trade show and conven- 
tion, Jan. 18-20 at the Municipal 
Auditorium, Kansas City, Mo. Asso- 
ciation secretary, William J. Shaw, 
3915 Main St., Kansas City 2. 


Wisconsin Retail Hardware 
trade show and convention, Feb. 2- 
4 at Auditorium-Arena, Milwaukee. 


Association secretary, H. A. Lewis, 


Stevens Point, Wis. 





Stiff Colored Boxes, Ribbon Tie 
Speed Gift Wrapping 40 Pct 


The use of stiff colored boxes 
finished off with a ribbon tie 
speeds Christmas gift wrapping at 
Horace W. Green & Sons, Long 
Beach, Calif. 

Gift boxes with green stripes 
and tops cost about 20 pct more 
than white cardboard folders. This 
added cost is offset by savings 
such as elimination of the use of 
Christmas wrapping paver and a 
40 pct increase in wrapping speed. 
Three girls handle some 9,000 
packages during the holiday sell- 
ing season. 

Boxes are purchased in 3 shapes 
and 16 sizes. The smallest handle 
such gifts as salt and pepper sets. 
The largest handle dinnerware. 

Gift boxes are stuffed with tis- 


sue paper or shredded paper. 
Housewares and expensive gifts 
are washed before packaging. 


Wrapping is completed by tieing 
boxes with Christmas ribbon. 

White paper is used for lining 
some boxes and for wrapping 
larger items such as fireplace 
equipment. 


Three popular size gift boxes, for 

waffle iron, top; desert dish, cen- 

ter; and glassware center piece on 
bottom. 
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Green Spots NEW “Sell-on-Sight" 
promotion helps shoppers sell themselves! 


Tells ‘em how to lick lawn 
and garden watering problems 


Millions of home-owners are in the dark about 
proper watering of lawns and gardens. Green 
Spot’s 1954 WATERING GUIDE Promotion 
shows how to do it... then sells Green Spot prod- 
ucts to do it right! 

Here’s how Green Spot’s ‘‘Sell-on-Sight”’ pro- 


RIGHT WAY to WATER 


YOUR LAWN and GARDEN 


— hme 
eam cone * Som 















Watering Guidecount- 
er display shows the 
right Green Spot 
product for every wa- 
tering need. Famous 
**How to Do It’’ wa- 

tering booklet. Color- 

- ful window streamers. 

| | Newspaper mat proof 

~~ Sheet. Publicity re- 


gram pays off: (1) Answers shoppers’ questions, 
(2) Makes every salesman an expert, (3) Shows 
key items in use, (4) Sells complete line. 

Ask your authorized Green Spot wholesaler 
how to put this crackerjack promotion to work 
for you! 


SELF-SERVICE 
MERCHANDISER! 


Complete garden hose 
accessory department 
in less than 3% sq. ft. 
of floor space. WATER- 
ING GUIDE on back 
panel shows “The 
Right Way to Water 
Your Lawn and Gar- 
den,” attracts more 
customers, sells the 
right hose accessories. 









































NATIONAL ADS! 


Summer-long campaign 
in The Saturday Evening 
Post and Sunset shows 
“the right way to wa-. 
ter lawns and gar-§ 
dens,” sells Greene 
Spot accessories. « 


SIGN UP 










4 sae 
ae 


REMEMBER! Green Spot gives you... 


GARDEN HOSE ACCESSORIES 


Green Spot. 


Sprinklers * Hand Sprays * Hose Nozzles * Quick Connectors » “Y" Connectors * Shut-off Valves * Couplings * Hose Menders * Clamps * Goosenecks 
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\\ Shut-off valve, brass 
plastic nozzle, mender 





ODAY WITH YOUR GREEN SPOT WHOLESALER! 


the complete line of quality hose accessories 
the best consumer advertising 
the finest ‘‘in-store”’ promotion aids 


A Product of 


Waterbury 20, Conn. 






SIX NEW PRODUCTS! 


Exclusive ‘‘ Waterite’’ oscil- 
lating sprinkler gives even 
coverageof rectangles up to 
35.x 40 ft. New ‘‘ Rainger”’ 
impulse sprinkler waters 
ALL or PART of 100-ft. 
circle. Other new items: 


coupling for plastic hose. 


Scovill Manufacturing Company 


EA:4:1 










and 
and 





157 








@ For more information on these products and services 
use free post card on page 161. 


(Continued from page 13) 


brushes, units have five to ten flags 
on each filament. Flags are tapered 
and buffed. Multiflag construction 





is available in all wall aud varnish 
brushes, identifiable by the name 
Multiflag stamped into handle. 
Wooster Brush Co. 


For more data circle No. 9 on postcard, p. 161 


Pipe Threader 

Called the Ridgid 504, this pipe 
threader is designed for use on all 
standard power drives. Entirely 
self-contained, it can be quickly 
and easily adjusted to thread 1 to 
2 in. pipe using only one set of dies. 





Quick-opening handle retracts dies 
instantly without stopping power 
drive. Dies can be adjusted with- 
out removing threader from ma- 
chine. Unit includes one set of high- 
speed steel dies and a pre-set four- 
jaw centering guide. It will cut 
oversize, undersize and extra long 
threads. Ridge Tool Co. 


For more data circle No. 10 on postcard, p. 161 


All-Purpose Saw Bit 


This new design, called the 
Stand-All, is an all-purpose, all- 
season saw bit for inserted tooth 
saws is designed to break up the 
sawdust and deflect it away from 
the swage of the shank or holder. 
It reduces shank wear, helps expel 
sawdust more effectively, and pre- 
vents sawdust from slipping past 
shank and spilling into cut. De- 








signed for use with standard 
shanks, it comes in popular kerf 
sizes in Styles B, F and D Cillus- 
trated upper) and No. 2%, 3, 3% 
and 41% (illustrated lower.) Sim- 
onds Saw & Steel Co. 


For more data circle No. 11 on postcard, p. 161 


New Paint Colors 


Packaged Neu-Tone alkyd flat, 
enamel type paints can now be made 
in 144 different colors by adding 
Nu-Hue colorants. Dealer only 





needs to add an assortment of 16 
color tubes, the mixing formulas, 
and color samples to his inventory, 
Martin-Senour Co. 


For more data circle No. 12 on postcard, p. 16) 


Lawn Seeder 


Hand operated, lightweight, port- 
able lawn seeder broadcasts seeds 
in 4 to 5 ft. wide semicircle in per- 
fect pattern. Improved Seeder- 
feederweeder insures smooth car- 
pet of grass and eliminates waste 
through uniform, controlled dis- 
tribution of lawn seed, dry ferti- 
lizer and dry weed killer. Unit 
eliminates bare patches and will 
sow any kind of seed including tiny 





varieties like Merion Blue. It is 
easily washed and stored on a shelf. 
Made of heavy gage steel, it has 
several coats of finish which re- 
sist rust, wear and corrosion. R. 
Krasberg & Sons Mfg. Co. 


For more data circle No. 13 on postcard, p. 161 


Weatherstripping 

Plastic and wool pile install-it- 
yourself weatherstripping, called 
Adjusto-Seal, comes in bulk and 
individual 17-ft. packages, suitable 
for one conventional window. Pack- 
ages are transparent plastic, 7-in. 
diameter reel, complete with color 
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GRAY-WICK 
SCREENING 






Brand 






by WICKWIRE BROTHERS, INC. 


HAS 





THE EDGE 


New Multi-Wire Edge 





LAYS FLAT, 
LOOKS BETTER, 

















esteem SUPPLIES EX 

shows how Multi 
adds strength an ‘ 
b __screening lays flat, is eas | : 
d ier to cut and install. as mt 
























IT’S A FACT... 


Cortland Gray-Wick Wire Screening gives you the 
“edge" when it comes to sales! Because this pop- 
ular, all-purpose screening now features a brand- 
new Multi-Wire Edge. As a result, it's stronger, 
longer-lasting, easier to handle, simpler to install. 
In addition, its Improved Electro-Galvanized Finish 
adds new beauty to home screening jobs. 


nit i STOCK CORTLAND GRAY-WICK 
| 


. . its new Multi-Wire Edge 
will help you make more sales! 
Order Gray-Wick Insect Wire: Screening from your 
jobber Sedan. Available in 18x 14 mesh, in all 
standard widths of 100 linear foot rolls. Meets 
U. S. Department of Commerce National Bureau of 
Standards’ specifications. 


SEND FOR FREE SAMPLE 
Mail coupon for free sample of new, improved 
Cortland Gray-Wick Wire Screening. See for 
yourself how Gray-Wick’s new Multi-Wire Edge. 
makes it extra strong, easier to cut and install! 





Look What Multi-Wire Edge Offers! 


e EASIER HANDLING 


Cortland Gray-Wick lies flat when unrolled. 
The new Multi-Wire Edge makes it easier 
to cut, easier to handle and install. 


e EXTRA STRONG 


Cortland's Multi-Wire Edge supplies fam- 
ous Gray-Wick with added strength and 
rigidity. Now this screening is super-strong 
along the vital tacking or holding edge. 


e LOOKS BETTER 
New lustrous, soft light gray color applied 








over durable zinc coating (electro-galvan- 


ized) produces a more attractive finish. ~gr-aieenge panama 


Cortland, N.Y. 


Please send me a sample of Gray-Wick Wire Screening with the new 


| WB Multi-Wire Edge. 
NAME _ xsbemnsnnnessinetieiianbisibindcatintiatiapiaiiaseaiiagin E 
BRAND a ee ee ee 


a, 





a 


My JopBerR IS - ee - ——_—— 
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WHAT’S NEW 








@ For more information on these products and services 
use free post card on page 161. 


matching tacks. Display cartons for 
counters hold 17-ft. reels or a 150- 
ft. roll. Cartons are attractively 
colored and _ illustrated. Schlegel 
Mfg. Co. 


For more data circle No. 14 on postcard, p. 161 


Tile Art Painting 

Here is a kit for customers who 
want to do pre-sketched tile art 
painting for wall decorations. Kit 





comes in 12 subjects. Each kit in- 
cludes two ceramic tiles and canvas, 
all pre-sketched, 14 pre-mixed col- 
ors, brushes and other articles to 
do complete job. Tiles also can be 
used as hot plates. Kit retails for 
$2.95. Wooden frames available. 
Lee Art Co, Ine. 


For more data circle No. 15 on postcard, p. 161 


Hunter Lantern 


This hunter lantern, No. £98, is 
a true one-hand lantern with switch 
conveniently at top of handle. 
Equipped with flasher button for 
signaling, it is prefocused and has 
full 3-in. vacuum aluminized re- 





flector for spot and piercing beam. 
Unit uses eight No. 2LP Leak 
Proof brand flashlight batteries 
or one No. 941 lantern battery, and 
PR 15 bulb. Each lantern comes 
packed in attractive individual car- 
ton. Ray-O-Vac Co. 


For more data circle No. 16 on postcard, p. 161 


Ironing Table 


Met-L-Top ironing table, model 
C-690, features different under- 
structure that allows ample room 
for user’s knees and legs and pro- 
vides a strong, steady ironing sur- 
face. Tubular legs are flush to one 
side, leaving entire table length 
area of open room. Completely ad- 
justable for sit-down and stand-up 
ironing, it has chartreuse top, dark 
green legs and chrome feet. Double 
steel top has two sheets of steel 
eyeleted and pressed together. Ven- 





tilated working surface removes 
moisture and steam, while hollow 
channels underneath help to hold 
heat. Retails for $13.95. Geuder, 
Paeschke & Frey Co. 


For more data circle No. 17 on postcard, p. 161 


Ice Skate Outfits 


These ice skate outfits have 
Union Hardware Co blades and 
Joseph T. Wood Co. shoes. Three 








lines include Springfield outfits 
identified by red label; Canadian 
Flyer line with blue label, and Sil- 
ver Streak with gold label. Top line 
features sapphire hollow ground 
and diamond tested blades with 
choice of standard, deluxe arid pro- 
fessional grades. Selection of spe- 
cial blades for figure or hockey is 
also available. Shoes have Du Pont 
nylon stitching throughout, on both 
soles and uppers. Tongues are 
lined with Du Pont Ploar-Pile pad- 
ding. Sealand, Inc. 


For more data circle No. 18 on postcard, p. 161 


Door Lock Bits 


No. 26 door lock bits feature 
single-cutter head with fine lead 
screw and one outlining spur for 
fast, smooth boring. Made in 15%, 
134, 1%, 2 and 21% in. sizes, overall 





length is 51% in. and the shank is 
standard brace type. Bits bore open- 
ings for all makes of tubular-type 
door locks. Available individually 
packed in metal-edge box or in sets 
of all five sizes in handy plastic roll. 
Greenlee Tool Co. 


For more data circle No. 19 on postcard, p. 161 


Electric Clock 

Model No. 956, Nautilus, self- 
starting electric clock, is designed 
in nautical theme. Clock, thermom- 
eter and barometer are styled after 
ship’s wheel. Measuring 7 in. high, 
18 in. wid2 and 6 in. deep, unit has 





(Continued on page 164) 
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Please use this P. O. 
Box Address for Quick 
Check Cards Only 






























































CHECK CARD 


AN EXTRA 
HARDWARE AGE SERVICE 


A successful hardware dealer keeps up to date on 
What's New in merchandise. The Quick Check 
Card on the bottom of this page will help you get 
more information on new products described in this 
issue, quickly and easily. HARDWARE AGE brings 
you more new product descriptions than any other 
magazine. The Quick Check Card service will now 
get you all the information you need, quickly. 








FIRST CLASS 
PERMIT NO. 36 
(Sec. 34.9 P.L.&R.) 
New York, N. Y 























BUSINESS REPLY CARD mame 
No postage necessary if mailed in the United States -_— 
POSTAGE WILL BE PAID BY ee 
Post Office Box 60 ee 
Village Station os 
NEW YORK 14, N. Y. oman 
Postcard valid 8 weeks only. After that use own letterhead fully describing item wanted 10/1/53 


Please send me further information on the WHAT'S NEW items, code numbers 
for which | have circled below. 
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FIRM ADDRESS ..cesescccees Coo eee rcccereccesreeceseeseeeeeeeeeeeeee eveee 


CITY or TOWN. coccccccceccccccccece eeeeeeee ZONE eeeeeee STATE. .ccoccceecs 















Postcard 
Please send me further information on the WHAT'S NEW items, code numbers 
for which | have circled below. 











| 


vali i &® weeks 

















only 


After 


Here is Your Quick Check Card 


What it is... How it works 


Each issue brings you dozens of descriptions of new products, new dis- 
plays, etc., in the "What's New" columns. You get more of these in 
HARDWARE AGE than in any other magazine. 


When you want more free information on any of these products, simply 
mark a circle around the same number on the post card as appears 
under the individual item description. 


Drop the post card in the mail box. No postage is needed. You will 
quickly receive, free, complete details on the product from the manufac- 
turer. You may circle as many items os you wish. Separate information 


will be sent you on each item. 


thot us 


Be sure to give your full name and address on the post card. Print or type 
it clearly. We cannot service post cards with incomplete addresses. 
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A big help for busy deal- 
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Box Address for Quick 
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HARDWARE | 









Sure hit with every homeowner... 


























Stanley RUSTIC IRON 
Cabinet Hardware 


Here — in the new, complete Stanley line — is Rustic Iron 











eon Cabinet Hardware with that hand-wrought “look” . . . that 
‘% RUSTON iA authentic early American styling so much sought after today. 
pA lenge It has hammered edges, a rough textured finish bonderized for 
¢ A lasting beauty. It accents the charm of every home, every roorh, 
: ba Make the most of the rapidly growing trend to traditional 


cabinet hardware. Ask your wholesaler for a supply of consumer 
folders showing the full Stanley line. And ask him about the 
attractive salesmaking display illustrated — one of many 

featuring the varied lines of Stanley Cabinet Hardware. 

The Stanley Works, Cabinet Hardware Division, New Britain, Conn, 

















HARDWARE 
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FREE* 
Sales-Proven 
Eye Catcher... 


Se . aoe 4 | 
| wit ataleea ne 


... SELLS VISES—basic work- 
shop tools — for the “do-it-your- 
self’ market. Put the display to 
work in a good spot to build sales 
for vises and other related tools. 





1. Hardened steel 
jaws. has greatest strength, 
protects main screw. 

6. Swivel base. 

7.Non-hinging type 
steel handle. 


5. Steel channel slide 


2. Pipe jaws. 
3. Cut-off tool. 
4. Anvil with horn. 


*ARROW DISPLAY CARD free 
while they last, with orders of six or 
more Desmond-Simplex Utility Vises. 
Also write for information on the free 
No. V-7 complete line display stand 
with trim material. 

The Desmond-Stephan Mfg. Co., 
Urbana, Ohio 

Gentlemen: Please send me without obliga- 


tion full details on your sales-proven No. 
V-7 complete line display. 


DESMOND-SIMPLEX 








WHAT’S NEW 








gold plated metal case and mahog- 
any stand and other wood parts. 
Unit retails for $59.50. Pennwood 


Numechron Co. 
For more data circle No. 20 on postcard, p. 161 


No-Mortise Hinge 

Fastinge, no-mortise five-knuckle 
hinge, eliminates the necessity of 
mortising and recessing each door 





and frame. With Fastinge a per- 
fectly aligned door can be put up 
with just the use of a screwdriver. 
Available in all standard sizes and 
finishes. No-Mortise Hinge Corp. 


For more data circle No. 21 on postcard, p. 161 


Ornamental Brackets 


Vine and leaf design has been 
added to line of ornamental grilles 
and brackets. In highly polished 
cast aluminum, the Nu-Art leaf 
pattern bracket is 7x11 in. and can 
be used for corner scrolls on screens 








or porches, as shelf supports, etc. 
Bracket is practical as well as deco- 


rative. Macklanburg-Duncan Co. 
For more data circle No. 22 on postcard, p. 161 


ete 


Lightweight Massager 
This lightweight massager can 

be used for facial, scalp and body 

massage. It fits the back of the 





hand, and delivers impulses to the 
finger tips. It is packed in a bright 
yellow and red box suitable for dis- 
plays. It is made of ivory Bakelite, 
with polished die-cast aluminum 
base and a black rubber cushion. 
John Oster Mfg. Co. 


For more data circle No. 23 on postcard, p. 161 


Flashlight Kit 

Called Save a Life kit, this unit 
features a deluxe flashlight and 
four of the new leakproof batteries. 





Kit is designed to offer a flash- 
light and two spare batteries in a 
compact package as a year-round 
gift. Self-display package octu- 
pies minimum counter space; box 
cover folds back to form display 
card. Kit includes all-brass, chro- 
mium plated spotlight with fixed 
focus bulb. 
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movable end cap and translucent 
red lens-ring for safety signalling. 
Olin Industries, Inc. 

For more data circle No. 24 on postcard, p. 161 


Rain-Proof Mailboxes 


These rustproof cast aluminum 
mailboxes are completely rain-proof, 
protecting mail from damage by 
rain. Called the Rain-Pruf, they 
are sturdily built with heavy mag- 
azine clips and name guides. They 
offer ample room for long envelopes. 
Design has special louvres that per- 
mit mail to be viewed but do not 
allow rain to enter. Velvet black 
finish (illustrated right) retails for 


$4.98; antique finish (illustrated 
left) retails for $5.98. Remington 
Hardware Co. : 

For more data circle No. 25 on postcard, p. 161 


Floor Covering 


This new pattern, called Star- 
dust, has been added to the Gold 
Seal line of floor coverings. Avail- 
able by-the-yard, it has 9x9 in. 
square motif of sparkling, star-like 
decoration in a variety of color 





shades. It comes in Stardust 898, 
red, and Stardust 899, yellow, in 
6-ft. widths. Congoleum-Nairn, Inc. 
For more data circle No. 26 on postcard, p. 161 
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Small Kitchen Range 

This 1914-in. kitchen range was 
designed for areas of limited space. 
Top has three standard and one 
giant burner, with cast iron grates 
and top and burner trays finished 
in black porcelain enamel. Oven is 
full family size with automatic 
lighter. Oven and broiler are fin- 
ished in speckled blue porcelain 
enamel. Splasher back and control 





panel are chrome. Range can be 
used with natural, manufactured or 
LP gas. Perfection Stove Co. 


For more data circle No, 27 on postcard, p. 161 


Nylon Spinning Line 

No. 5200 Wexford Spin-Pak con- 
sists of Dupont nylon monofilament 
spinning line processed to make it 





extra limp. New packaging prin- 
ciple makes it easier to put line on 
any type spinning reel without 
twist. Line is spooled in different 
yardage units so Spin-Pak can be 
used to fill a reel to capacity with 
minimum of leftover. Line is wound 
on Pak-wheels, two connected, in 
100 or 150 yd. units. Wheels are 
attached to card and can be spun 
off directly onto ree]. Six two-wheel 


ae 











KLEEN-UP LAWN RAKES 


RUGG MFG. COMPANY 


Manufacturers of a complete line of Snow 
Shovels, Snow Scoops and Snow Pushers, 
Steel and Wood Lawn and Hay Rakes. 


Two HOT Items 
For a COLD Day 








LITE-WATE 


Aluminum Snow Shovels with 
Aluminum or Wood Handles 


mr 


SNOW PUSHERS 
With or Without Wheels 





And of Course 





ie ey 


KLEEN SWEEP and 


GREENFIELD, MASS. 


Buy Them From Your Jobber 
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MAYES 







MAGNESIUM LEVEL 





No. 5424—24” 


AMERICA’S FAVOR! ite 








BACK OF SLEEVE 


To help CHRISTMAS TOOL BUYING, MAYES 


Presents This Beautiful 
FIVE COLOR SLEEVE Designed To: 


* Slide over regular shelf carton 
* Make any tool display more attractive 


%* Make Christmas buying easy for the 
man who is hard to buy for. 





_ CHRISTMAS BUYING DONE NOW, 
RS STE OE LATIN,” 


Sold Through Jobbers Only 


MAYES BROTHERS TOOL MFG. CO. 


PORT AUSTIN, MICHIGAN 

















WHAT’S NEW 











@ For more information 
on these products and 
services use free post 

card on page 161. 


Paks to a box; 1800 yd. of .008 in. 
diameter line, and 1200 yd. of .010 
to .014 in. diameters. Shakespeare 
Co. 


For more data circle No. 28 on postcard, p. 161 


Lacquer Finish-Sealer 


Liquikote, lacquer finish and seal- 
er, can be applied to any type of 
wood and metal, and can be used as 
protective coating on wood furnish- 
ings. A clear liquid, it resists water, 
heat and alcohol, and can be applied 


ff 





by brush or spray. One galicn cov- 
ers approximately 600 sq. ft. and it 
dries within 30 minutes. It dries to 
high luster on metal; on wood it 
can be regulated to give dull, satiny 
or high sheen finish. One coat pro- 
tects a paint job for one year. Re- 
tails for 98¢ a 1% pt., $1.79 for 1 pt., 
$2.98 for 1 qt., and $9.65 for 1 gal. 
J. F. Kerns Co. 


For more data circle No. 29 on postcard, p. 16) 


Cylindrical Lock 

This residential cylindrical lock, 
the Guardian, features external 
parts of solid brass, bronze and 
aluminum. There are no screws in 
knobs or roses and no die-cast 
parts are used. All interior work- 
ing parts are steel, zinc-plated and 
dichromated. Installation is self- 
aligning and requires two stand- 


ard-size holes and shallow face- 
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ne) OTHER SOLDERING IRON offers all these features All ANY PRICE 


y, 


* Special alloy tip fer increased resistance to 
oxidation and wear 


* Advanced Transformer design — right 
amount of heat at the right time . . . melts 
solder in 312 seconds 


* Colorful silent-salesman display carton 


* Extra comfortable — 1% Ibs. weight, finely 
balanced and with coolest handle 


* Long life, heavy duty 180 watt transformer 


* Tough, long life case of laminated phenolic 
resin-impregnated cloth plastic 


* Positive trigger — easy action 


* Backed by the famous LENK Warranty 
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INSTANT ik HEAT 


Soldering Iran 





Pa 












Hundreds of uses for the home owner “DO- 
IT-YOURSELF” market as well as craftsmen, 
electricians, model makers, floor layers, 
radio repairmen, factory and shop. | 





At your favorite jobber, or write for information to 


The , 


Mfg. Company 


30 Cummington St. 
BOSTON 15, MASS. 





Dealers’ Choice For Over 30 Years 
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WHAT'S NEW 


plate mortise cut in door. Fully 
reversible, it is adjustable to any 
residential door from 1%% to 1% in, 
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| 


athroom accessories ( 


open new sales horizons for you 





thick. Guardian lock is in low- 


Point out these facts to your customers and you will price field. P. & F. Corbin Div., 
make more sales, and easier sales: American Hardware Corp. 





’ . . For more data circle No. 30 on postcard, p. 161 
1. The Empire line is made from brass and white metal, 


polished to a mirror finish and heavily chrome plated. 


Spinning Fly Converter 


This Spin-A-Fly taper line con- 
verts spinning gear into fly casting 
3. Attaching screws are all concealed. unit. It is a balanced size GA, 14-ft. 
4.The Empire Line has the spark of classic beauty that nylon taper, with Plasti-seal finish 

catches the eye instantly, the quality finish that keeps its and a spliced loop for attaching 


2. Recessed items can be attached to either cement, wood 
or plaster. 


good looks for years. shooting line. It casts a fly or bass 
5. The Empire Line is competitively priced, in spite of its bug delicately and accurately up to Starting 
quality of workmanship and materials. and Ed 


These beautiful accessories can be Pearl-W 
sold to apartment buildings, hotels, i 

institutions, — they fit in the most ® Ladie 
expensively appointed homes, as © Good 
well as in any averdge dwelling. Be- © Amer 
cause they can be sold to a diversi- © Bette 





fied market, they are good volume 
builders that in- 
crease sales and 
profits. 


Yes, Grouche 
Hampers to 
magazines, c 
It's the great 








Be ready to | 
top billing tc 
a distance of 75 ft. Easy to use, it en ge Ao 
Write for operates by attaching taper to regu- 
free folder and | lar spinning line. Sunset Line & a perme 
sales bulletin. =| Twine Co. — 
| For more data circle No. 31 on postcard, p. 161 * p psate 
° ALL-CLE 
Cellulose Sponges en 
: -H 
Family Pack of colored cellulose ond len 
sponges, 10 sizes for household 
use, includes sponge wiping-cloth “Groucho Marx, 
for trays, tables, etc.; children’s Networks spon 
(Continued on page 172) tEddie Canter, t 
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4650 SOE AGERE AE ORS 


” Here’s the ¢? greatest sales hypo 
in Hamper/ History! — 


Starting in September, Seno Marx* 
and Eddie Cantor? will be selling 
Pearl-Wick for you from coast-to-coast 
Mees 

* Ladies’ Home Journal ® Today’s Woman 

* Good Housekeeping © Parents’ 

* American Home © McCall’s 

© Better Homes & Gardens © Brides 
Yes, Groucho and Eddie will be popping out of Pearl-Wick 
Hampers to sell millions of prospects . . . in newspapers, 


magazines, counter cards, window streamers, store displays. 
It's the greatest promotion in hamper history! 


Be ready to cash in . . . arrange your display space to give 
top billing to these great salesmen! 

Besides Eddie and Groucho, 

ONLY PEARL-WICK HAS ALL THESE SALE FEATURES! 


® STEEL-RIBBED DUROWEVE FIBRE — for 
extra strength and durability. 

© COMPLETELY SELF-VENTILATING. Thousands 
of non-clog air vents . . . no mildew or odor. 


® ALL-CLEAR INTERIOR. No posts or beams to 
snag clothes. 


» Sh OW =RS 
© HIGH-HEAT BAKED ENAMEL FINISH for beauty THE ONLY NAME SHE KNOWS 8 HAMPERS 
and long wear. 


“Groucho Marx, star of “You Bet Your Life” on NBC-TV and Radio Oo i AR L wi © 4 
Networks sponsored by the DeSoto-Plymouth Dealers of America, 


tEddie Canter, NBC-TV and Radio Star 27-50 First Street, Long Island City 


ulose 
ehold 
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Look what were putting 
behind your L050 
Christmas Promotion! — 





Make it your greatest Christmas ever! 
Send d coupon for Free Merchandising Kit! 


FREE! A giant, full-color re | { 


banner—illustrating, de- 

scribing, and pricing ony 

COSCO model! Topped wit! 

mammoth die-cut Santa 

saying “Want my advice? FREE! Die-tut 
Give OSCO!”" (Also availa- “spotties” to 
ble in pasteboard form to put on your 
mount on COSCO Display be cosco 
Stand Model ST-1) advice? Products! 






~ FREE! Easel-mounted 
reprints of COSCO’s 
national advertising! 


ALSO! Full-color, 
six-page state- 
ment enclosures : } 
selling the _ & sagt i FREE! Ready-to-use ad 
Oline;.. 4 Eo mats and radio commer- 
cials, plus product mats and 
p hotos, and handy “copy 
slants,” for your own ad- 


vertising! | 3 = ys eine y 


Pee Ese eS See ee ee2e2e22.3 ) 


Link your store with COSCO’S great 
national advertising. Mail coupon now! 





j HAMILTON MANUFACTURING CORPORATION ; —_ 23 

Department HA, Columbus, Indiana : . ALSO! COSCO’s sensational display stand, Model ST-l, 

i eS imprinted statement . = =| : which has doubled and tripled COSCO sales for dealers 

j U re _ coast to coast .. . only $10.00 on special purchase plan! 
enclosures at $3.00 per thousand. ) 

| Oo Please send, without obligation, free merchandising kit 

j for our Cosco Christmas Promotion. 


r] lease send cardboard mounted Santa Claus cutout for 
ST-1 Display Stand. 


OM IN i ceeicctescsicensnsadasiiivadstocenecis 
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Metal Househol 





full-color 
39,700,000 Americans — including 
double-page your customers—will see these spec- 
e tacular sales messages in Life and the 
= spreads in : 


ties Companion and put Cosco on their 
jets gift lists. Get ready for these national 
advertising bomb-bursts! Send now 
for Free Tie-In Merchandising Kit, 
containing everything you’ll need to 
capture the pre-sold’ Cosco custom- 
ers in your trading area. Order early 


(DECEMBER 7TH ISSUE) . : 
—stock and display the complete line. 


| HAMILTON MANUFACTURING CORPORATION 
CoLuMBuS, INDIANA 


(DECEMBER ISSUE) 


fiodel ST- 4 
for dealers 
chase plan! 


Metal Household Furniture 
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Why “trade dollars” 
on all work gloves? 


A grip that can’t slip! 


You do workmen and home handymen a 
favor when you sell them this flexible, 
positive gripping glove with rough-grain, 
natural rubber coated palm that far out- 
wears leather palms. Right for farmers, 
truckers, construction workers, home 
handy-men — everything except greasy 
work. In knitwrist styles, also. 








No, 908 NEOX 


Liquid-proof, all-purpose 


Best selling glove on the market with 
neoprene-base coating. Its specially rein- 
forced neoprene (NEOX) is tougher, more 
flexible, has a better grip. Withstands oil, 
grease, chemicals, heat, resists cuts and 
snags. In gauntlet style, also. 








No. 303 Monkey-Grip 


World's largest line of coated work gloves 


: Kdmont 












These high quality coated gloves pay you full profit... 
are increasingly good sellers because users find they 
outwear common work gloves 5 to 10 times. 








Hand-fitting, quality plastic 


A full profit plastic glove in exclusive pat- 
tern that fits the hand all over. Wide wing 
thumb; curved, pre-flexed fingers. And its 
special Edmont plastic has a grip, a lasting 


flexibility and 50% longer wear that cus- 
tomers don’t get in cheaper plastic gloves. 


In palm-coated style, also. 


Write us for dealer catalog, prices, Order 
items from your regular jobber. Sell them 


at full mark-up. 






Edmont Manufacturing Company, 1214 Walnut Street, Coshocton, Ohio 


a 


Edmont 


job-fitted gloves 








WHAT’S NEW 


eons 





@ For more information 
on these products and 
services use free post 
card on page 161. 









sponge; two sponges for soap 
dishes; two polish applicators for 
silver, shoes, etc.; two wave or 
hair-lotion applicators; and two 
fine-pore sponges for applying and 
removing cosmetics. Packed in cel- 
lophane bag with label and price 





spot for self-selling, sponges are 
yellow, blue, green, coral and buff. 
Suggested retail price for pack is 
49¢. E. I. du Pont de Nemours & 
Co. 


For more data circle No. 32 on postcard, p. 161 


All-Purpose Reel 


No. 940 Topsail General, all-pur- 
pose level-wind reel, is adaptable to 
fresh and salt water fishing. It fea- 
tures new type reel seat, 100-yd. 
line capacity, and reverse handle 
action in trolling. It has strong, 
chrome-plated spool; metal rein- 
forced sideplates; star drag; 
synchro-mesh gears; self-lubricat- 
ing bearings; removable line guide 
and worm, and plastic double- 
handle knobs. New reel stand fits 
fresh and salt water rods. Retail 
price is $12. Ocean City Mfg. Co. 


For more data circle No. 33 on postcard, p. 16! 


Fish Wrapping Bags 

Here is an item for fishermen 
customers—plastic wrap paper and 
bags for odor control in transport- 
ing fish home in automobiles and 
for storage in refrigerators. Each 
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“BIG 4° 


ee “BIG 4” Hanger and Rail 


The heaviest of doors slide open and closed — easily, 
quickly and quietly. Hanger wheels operate on steel 

7 
roller-bearings sealed by a large protecting hood, 


Heavily embossed for added strength. 


Custom-built for heavy duty 


able to 
Strong and stoutly constructed to deliver friction-free perform- 


ance the year ‘round regardless of the weather. 


handle 


trong, 
rein- an even, perfect tread for the swift gliding hanger wheels. 


The special Braced Rail designed to serve the “BIG 4” provides 


drag; a, 
bricat- - BAD, an 


guide 


iouble- et AK 


nd fits 7 
Retail 


“BRACED” RAIL 


rand Vy App fh MANUFACTURING COMPANY 
or Mi Hd. /, STERLING © ILLINOIS 


s and 
Each 
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! able in single and double curtain 
ca H A gah N & 7 rods, sash rods and criss-cross, in 


all sizes. Made of cold rolled steel] 





5 which is electrogalvanized and 
ad et ae er ae ap bonderized to resist rust, rods are 
esingyone capa ee aa SE finished with deluxe baked Du Pont 
a ee ee ee ee enamel. Rods have threader-cap for 
in., six wrap sheets 18x24 in., and ae 


six rubber bands. Package is in 


are pulled at each end of bar, two 
rods appear which practically 
double the bar’s original length. 
When not needed, rods disappear 
with touch of finger. For hang- 
ing stockings, lingerie, etc., it 
comes in 18, 24 and 30 in. lengths. 
Hall-Mack Co. 


waterproof plastic bag to protect For more data circle No. 35 on postcard, p. 161 gliding through curtains without 
it against sharp equipment in snagging or tearing fabric. East- 
tackle box. Central States Paper Curtain Rods ern Venetian Blind Co. 

& Bag. Co. Lok-Seam curtain rods will not For more data circle No. 36 on postcard, p. 161 


F data circle No. 34 teard, p. 161 - 
ee sag under the weight of heavy cur- 


tains and will not twist with con- Silver Cleaner 
Extendable Towel Bar stant use. Edges of metal are Silvastar cleans silver, silver 
Extra space is provided in small folded together and seamed under plate and gold on contact and can 
bathrooms with the Extendo-Bar, great pressure, fully closing rod be used in any sink, dish pan or 









extendable towel bar. When knobs and giving it extra strength. Avail- cutlery compartment of a dish 
~ \d ie CA . 
Q ra ae 
ke Or ly = 


THE GREATEST SHOW ON EARTH! 


a 
JUSTRITES 1953 Autumn-Christmas Promotion 




























Step right up, Retailers! Here comes . HIGH FLYING TIMING! 
+ yenanpec sacral tama * Split second timing is the key to the 
eade y stars an ull o ’ — ° . 
. it’s designed to create more flashlight d JUSTRITE Autumn-Christmas prometen 
sales for you—not only at Christmas— : —timed just right to bring in plenty of 
but for every week of the year!, e@ flashlight sales! 
° a 
TREMENDOUS CROWDS! © GREAT NEW DEALER AIDS! 
25,000,000 people will see the A whole n series of mat ads: 
JUSTRITE Flashlight Show in 21 na- $  —civtut informative booklet 
» tional magazines like Esquire, Field e fe niece oat eal 
* and Stream, Popular Mechanics, Out- : So aes oe oe 
6 door Life, Argosy and many e counter display card to help 
Op. others. That means 25,000,000 @ you sell, ring up profitable 
pre-sold prospects! 4 Christmas sales. 


OUTSTANDING FEATURE ATTRACTIONS! 


The JUSTRITE line up of starring feature attractions includes the following favorites 


. 
| Get the Entire JUSTRITE ——— 
e 
Promotion Package FREE _ = 
our jobber oF distributor tor 
foils or write direct t0.-- 


TE YELLOW FLASH 8 
Most powerful made.  Half- 6-VOLT WORK LIGHT 


fas) mile beam... Uses 8 standard 6-volt lantern power ina com- LIFE GUARDER ' 
MANUFACTURING . flashlight cells, converts to 6- pact 3°x3"x5%” unit. Ad- Companion to Work Light... 
ENUE 
w. SOUTHPORT AV 


volt lantern cell. Fits glove justable headpiece .. . Focus- Flasher and red liner give single attractive package — 

compartment, tool box. Handy ing reflector . . . Square base warning . . . Instantly con- LIGHT for WORK and LIGHT 
caco. 14, ILLINO!S square shape, adjustable head, —stays-put .. Uses 4 stand-  verts to steady white light. . for SAFETY Model No. 

rugged metal case. List price ard flashlight cells. List price Uses 4 standard cells, List 21WW. List price $7.75 less 
$3.95 less batt. $2.95 less batt, price $4.95 less batt. tt. 












JUSTRITE Work Warning Set 
Work Light, Life Guarder in 


206) 
CHI 
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TYING IN WITH THE 
TREMENDOUS NATIONAL 
‘WEEK-END DECORATOR" CAMPAIGN 








Capitalize on the 


ae 


feature it, display it. 


Everything they need except the paint! 


1. Rubberset Paint Roller— Wool cover. 
Won’t streak. Covers large areas quickly, far 
less tiring than a brush. 


2. Dip Tray—One piece, holds more than 
1 qt. paint, can be used on floor, table or 
ladder. 


3. Rubberset Pure-Bristle Brush (14%4")— 
For touching up spots roller can’t reach. 


4. Putty Knife—For patching plaster and 
wood. 


5. Sandpaper. 
6. Paint Paddle—For mixing paint. 


7.Stapo Waterless Hand Cleaner—Enough 
for 15 cleanings. 

8. A Real How-To-Do-It Book, ‘How to be 
a Week-End Decorator’’—A primer of house- 
hold painting . . . detailed instructions on all 
common jobs. 

9. Carrying Case—Durable . . . a compact 


way to carry and store all equipment. 
PLUS THESE 3 TOP-QUALITY 
SAVOGRAN PRODUCTS: 


10. Savogran Wood Putty (4 0z.)—Con- 
tains real wood. Easily tooled. 


Now sell more paint! 


“do-it-yourself ” trend with 


RUBBERSETS 


WEEK-END 
DECORATOR KIT 






Rubberset’s Week-End Decorator Kit gives even the inexperienced 
painter everything he needs for a professional-looking job—and an in- 
struction book to show him how to do it! Once customers see how easy, 
how economical it is to do their own decorating, they'll come back to you 
time and again for paints and supplies. They save, you profit! 

The Rubberset Week-End Kit will help develop a whole new market for 
you. It gives you one good sale in place of a lot of little ones. Talk it, 


11. Savogran Crack Filler (4.0z.)—Repairs 
cracks, holes and dents. Will not shrink. 
12. Savogran Dirtex (18 0z.)—Fast, effec- 
tive no-rinse wall cleaner. 





Kuseerset the ‘home Hath yout uatanite — dines 3 


THE RUBBERSET COMPANY ° 
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Haynes Avenue & Lincoln Highway, Newark 5, N. J. 
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attractive 


displays 


CAMPBELL CHAIN, displayed on this 
compact, colorful merchandising 
stand, has eye appeal—reminds cus- 
tomers to get the chain they need. 
Various assortments of the most pop- 
ular types are available. The com- 
plete Campbell Line includes chain 
of every type... in every grade 
and size. Ask your wholesaler, or 
write direct. 


Chain for every need... INDUSTRIAL 
FARM ...MARINE... AUTOMOTIVE 


CAMPBELL CHAIN visited 


MAIN OFFICE YCuK PA 


Factories. York, Pa, and t Burlington 


> w 











WHAT'S NEW 


@ For more information 
on these products and 
services use free post 
card on page 161. 





| washing machine. Placed in luke- 
| warm water with an ordinary 


amount of household detergent, it 


draws off tarnish from smooth sur- 
faces and deeply edged patterns as 
it restores original luster. Made of 
Silvasium, new magnesium alloy, it 
| is 5 in. in diameter and weighs 244 
oz. Guaranteed never to wear out, it 
retails for $1. Damar Products, Inc. 


For more data circle No. 37 on postcard, p. 161 


Taper Rolled Shovels 


Ram-Lite brand taper rolled shov- 
els are lightweight, between 3% 
and 3% lb. Sections subjected to the 
greatest strain are taper rolled and 
reinforced with rolled shoulders for 
added strength. Socket and blade 
are tempered, socket is equipped 
with Shock Band, blades are tum- 
bled finish and handles come with 
clear finish or new Burntcote fire 
finish. O. Ames Co. 


For more data circle No. 38 on postcard, p. 161 


Kitchen Tool Set 
Contemporary Decorator set of 
Flint kitchen tools features a black 
wrought iron style five-piece hang- 
up rack. Set includes Flint food 
mixer, two-tine fork, basting spoon, 
pancake turner and potato masher, 
all of polished stainless steel with 
| black phenolic plastic handles. Gift 





Loos 


ENGINE 
Stratton « 


CLUTCH 
gine and 


BLADE - 
type, Au 
height ac 
on either 


Write 


Makers of Famous CAMPBELL Lug-Reinforced TIRE CHAINS boxed, set retails for $19.95; rack 
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HAVE A PROFIT PACKED YEAR WITH 


20” ROTARY 


21” REEL TYPE 


Look / TWENTY INCH ROTARY 


ENGINE — 1.6 H.P. 4 cycle Briggs & 
Stratton 6 BHS. 


CLUTCH — Friction type, protects en- 
gine and blade from damage. 


BLADE— 20”, one-piece, “‘up-lift” 
type, Austenized hardened. Cutting 
height adjustment 3,” to 234”. Trims 
on either side to 3"! 


18” and 21” REEL TYPE 


ENGINE — Briggs & Stratton. On 18” 
mower 1.1 H.P. Model 5S. On 21” 
mower 1.6 H.P. Model 6S with recoil 


starter! 


REEL — 6”. Five blade, Austenized 
hardened, sealed ball bearings. 


CUTTING HEIGHT — 1,” to 242" — 
Exclusive Adjustment. 


Write for catalogs and prices to: | 2) 
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CORPORATION 


poms - 
lOWERS Bias 


18” ELECTRIC ROTARIES 


$69.50 to $124.50 


f.o.b. factory 


EIGHTEEN GAS AND ELECTRIC ROTARIES 


GAS ENGINE — 1.6 H.P., 2 cycle 
Pioneer, direct drive. 

ELECTRIC MOTOR — 1; H.P., 110-120 
Volt AC, 3450 RPM with automatic 
overload switch! 

BLADE — 18” 'up-lift ‘type, one-piece, 
Austenized hardened. Cutting height 
¥," to 24%,". Trims either side to ¥%”. 
CLUTCH — Protects engine and blade 
from damage. Friction type. 


5844 W. Dickens Avenue 
Chicago 39, Illinois 








WHAT’S NEW 


alone, gift boxed, $2.95. Set of five 
same tools in Flint Arrowhead 
line, with laminated Flintwood han- 











dles and stainless steel, retails for 
$16.95. Mixer alone is $5.95. Ekco 
Products Co. 


For more data circle No. 39 en postcard, p. 161 


Wheelbarrow Wheel 

Here is kit for conversion of 14- 
in. steel wheeled wheelbarrows into 
rubber tired model. Kit contains 





10x234-in. steel-disc ball-bearing 
wheel, semi-pneumatic puncture- 
proof tire with 2%4-in. flat tread, 
pair of left and right hangers, and 
5g-in. axle. Kit has large descrip- 
tive label inside cover so box can be 


used as display. Gleason Corp. 
For more data circle No. 40 on postcard, p. 161 


Roof-Patching Material 


Handifab, roof-patching mem- 
brane, is made of glass fibre and 
comes packaged in a self-selling 
display carton that holds 12 pieces. 
Each piece is 6 in. wide and 12 ft. 
long, and is individually wrapped 








in cardboard sleeve which pictures 
six major uses of product and gives 
illustrated directions for using jt 
Principal uses are for patching 
holes, sealing around vent pipes, 
repairing chimney flashings and 






(meter tee 








lining gutters. Two-color window 
banner, 18x8% in., is available. 


Gibson-Homans Co. 
For more data circle No. 41 on postcard, p. 16! 


Dishwashing Faucet 
Speedy-Way, semi-automatic dish- 
washing faucet in the concealed 
deck type, suds, brushes and rinses 
at the touch of a button on the 











ig KIMBLE GLASS BARS WON'T RUST 
|... STAY NEW-LOOKING! 
a 













Var opal gloss with adjustable metal fit- 
tings. 18"’ long. 

| Kimble Double-Purpose Gloss Bars — 
__ crystal gloss with adjustable fittings for 
"partial or full-length use. 24” long, 


J. Kimble Deluxe Glass Bars", crystal- 
: ‘ing 10" ond 2 streamlined metal 





HERreE’s AN ITEM your Customers won’t 
be able to resist once they see what use- 
ful, economical, handsome helpers 
Kimble Glass Bars can be. 

With their polished metal fittings and 
sparkling glass, Kimble Glass Bars are an 
attractive addition to any room—be it 


KIMBLE GLASS COMPANY 
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bedroom, kitchen, bathroom or nursery. 


Most important, our tremendous pro- 
duction facilities make it possible for us 
to sell at a cost that gives you an unusual 
profit margin. Decide now to order these 
fast-moving bars from your wholesaler, 
or write to us direct. 








The | 
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Shings and 


HOLIDAY SHOPPERS for gifts 


and for their own kitchens, too! 


or window 
available. 
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Feature Lustro-Ware this Christmas. It's a 

welcome family household gift . . . for 
Mother, friends, relatives, and of course, the bride. Perfect for party prizes, too! 
Shoppers will recognize its guaranteed, Good Housekeeping approved quality 
and smart modern style from the intense Lustro-Ware advertising in 8 leading 
Women’s Magazines. Millions already using Lustro-Ware will also be buying new 
and additional matching items for their own kitchens. You'll be equally pleased 
with Lustro-Ware’s fast turnover and high profts at popular budget prices. 


Check your plastic housewares stock at once and plan now to make Lustro-Ware 
one of the sales attractions of your housewares deptrtment. All the sales trim- 
mings you'll want for featuring Lustro-Ware are also yours for the asking. 
Contact your supplier at once for this new, 16-page Merchandising File or write 
COLUMBUS PLASTIC PRODUCTS, INC., Columbus, Ohio. 


rsery. 
| pro- 
or us ‘ 
1 OR, BEF: 
usual Keo * UND ora 
these », (= Guaranteed by % 
; Good Housekeeping 
“ . 


saler to wt 
2 4 745 anveanisto Sag 


The GIFT PACKAGED 

8-piece Lustro-Ware Kitchen 
Ensemble is a Holiday sales 
leader at $9.95. Set consists of 


4-piece canister set, bread box, cookie 
jor, salt and pepper shakers. 
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Sell them 
to the 
“‘do-it- 
yourself” 
buyer 


e Keep 
clothes neat. 
e Adjustable 
to fit any size 
space —four 
sizes, 18” to128”. 
e Easy to install 
—only four screws. 
e@ Sell on sight— 
display them! 

e Made strong— 
ends permanently at- 
tached—no welds to 
break. 


THE SHELBY SPRING HINGE CO. 
SHELBY, OHIO 





CLOSET HANGER BARS 


180 














handle. Unit consists of a nozzle 
surrounding a nylon brush, a de- 
tergent chamber built into the 





handle. and a retractable hose lead- 
ing from a chrome-plated escutch- 
eon. Harcraft Brass Div., Harvey 


Machine Co., Inc. 
For more data circle No. 42 on postcard, p. 161 


Lightweight Mixer 
Lightweight, portable electric 

hand mixer was designed to handle 

kitchen tasks with big mixer effi- 





ciency and meet demand for space- 
saving appliance. Three-speed con- 
trol dial can be controlled with 
thumb. Bottom bearing prevents 
blades from scraping bottom of 
bowl. Mixer rests on end for drain- 
ing into bowl. Spring steel ejector 
releases beaters. Knapp-Monarch 
Co. 


For more data circle No. 43 on postcard, p. 161 


@ For more information on these products and services 
use free post card on page 161. 


Clothes Washer, Dryer 


Completely automatic clothes 
washer and dryer is designed for 
the budget-minded market. Washer 
has single dial control for all oper- 
ations including a deep rinse. Dryer 





blows warmed air over tumbling 
clothes, and can be set for various 
types of drying. Both have in- 
clined fronts, and 1434x18 in. doors. 
Suggested retail prices are $249.95, 
washer; $199.95, dryer. Electrical 
Appliance Div., Westinghouse Elec- 
tric Corp. 


For more data circle No. 44 on postcard, p. 161 


Putty Remover 


Called the Master Putty Remover, 
this tool is made of hardened high 
speed tool steel and is used with an 





electric drill. It removes putty leav- 
ing sash clean and smooth, and can 
be operated from inside or outside 
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ed for . “a fine pocket knife, 
Vasher \ — CAMILLUS 
| oper- am No. 21 
Dryer actual | 
‘ size 













pocket knives are the most wanted, most often asked for* 
CAMILLUS 1, brand name 


CAMILLUS household sets offer excellent quality, finest contemporary 
styling, at modest prices 


CAMILLUS has more than 75 years’ experience in cutlery manufacturing 


CAMILLUS makes only THE BEST 
Among Distinguished CAMILLUS Distributors are: 








bling 
. . Albany Hardware & Iron Co., Albany, N. Y. Marshalli-Wells Co., Billings, Mont 

rious Amarillo Hardware Co., Amarillo, Texas Marshall-Wells Co., Spokane, Wash 

» in- American Hardware Supply Co., Pittsburgh, Pa Marshali-Wells Co., Seattle, Wash 

: Anderson G Ireland Co., Baltimore, Md Masback, Inc., New York, N. Y 

oors Baird Hardware Co., Gainesville, Fla C. M. McClung G Co., Inc., Knoxville, Tenn 

ats Baker G Hamilton, San Francisco, Calif McGregor Hardware Co, Springfield, Mo 
9.95 Beck &G Gregg Hardware Co., Atlanta, Ga. McGowin-Lyons Hardware G Supply Co., Mobile, Ala 
‘his Bigelow G Dowse Co., Boston, Mass Michigan Hardware Co., Grand Rapids, Mich 

rical The W. Bingham Co., Cleveland, Ohio Mississippi Valley Hardware Co., St. Louis, Mo 
Blish, Mize G Silliman Hardware Co., Atchison, Kans. Monroe Hardware Co., Monroe, N. C 

Elec- Bluefield Supply Co., Bluefield, W. Va. Moore-Handley Hardware Co., Inc., Birmingham, Alo 
Bostwick-Braun Co., Toledo, Ohio Morley Brothers, Saginaw, Mich 
Brown-Camp Hardware Co., Des Moines, lowa Morley-Murphy Co., Green Bay, Wisc 

161 Brown-Roberts Hardware & Supply Co., Alexandria, La. Nelson Hardware Co., Roanoke, Va 

P- Brown-Rogers-Dixson Hardware Co., Winston-Salem, N. C. Northern Wholesale Hardware Co., Portland, Oregon 
Buhi Sons Co., Detroit, Mich. Ohio Valley Hardware G Roofing Co., Evansville, Ind 
Buhrmann-Pharr Hardware Co., Texarkana, Ark. O’Neill-McNamara Hardware Co., Vicksburg, Miss 
Burhans G Black, Inc., Syracuse, N. Y. Orgill Brothers G Co., Memphis, Tenn 
California Hardware Co., Los Angeles, Calif. Paxton G Gallagher Co., Omaha, Neb 
Chillicothe Hardware G Supply, Inc., Chillicothe, Ohio Phillips G Buttorff Mfg. Co., Nashville, Tenn 
Coast Cutlery Co., Portland, Oregon John Pritzlaff Hardware Co., Milwaukee, Wisc 

ver Coast to Coast Stores,-Inc., Minneapolis, Minn. Railey-Milam, Inc., Miami, Fla 

tai W. W. Conde Hardware Co., Watertown, N. Y. Richmond Hardware Co., Richmond, Va 

1igh Corpus Christi Hardware Co., Corpus Christi, Texes Roberts, Sanford G Taylor Co., Sherman, Texas 
Decatur G Hopkins Co., Inc., Boston, Mass. Rose, Kimbal! G Baxter Co., Inc., Elmira, N. Y 

1 an Dunham*~Hanson Co., Bangor, Maine The S. G M. Company, Minneapolis, Minn 


San Antonio Machine G Supply Co., Waco, Texas 
Cc. Y. Schelly G Bros., Allentown, Pa 

Schwabacher Hardware Co., Seattle, Wash 
Stratton G Terstegge Co., Louisville, Ky 
Supplee-Biddle-Steitz Co., Philadelphia, Pa . 
Teague Hardware Co., Montgomery, Ala 

Tenk Hardware Co., Quincy, Ill. 

Thomson-Diggs Co., Sacramento, Calif. 

The Tracy-Wells Co., Columbus, Ohio 

Edward K. Tryon Co., Philadelphia, Pa 

Tyrrell Hardware Co., Beaumont, Texas 

U. S. Hardware G Paper Co., Los Angeles, Calif 
Van Camp Hardware G Iron Co., Indianapolis, Ind 
Van Deren Hardware Co., Inc., Lexington, Ky. 
Isaac Walker Hardware Co., Peoria, Ill. 

J. A. Williams Co., Pittsburgh, Pa 

Williams Hardware Co., Ft. Smith, Ark 

R. F Willis Co, Inc., Penn's Grove, N. J 

Witte Hardware Co., St. Louis, Mo. 

Woodward Wight G Co., Ltd., New Orleans, La 
Zion's Cooperative Mercantile Inst., Salt Lake City, Utoh 
Zork Hardware Co., El Paso, Texas 


Dunham, Carrigan G Hayden Co., San Francisco, Calif. 
Edwards G Walker Co., Portiand, Maine 

Farwell, Ozmun G Kirk, St. Paul, Minn. 

Florida Hardware Co., Jacksonville, Fla 

C. D. Franke G Co., Inc., Charleston, S. C. 

Fries, Beall G Sharp Co., Washington, D. C. 

Gallup Mercantile Co., Gallup, N. M. 

Harper G Mcintire Co., Ottumwa, lowa 

Harris Hardware & Supply Co., Kingston, Pa. 

F. W. Heintmann Co., Houston, Texas 

The Herbert Hearn Hardware Co., Cambridge, Md 
Higginbotham Pearlstone Hardware Co., Dallas, Texas 
The S. B. Hubbard Co., Jacksonville, Fla. 

Hunt G Mottet Co., Tacoma, Wash. 

Charles Ilfeld Co., Albuquerque G Las Vegas, N. M. 
Knapp G Spencer Co., Sioux City, lowa 

Knight G Wall Co., Tampa, Fla. 

Kruse Hardware Co., Cincinnati, Ohio 

Lee Hardware Co., Ltd., Shreveport, La. 

Charles Leonard Hardware Co., Inc., Petersburg, Va. 
Lewers G Cooke, Ltd., Honolulu, Hawaii 
Marshall-Wells Co., Portland, Oregon 
Marshall-Wells Co., Duluth, Minn. 
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“Popular Mechanics continuing survey 


a CAMILLUS CUTLERY COMPANY, Camillus, N. Y. 
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GET READY / 


FOR THE PROFIT PARADE 


WALL INDUSTRIAL 
SOLDERING IRONS 


The perfect production-line soldering iron. Designed to take punish- 
ment, so it appeals to all industrial users who are economy-minded. 
© Thermostatic action prevents tip burning! ® Built to withstand con- 
tinuous heavy duty! ® Heats 4 times faster than most other irons! 
® No radionic interference while in use! ® UL and Canadian Stand- 
ards approved! ® Successfully passed the 65° below zero test! 

©@ Precision wound on pure mica sheet! © Heat-Control 

means greater economy! ® Complete size range...20 

to 1000 watt! © Operates on 110-120 volts, AC or DC! 5 


OVER 20,000,000 SOLDERING PRODUCTS SINCE 1864 


WALL manuracturinc com" 


GROVE CITY © PENNSYLVANIA 





WHAT’S NEW 


of window. Guide screw, when at- 
tached, eliminates danger of cut- 
ting too deep. When working on 
casement windows, guide screw 
need not be used as there is no dan- 
ger of cutting too deep. H. FE. Wat- 
kins Co. 


For more data circle No. 45 on postcard, p. 161 





Kitchen Clock 
Jackstraw kitchen clock repro- 

duces Congoleum-Nairn’s linoleum 

pattern on the face. Available in 


red, green and blue, it has white 
case, ivory sweep-second hand and 
shatterproof crystal. Model No. 
2H-42, it retails for $6.95, plus tax. 
In-Pack display carton comes with 
six clocks, two of each color. Three 
clocks are already mounted on dis- 
play, which is colorful and easy to 
set up. General Electric Co. 


For more data circle No. 46 on postcard, p. 161 


Minnow Bucket 


Here is a small minnow bucket, 
314-qt. capacity, which will keep 
bait alive for extended periods of 
time because of its special lami- 
nated paper construction. No. 35, it 
is in the same style and design as 
the No. 5 bucket. Suggested retail 
price is 79¢. Hamilton Metal Prod- 
ucts Co. 


For more data circle No. 47 on postcard, p. 161 


Paint Kit 
Week-End Decorator Kit for do- 
it-yourself market is complete pack- 
age of all necessary equipment— 
(Continued on page 186) 
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~ The perfect Pistol Oiler for 
Home, Shop, Garage and Service Station 





ck repro- The newest member of the famous family of Golden Rod Oilers! 
. Precision engineered pump and smoothest action to deliver a 
linoleum single drop of oil—or a stream! “Lipped” spout tip for easy 
ailable in opening m4 oil cups. Flared container of polished aluminum for 


best appearance and stability; fits the hand! 
Top cap and spout in Golden Rod yellow baked enamel. 
Rigid or flexible spout styles for every oiling need. Sold only in 
“QUICKSALE” Displays— six oilers 
of a kind per display. 








nimor \ | The vise that’s a handy 


Chain 


Vise portable workbench 


a RIBEID 





#600—5” Rigid Spout; 5-oz. Capacity. 
6 Oilers per display; Shpg. wt., 23% lbs. 




















as white . . 
6 Displays per carton; Shpg. wt., 17 Ibs. . 
wand and | the popular fast-selling 
del No. ores 
plus tax. : : 
nes with | N N 40 
wr. Three . ew 0. 
1 on dis- » . * 
| easy to T t d 4 V 
: | ristand Fipe vise 
card, p. 161 
No wonder this Tristand is a profitable seller. Easily 
FLEXIBLE taken to the job—legs fold in and chain for carrying, 
; SPOUT | tray quickly on and off. Roomy top has pipe rest 
ye ‘ 260c—~6" Fissihte 8 —s and efficient benders; tray keeps tools handy — and 
ill kee e ” Flexible Spout; 5-oz. Capacity. : i : . 
‘od ; 4 6 Oilers per display; Shpg. wt. 25% Ibs. | | also makes Tristand extra rigid, won t fold up in 
Fi0Gs . : 6 Displays per carton; Shpg. wt., 17 Ibs. use! Tool-steel Longrip jaws—firm grip but easy on 
al lami- SS ) | polished pipe and tubing. Yoke No. 40 (old TSY-2%) 
'o. 35, it | 2%"; chain No. 45 (old TSC-4) 4”. For good steady 
‘ 7 he “ ‘ : i : 
sign as Yeu “QUICKSALE Displays profits, stock and sell rttaim Tristands! 
d retail ‘ . ee «bes 
Colorful, two-sided displays “sell on sight 
il Prod- cal cccte ene EE" eee Oh Coat THE RIDGE TOOL COMPANY «+ ELYRIA, OHIO « U.S.A. 


top; give full view of Pistol Oilers — easy 
removal. 

Buy one display rigid spout and one flex- 
ible then interchange oilers for complete 
assortment! 


for & ORDER FROM YOUR LOCAL JOBBER 


ae e DUTTON-LAINSON CO 
yment— - ie 


) , HASTINGS, NEBR., U.S.A. Since 1886 
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RV LITE VIM 


- 


R-V-LITE 








Hottest big-ticket item in your line! Complete kit con- 
tains everything for quick, efficient enclosure of average 
size porch (or 10 storm windows and 2 doors). Or, you 
can split the kit to make profitable sales for dozens of 
other uses! 


3-PK ENCLOSE-A-PORCH KIT 








RV-LITE® Zeady-Coe “ll 
STORM PANE KITS || 


Striking self-display cartons and self-serve floor fixtures 
speed sales of these handy, all-in-one “take-home” units. 
Colorful illustrated display-card top catches attention, 
catches customers for both low-cost types. 

R-V 48-SP and R-V 72-SP FIXTURE ASSORTMENTS 

36-SP Clear, 2-mil Vinyl Plastic Pane 

12-SP De luxe Cotton-Reinforced Pane 














R-V-LITE® ponderosa PINE 
MOLDING STRIPS 


Holds 250 3-foot strips (total 750 ft.) in self-display carton 
that keeps strips clean and undamaged. Top grade Pon- 
derosa Pine, %” x %”, with smooth-finished flat top, 
rounded corners. Perfect for every R-V-LITE and VIMLITE 
installation. 


Se Ses ee eet i RRM RPE i OH 


POWERFUL R-V-{)) 
HELPS YOU SCOs 





3-Dimensional ““ENCLOSE-A-PORCH" 
Counter Display Sells Kits Galore 

Realistic, dramatic model soy 
shoppers . . . starts sales. You 
FREE with request card packe 


Big ADVERTISI 
In Your Indivi 
Packed with 
advertising : 


Colorful WINDOW STREAMERS Beat 


“ENCLOSE-A-PORCH” Kit Sales! 


Bold, compelling poster displa of 


brings customers into your 


Handy CONSUMER FOLDERS 
Sample Your Entire Line! 

Actual swatches a 
explain properties of 

of R-V LITE and VIMLITE. 


Unique JIFFY CALCULATOR Figures 
Retail Prices at a Glance! 


Enclosed in every roll of 


R-V- LITE to help speed saleeay 





WAGAZINE AL 
Your Customer 


Millions of | 


ped 


sales for you' 


t. 


MERCHANDISED 


a 
9 bl 
ees 





R-V-\iy) MERCHANDISING 
) Scop HIGH IN SALES! 


VERSATILITY...ECONOMY... 
EASE OF USE MAKE NEW 
FRIENDS FOR ALL 8 TYPES 





indoors or out — In 


es here’s an 

iL a e s 

pti rama form foc 

Packed with colorful display and R-V-LITE or VIMLITE produc age é 
advertising material to establish : tal-clear, A-mil_ viny 

your store as R-V-LITE Head- weight, crys pasted 

oe plastic V-LITE opens P ‘ 
making household acce 


ff 


aA 


ket for : 
sories. Prominent display pays 


in year-round sales. 


' | ne ——— ee: FREE R-V- i I T t B co o KL F T ? . 


‘Your Customers on R-V-LITE Benefits! i ie 

Milions of messages in leading "How to do it with R-V-LITE and VIMLITE!' 
... pave the way to more S| 

tales for you! Bee : 

32 idea-packed pages of sales-stimulating 


suggestions, plans, and instructions that tell | 
and show how to make: 


® Storm Doors and Windows © Green- 
houses ® Seed Bed Frames ® Poultry and 
Dairy House Windows ® Factory Partitions 
and Enclosures ® Household Accessories 
© Porch, Patio, and Breezeway Enclosures 
and many more! 


Ger Your FREE al \ Backed by Powerful Consumer Advertising 
KLET and C in in ional ines! 
BOOKLET of ONS Leading National Magazines 


copy! We se sts! 
All-Metal FLOOR Stock he benefits 
Displays adie anaes Li n & =a” Exclusive Manufacturers of R-V-LITE and VIMLITE 


‘Holds 8 rolls of R-V-LITE and 


epee ARVEY@C ORPORAT! ON 





® 
Available Through Leading Wholesalers in the U. S. and Canada 


new LOK-BLOK 
HANDLE CONSTRUCTION— 
TWIST AND IMPACT 
PROOF... Another 
Outstanding and 
Exclusive Feature... 

PLUS Chrome-plated Satin- 
finish Blades * Super- 

tension Gripper Fingers 

* Blades Finest Chrome 
Vanadium Steel * 

Hand Ground Bits 

* Unbreakable, 

Insulating 


eee 
* % 


4 Exclusive 


Fn  LOK-BLOK 





ave 


Models for Slotted and 
Recessed Head Screws 


Speci ally Designed 
Bit Fits Both Recessed 
Head Types 


—-HOLD- E-ZEE 


The Original 
Auiomatic Grip 


SCREWDRIVERS 


ORDER THRU YOUR JOBBER 


UPSON BROS., INC., Rochester 14, N. Y. | 
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except the paint—for a good paint- 
ing job. It includes Flo-Matic 
paint roller, paint roller Dip Tray, 
pure bristle paint brush, putty 
knife, paint paddle, sandpaper. 
“How to Be a Week-End Decorator” 
instruction book, waterless hand 





cleaner, wood putty, crack filler, and 
no-rinse wall cleaner. Colorful kit 
is designed for display on counter 
or in window. Rubberset Co. 


For more data circle No. 48 on postcard, p. 161 


Coffee Percolator 


Four-cup coffee percolator, No. 
704 (illustrated left), nas been 
added to the Farberware line. It 


has heat-resistant handle that is 
contour fitted to the hand for pour- 
ing ease. Retail price is approxi- 
mately $6.75 east of the Missis- 
sippi; $6.95 west of it. No. 718 
(illustrated right) has eight-cup 
capacity and is included in the line. 
S. W. Farber, Inc. 


For more data circle No. 49 on postcard, p. 161 


Steel Caster 

This heavy-duty industrial cast 
er, called the Form-Forged, has 
double ball bearing race for quiet, 


easy swiveling. Raceways are fully 
case-hardened for longer life, and 
kingpin is extra-heavy as_ high 
safety factor. Structurally shaped 
of heavy-gage steel, caster 
in 5, 6, 8 and 10 in. sizes, 
semi-steel, forged steel or 
tread wheels. It has load rating of 
up to 1,500 lb. and comes in swivel 
or rigid type. Bassick Co. 


For more data circle No. 50 on postcard, p. 161 


comes 
with 
rubber- 


Gun Drill 


Carbide-tipped gun drill is de- 
signed for deep hole drilling opera- 
tions. It minimizes runout by main- 
taining closer drilling concentric- 
ity; increases production due to 
higher speeds and longer tool life; 





and drilis holes in practically every 

material used in industry. Chicago- 

Latrobe. 

For more data circle No. 51 on postcard, p. 161 
(Resume reading on page 13) 
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1 gallon 


Everyone’s a prospect: Hunters, Fishermen, Servicemen, 
‘i atinass Golfers, Outdoor spectators, Policemen, School children etc. 


@A practical necessity for all outdoor people—unsurpassed as a gift item. 
Dealers everywhere rate the Jon-é a terrific fast selling profit maker. 
—Both the Giant G.I. and the Standard Jon-€ are durably designed to last 
a lifetime, beautifully chromium plated and highly polished. Carried in 
pockets or mittens they give comforting heat without flame. Use Jon-e Fluid, 
Energine (naphtha) cleaning fluid, Naphtha or “stove and lamp” gasoline. 
Both models attractively packaged with soft flannel bag included. Each 
packed 6 to a carton with counter display card. 


GIANT JON-E G.I. FAMOUS STANDARD SIZE 
Gives comforting heat for 2 days on 1 filling Gives comforting heat for 24 hours on 3 
of fivid. filling of fluid. 


Life FAIR TRADE retoil pri il pri 
il price FAIR TRADE retoil price 
Holiday $995 


...and the Skotch Party Bucket | faire —————= 





House & Garden 
and the Skotch Kaddy House Beautiful Exclusive, Patented Burners 


Good Housekeeping ONLY the Jon-@ has these durable patented 
’ + ot ’ : , platinum treated heating elements to insure 
They re the original—they re all plaid, Parents perfect operation. Giant G.|. size fair-trade 


they’re all insulated — they're fabu- Outdoor Life retail price, 75¢. Standard size, 50¢. 
lous gifts the year round—especially | field Stream 


at Christmas! Our national ad cam- mae ee a A Sell Jon-é FLUID for repeat profits 


P Magazine 
te ng now—20 order now and Living for Young - Here's a fast selling repeat sales companion. For use in both 
CASH IN!! Homemakers S models. Fast heating, long lasting. 
Ask about our sensational : 8 oz. can retails 45¢ 16 oz. can retails 
UTILITY BOX PROMOTIONS! 
Welcome fo our exhibit at the 
HARDWARE SHOW—BOOTHS 293-294 
GRAND CENTRAL PALACE, NEW YORK 
phone, wire, or write! 


METAL PRODUCTS CO. ALADDIN LABORATORIES, INC., MPLS. 15, MINN. 








HAMILTON 


Ame 


a New York 1. N.Y OXfor 
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TO HELP YOU SELL 





New Displays and Other 
Dealer Sales Helps 





(Continued from page 13) 


of wire nails, pins, etc., of any 
length through the jaws from 
either end. Selling kits come with 





counter displays, back-up stock and 
literature. No. 10-S includes two 
each 414, 514, 614 and 8 in. models; 
No. 12-S has same stock minus 8 in. 


model; Fisherman’s kit No. 8-S in- 
cludes four 414-in. models. Sargent 
& Co. 


For more data circle No. 52 on postcard, p. 161 


Chisel Christmas Package 


Red handled Witherby Woodchuck 
chisels come set in pure white 
Styrofoam blocks and sealed with 





a Christmas band. Set No. 2 con- 
tains % in. and 114 in. chisels. Set 
No. 3 (illustrated) contains 1% in., 
%, in. and 1 in. chisels. Chisels have 
Tenite II handles. Winsted Edge 
Tool Works. 


For more data circle No. 53 on postcard, p. 161 


Glass Cutter Merchandiser 


This self-serve glass cutter coun- 
ter sales merchandiser displays 12 
Professional Glass Cutters in four 
assorted colors for the home owner. 
It features a series of diagrams 
illustrating four steps to cut glass, 








Cutters are displayed on 45° angle 
against a white background. Hyde 
Mfg. Co. 


For more data circle No. 54 on postcard, p. 161 


Housewares Catalog 
Two-color catalog describes com- 

plete line of household products. 

Consisting of 12 pages, it contains 








BUILDERS HARDWARE 








SECURITY HARDWARE 


for More Sales 





MORTISE BOLT 
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Ives Window Ventilating Locks — Chain 
Door Guards — Mortise Door Bolts and Side 
Sash Fasteners are “security hardware” basics, 
They build profits all year ’round. Competitively 
priced, they bring Ives’ EXTRA QUALITY 


Touch within reach of every customer. 


Order ‘em from your Wholesaler . . today! 


ae 
mal . See > 


Se Sa 
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ndiser | [t's better 
ns 
“sss | SELL them 
nett AREA HEAT 
=. | than : 


puts ‘‘barefoot 


STARTLE them ie 
comfort’’ in any 
home... puts 


EXTRA SALES DOLLARS 























angle 
Hyde No. 105 e | 

in your pocket! 
l, p. 161 
‘iain. When you tell your customers how easy it is to 
1 ts have “barefoot comfort” in their homes, they’ll 
~ - go in a big way for Dearborn Area Heat! And 
itains ’ 

There's something about this little . when you sell Area Heat, you're stuffing your 
electric clock that appeals to the aver- pockets with extra sales dollars! For Area Heat 
age homemaker of 1953. sales are multiple sales—not just a single Dear- 

. . ° born heater, but 3 to 6 heaters per sale, each 

Its design wasn’t stolen from yester- : d ith D 
day nor borrowed from the fantastic . equipped wit er — 
future. It's a sleek, well-proportioned, ° ood born Automatic Control. 
wall-hugging kitchen clock—styled with vf i f 
such subtle simplicity as to harmonize iit ‘+ Area Heat ” . os fire 
with every decorative scheme and suit e - profit-maker if you build 
practically every individual taste. —_—— a fire under your sales 

= force. There'll be plent 

Choice of white, red or yellow finish. e a national sieenaindin: 

. 6¥%2 inches wide; only 1/2 inches thick. 8 
ain Numerals, hands and convex crystal e to back you up: ads in 
combine to give excellent across-the- Saturday Evening Post, 
room visibility. Completely enclosed Better Homes and Gar- 
ide — ca ye ge os, ie dens, Holland’s Magazine, 
Sunset, and Small Homes 
ics. Guaranteed 60-cycle electric move- . Guide and other top mag- 
ment (self-starting, of course) offers azines —all selling Area 

split-second accuracy and years of H Get b 1] 
ely quiet, dependable service. Listed by * eat. Get busy now plan- 
Underwriters Laboratories. ning your Dearborn Area 


Heat promotion. Then 


ry No. 105 sells quickly, satisfies * plan on the biggest sales 
fully, provides a powerful boost to REGIONAL SALES OFFICES: year in your history! 
clock sales and profits. Ask your Merchandise Mart, Dallas, Texas ° 

e 5830 N. Pulaski Rd., Chicago, III. 


If you want help in map- 
ping your Area Heat sales 
drive, or if you need more 
detailed information on 
Area Heat, write, wire 


wholesal i i ° . 
stecater or vite Cibert's near 513 Glenn Building, Atlanta, Ga. 


est office today. 303 Merchandise Mart, 
y! ® Kansas City, Mo. 
s 


THE WM. L. GILBERT CLOCK 3625 S. Grand Avenue, 


Los Angeles, Calif. 








©@ Merchandise Mart, 
CORP. San Francisco, Calif. or call. 
a * e a cs . ® oe & 
d Main office and factories: WINSTED, CONN. 
Sales offices at: STOVE CO. 
Do 551 Fifth Avenue, New York 


STREET * DALLAS, TEXAS 


1700 WEST COMMERCE 


141 W. Jackson Bivd., Chicago 
290 First St., San Francisco 
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| 


GET FULL PROFIT 








POWER TOOLS 


As a Mall dealer, you deal directly 
with the factory representative. 
Factory-to-you distribution means 
FULL PROFIT for you—right down the 
line. You’ll be amazed when you see 
the actual figures. 


ET TDP QUALITY 








POWER TOOLS 


Mall Tools are famous for superb 
quality—your assurance of customer 
satisfaction. You get a top name line 
PLUS lower selling prices (another 
result of factory-to-you selling). 


WET MORE VOLUME 








POWER TOOLS 


The Mall GuIDE-MASTER line includes 
dozens of tools for the home workshop 
plus scores of attachments. Every 
sale is an open door to profitable 
repeat business. 


40 Factor y-Owned Service Warehouses, Coast-to 
Coast, to Give You Fast, Dependable Service 


Get the Facts 
Now! 








HT-5 
{ Send me complete details on how I can 
! become an authorized Mall Dealer. 


| Name. 








v 


! Address. 


v1 ele) Gee) 17-1, bf 


7702 S. Chicago Ave. Chicago 19, Illinois 








i 

’ 

i 

' 

' 

| | 

Cc 

4 1 

i 

i 

i 

' 

i 
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illustrations of all items in the line 
plus complete product specifications 
and ordering instructions. Items 
include sponges, sponge stick, mas- 
sage spray, shower and shampoo 
sprays, bath sprays, rubber tubing, 
door stop, furniture tips, sink stop- 
per, soap cup, basin plug, tank ball, 
kneeling pad, etc. Specialties Div. 
Lee Tire & Rubber Co. of New 
York, Ine. 


For more data circle No, 55 on postcard, p. 161 


Bath Mat Packaging 


Rubbermaid Safti-Cup bathtub 
mat now comes in a new package 
which permits equally good display 





of box from front or rear. Package 
features in-use illustration of mat 
that merges with transparent panel 
window. Panel shows section of suc- 
tion cup design, basic safety factor. 
Price spot, Good’ Housekeeping Seal, 
and brand name are featured on 
front of package. Reverse side 
shows illustration of youngster 
standing on mat and sketch show- 
ing vacuum cup action of mat on 
tub. Wooster Rubber Co. 


For more data circle No. 56 on postcard, p. 161 


Marine, Outdoor Products 


Tapatco marine safety products 
and Tapatco outdoor products are 
covered in these four-color folders, 
814x11 in. Folder on marine safety 
products has six pages and contains 
complete description of Life Save 
vests for children and adults, buoy- 
ant boat cushions, motor covers, 
ring buoys and boat fenders, life 
rafts, boat covers, etc. Illustrations, 














ARMSTRONG BROS. 


Better PIPE_ TOOLS 
Shp HF) a 





NG 





PIPE CUTTERS 


“ARMSTRONG BROS.” Three wheel and 
Standard wheel and roller Pipe Cutters are 
quality cutters throughout .. . built to give 
years of good service. 

“ARMSTRONG BROS.” drop forged Pipe 
Cutters are built for lifetime service with 1- 
piece drop forged steel heat treated body 
and a replaceable hardened steel nut to 
take up the wear and thrust of handle screw. 
Used either as 1-wheel (with 2 rollers) or 
3-wheel (for close quarters). 

“ARMSTRONG BROS.” Knife Blade Cutter 
Wheels are machined from special alloy tool 
eT steel properly heat treated. They 

{ wrine tor cut rapidly and easily, hold their 
> Cateleg 


keen edge. 
ARMSTRONG BROS. TOOL CO. 


« “The Tool Holder People’ 
5214 W. ARMSTRONG AVENUE + CHICAGO 30, ILL. 








SALES APPEAL 


Colorful . . . attractive . . . practical 

. AMALITE tool kits have inter- 
changeable, magnetized blades that 
will pick up screws, pins and other 
metal objects. The eye-catching red 


vinyl kits and metal-edge Self Display 
Box makes them fast-movers across any 
display counter. 


Packed 
12 to a Box 
41/> Ibs. 


SIGHT on? 


1884 PITKIN AVENUE, BROOKLYN 12, N.Y. 
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AEROSOL 
Instant cus AA read: 


tomer appeal. FREON 

Just shake can . PROPELLED 
and paint—no 
mixing, no clean-up, no com- 
pressor or hose needed! 
Guaranteed non-clogging, re- 
movable spray valve. Ideal 
for 1001 paint and touch. 
up jobs around the home 
or garage. Colors include 
Chrome Aluminum, Gloss 
White, Gloss Black, Meadow 
Green, Bright Red, Medium 
Gray, Royal Blue, Ivory, 
Bright Gold, Copperplate, 
Yellow, Black, White, Alu- 
minum lacquer and Clear 
Acrylic Plastic. NEW: Champ- 
ion WET-PRUF, the modern water-proofing spray. 


Attractive Merchandiser Displays Available 


PAINTS, GOLD PAINT 


and SPECIALTIES 


... a complete line 

of ready mixed paints 
assures perfect results 
for every painting need. 
Highest test lacquer 
thinners, rust proof prim- 
er (Inhibitor), clear gloss 
lacquers, lacquer sealer 
—gold, copper and col- 
ored bronze powders 
and aluminum paste in 
ALL grades. Shipments 
from stock from !/, pints 
to 55 gallon drums. 





A quality line at com- | 








petitive prices for 
profitable, steady 
repeat sales. 


Write for color cards, literature and prices 
MEPRESENTATIVES: Some territories still open. Write for details. 








CHAMPION BRONZE POWDER & PAINT CO., Inc. 


Dept. , 2526 W. Van Buren, Chicago 12, Ill. 
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Model No. 208 











@ provides consistent, all- 

over moistening of gummed 

surface. 

@ automatically dispenses 3, 4, 6, and 
8 inch lengths of label or tape, cut and 

ready to use. 
@ cuts down wrapping time, eliminates waste, saves labor. 
@ insures neat, smart packages that are permanently sealed. 






Make Your Package “’Sell’’ with 
Printed Labels 


tae iti © 


NASHUA PACKAGE SEALING | 


DIVISION OF NASHUA CORPORATION | 
Nashua, N.H. | 





Please send me a National Package Sealer 
for a FREE 10 day trial. 


Name 





Company 


Add. 








Dept. 14 
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Ph OE RE hk kk eh RR EEE 


Here's Your DO-IT-YOURSELF 


+ * 
Christmas Promotion 
POWER WOOD BITS 
| Highest in Performance . . . Lowest in Price 
DESIGNED FOR ELECTRIC DRILLS AND DRILL PRESSES 
Ph 
| 








ally packaged in this Christmas 





You have your choice of any one of three sets indivi 
Box. Please specify on your order "Xmas Box'’. 


Here are the Christmas-Boxed Sets: 
POWER AUGER BIT SETS 


Set No. Description Sizes List Price 
(contains one each) Per Set 
#£46-6K 6 Piece Set — In Plastic Roll Kit %" Vr", KW", %", HH", I" $4.40 
746-4K = 4 -~Piece Set — In Plastic Roll Kit See es 3.10 
2#46-9K 9 Piece Set — In Plastic Roll Kit V4", 5/16", ¥y"", 7/16", 
2", B", 4%", ”", I” 5.90 


ADD TO YOUR HOLIDAY PROFITS WITH THESE FEATURES 


% Free Christmas Box. Individually pack- % Box can be discarded after holiday sea- 
aged sets. son and sets will fit right into regular 


. stock. 
%& Colorful holiday colors. % No need to Christmas wrap this seif- 
% Gift card set in box. contained gift box. 


ORDER FROM YOUR WHOLESALER 


DURA-BILT TOOL CO., INC. NATICK, MASS. 




















Salesman 


LA PIERRE-SAWYER HANDLE CO. 


JACKSON, MISSOURI FOR OVER 50 YRS. 








For more data circle No. 58 on postcard, p. 161 


Paint Brush Deal 


dealers a three-day opportunity to 
increase paint brush profits. Geared 
to do-it-yourself market, 
assortment comes in attractive ma- 
roon, white and gold self-merchan- 
diser, 14x12x7 in., with “Buy 1— 
Get 2” slogan. Deal features 4-in. 
flagged nylon wall brush, sold at 
regular retail price of $3.49. With 
every purchase a 2-in. 








192 
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TO HELP YOU SELL 





cr 


@ For more information 
on these products and 
services use free post 
card on page 161. 


sizes, styles, colors and other spegj- 
fications are given. Four-page fold- 
er on outdoor line includes sleeping 
bags, sports shirts, umbrella tents, 
toboggan cushions, etc. American 
Pad & Textile Co. 


For more data circle No. 57 on postcard, p. 16! 


Cookware Display 

Lighted Plexiglas sign gives 
storewide visibility to red-lettered 
Revere Ware legend with its trade- 





mark and also highlight copper 
clad stainless steel ware on display. 
Lighted sign is featured in X-100 
display unit, for day and night, on 
counter or in window. It has hang- 
ing rack of stainless steel to show 
copper bottoms of Kitchen Jewels. 
Plywood shelves are white and blue- 
green, as are birch uprights. Mea- 
suring 32 in. high, 47 in. long and 
143%4 in. wide, unit costs $29.95. 
Revere Copper & Brass, Inc. 


This “Buy 1—Get 2” deal offers 


special 


varnish 
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Recommend 


SMOOTH-ON No.1 


for These Repairs 











MAKE 
LOOSE PARTS TIGHT 


TIGHTEN LOOSE SCREWS 


AND BOLTS 





Recommend Smooth-On 
when your handyman 
customer asks how to anchor 
bolts in concrete; how to tighten loose metal, wood or 
plastic parts; how to seal cracks in metal; or how to 
tighten loose screws and fixtures in wood, metal or tile, 
You—and he—will never be sorry. 






With Smooth-On all you dois mix and fix. When this 
iron cement in powder form is mixed with water 
to a putty, it hardens like metal and expands as it sets. 
Forced into crack, crevice or cranny it thrusts hard against 
surrounding surfaces and makes things tight and fast. 
Smooth-On is not an adhesive. It does its job from inside 
the repair, and almost becomes a part of what it fixes. 


FREE sewine aip 


In addition to our national advertising 
campaign in leading hobby, industrial, and 
home-maker magazines we have spent 
thousands of dollars in planning the well 
known Smooth-On Repair Handbook—free 
to you and your customers. These are 
packed in every Smooth-On carton, and 
more can be had for the asking. Forty 
pages, 140 illustrations, simple directions 
tell your customer how to make time 
and money saving repairs. 


SMOOTH-ON MFG. CO., DEPT. 78 
572 Communipaw Ave., Jersey City 4, N. J. 


— a 


Do it wilh 


SMOOTH-ON 


THE IRON REPAIR CEMENT OF MANY USES 













a -* i ail © 
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BOOST TOOL SALES 





‘SY WELLER 











th 





‘*, SOLDERING 





Perfect Gifts for HOMECRAFTSMEN, HOBBYISTS, 
+ MECHANICS. 


¢ 


Accessory Tips. Low-cost replaceable tips for cutting, 
smoothing, sealing, mending, PLUS ALL TYPES OF 
SOLDERING. 


Priced Right. $12.95 list. 


Gift Wrapped. Your Christmas Van ' 
orders come individually i 
wrapped in colorful gift « : 

packages at no extra cost. 






Nationally Advertised. 
Feature advertisements in Popular 
Mechanics, Popular Science and 
Radio & Television News presell 
your Christmas buyers. 


iH 4A 


Special Displays. Christmas 
Counter Displays, Window and 
Wall Posters and Envelope Stuffers ~ 
identify your store with Weller 
national advertising. 

Order Weller Guns and Christmas 
Promotion Material from your Dis- 
tributor NOW, or write direct for 
Catalog, Price Schedules 
ond Christmas Sales 
Brochure. 


ee CORP. 


802 Packer Street, Easton, Pa. 












THE FINEST TOOLS FOR THE FINEST CRAFTSMEN 
193 





VERI-SHARP 
HIGH CARBON STAINLESS 


A handsomely grained, oil-rubbed wood 
block holds this good looking carving set. 
Hollow ground blades are Frigid Tempered 
to provide a long-lasting edge. DurOwooD 
Handles thrive on abuse, take high heat, 
rough use with ease. Largé-head, compres- 
sion rivets keep blade and handle tight. See 
the complete Veri-Sharp line made by 





Imperial, open stock, kitchen, carving and 


steak sets. Consumer satisfaction guaran- 





teed, too. Replacement or full purchase No. CS-72 


ice consum ot com- ‘ 
price refunded to any consumer n Retail.......$3.50 


pletely satisfied after a 30-day trial. You 
can’t lose...there’s good profit in this line. f 


No. TK-2 a | 

Retail $9.00 ace A 
| . 
DELUXE STEAK SET WITH STRATA-WOOD HANDLES 
A fast-selling set it is, too. High carbon, Stainless blades, Frigid Tempered to make them 

super-hard . . . hand honed to a really keen edge. Beautifully finished Strata-wood Handles 

hold permanently to the blades with dual cone-head rivets. The hardwood block with its 

natural grain skillfully brought out by oil hand rubbing, makes a handsome holder. A 

cleverly designed package that resembles a finely bound book makes the set a striking 


gift. This is but one of the sets in the DeLuxe Imperial line that can make sales dollars for 
you: Ask your distributor about them, now. (8 piece set No. TK-3 retails for $12.00.) 





See us at the National Hardware Show 


WLW Booth Nos. 76 and 77 


mper ial KNIFE ASSOCIATED COMPANIES, INC. 
CS PROVIDENCE, &. 1 


General Sales Office: 1776 Broadway, New York 19, N. Y. 


ONE OF THE LARGEST PRODUCERS OF CUTLERY IN THE WORLD 


k-master P 








TO HELP YOU SELL 


flagged nylon brush, normally re- 
tailing at 79¢, is given free. Assort- 
ment contains 12 sets of paired 
brushes, totaling 24 brushes, 
Brushes are individually packed 
then paired in sets of two with 
sleeve labeled with slogan. Whiting- 
Adams Co. 


For more data circle No. 59 on postcard, p. 161 





Revolving Lock Display 
Revolving wooden panels are fea- 

tures of this tubular lock display. 

Brass line, including entrance door, 





patio, passage, bedroom and bath- 
room sets are on one side of panels. 
Equivalent locksets and handles in 
anodized aluminum finish are on 
the other side. All locksets are fully 
operative. Frame is finished in 
medium grey. Background of one 
set of panels is white, black tor the 
other. Yale and Towne Mfg. Co. 


For more data circle No. 60 on postcard, p. 161 


Portable Tool Booklet 


This 40-page illustrated booklet, 
Easy Ways to Sell Black & Decker 
Utility Portable Electric Tools, is 
designed to educate dealers and 
sales personnel on how to increase 
power tool business through good 
sales procedure. Manual points out 
do - it- yourself market prospects, 
gives answers to common customer 
questions, outlines basic sales ap 
proach, and gives outstanding fea- 
tures and uses of tools. It covers 
| sales points on portable electric 
| drills, orbital sanders, saws, jig 
| (Continued on page 198) 
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ALAMOSA, COLORADO 
“I find it very satisfactory.”’ 
—Jj. L.C. 


LONG BEACH, CALIFORNIA 
“After I have worked to get 
my washing out I have a per- 
fect line to hang it on.”’ 


—MRS. J. D.A. 


ALBUQUERQUE, NEW MEXICO 
“We think yours is just about 
perfect. There is no stretch and 
the ‘feel’ in hanging up (clothes) 

is a revelation.” 


aa, ee Wi: 


CHICAGO, ILLINOIS 


*‘My lines are as tight as the 

day they were put up, the knots 

are easily tied and really hold.” 
—MRS. A.C. W. 


ST. LOUIS, MISSOURI 


“‘Now that my wife has your new 
no stretch line this worry (sag- 
ging) is eliminated.’ 


—Jj. J. G. 
HILLSDALE, MICHIGAN 
“We find it exceptionally fine—in 
fact it exceeds your description of | 
og 

—MRS. M. M. 


NORWOOD PARK, ILLINOIS 

“. . +» am quite thrilled with it.” 
—MRS. E. M. 

CHICAGO, ILLINOIS 


*‘Have hung heavy bedding, as mattress 
covers and pads, plus other laundry and 
rugs and your ‘“‘no-stretch’”’ line proved 


itself.” 
—MRS. A. M. 
ADRIAN, MICHIGAN 


**I’m sure no other clothesline would stand 
a test like that.” 


—MRS. J. R. 
CHICAGO, ILLINOIS 


mended to our friends. 
—MRS. O.R 
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DISTRIBUTED NATIONALLY! 


If your source of supply doesn't yet 
have super Planet write or wire to 


‘You may be sure that it will be recom- 
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housewives 


From border to border and coast to coast... 


qi mer “‘no-stretch’’ 
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CHENANGO BRIDGE; NEW YORK 
**Put the No-Sag Clothesline to a rigid 
test, washed slip covers, crocheted 
rugs, which are quite heavy, 
and it worked beautifully, 
no sag as with others.”’ 
—MRS. W. H. L. 


LONG ISLAND, NEW YORK 
“I have used it and find it wonderful, 
especially for my heavy slip covers 
and blankets.’ 
—MRS. H. A. I. 


ROCKFALL, CONNECTICUT 
“This is a pleasure to use, runs so 
smooth and easy back and forth 
on the pulley, stays up so firm 
strong, even with wet, 
heavy clothes.’’ 
—MRS. R. F. M. 


SCRANTON, PENNSYLVANIA 
“I have found that it definitely does 
not stretch.”’ 
—MRS. I. O. 


PORTSMOUTH, VIRGINIA 


“One never has to worry about it 
making a dark mark or iron rust 

on the clothes and puts an end 

to the worry of the heavy 


wash . dragging on 
the ground.” 
—MRS. A. D. H. 


WATERTOWN, NEW YORK 


“It is our thought that here is an item 
we have looked for, for a long 
time.” 


—Jj.F.L. 
PECKVILLE, PENNSYLVANIA 


“The clothesline is a bargain at any 
price.’ 


—MRS. W. E. R. 
SCRANTON, PENNSYLVANIA 
. I wouldn’t recommend it to 


others if I wasn’t satisfied with it 
myself .’’ 


—MRS. J. B. 


MOTTVILLE, NEW YORK - 
“It certainly doesn’t stretch!”’ 
—MRS. C. M.N. 


*T. M. Reg. U. S. Pat. Off. 


E MILLS, ic. 


x GN 7: @.¢ oe 
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Why you sell more paint 


with the new 
“Dutch Boy” Color Gallery 


Simple system — easy for your customers to under- 
stand and use. 





The colors you need to meet today’s demands, either 
traditional or modern... pastels, in-between shades, 
deep tones. But not so many colors that customers 
are confused, sales slowed down. 


Shopper stopper display case — exquisitely beau- 
tiful “showpiece” that draws people to it and makes 
them buy. 


Brings in new customers — once they get the word 
from your old customers, lots of new ones will be in 
to see this marvelous Color Gallery. And to buy paint! 


“Take-home” chips that make it easy for customers 
to match up colors with home furnishings — that also 
tell them which colors go together. 


Pocket edition—a special “tool” for selling big- 
volume prospects, such as real estate developments, 
factories, hotels, schools, etc. 


Big name brand that’s nationally advertised ... that 
people know and have confidence in. 


Outstanding paint value—every Color Gallery 
paint has the top quality all “Dutch Boy” products 
are famous for. The interior finishes are modern alkyd 
resin enamels... with all this means in easy applica- 
tion, uniformity of finish, long service. 


Priced right — customers pay no premium for Color 
Gallery paints. They’re popularly priced, to appeal to 
the widest market. 


Why you make extra profit 


on every gallon of paint 
the Color Gallery helps you sell 


No Complicated Mixing — you save time. The Color 
Gallery is a simple “one-shot” system. You use only 
one blender for each gallon or quart of paint. 





Small Investment — you don’t tie up a lot of money 
in inventory. You stock only a few bases, plus the 
necessary color blenders. 


Little Shelf Space Required — your entire stock of 
color blenders fits into an area the size of an average 
door. 


Exceptional Turnover — as you carry only a few base 
paints, you get much faster turnover with the Color 
Gallery than with regular paints. 
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The big ones 





arel 


away fromjAsh 


My new Color Gallery 





has already helped Manager 


Blanche Weir land three 


complete housing projects! 





Neither the big ones nor the little ones are getting 
away from Asbury’s Paint and Wallpaper Center, 


Memphis, Tenn. 


“Now, we are furnishing ‘Color Gallery’ on our 
third housing project,” Manager Blanche Weir 
writes. “Thus we know ‘Color Gallery’ supplies our 
entire trade field; the ones who apply it themselves, 


the painter, and the large buyers.” 


Good “lure” for California dealer, too! 


A. S. Huchting of Modern Home Paint Co., On- 
tario, California, reports a 21 percent increase in 
“Dutch Boy” sales . . “due mainly to the Color Gal- 
ery itself ...” He writes that the new “Dutch Boy” 
Gallery “appeals not only to our retail customers, 


but also to our contractors.” 
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1 8¥40 s og how award ton of * as tp a Pro.” The Pocket Edition of the “Dutch Boy 
Cone P® tha, “2 ing S@tiseyo? even Gal) lor Color Gallery is a special “tool” for sell- 
2fuseg at Wwe trod, e ou bigge H : : : s 
ay. 2 Cu e. e Pp, ing housing projects, factories, hotels, 
days,"° "112 pects ors Stes? Year C480 Pein, , h projects, fact hotel 
P have e "Colon Co or OS. ° schools, etc. With it, one dealer landed 
return to ery, 6 MLrenen, the paint order for 17 college buildings. 
ettin t 
. . Puly Yours NATIONAL LEAD COMPANY: New York 
Center, 6; Atlanta; Buffalo 3; Chicago 8; Cin- 
cinnati 3; Cleveland 13; Dallas 3; Phila- 
IPs . ’ delphia 25; Pittsburgh 12; St. Louis 1; 
- Cleo, San Francisco 10; Bost 6 (National 
on our Manage, "Che Wei Lead Co. of Mass.). ia i - 
e Weir 
lies our 
nselves, 
sige 7 7 . 
Also plenty of “bites” in Missouri! 
At first, C. Gilbreath of Daniel-McCray, Kansas City, tracting painter ... the “Dutch Boy” Color Gallery 
was “somewhat skeptical ... as to painter accept- is a hit with them all. Dealer experience proves this! 
O., On- ance.” Now with “better than a six time turnover on So whether you have a color system or not, have 
case IM Hour original investment in the Color Gallery,” he a look at this amazing money-maker in your own 
or Gal- writes that “sales to the consumer have been beyond store. Just write or phone our nearest branch office, 
h Boy our expectation and... the painter is proving to be and a “Dutch Boy” salesman will be glad to show 
comers, § our best customer.” you the Color Gallery and explain its money-making 
Small buyer, big buyer .. .“week-end” painter, con- possibilities more fully. 
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NEW! 
No. 7B 


THE UNIT FOR PROFESSIONALS AND DISCRIMI- | 
NATING SHOPPERS FEATURES DE-LUXE BLACK | 
AND SILVER PUTTY KNIVES AND SCRAPERS. 


SELF-SERVE COUNTER 
MERCHANDISER FOR 
FAST SELLING PLAS- 
TIC RAZOR BLADE 
SCRAPERS. | 


SALES BUILDER FOR HOME REPAIR AND PAINT 
CUSTOMERS SALES MERCHANDISER FEATURES 
BLUE DIAMOND PUTTY KNIVES AND SCRAPERS. 


NEW! 





SPEEDSTER SCRAPER SALES MERCHANDISER 
DEMONSTRATES USE OF TOOLS TO FIX-UP AND 
PAINT-UP CUSTOMERS. 


FREE! 
Write For This 2 
New Catalog ~~ 





<= 
MANUFACTURING CO., SOUTHBRIDGE, MASS., U.S.A. 


HOME REPAIR AND PROFESSIONAL TOOLS SINCE 1875 
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| 
| 


| saws, 


TO HELP YOU SELL 





@ For more information 
on these products and 
services use free post 
card on page 161. 





saws, and a wide range of acces- 
sories. It discusses tool rental, lay- 
away and time payment plans, and 
lists merchandising aids. Black & 
Decker Mfg. Co. 


For more data circle No. 61 on postcard, p. 161 


Nail-Tack Deal 


Two-tier permanent metal rack 
that displays upholstery nails and 
thumb tacks mounted in Cello- 
wrapped boards is offered free with 





each order for Deal 30B. Deal is 
combination assortment of 20 doz. 
Saf-T-Hed metal capped thumb 
tacks and 10 doz. assorted Met-L- 
Art upholstery and furniture nails. 


| All nails and thumb tacks are on 


Cello-wrapped boards and all sell 
for 10¢ per board. American Tack 
Co. 


For more data circle No. 62 on postcard, p. 161 


Garden Tool Catalog 


Two-color catalog features gar- 
den tools and_plier-wrenches, 
stressing new items added this 
year, including gift package of 
Snap Cut pruners and new grass 
shears display and assortment. Full 
line of pruning shears, pruning 
saw set, Snap-lock plier- 
wrenches and bull rings are pic- 
tured and described in full detail. 
Consumer advertising and sales 
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BOON TO BUILDERS 





One Key Opens Many Locks. Although it has been employed 
for years, master-keying and keying alike is today’s big news in 
the mass building field. Once restricted to luxury homes, single 


NOW SINGLE KEY CONVENIENCE 





key convenience is now available to low cost housing in the new 
YALE “Preassembled” FamrFie_p lockset. With single key feature, 
virtually all locks about a home can be operated by one key. 


FOR MASS BUILDING FIELD 


New Yaie 5200 Fairfield Design Tubular Lockset First in 
its Price Class to Offer this Important Security Feature 





The Fairfield 


The Greenwich The Westbrook The Arlington 
Escutcheon (Colonial) (Modern) 


Yale “Preassembled” Fairfield combines rugged con- 
struction with trouble-free operation, The new FAirRFizLp 
has decorative slip-on handles and escutcheon to accent 
both modern and colonial door styles. 


*Registered in U. S. Patent Office 
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Men in the mass building field have an impor- 
tant new feature to offer the bargain conscious 
buyers of new homes. It’s single key convenience, 
now available for the first time in low cost hous- 
ing with the introduction of the new YALE* 
“Preassembled” FairFIeELD (Series 5200). 

This advanced residential tubular is available 
in polished solid cast brass and cast aluminum 
with a satin finish. Five basic functions, of en- 
trance, passage, patio, bedroom and bath, offer 
a complete line to satisfy every building require- 
ment. In addition, it boasts a wrought steel case, 
rugged girder construction and comes in only 
three pieces...each a preassembled unit... for 
rapid foolproof installation. It has push button 
locking...decorative accessories...and, most im- 
portant of all, the name “YALE”...a trademark 
instantly identified with security and quality. 

These features combined with the beauty and 
simplicity of the new “Preassembled” FairFiELp, 
make it far and away the top buy in residential 
locksets for both builder and buyer alike. The 
Yale & Towne Manufacturing Company, Lock 
and Hardware Division, Stamford, Connecticut. 
In Canada, St. Catharines, Ontario. 
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NEW! Colorful Box 
for All CHICAGO Skates 





CHICAGO Quality + Beautiful Boxing = Easy Sales 


Now! You have a winning formula! A distinctive new red and 
blue skate box is combined with famous CHICAGO quality to give 

you America’s greatest skate value. Colorful 
new boxes make eye-catching displays . . . 
spruce up your skate department . . . and boost 
your skate sales. 





SS FheiSilentFlash 


America’s Most Successful 
Rubber Tire Skate 


Sell the smoother faster skate every young- 
ster wants. They like to “roll on rubber” 
It's magic how effortless skating can be. 


These famous skates are all dressed up, too! 


cutcaco , BROS 
WARE Roller Skates 


Nom §COUT 


Roller Skates 








Greater Advertising Support, Too! 


Your prospects’ sales resistance wilts when they see CHICA- 
GO’s sales-packed ads in: +r, Child Life, Ebony, Boy’s 


~ ¢CHICAGo: 





HURRY! 
per Now ROLLER SKATE COMPANY 
boned Now Serving the Third Generation 


4456 West Lake Street © Chicago 24, Illinois 
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7O HELP YOU SEtL 





literature distribution is outlined 
on national coverage map. Also de- 
scribed are promotional and sales 
literature and mat service for deal- 


ers. Seymour Smith & Son, Ine. 
For more data circle No. 63 on postcard, p. 16) 


Food Strainer Display 


No. 1515 Androck strainer as- 
sortment contains one 24-in. wire 
counter fixture to hold a full range 





of food strainers, including 2'-in. 
tea strainers, 31%-in. and 5-in. me- 
dium mesh strainers, and 6-in. and 
8-in. reinforced food strainers. Fix- 
ture takes 81% in. of counter space. 
There is provision for pricing on 
front label. Assortment consists of 
6 doz. strainers and fixture. Avail- 
able in red or yellow tipped han- 
dles. Washburn Co. 


For more data circle No. 64 on postcard, p. 161 


Glue Packaging 


New Packages have been intro- 
duced for the 2-0z. and 4-pt. sizes 
of Evertite glue. Smaller size tubes 
retail for 25¢; larger size for 45¢. 
New tubes are white with blue let- 


To ihekes, 


S.uypyuosg 


iIAILUAAR 
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”*Twas the month 
before Christmas 





1... and all through the store, 
There were rolls of “Scotch” 


Cellophane Tape by the score. 





2 The racks seemed well stocked, 
displays set with care, 
In hopes that the customers 
soon would be there. 








3 But two weeks later, there 
rose such a clatter, 
It was easy to see there was 
something the matter. 








4 The tape bins were empty— 

the racks were all bare... 

No “Cello” or “Scotch” Gift 
Wrap Tapes anywhere. 





5 From far down the block, you 

could hear the loud wails— 

“Why must I lose all these 
holiday sales? 











6 “Next time, by golly, I better 
not muff— 

When the ‘Scotch’ salesman 

comes, I’ll order enough!” 


Seriously don’t let this happen to you! It’s a fact—each 
year, tape sales are bigger than the year before. It may 


e S. look like you’re well stocked, but with your biggest 


selling season coming up, better double last year’s order. 





ScOrcH Cellophane and Gift Wrap Tapes 
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The term “Scotch” and the plaid design are registered trademarks for the more than 300 pressure-sensitive adhesive tapes made in U.S.A. by Minnesota Mining & 
Mfg. Co., St. Paul 6, Minn.—also makers of “Scotch” Sound Recording Tape, “Underseal” Rubberized Coating, “‘Scotchlite” Reflective Sheeting, “Safety-Walk” 
Non-slip Surfacing, “3M” Abrasives, “3M” Adhesives. General Export: 122 E. g2nd St., New York 17, N. Y. In Canada: London, Ont., Can. 
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Model Toys will be heavily 
advertised in our big 
Christmas campaign now 
under way - and also fea- 
tured in LIFE’s big toy 
promotion. This mene 
even greater Consens! ve 
mand, so tte-in with i 
powerful campaign. © 
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THE CHAS. WM. DOEPKE MFG. CO., INC., ROSSMOYNE, OHIO 
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TO HELP YOU SELL 


Soeeaiaes al 





@ For more information 
on these products and 
services use free post 
card on page 161. 


tering. Pure white resin glue in 
tubes dries clear when applied. New 
tubes, plus 15¢ size tube, come 
packed in new display cartons. All 
sizes of Evertite glue will soon be 
packaged in tubes or cans. Frank- 
lin Glue Co. 


For more data circle No. 65 on postcard, p. 161 


Pump Catalog 


This 1953 catalog with three- 
color cover contains the latest 
models of pumping units, including 
new Submerga pump. Catalog, con- 
sisting of 60 pages, is available 
upon request. Red Jacket Mfg. Co. 


For more data circle No. 66 on postcard, p. 161 


Tool Set Display 


Here is a tool set counter display 
in time to help with Christmas 
sales. Each set is Christmas 


err 


$ 





wrapped. Wrappings can be re- 
moved for post-holiday selling. Dis- 
play holds four different style sets. 
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Oxwall Tool Co. 


For more data circle No. 67 on postcard, p. 161 


Lunch Kit Display 

Here is a three-dimensional easel 
mounted display with a small plat- 
form to hold the new Universal 
Jumbo Lunch Kit. Compact and 
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GilletteG 
$ 4 
* REALLY MOVE! 


glue in * / Gift-Wrapped Gillette Blue Blades Had 89% 
od. New pater In The 1952 Christmas Season! 
, come 
ns. All rr 
soon be 


Frank- | Brand-New 3-D Christmas Tree 
“soit 1 | Display Features Dispenser 10s 
| in Colorful Gift Packages — 
























three- @ Styled to catch the eye of every Christmas shopper, 
latest this decorative counter merchandiser holds five gift 
cluding packages of fifty Gillette Blue Blades in dispensers 
\g, con- (5 Dispenser 10s). 
oa il: bl Your Cost Per Christmas Tree Merchandiser: 
pag “ (5 thal f-cotO i oso cen ccc ceuesuenesss $ 9.20 
fg. Co. Vetal Mae erie ass 2s cade 065 vee Sha $12.25 
rd, p. 161 
display 
ristmas 
‘istmas 
a é 
Gillette Dispenser 20s 
e * 
in Gay Gift Boxes! 
@ Sure to find plenty of takers, these 
gay packages contain 100 Gillette Blue 
Blades in five 20-blade dispensers. 
Your Cost: 14 ctn. (5 dispenser 20s) . . $3.68 
BE Sohinebewnes040esne sees $4.90 
_ 
be re- . 
g. Dis- \ Gillette Super-Speed 
le sets. \ - 
Gift Set 
d, p. 161 @ This Christmas box 
contains a Gillette 
. Super-Speed Razor 
\. Set, an extra 10-blade 
dispenser and a tube 
1 easel of Gillette Brushless 
1 plat- Shaving Cream. 
. Cost Per Set ...cccess $1.28 
iversal Retail $1.75 
cand Bl CRetl - «eee ee eeeee f 
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After Holidays remove gift wrappings 
and put merchandise in stock 


‘i 
FOR MEN 


> 






















New! The Gillette 


President 


@ Loaded with gift 
appeal, the Gillette Presi- 
dent Razor is plated with 
precious rhodium. It 
comes with a_ 10-blade 
dispenser and chrome- 
trimmed travel case. 


GE ccacyesnadees $3.42 
REE Gaweusounssssees $5.00 
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Boontonware breaks a smashing national consumer campaign! 

At peak months for your Fall housewares selling, national magazines 

will carry Boontonware’s hard-hitting, four color ads. 

Boontonware’s exciting story —its famous Guarantee Against Breakage, 
its top quality, beautiful colors— will reach customers in your town 

. . . put them in the mood to buy. 


They'll buy profitable, fast-moving Boontonware 
from you if you're ready. For profit’s sake, act now, 
get in on this power-packed merchandising program! 


GUARANTEED AGAINST BREAKAGE 


conton ware 


MELMAC dinnerware at its finest! 


ith every purchase 


A product of BOONTON MOLDING COMPANY, Boonton, N. J. 
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TO HELP YOU SELL 


sturdily constructed from heavy 
cardboard, it is all one piece and 
sets up quickly. Lithographed in 
red, brown, yellow and black. When 








lunch box is removed for inspec- 
tion, added sales features printed 
on platform come into view. Lan- 
ders, Frary & Clark. 


For more data circle No. 68 on pestcard, p. 161 


Hand Tool Catalog 

Here is a 15-page General Cata- 
log and Price Schedule, No. 853, of 
heavy forged hand tools. In two col- 
ors, it lists general information, 
specifications, diagrams and _ illus- 
trations. Tools include picks, mat- 
tocks, hoes, bars, sledges, wedges, 
hammers, woodchoppers’ mauls, 
railway maintenance tools, black- 
smiths’ tools, tongs, etc. Catalog is 
available upon request. Warren Tool 
Corp. 


For more data circle No. 69 on postcard, p. 161 


Mat Display Rack 

This metal mat display rack is 
available at low cost. It is designed 
to accommodate a full line of Daisy 
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Stninkess Steck 
Draw them into 
your store 


with the magnetic new 


inspec- ‘ 4 . FARBERWARE 


printed ' F 
vy. Lan- Fat Pes — Sellin Ge ter 
ard, p. 161 ‘ o : g ni 
i 7 | ...it attracts sales like magic! 
il Cata- er , es 
a L It FREE! 
two col- . 4 - 2 _— S YOUS... e 
mation, 
d illus- 
Ss, mat- ® A sales-puller that reports 
d show has increased business 
roe sa oO up to 250%. 
mauis, 
a 2 @ Double-faced sales giant 
? ab * Ao: ps that holds 9 Farberware vuten- 
" 7 ‘ 4 > sils in an area only 15”x 2344” 
EN 100 
@ Sturdily constructed in 
d 61 ¢ masonite and tek-wood... 
moe / ; strikingly printed in magenta 
and black. 


@ Shipped completely assem- 
bled, ready to make sales for 
you on counter or in window. 





‘ Order 


Set with aluminum-clad bottoms 


write for your Free Display! 


S. W. Farber,.Inc., 415 Bruckner Blvd., New York 54, N. Y. 
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Phone your Jobber PHT a se ae 


display these 
OXCO / 


brushes /U 


MN. 





OCTOBER 


OMLO 4’ 


Twink 


‘a ae 5 
PLASTIC-BRISTLED SCRUB -' *, 
The modern scrub demanded by modern housewives. 
Sells faster because it cleans faster. Retails at 49c each. 
DISPLAY-BOXED, by the dozen, in all 
white, or assorted red, green, blue, 
yellow and white plastic bristles. 








Handiest brush in every kitchen. | ; #: 
Combination scrubbing and scouring brush 
with stiff Tampico and wire filling. Retails at 
49c each. DISPLAY-BOXED—by the dozen, 


in colorful cartons. 


Order yours 


Now— 


Freoericx ulabiished /SF% MARYLAND 











| 


TO HELP YOU SELL 


a 





@® For more information 
on these products and 
services use free post 
card on page 161. 


mats in Vivid-X colors. Compact in 
design, rack holds round mats, bath 
mats, solid utility mats, stove mats 
and drain board mats in sections 
clearly designated for each type. 
Rack measures 22 in. wide, 26 in. 


| deep and 33 in. high. Display tickets 


are included free. Shacht Rubber 


| Mfg. Co. 


For more data circle No. 70 on postcard, p. 161 


Fastener Merchandisers 
Ever-Handy sheet metal and ma- 

chine screw merchandiser, Ever- 

Handy stove bolt and nut merchan- 





diser, or Ever-Handy brass wood 
screw merchandiser is offered free 
with the purchase of 72 Clear-Vue 


| red top cartridges, six cartridges 


each of 12 popular sizes, plus one 
complete replacement package of 
72 cartridges. Merchandiser is 
sturdy wire display rack. Each 
cartridge is clearly labeled for easy 
identification. Eagle Lock Co. 


For more data circle No. 71 on postcard, p. 161 


Pocket Knife Assortment 
Two new combinations of Jack- 


| master pocket knife assortments 


| packed in 


have been added to special Christ- 
mas assortments which come packed 
with large Santa Claus three-di- 
mentional display. Knives are all 
individual gift boxes. 
Combination No. JMX-6 consists of 
1 doz. each of N-84 assorted jack 


| knives, N-83 assorted pen knives, 
| N-2011 pony jack knives, and N-785 


| 
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COUNSELOR 





ANNOUNCES THE BIGGEST 


NATIONAL ADVERTISING 


Model 239 
Retai! $7.95 
Denver, West, 50c higher 





THE BREARLEY COMPANY, 
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an 





DECEMBER 
12th 
ISSUE 


SATURDAY EVENING POST 
NOVEMBER 28 
Half-Page in Color 


LIFE 
NOVEMBER 23 
Half-Page in Color 
DECEMBER 7 
Half-Page in Color 
BETTER HOMES & GARDENS 


NOVEMBER 
Full Column 


DECEMBER 
Half-Page in Color 


ROCKFORD, ILLINOIS 


CAMPAIGN IN SCALE HISTORY! 


INCLUDING 


FULL PAGE, 2-COLOR ADVERTISEMENT 
The Saturday Evening 


HOUSE BEAUTIFUL 


NOVEMBER 
Full Column 


DECEMBER 
Half-Page in Color 


SUNSET 


NOVEMBER 
Full Column 


DECEMBER 
Page in Color 


GOOD HOUSEKEEPING 


NOVEMBER 
Full Column 


DECEMBER 
2-Columns in Color 
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MELADUR 


by General American 
Guaranteed for 1 year against chipping, cracking, breaking 


ss 








20 GOOD ITEMS! 


Open stock, 16-pc. starter 
sets, 5-pc. place settings, 
serving items. Six lustrous 
colors. Complete promo- 
tional material. 


America’s best looking, 
best quality, finest design 
melamine dinnerware 


Send for 
Illustrated Literature 


GENERAL AMERICAN TRANSPORTATION CORPORATION 
135 S. LaSalle Street, Chicago 90, Illinois * New York « Los Angeles 
Offices in all principal cities 


“that HEMLAST 


\. Ironing Set 











| Mtccil “CANT MISS” 


mouse & rattraps __.. 


SPRING 











is exactly 


x what 


I want!’’ 












HEMLast | 
: NON-BURN 
«| IRONING TABLE Cover 


be A89est08N 2.4, 









f FOAM-RUBBER rez 





Selling’s a cinch when you can offer 
your customers exactly what they’re look- 
ing for. 

That’s why so many smart dealers 
stock and display 


HEMLAST 
FOAM-RUBBER and WAFFLE-WEAVE 
Ironing Pads and Covers 
Write today for details and prices 


GUSTIN-KRAMER CO. 


| 9 CUMMINGTON ST., BOSTON 15, MASS. 






Today For 
Complete 
Information 


McGILL METAL PRODUCTS CO. 


MARENGO- ILLINOIS 
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7O HELP YOU SELL 





pony jack knives. No. JMX-7 con- 
sists of 1 doz. each of N-50 one- 
blade midget knives, N-52 two- 





N-81/87 


knives, 
one-blade shorty knives. All knives 
retail at one price. Imperial Knife 
Co. 


For more data circle No, 72 on postcard, p. 161 


blade midget 


| Lock Folders 


Two folders picture and describe 
new line of Defender standard-duty 
cylindrical locks and latchsets. K-80, 

six-page booklet, 84x11 in., con- 
| tains detailed information about 
| the new line and its 13 functions. 
| It also discusses auxiliary items, 
such as king-size rose plates, back- 
set extension units, rabbeted, rein- 
forcing frame for hollow metal 
doors, dummy trim, boring jigs and 
bits. K-81, 3144x614 in. consumer 
folder, pictures five functions of the 
Defender line recommended for 
residential use. P. & F. Corbin Div., 
American Hardware Corp. 


For more data circle No. 73 on postcard, p. 16! 


Twine-Cordage Display 
Here is a floor display unit de- 

signed to hold 10 Mike brand items 

such as household twine, clothes 
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Bridgeport offers you this substantial 


CASH DISPLAY (_ 
ALLOWANCE == 


on sensational NEW 














The Fast-Acting, Fast-Selling Air Refresher Now in the iad 
Newly-Designed Container for Bigger-Than-Ever Sales! (ij 





#700 6 oz. 50® pr doze r RFFRESHE 


10 et tien 


A LIMITED TIME OFFER! 


This is your opportunity to make extra profit from a product that is appealing more 
and more to your customers! 


Be ready for the increased demand for Good-aire which comes with the cooler weather. 
Display—and sell Good-aire at a handsome profit. Order today! 










From October, 1953 through Spring, 1954, GOOD-AIRE 
will be advertised every month in these leading 
national magazines and newspaper supplements: 


= s 
Nationally Advertised LADIES’ HOME JOURNAL GOOD HOUSEKEEPING 


WOMAN’S HOME COMPANION = Mc CALL'S 
throughout AMERICAN HOME BETTER HOMES AND GARDENS 

FAMILY CIRCLE SUNSET AMERICAN WEEKLY 

THIS WEEK MAGAZINE CHICAGO TRIBUNE SUPPLEMENT 


The Selling Season! NEW YORK NEWS SUNDAY MAGAZINE 


Over 254 million advertising impressions . . . thousands 
of which are read by families right in your community! 


BRIDGEPORT BRASS COMPANY 


Bridgeport 2, Conn, *Trade-mark 
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| FAMOUS NAMES IN 
WRENCHES 


FORCE-FORMED SOCKET WRENCHES 


AND ATTACHMENTS 







WRENCHES ARE 
60% STRONGER 


oe SET NO. 16 





TOPS IN THE 
LOWEST PRICE FIELD 


SET A-16 


A quality line of socket 
wrench sets and open end 
wrenches in bright chrome 
plate. colorful xes and 


packages. 








STEVENS WALDEN, Inc. 
WORCESTER 4, MASS. 











TO HELP YOU SELL 





@® For more information 
on these products and 
services use free post 
card on page 161. 





line, starter rope, jump rope, etc. 
Display is semi-permanent con- 
struction of heavy corrugated board 





attractively lithographed in red 
and blue. It is shipped flat or as 
container for order. It is 56 in. 
high, 22 in. wide and 15% in. deep. 
Cleveland Mills, Inc. 


For more data circle No. 74 on postcard, p. 161 


Air Pistol Package 


New “competition model” Marks- 
man air pistol now comes gift pack- 
aged in time for Christmas selling. 
Kit, which can be used as display 





unit for counter and window, in- 
cludes one air pistol and an abun- 
dant supply of .177 BB’s, darts, pel- 
lets and Marksman Skill targets. 
Instruction sheet gives rules for 
“shooting for record” and describes 
gun operation. Kit retails for $5.95. 


Morton H. Harris, Inc. ‘ 
For more data circle No. 75 on postcard, p. 161 
(Resume reading on page 14) 








SAWHORSE BRACKETS 


NO NAILS @ NO BOLTS 
NO SCREWS 






ALL-WELDED CONSTRUC- 
TION. Use any 2 x 4s for legs 
and crossbar...set up or knock- 
= ed down instantly. 

Each package is a 
colorful counter dis- 
play. 12 Sets to a 
carton. Dealer helps 
FREE, 


Nationally advertised 
rom yoar 


—order 
wholesaler, or direct if 
be cannot supply you. 





| GRAND HAVEN STAMPED PRODUCTS CO. 
GRAND HAVEN, MICH. 
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YOU CAN BE 
“Champ” in the HARDWARE STORE field 


Tell Us Your Brand Story for 1953... 
win a Brand Name Retailer-of-the-Year Award 
125 Winners...5 in Your Field 


“‘Retailing’s Most Coveted Honor!“ 














Winners to be Honored on Brand Names Day—U.S.A., April 14, at a dinner in the 
Grand Ballroom of the Waldorf-Astoria Hotel, New York City. 


NO COST, ENTRY FEE, OR OBLIGATION 


BRAND NAMES FOUNDATION, INCORPORATED 
37 West 57th Street, New York 19, N. Y. 


Yes! I want to be considered for a 1953 Brand Name 
Retailer-of-the-Year award. 


Firm Name 























Type of Firm 
Please send an entry form to help me tell you 
my brand story. I understand that I will also a 
receive the free booklet, “Dividends from 
Brand Selling,” which includes full details 
about the awards. Title 
Enclosed is the story of my firm’s 1953 brand 
activities. I understand that I will receive the Street 
booklet, “Dividends from Brand Selling,” 
which includes full details about the awards. City and State 














Send for full information and your free copy of the booklet, “Dividends from Brand Selling.” 
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Lansing, Mich., Hardware Stores Merge; Open 
Ninth Tarner Hardware Store in California 


Lansing, Mich. — VanDer- 
voort and Benson Hardware 
companies have merged as 
one retail operation at 232 N. 
Washington Ave. George H. 
Arbaugh heads the newly- 
formed organization, effect- 
ing the combination of Lan- 
sing’s two largest hardware 
stores. 

The transaction involved in 
excess of $750,000. Options 
on VanDervoort and Benson 
stock have been obtained by 
Lansing men, including Mr. 
Arbaugh and William Mar- 
tin, who will be vice-presi- 
dent and general manager of 
the new firm. Mr. Martin, 
son-in-law of the late Edward 


VanDervoort, was a _ vice- 
president of the VanDervoort 
firm. 





Oakdale, Calif.— John D. 
Turner, president of the 
Turner Hardware Co., which 
has eight stores in San Joa- 
quin Valley, has opened the 

: firm’s new store building at 
140 N. Second St. 

With Phil Robertson as 
manager, the new store offers 
modern features for shopping 
convenience. It has ceiling to 
floor windows, metal bound 
glass doors with metal trim 
and provides more than 5,600 
sq ft of merchandise display 
space. The store has two 
entrances, one opening onto 
a surfaced parking lot with 
space for 50 cars. 

The Turner Hardware Co. 

(Continued on page 228) 





Atlantic Supply Merges 
With Hardware Affiliate 


The Atlantic Electrical 
Supply Corp. and its affiliate, 
the Atlantic Hardware Div., 
Inc., have effected a merger 
and will operate as one or- 
ganization under the name 
Atlantic Electric & Hard- 
ware Corp. 


212 


The newly-formed whole- 
sale firm is a Maryland cor- 
poration with offices, ware- 
house and showrooms at 3726 
Michigan Ave. N. E., Wash- 
ington, D. C. 

Officers of the firm are 
Maurice Lessans, president; 
Samuel Malickson, vice-presi- 
dent; Samuel Lessans, secre- 
tary, and Oscar  Lessans, 
treasurer, 

The Atlantic Electrical 
Supply Corp. was established 
in 1926. In 1949 it expanded 
into the wholesale hardware 
field under a separate cor- 
poration, the Atlantic Hard- 
ware Div., Inc. 





Bonney Forge Elects 
Bay Vice-President 

Roger O. Bay has been 
elected a vice-president of the 
Bonney Forge & Tool Works, 
Allentown, Pa., it was an- 
nounced by J. W. McDougal, 
president of Bonney. 


Mr. Bay will continue to 
serve as sales manager of 
Bonney’s Tool Div., a posi- 
tion to which he was ap- 





ROGER O. BAY 


pointed last May. Prior to 
that he was sales manager of 
the Automotive Div., Cleve- 
land Pneumatic Tool Co. 
Bonney is a subsidiary of 
the Miller Mfg. Co., Detroit, 
Mich., and manufactures 
mechanics’ hand tools for au- 
tomotive, refrigeration, in- 
dustrial, hardware, farm im- 
plement and marine markets. 





Taylor Retires From 
Schwabacher Hardware 


Zebart Taylor has an- 
nounced his retirement from 
the Schwabacher Hardware 
Co., Seattle, Wash., whole- 
saler, after serving 47 years 
as a company salesman. 
Upon his retirement, he com- 
pleted his 50th year in the 
hardware industry. 

Mr. Taylor started with 
Schwabacher in 1905 and has 
worked for three generations 
of Schwabachers: Sigmund, 
Leo and Morton L. Schwa- 
bacher, president of the firm. 

With the wholesale firm, 
Mr. Taylor traveled Seattle 
and the surrounding district. 
In 1951 he was honored by 
the Seattle Chamber of Com- 
merce as one of five out- 
standing salesmen in_ the 
Pacific Northwest. 

Recently Mr. Taylor was 
guest of honor at a dinner 
given by the Schwabacher 
organization, celebrating his 
48th year with the firm. Em- 
ployees presented him with 
a television set. 





Shown above are sales executives of the Marshall-Wells Co., Duluth, Minn., whole- 
saler, at the company's recent national sales managers’ meeting. The meeting was 
held at the firm’s Billings, Mont., branch rather than at the head office, as an experi- 
ment designed to decentralize sales meetings. In the picture, from left to right, are: 
H. A. Lynes, sales manager, Duluth branch; J. R. McKee, sales manager, Billings 
branch; F. M. Tinseth, manager, Billings branch; L. M. Hatfield, vice-president in 
charge of sales and merchandise, head office; H. R. Gundry, sales manager, Portland, 
Ore., branch; E. F. Hughes, sales manager, Spokane, Wash., branch, and K. E. 


Peterson, sales manager, Seattle, Wash., branch. 
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Amarillo Hardware To 
Hold Dealer Schools 


The Amarillo Hardware 
Co., Amarillo, Tex., whole- 
saler, will soon start night 
schools on kitchen planning 
in the southwest, it was an- 
nounced by James F. Tolle- 
son, vice-president of the 
company. 

Amarillo was recently ap- 
pointed distributor for Re- 
public Steel Kitchens in 
western and _ northwestern 
Texas and New Mexico. Re- 
public Steel Kitchens are a 


product of Republic Steel 
Corp.’s Berger Mfg. Div., 
Canton, Ohio. 

Mr. Tolleson explained 


that his firm’s territory is too 
large for it to offer personal 
kitchen planning service to 
its dealers and therefore the 
night classes were estab- 
lished. Since dealers are 
tied up during the day, it 
was decided to hold the train- 
ing classes at night. Twen- 
ty-nine factory-trained men 
are being sent into the field 
as instructors, and there will 
be three or four dealers en- 
rolled in each class. 


The sessions will be held in 
dealers’ stores and will in- 
clude courses in installation. 





Moto-Mower Co. Sold to 
Detroit Harvester Co. 


Purchase of the Moto- 
Mower Co., Detroit, Mich., 
by the Detroit Harvester Co. 
has been announced by 
J. Thomas Smith, Harvester 
president. 

The Harvester company 
takes over, along with all 
stock, ownership of the 
mower company’s 100,000 sq. 
ft. manufacturing plant in 
Richmond, Ind. 

Moto-Mower was founded 
in 1919 and Harvester in 
1922. The latter has eight 
divisions and subsidiaries. 

Production of the 12 Moto- 
Mower models of standard 
and heavy-duty type reel and 
rotary power mowers wil! be 
continued and accelerated 
gradually, according to Mr. 
Smith. 

The firm expects to launch 
comprehensive and aggres- 
sive advertising and sales 
promotion campaigns. 


Budrow & Co., Los Angeles Wholesaler, To 
Publish Do-It-Yourself Magazine For Dealer 


A Do-It-Yourself magazine 
sponsored exclusively by 
Budrow & Co., Los Angeles, 
Calif., wholesaler, will soon 
be offered to independent 
hardware retailers in south- 
ern California, it was an- 
nounced by Robert Budrow, 
president of the wholesale 
firm. 

Each issue of the magazine 
will contain a feature article 
by Steve Ellington, whose 
“build-it-yourself” articles 
appear in more than 400 
newspapers throughout the 
country. 

The new publication will be 
edited by Charles McGirl, as- 
sociated with the Do-It-Your- 
self Show held in Los An- 


geles recently. Articles of in- 
terest to every member of the 
family will be included in the 
magazine, which will be dis- 
tributed through wholesale 
salesmen to the hardware 
dealer, who in turn will hand 
out or mail them free to cus- 
tomers and local residents. 

The magazine will be pub- 
lished approximately every 
60 days and will cost approxi- 
mately three cents each, with 
an additional charge of three 
cents for dealer name im- 
printing and mailing. 

It is expected that use of 
the magazine will be avail- 
able to wholesalers in other 
areas, according to Budrow & 
Co. 
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Buying High at Breck’s Merchandise Shou; 
700 Buyers Attend Three-Day Boston Exhibit 


Buying was reported at a 
higher level than anticipated 
with all lines showing in- 
creases during a_ three-day 
Fall and Christmas Merchan- 
dise Show sponsored by Jo- 
seph Breck & Sons, Sept. 15- 
17, at the Hotel Somerset, 
Boston, Mass. Approximate- 
ly 700 buyers attended the 
event. 


Breck’s Associate Stores 
and other New’ England 
hardware and _ housewares 


dealers were on hand for the 
event which featured repre- 
sentatives of 25 manufac- 
turers who demonstrated new 
developments in the house- 
wares field and hundreds of 


the newest gifts gathered 
from the world’s markets. 
Thursday, Sept. 17, was 


set aside as Ernest Bates’ 
Day, to honor Mr. Bates, now 
in his 49th year with Breck’s. 

At a dinner that evening 
he was presented with a tes- 
timonial scroll by his Breck’s 


colleagues after it had been 
countersigned by hundreds of 
dealers during the show. 


Paint Selling Course 
To Begin on Oct. 6 


A lecture and 
course for retail paint mer- 
chants and their sales per- 
sonnel is being sponsored by 
the Dept. of Education, Bal- 
timore Paint, Varnish & 
Lacquer Association, Balti- 
more Retail Hardware As- 
sociation, Baltimore Paint 
Salesmen’s Club and Balti- 
more Production Club. The 
course will begin on Tues- 
day, Oct. 6, at 7:30 p.m., and 
will be held at the Mergen- 
thaler Vocational Technical 
High School in Baltimore, 
Md. 

The course, to cover a ser- 
ies of 10 meetings on Tues- 

(Continued on page 218) 


discussion 








Ernest Bates, Breck’s housewares buyer, is shown ladling 
quahog chowder from his own recipe for Mr. and Mrs. 
K. W. Oberlander, Sandwich Hardware, Sandwich, Mass., 
and J. Hollis Burbank, buyer of Lougee-Robinson Co., 
Laconia, N. H. At right is Luther A. Breck, Jr., president 
of Breck’s, awaiting his turn. Activity took place at 
three-day Fall and Christmas Merchandise Show spon- 
sored by Joseph Breck & Sons. 
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E. L. Barringer and A. Wahnon Appointed 
To Editorial Positions on Hardware Age 


Appointment of E. L. Bar- 
ringer as marketing editor 
and A. Wahnon as news edi- 


tor, is announced by W. A. 
Phair, editor of HARDWARE 
AGE. 

The new staff appoint- 


ments are one phase of a 
long range program designed 
to expand the editorial facili- 
ties and services of HArp- 
WARE AGE. 

Mr. Barringer joins Harp- 
WARE AGE with a background 
of 23 years of business paper 


journalism. His previous ex- 
perience covers many aspects 
of retailing and includes se- 
nior editorial responsibilities 
with such publications as 
Fleet Owner, Super Service 
Station, Jobber Topics, and 
Check Chart Corp. 

Mr. Wahnon, a journalism 
graduate of Long Island 
University, previously served 
as assistant editor of Plas- 
tics Merchandising and edi- 
tor of Retail Apparel Out- 
look. 





Austin Named to Post 
By Congoleum-Nairn 


Appointment of Kenneth 
Austin as merchandise man- 
ager of the Gold Seal Div. 
of Congoleum-Nairn, Inc., 
Kearny, N. J., was announced 
by Douglass L. Mann, gen- 
eral sales manager. 

Mr. Austin, who has been 
with Congoleum-Nairn since 
1928, was formerly product 
planning manager. For 10 
years prior to holding this 
position, he was building ma- 
terial sales manager. From 
1931 to 1941 Mr. Austin was 
contract sales manager. 


Howard Heads Sales 
Of Mystik Adhesive 


Alfred R. Howard has been 
appointed to the newly- 
created post of general sales 
manager of Mystik Adhesive 
Products, Chicago, Ill., it was 
announced by John K. 
Leander, vice-president in 
charge of sales. 

Previously, Mr. Howard 
had been with Permacel Tape 
Corp. (formerly Industrial 
Tape Corp.) of New Bruns- 
wick, N. J., for 14 years. 





Name Green Manager Of 
Viking Wholesale Div. 


Jack Green has been pro- 
moted to the newly-created 
post of manager of the 
Wholesale Div. of the Viking 
Air Conditioning Corp., 
Cleveland, Ohio, it was an- 
nounced by Frank Gibbons, 
general sales manager of the 
company. 

This new division will give 
enlarged service to heating 
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equipment distributors. Mr. 
Green will be in charge of 
heating wholesaler sales of 
Viking blower packages, hu- 
midifiers, window and attic 





JACK GREEN 


fans, window air condition- 
ers and dehumidifiers. 

Mr. Green has been asso- 
ciated with Viking for more 
than six years. He started 
in the sales promotion de- 
partment and later became a 
salesman in southern Ohio. 
After that and until his re- 
cent promotion, he was a 
company representative in 
the New England and metro- 
politan New York areas. 





Brand Names Film Is 
Available Nationally 


The Brand Names Retailer- 
of-the-Year Awards Festival, 
a 16mm sound film about 
Brand Names Foundation’s 
annual awards competition, 
has been released recently. 

Prints of the film are now 
being sent throughout the 
country and will be shown 
at meetings of retail associa- 
tions, Chambers of Com- 
merce, advertising clubs, 
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sales executives clubs and 
service organizations. 

The Foundation’s purpose 
in releasing the film, accord- 
ing to Nathan Keats, vice- 
president, is to increase re- 


tailer interest in the 1953 
Brand Name Retailer-of-the- 
Year competition and _ to 


stimulate merchants to do a 
more aggressive job of brand 
name education and selling 
to their customers. 

The 25-minute film was 
produced by Remington 
Rand. Inc. 


Marsters Heads Sales 
Of All Colt Divisions 


Alton K. Marsters, who re- 
cently joined the company as 
assistant to the president, 
has been appointed director 
of sales for all divisions of 
Colt Mfg. Co., Hartford, 
Conn., it was announced by 
B. Franklin Conner, presi- 
dent of the company. 

Mr. Marsters, who  suc- 
ceeds Richard S. Havourd, 
will be responsible for all 
domestic and export sales 
and advertising for the com- 
pany’s small arms, Autosan 
commercial kitchen equip- 
ment and metal parts clean- 
ing machines, plastic and Fi- 
berglas, and package machin- 
ery divisions. 





Russell Heads Sales 
For Palace Cabinet 


J. Warren Russell has been 
named sales manager of the 
Palace Cabinet Corp., Brook- 
lyn, N. Y. 

Mr. Russell was formerly 
associated with Anchor Dis- 
tributing Co., Pittsburgh, 
Pa., for two years as vice- 
president in charge of sales. 





Jacobson Mfg. Co. Buys 
Nut Div. of Eagle Lock 


The Jacobson Mfg. Co., 
Inc., Kenilworth, N. J., re- 
cently purchased the Nut 
Mfg. Div. of the Eagle Lock 
Co., Terryville, Conn., it was 
announced by Harvey Jacob- 
son, president of the pur- 
chasing company. 

The expanded facilities, 
according to Mr. Jacobson, 
will enable the New Jersey 
firm to produce punched nuts 
in a much greater volume to 
meet increased needs. 


Bailey Heads Sales At 
Johnston; Taylor Named 


Dan W. Bailey has re. 
joined the Johnston Lawn 
Mower Corp., Brookhaven, 





DAN W. BAILEY 


Miss., after a brief absence, 
Mr. Bailey has resumed his 
duties as sales manager of 
the company. 

Mr. Bailey will direct 
Johnston’s new sales promo- 
tion and advertising program 
for 1953-54. He is entering 
his fifth season with the com- 
pany. 

The newly returned sales 
manager has announced the 
appointment of Gordon W. 
Taylor as assistant sales 
manager. 

Mr. Taylor brings to his 





GORDON W. TAYLOR 


new post a heavy background 
of experience in the lawn 
mower industry, having pre- 
viously served as field ser- 
vice engineer, service mal- 
ager and salesman. 


Mooney Joins Kyanize 


Edmund A. Mooney has 
been named to represent 
Kyanize Paints, Inc., Boston, 
Mass., in the Cape Cod sec- 
tion of Massachusetts. 
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> 1140 BROADWAY, NEW YORK CITY 
a W.  —* operates Sharon Service Units bringing you 
a SHARON REFILLABLE FASTENER ASSORTMENTS 
s to his , 


Look to this top-notch organization to give you quick, 

complete service on Sharon's Refillable line of 67 most- 

wanted fasteners. Stonehill delivers to your door and 

onto your shelves 1,000 and more sizes of nuts, bolts and 

screws ... making it possible for you to have a complete 

fastener department at amazingly low cost—and _ 
to make money on 5 and 10 cent sales! 
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6th STRAIGHT 
BIG PROFIT YEAR 
TO DEALERS 


MORE POWERFUL, 
MORE ACCURATE, 
EASIER TO OPERATE 





USED & PREFERRED 

BY EXPERTS 

@ LOOKS & FEELS EXACTLY 
LIKE A .45 SERVICE 
AUTOMATIC 

@ METAL CONSTRUCTION 
GIVES IT WEIGHT OF A 
REAL GUN 

@ HANDLES LIKE A REAL 
GUN, HAS A MAN SIZED GRIP 


@ SHOOTS WITH AMAZING SHOOTS 


-177 BB's, 
PELLETS & 
DARTS 
FROM THE 
ONE PER- 
MANENT 
BARREL 


“COMPLETE | 
KIT 


yy 
& * MARKSMAN 


LABORATORY e ~ -s! AIR PISTOL 
TESTED, FIRST AND ACCESSORIES 
IN ACCURACY! (competition model) 
An independent testing laboratory 
rated the MARKSMAN AIR PISTOL 


STILL $ 5° | 
ONLY £ 


tol tested! RETAIL 


DEALER PRICE 


ORDER NOW $43.20 DOZ. 


IMMEDIATE DELIVERY 
FOR CHRISTMAS PROFITS 
manufactured by 
MORTON H. HARRIS, inc. 


2050 Westgate Ave. 
Los Angeles 25, Calif. 


SEE US AT THE NATIONAL HARDWARE SHOW, NEW YORK, BOOTH 87 
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News of the Trade—_—_ 


Hattersley Resigns as Head of Hoover Co.; 
H. W. Hoover, Jr., to Succeed Him Jan. | pro 


John F. Hattersley, presi- 
dent of the Hoover Co., 
North Canton, Ohio, has an- 





JOHN F. HATTERSLEY 


nounced his resignation, ef- 
fective Jan. 1, 1954, at a spe- 
cial meeting of the board of 
directors held recently. Mr. 
Hattersley will remain a 
member of the board and a 
member of the company’s ex- 
ecutive committee. 

The board of directors 
elected H. W. Hoover, Jr., 
who is now executive vice- 
president, to succeed Mr. 
Hattersley as president on 
Jan. 1, 1954. The directors 
also elected Oscar M. Man- 
sager, vice-president, sales, 
to succeed Mr. Hoover as ex- 
ecutive vice-president. 

Mr. Hattersley has been 
with the Hoover Co. for more 
than 30 years. He joined the 
firm in 1920 as chief drafts- 
man after four years with 
the Reliance Electric Engi- 
neering Co., Cleveland, and 
nine years with the Crocker- 
Wheeler Co., Ampere, N. J. 

In 1922 he was made assis- 
tant chief engineer and in 





OSCAR M. MANSAGER 


1927 he was advanced to the 
post of executive engineer, 
In 1933 he was transferred 
to the administrative depart- 
ment as executive assistant. 
He was promoted to assis- 
tant vice-president in 1937, 
and elected to the board in 
1941. In 1945 he was made 
vice-president, production, 





H. W. HOOVER, JR. 


and in 1949 he was advanced 
to executive vice-president. 
In 1951 he assumed the presi- 
dency. 

Mr. Hoover, who is the 
oldest son of the board chair- 
man, started with the com- 
pany in 1941. He was made 
assistant vice-president, in 
1948. In August, 1951, at a 
meeting of the directors, it 
was announced that he would 
be trained for the presidency. 
In 1952 he was made vice- 
president in charge of field 
sales. 

Mr. Mansager has _ been 
with Hoover since 1922, 
starting as a salesman. He 
has risen steadily through 
the ranks and was made di- 
rector of dealer relations in 
1948. The following year he 
organized and started the 
company’s special products 
division. He was promoted 
to vice-president, sales, early 
in 1952. 


Whirlpool Appoints 

Jack Sullivan has been ap- 
pointed sales promotion manh- 
ager of the dryer and ironer 
divisions of Whirlpool Corp. 
St. Joseph, Mich., it was al- 
nounced by L. W. Howard, 
director of sales promotion 
and advertising. 
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ORDER BURNS 
CHRISTMAS 
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PSS re ae ena 
« 


For the past three Christmases there haven't 
been enough of these wonderful Burns Ser- 
rated Edge Steak Knife and Kitchen Knife Sets 


to go around . . . and demand is hotter than 
ever for these practical gifts this year. Better 
act now ... and be sure! 


Write for COMPLETE BURNS CATALOG 


BURNS MFG. CO. Syracuse, N.Y 
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————— News of the Trade- — 


Miller, Butler, Boehm 
Named by Mullins Mfg. 


Paul N. Miller, E. T. But- 
ler and D. R. Boehm, Jr., 
have been promoted by the 
Mullins Mfg. Corp., Warren, 
Ohio, it was announced by 
M. L. Ondo, Youngstown Kit- 
chens sales manager. 

Mr. Miller has been ap- 
pointed regional manager in 
Texas and he will supervise 
sales of the firm’s kitchen 
equipment in Dallas, Fort 
Worth, San Antonio and 
Houston. He joined the com- 
pany in 1949 and in his new 
post succeeds Mr. Boehm. 

Mr. Butler has been named 
zone builder manager in 
southeastern states. He will 
maintain headquarters in At- 
lanta, Ga., and will work 
with the home builder sales 
departments of distributors 
in Atlanta, Winston-Salem, 
Norfolk, Roanoke, Richmond, 
Miami, Jacksonville and 
Knoxville. He has been with 
the firm since 1949. 

Mr. Boehm, appointed zone 


builder manager in the South 
central area, has been with 
the firm since 1946. The ter- 
ritory he will cover in his 
new post includes Birming- 
ham, New Orleans, Memphis, 
Nashville, Fort Worth, Dal- 
las, San Antonio and Hous- 
ton. 





Paint Selling Course 
To Begin on Oct. 6 

(Continued from page 213) 
day evenings, is designed to 
assist merchants and their 
sales personnel to apply bet- 
ter salesmanship and mer- 
chandising in their daily 
work, and to bring them up 
to date on the many protec- 
tive coatings. 

No enrollment or registra- 
tion fee is to be charged. 
The Dept. of Education of 
the City of Baltimore will 
award a certificate upon 
completion of the course. 

Information may be had 
by writing to F. L. Lawton, 
3 E. 25th St., Baltimore 18, 
Md. 





The Walter H. Allen Co., Inc., dealer-owned wholesaler 
of Dallas, Tex., recently held its annual merchandise show 
and stockholders’ meeting in the Baker Hotel, Dallas. 
More than 100 factory men displayed their products in 
the Crystal Ballroom and Lounge during the two-day 
affair. A section of the ballroom is shown above, where 
some of the exhibits and visitors can be seen. Buying 
was much heavier at the show than the Allen officials 
or its suppliers anticipated, it was reported. More than 
300 persons attended a noon luncheon in the Mural 
Room of the hotel. A report to the company’s stock- 
holders showed approximately 10 pct increase in sales 
for the fiscal year closing July 31. 
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Get this Xmas Gift Dept. in full color 





UNUSUAL TAYLOR INSTRUMENTS, 





Accuracy 
Utility 
Dependability 


nation 





pee up by an adequate 


effective as an e Sone 
are the seven best sellers in the Taylor ine ; 
ally advertised. Spearheaded bya Saturday Even- 


TO, CANADA 
TAYLOR INSTRUMENT COMPANIES, ROCHESTER, N.Y., and TORON 
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Is Advertised in 


$2.75 10 $19.50 
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Saturday Eve ning Post, 


New ) orker, Holiday, Fortune 
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BEAUTIFUL MINIATURE PENDANT 
Matching hermometer Hands 





only $19.56. 


4 


OUTDOOR WINDOW IHERMOM. 
EVER with transtucent back 
to silhouette thermometer 
scale in bold relief. Arerac 
tive, aqua green Tonite case 
Weatherproof, with Stain 
less steel, adjustable mount 


ing bracket. Only $2.75. 


* 
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ETER tls 
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Foum tempers 
turetoo! Extremely practical 
Comes ie both walnut and 
ivory plastic, > 
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this sensibly sized (10”x 14”) counter card can be as 
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se with gold finishes 
Is styled by W aleer Dorwin 
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Invitation To Sales 
GREAT NECK DEPENDABLE 
HACKSAW BLADES AND FRAMES 


Here’s the profitable line your customers want and buy 
on sight! Great Neck’s rugged Hack Saw Frames have 
durable, inviting, colorful plastic handles for proper grip 
and better balance. Made of top quality materials and 
workmanship, the sturdy frames are plated to an attrac- 
tive high finish. Great Neck’s superior Hack Saw Blades 
can be faced to cut at four different angles. Frames are 
adjustable for 8", 10” and 12” blades. 













STANDARD TUNGSTEN AND 
HIGH SPEED MOLYBDENUM 
HAND HACK SAW BLADE DISPLAYS 
— AVAILABLE FOR EASY, SELF- 
SERVICE SELLING. 





= 


NO. 50 PISTOL GRIP HACK SAW FRAME 
Depth Stock Weight 
2%" 9/16" x 5/32" 14 oz. 





NO. 80 PISTOL GRIP HACK SAW FRAME 


Stock Weight 


1% Ibs. 


Depth 
3 Y% Lid 


¥e" x 5/32" 





< 


NO. 125 BUTCHER BOY HACK SAW 


FRAME 
Depth Stock Weight 
3%" 11/16" x 3/16" 1% Ibs. 


Be ORDER FROM YOUR JOBBER 





See our complete line: National Hardware Show 
Oct. 5 to 9—BOOTH NO. 55 











Write for complete catalog of tools and kits for everyone 


TYTN NICK 


SAW MANUFACTURERS, INC. 
MINEOLA, NEW YORK 


“Engineered 
Quality Tools 
Since 1919” 
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Morris Gets Executive 
Post at Wolcott Co. 
The election of William R. 


Morris as vice-president and 
general manager of the Wol- 





WILLIAM R. MORRIS 


cott Co., Hartford,, Conn. 
was announced by Frank E. 
Wolcott, president. 

Mr. Morris has been asso- 
ciated for many years with 
R. M. Hollingshead Corp., 
Camden, N. J., where he 
headed the Private Brands 
Household Div. 





Toy Manufacturers Offer 
Manual on Toy Selling 


“How to Sell Toys,” a 63- 
page primer-style, cartoon- 
illustrated sales manual, 
published by the Toy Manu- 
facturers of the U. S. A., 
may be obtained free of 
charge by store training de- 
partments by writing the as- 
sociation’s headquarters, 200 
Fifth Ave., New York 10, 
N. %. 

The manual presents in 
simple outline form the basic 
sales points for each cate- 
gory of toys and describes 
proven techniques for  in- 
creasing volume of _ sales 
checks by making helpful 
suggestions about related toy 
merchandise. 

Special chapters outline 
children’s play interest at 
different age levels and sum- 
marize background facts 
about how toys contribute to 
children’s all around develop- 
ment. 


Scovill Names Baskin 


Charles Baskin, president 
of the Connecticut Associa- 
tion of Golf Course Superin- 


| tendents, has been appointed 


News of the Trade 


consultant to the Scovil! Mfg. 
Co., Waterbury, Conn., for 
its Green Spot line of water. 
ing accessories. 





California Gift Show 
To Be Held Jan. 24-29 


The 38th California Gift 
Show will be held from Jan, 
24 through Jan. 29, 1954, 
which returns it to its orig- 
inal six-day schedule. 

The only exception to the 
six-day show had been the 
July, 1953, mart which ter- 
minated after five days in 
order to allow. exhibitors 
enough time to pack and 
travel to San Francisco for 
the northern California event 
which opened the following 
Sunday. 

The January, 1954, sched- 
ules once again find the San 
Francisco show opening in 
less than 48 hours after the 
close of the California Gift 
Show held in Los Angeles. 





Jay Broiler Co. Opens 
Office in Chicago 


The Jay Broiler Co., Long 
Island City, N. Y., has 
opened Chicago and mid- 
western headquarters for its 
line of Roto-Broil infra-red 
rotisserie broilers at 14]4 
Devon Ave. in Chicago, Ill. 
according to Arthur O. Breg- 
stein, General Sales Man- 
ager. Ray Passis is in 
charge of the office. 





Abel Resigns as Preway 
General Sales Manager 


Donald S. Abel has re- 
signed from his position of 
general sales manager at 
Preway, Inc., Wisconsin Rap- 
ids, Wis., it was announced 
by J. O. Ellis, president of 
the company. 





Igoe to Handle Homko 


Igoe Bros., Inc., Brooklyn, 
N. Y., wholesaler, has been 
appointed distributor of 
Homko lawn sweepers by the 
Western Tools & Stamping 
Co., Des Moines, Iowa. 





Mastic Names Meiss 


Aaron Meiss has been ap- 
pointed eastern district man- 
ager, Projects Div., Mastic 
Tile Corp. of America, it 
has been announced by Carl 
Resnikoff, vice-president in 
charge of company sales. 
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Introducing the New, Hi-Speed 


DU-FAAT 


UNIVERSAL MODEL 


Si: A £4, ER and 
POLISHER 


MODEL UN-12 


FITS ANY MAKE 
“4 ELECTRIC DRILL 


Operates at Double RPM Drill Speed! 


HARDWARE AGE, OCTOBER 1, 1953 


«mt “HANDYMAN” 
ove cat 4 EVEL! 








Peerless merchandising displays cut-out... that will put impor- 
board colorfully help you sell levels. Their effec- tant punch and meaning in your 
i ee oa os tiveness has been proven in level displays. Take your choice 
over the hooks on either hundreds of successful stores of the two assortments listed 
of the two merchan- " ‘ 
disers illustrated. across the country. Now, and below — let the Peerless Santa 

ORDER specially for Christmas-season help you put more levels in 
selling, we have an added decora- the hands of your Christmas 
FROM YOUR “ : ’ 
tor...a colorful Santa Claus customers. 
JOBBER 
No. 10A Bracket Assort. Contains No. 1400 Merchandiser Contains 
10A 
1% 40 —48 in. Mason's Level............ $12.00 140500 — 18 in. Carpenters’ Level.......... $2.00 
1% 33A — 48 in. Mason's Level............ 9.25 14 OF —18 in. Carpenters’ Level.......... 2.25 
2 #0500 — 24 in. Carpenters’ Levels......... 2.20 1 #0500 — 24 in. Carpenters’ Level.......... 2.20 
2% 04A — 24 in. Carpenters’ Levels......... 3.75 1 04A — 24 in. Carpenters’ Level. ......... 3.75 
14 004A — 30 in. Carpenters’ Level.......... 4.00 1# O4A — 30 in. Carpenters’ Level.......... 4.00 
1 6A — 30 in. Carpenters’ Level. ......... 7.70 Vé 6A — 30 in. Carpenters’ Level.......... 7.70 
1 +0500 — 18 in. Carpenters’ Level.......... 2.00 
14 O9 —418 in. Carpenters’ Lovel.......... 2.25 PLUS PEERLESS SANTA 


32 EAST FOURTH STREET, NEW YORK 3, N.Y. 


USE THIS 











<a 














PLUS PEERLESS SANTA ORDER FROM YOUR JOBBER 







| IMPORTANT ANNOUNCEMENT! 


Yes!—the famous DU-FAST* Orbital Motion SANDER AND POLISHER 
now in a new model that FITS ANY MAKE %“ ELECTRIC DRILL! 


That means Every Owner of Any ‘%" 
Electric Drill is a live wire prospect! 


OTHER DU-FAST* FEATURES: 


ORBITAL MOTION — the only motion for perfect fin- 
ishing —eliminates burrs, burns, swirls, mars, kick 
and buck! 


MORE EFFICIENT — big 324” 7” working surface — 
gets into all “tight” places and corners — performs 
equally well on flat, round and curved surfaces — per- 
fectly balanced, as all vibration is in the sanding head! 


ECONOMICAL — no gadgets to get out of order —does 
the work of the finest professional machine at a frac- 
tion of the cost —uses standard 324” x 9” sandpaper 
sheet! 
© OVER 200,000 SATISFIED USERS ¢ 
Get behind the big, new DU-FAST* ad- 
NATIONALLY vertising campaign in all leading Home 





ADVERTISED! and Workshop Magazines—and help your- MODEL UN-12 ORBITAL MOTION 
self to new sales—extra profits! oo “ yng 


( 
RETAIL PRICE ONLY $ 95 
15°, 











me narowar sow BOOTH 470 


GRAND CENTRAL PALACE — OCTOBER 5-9 





SPECIAL: 
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SAND Yr 
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Manufactured by: 


DU-FAST, INC. 



























stools 


Here’s the rugged, lightweight line “Better Built by 
Buckley” to take hardest wear. Lusterized tubular steel 
legs have non-skid, non-marking rubber feet. Heavy 
canvas duck is water repellent and mildew resistant. 


FOLDING STOOL 


e Weighs only 3% Ibs. 
Supports 300 Ibs! 

e Available in red, yellow, 
green and blue 

Retail: $4.95 

Kiddie size: $3.95 





Upholstered 





e DURAN covered in green, 


blue, black, yellow, red and grey. 


e Tip-proof, slip-proof, and 
rust-proof. 


e@ 3 sizes—12”, 15” and 17” high. 


Retail: $7.50, $7.95 and $8.50 


BATH & BOUDOIR STOOL 





FOLDING CHAIR 
with Back Rest 


e@ Folds compactly to 
23” x 15%” 
e Available in red, green, 
blue and yellow. 
Retail: $6.95 
Kiddie size: $4.95 








UTILITY STOOL 


e@ 1014” high. Holds 500 Ibs. 
Weighs only 4 Ibs. 


e@Rubber-topped steel platforms 


in blue, green, red, yellow, 
grey, white and black. 
Retail: $3.95 


Buckley Manufacturing Co. 


Precision Metal Products 
4225 W. Lake St., Chicago 24, Ill. 





Porter-Cable Opens 
Dallas, Tex., Branch 


The Porter-Cable Machine 
Co., Syracuse, N. Y., has 
opened its eighth factory 
sales and service branch at 
1712 S. Akard St., Dallas 
Tex. 

Leonard P. Harvey is sup- 
ervisor of the new branch. 


Water Conditioning Men 


| Plan Sales Conference 


| 


| 








The Water Conditioning 
Foundation will hold an all- 
day sales conference from 
9:30 a.m. to 5 p.m., Oct. 30, 
in the Drake Hotel, Chicago. 

“Will You Be in the Water 
Softening Business in 1955?” 
has been chosen as the theme 
for the conference, the pur- 
pose of which is to help man- 
ufacturers increase their sell- 
ing effectiveness as_ the 
best assurance of survival 
in a tougher competitive mar- 
ket, which economic forecast- 
ers say lies directly ahead. 

Direct selling techniques, 
selection and training of 


| salesmen, and consumer fin- 


| 


| 


| 
} 
| 


| 





ancing channels available to 
the water softener dealer are 
some of the topics to be dis- 
cussed at the conference. 


News of the Trade — 


There will also be pane 
discussions on water softener 
advertising and sales promo- 
tional aids. 





Congoleum-Nairn Names 
Schletzer to New Post 


Roy W. Schletzer has been 
appointed assistant New 
York district manager for 
Congoleum-Nairn, Inc., Kear- 
ney, N. J., it has been an- 
nounced by Douglas L. Mann, 
general sales manager for 
the firm. 

Mr. Schletzer joined the 
company in 1948 as a sales 
representative. 


Libbey Names Griffiths 


Edward H. Griffiths has 
been assigned as a salesman 
in the New York City sales 
branch of Libbey Glass Div., 
Owens-Illinois Glass Co, 
Toledo, Ohio. 


Rockwell Leases Plant 


The Rockwell Mfg. Co. 
Pittsburgh, Pa., has leased a 
70,000 sq ft three-story fac- 
tory building owned by the 
Lawson Mfg. Co. in order ,to 


expand its power tool manw- / 


facturing operations. 


True Temper Adds Six Representatives 





True Temper Corp., Cleveland, Ohio, has added six new 
men as field representatives for the firm's new complete 
line of fishing tackle. In a move to separate fishing tackle 
from True Temper’s hardware lines in field representa- 


tion, the new “tackle team” 


will boost the company’s 


efforts in promoting retail tackle sales. Shown above, 
beside one of the six new ranch wagons they will drive, 
are, from left to right: Frank Augur, midwest territory; 
Robert Cary, East-central territory; Richard Noyes, fish- 
ing tackle sales manager; Fred Erdmann, assistant man- 
ager; Gordon Ray, southwest territory; Howard Egger, 
southeast territory; William Yearley, New England and 
East Coast territory, and James Cassou, West Coast ter- 


ritory. 
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esl the No need to “take a walk” when 
s asales Jf} 4 JONES CHEMICAL TOILET is 
available. This sleek, sanitary unit 
is designed for inside use in 
camps, resorts and cabins. . . 
"iffiths wherever regular sanitation fa- 


eX | 


Rais! of st088 : 
Guaranteed by» 
Good Housekeeping 

2 


Sees aortas 18 THE REVOLUTIONARY 












\ 
: cilities are not available. Helpful \, 
iths has in the sick room, too. Hh u 
salesman 
i UNIVERSAL TAB-L-TOP 
ass Div. 
ss Co, FOOD AND MEAT CHOPPER 
Look at the four big facts that make TAB-L-TOP 
America’s favorite chopper! Check ’em yourself! 
Plant 
fe. C * Sits on table edge — fits * Swings apart for easy, 
- aa every modern kitchen! sanitary cleaning! 
ory fac- * Exclusive trough feature * Popular price for mass 
| by the diverts all excess juices appeal—Retails for just 
order.to right into bowl. $5.95. 
N mer Compare these features with any other food chop- 
per. You'll see why you can’t beat a TAB-L-TOP. 
pes 


aes 











aoe 


Complete #3 unit in one package, ready to 
install by buyer. Shipping weight 22 lbs., F.O.B. 
factory. Chemicals that keep it unobjection- 
able readily available anywhere. Order your 
stock now from your jobber. 


UNIVERSAL Time Proved 
Self-Sharpening 


Easier to Clean — Easier to Sell! 
UNIVERSAL Swing-A-Part 








The Jones RELAX Bedpan 
—patented leader from 










Food Chopper 


Sales features like these 
make selling easy! Exclu- 
sive Swing-A-Part feature 





Food Chopper 


This famous chopper with 
its extra heavy cast iron 
body and heavily tinned 





x new complete line of profes- for simple, quick clean- finish, has 3 cutters that 

mplete sional and baby enameled ing. 4 cutters that always always keep their keen 

tackle as. . adie Gee Ohm stay sharp. Exclusive juice cutting edge. Large hop- 

senta- trated price list saver trough. Extra large per and long handle make 

pany 8 ’ hopper. grinding quick and easy. 
e, . 

. deieal Prices start at $3.95. Prices start at $3.50. 

ritory; 
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Some) [he JONES Metal Products Co. 

d and WEST LAFAYETTE, OHIO 
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LANDERS, FRARY & CLARK, NEW BRITAIN, CONN. 














ASCO... rows 


LINE SHOWING GOOD PROFITS! 















No. 406—An established 
leading seller. A white 
steel tape with easy-to- 
read black markings in a 
die cast case, finished in 
chrome or zinc chromate. 
Has automatic brake 
and replaceable blade. 
Made in 6 ft., 8 ft., and 
10 ft. sizes. 


Inside-Outside Pull-Push 
Steel Tape. Made with 
white blade with black 

markings or the regular 

steel blade. Beautiful and 
serviceable new case in 
nickel plated and baked on 
enamel finishes. 


No. 505—The high-quality, 
low priced 50 ft. steel 
tape in chrome or zinc 
chromate finish case. 


No. 718—Walsco Utility Knife. Individually boxed, each 


dozen packed in colorful counter display carton. A sen- 


sational buy at 75¢ retail. 


aD 


€ 2D 





No. 101 Series Padlock— 
Silver, gilt or black bodies 
with nickel plated sides. 


No. 45 Series Padlock— 
Centers enameled in bril- 
liant colors, nickel plated 
steel shells and shackles. 





CONTACT YOUR JOBBER FOR FURTHER INFORMATION OR SEND FOR 
COMPLETE CATALOG OF WALSCO LINE. 


THE WATERBURY LOCK & SPECIALTY CO. 
MILFORD, CONNECTICUT 
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Lufkin Rule Co. Names 


Chandler to Sales Staff 





| at Broadmoor, 





Donald Chandler has 
joined the sales force of the 
Lufkin Rule Co., Saginaw, 
Mich., it was announced by 





DONALD CHANDLER 


E. H. Meibeyer, vice-presi- 
dent of the company. 

Mr. Chandler worked for 
several Chicago firms before 
joining Lufkin. In his new 
position at Lufkin, he will be 
located in the Chicago area. 





Imboden Tops Golfers At 
Association Tournament 


E. -D. Imboden, Keystone 
Steel & Wire Co., won the 
championship flight at the 
Hardware Golf Association’s 
27th annual tournament, held 
Colorado 
Springs, Colo., Sept. 9, 10 
and 11. 

Mr. Imboden also won the 
low net score for the qualify- 
ing round with 73. 

D. V. Williams, Marshall- 
town Trowel Co., won the 
Richard A. Sundvahl Trophy. 

Other flight winners in- 
clude Dwight Myers, Swan 


| Rubber Co.; Jack Coyle, Lou- 
| den Machinery Co., Fairfield, 


Iowa; Raymond Slack, Huey 
& Philp Hardware Co.; Ray 
Samuelson, Greenlee Tool Co.; 
William Volk, Chicopee Mfg. 
Corp.; Herbert E. Fryer, Co- 
lumbia-Geneva Steel; John 
Day, John Day Rubber & 


| Supply Co.; W. H. Judd, Jr.; 
|}and William P. Gillespie, 





Henry Disston & Sons, Inc. 





Chandlers Observe 50th 
Wedding Anniversary 


Mr. and Mrs. F. Alexander 
Chandler, the former a re- 
tired Boston hardware mer- 
chant, celebrated their 50th 
wedding anniversary on Sept. 
15, at their home in Belmont, 
Mass. 


-News of the Trade 


Mr. Chandler is senior past 
president of the New En. 
gland Hardware Dealers As- 
sociation. At one time he also 
held the position of secretary 
of the Association. 





Deepfreeze Promotes 
Five on Sales Staff 


Five promotions and an ad- 
dition to the sales staff of the 
Deepfreeze Appliance Div., 
Motor Products Corp., North 
Chicago, Ill., have been an- 
nounced by B. G. Sanderson, 
general sales manager. 

John Fellmann has been 
promoted from manager of 
field sales to manager of ap- 
pliance sales. Succeeding him 
as manager of field sales is 
L. R. Walker, formerly south- 
ern regional sales manager of 
Avco Corp. 

Promoted from the ranks 
of the division’s sales force 
to fill four new regional sales 
manager positions are: P. R, 
Lowcher, eastern; G. A, 
Schlosser, Jr., central; J. P. 
Strange, southern, and R. F. 
Harnish, western. 

Mr. Fellmann joined Deep- 
freeze in 1946. Previously, 
he was manager of Hotpoint’s 
kitchen sales division. In his 
new capacity, he will be in 
charge of appliance sales, ad- 
vertising, market research, 
product development and pub- 
licity. 





Farmer Named Midwest 
Manager by Mastic Tile 

Garry F. Farmer has been 
appointed sales manager of 
the midwest division of the 
Mastic Tile Corp., of Amer- 
ica, Newburgh, N. Y. 

Mr. Farmer was formerly 


a district manager in the 
midwest area for Pabco 
Products, Inc. In his new 


post, he will be responsible 
for sales management in 17 
midwestern states. He will 
maintain headquarters at the 
company’s office in Joliet, IIl. 
C. W. Kroschell was named 
assistant manager. 





Woodruff Appointed 


I. E. Woodruff has been 
appointed eastern district 
manager of the Lauson Out- 
board Motor Co., New Hol- 
stein, Wis., it was announced 
by C. Hamilton, sales man- 
ager of the Lauson Industrial 
Div. 


HARDWARE AGE, OCTOBER 1, 1953 




















“FACT 
FOR THI 
PACKA( 


The Ro 
of man 
to help 
gram r 
your jc 
introdu 


*Patent Pe 





HARDWAR! 






























nior past 
‘ew En- 
ilers As- 
e he also 
ecretary 


tes 
ff 


id an ad- 
iff of the 
ce Div., 
»., North 
peen an- 
nderson, 
or. 

as been 
lager of 
r of ap- 
ding him 
sales is 
ly south- 
nager of 


1e ranks 
les force 
nal sales 


ed Deep- 
‘eviously, 
‘otpoint’s 
n. In his 
ill be in 
sales, ad- 
research, 
and pub- 


hidwest 
tic Tile 
has been 
nager of 


n of the 
f Amer- 


formerly 

in the 

Pabco 
his new 
sponsible 
mt in 17 
He will 
rs at the 
‘oliet, Il. 
named 


ted 


nas been 

district 
son Out- 
lew Hol- 
nnounced 
les man- 
ndustrial 


1, 1953 











et FREE 


i 2 CHROME PIPE 


oes me og COUNTER or 
Te WINDOW DISPLAY 


Helpo you acl MORE Chrome Pipe { 


Chrome pipe season is here! Earn extra profits with 
nationally famous Super-Sheen Chrome Pipe. Write 
today for your attractive, sales-building display—com- 
plete with one length of 4 x 12 Super-Sheen Chrome 
Pipe—absolutely free! And be sure to order enough pipe, 
a. ae elbows and collars to take care of the big demand! 
= “eee Ye re eg by ar eee op gen cs 

: Blue Stove Pipe* Super- niz rnace Pipe and Fittings. 
St. Clair METAL PRODUCTS CO. WRITE FOR INFORMATION 


6700 CENTRAL AVENUE e CLEVELAND 4, OHIO 








IT PAYS TO DISPLAY AND FEATURE 
SUPER-SHEEN CHROME PIPE! 


- 




























SOMETHING NEW Stititrrcr 
Ee #3725 WALL BRUSH ASSORTMENT 


—100% TIPPED DUPONT NYLON— 


in brush merchandising! CLEAR BEAVERTAIL HANDLE 
“FACTORY-FRESH’’ ROBINSON PAINT BRUSHES J ES 


Ys Doz. 3%" x 4” 3.00 5.00 12.00 20.00 


FOR THE “DO-IT-YOURSELF” MARKET INDIVIDUALLY |*= “<3 3% 38 3s 


1 Doz. 36.00 60.00 


PACKAGED WITH THE NEW RE-USABLE BRUSH-PAC™ | terse ricioos 1 


DEALER PROFIT 











$24.00 OR 67% 








The Robinson Brush Pac*, package and counter display, are only one 
of many Robinson point-of-sale merchandising tools that are designed ORDER THIS SPECIAL NOW 
to help you maintain an economical, power-packed, self-selling pro- . — 
gram resulting in fast turnover . . . minimum brush inventory. Contact 
your jobber or send the coupon to Robinson, today, for the special 
introductory special which gives you 67% PROFIT! 


A Quality Robinson Brush, in all pure bristle or 100% 
tipped nylon, is available for every “Do-It-Yourself” home 
or professional painting job. 

The Brush-Pac* keeps each brush factory-fresh ... gives 
illustrated brush care instructions . . . has re-use value as a 
storage holster. 


* Patent Pending 





















Individual carton provides additional protection ... . | 
shows the right brush for the right job... suggests acces-  FOWARD E. ROBINSON, INC. [_] Please Bilt Me | 
sory items... gives the “tell” for self-selling! | 95 Park Ave., Vtoy 10, 04. 3. [_] Ship cop | 
. ° : " Dear Sirs: | 
Point-of-sale counter display merchandisés 12 | : . 
Robinson brushes for quick inventory turnover... | Please ship me......... #3725 Introductory Brush Pac* Specials | 
turns brushes into profits! I MEMO cvccccecccesccccesccccccoeoece Postieh. ccccccccses 
I 
J Y) B | GOP oo occvceseccccccccsseecscesocsovcoecocesoececs | 
we ; E wr A. 4 A RBM. cvcccovcececececccovcocesscvcssoosooscseocesye . 
Zs " - ' 
> 0, NEW JERSEY | Myo cvcccvccccccccecacccecccoves SIO. o cvccccscccccece 
Telephone NUtley 26510 ee My Jobber Is | 
Wisk daidintadalsenieiapanstededhadiabeandneneed 
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ENGLISH 


MADE OF FORGED BRASS... YET COSTS NO MORE! 


The unmistakable mark of fine and careful crafts- 
manship is on every Baldwin Knocker! Made of 
precision forged solid brass, accurately machined and 
beautifully polished to a smooth, lustrous finish, 
Baldwin Door Knockers actually cost less than those 
made of ordinary cast brass. Ideal to increase both } 


Holiday and all year sales. Place your orders now! 


@ Polished Brass @ Dull Brass 
@ Bright Chromium on Brass 
@ Dull Chromium on Brass 


PACKING: Baldwin Door Knockers are cellophane wrapped 
on a bed of cotton snow with holly trim. Each knocker is 
individually packaged in a special gold colored box for 


most effective possible display on your counter. 
DELIVERY: Immediate delivery from our complete stocks. 


PRICE: Competitively priced with other leading producers. 
Consult our current price list for complete information. 


pispiay: We offer a maple finished display board 

on which three types of knockers are mounted. 

The board is free — knockers billed at regular 

prices. Designed for permanent display room use. 
MANUFACTURING 


4 A L D ae i i CORPORATION 


1290 CENTRAL AVE. @ HILLSIDE © NEW JERSEY 


Manufacturers 
of Top Quality Builders Hardware 


of Complete Lines 








Plowright Appointed 
Director at Sapolin 

J. L. Plowright, vice-presi- 
dent of Sapolin Paints, Inc., 
New York, has been ap- 
pointed a director of the com- 





J. L. PLOWRIGHT 


pany, it was announced by 
E. A. Eckart, president of 


| the firm. 


Mr. Plowright has been 
with Sapolin for more than 
25 years. He will continue 
to direct company sales and 
merchandising. 





Grosscup Retires After 
53 Years in Hardware 


H. G. Grosscup has retired 
from the Lovell Mfg. Co., 
Erie, Pa., after having been 
associated with the company 
for 40 years and with the 
hardware industry for nearly 
53 years. 

Mr. Grosscup started in 


| January, 1901, with Farwell, 


Ozmun, Kirk & Co., St. Paul, 
Minn., wholesaler. He later 


| joined Hurty Simmons Hard- 


ware Co., Minneapolis, Minn., 


| and then became associated 
| with M. G. Rodearmel, man- 


facturers’ representative in 
Minneapolis. He joined the 
Lovell firm on Sept. 1, 1913. 

Mr. Grosscup is a member 
of the Hardware Club of 
Chicago and the Central 
States Hardware Club. 

After Oct. 1, Mr. Grosscup 
will be in his new home in 
Santa Ana, Calif., where he 
will maintain a permanent 
address. 





Mastic Appoints Cresta 


Gary Cresta has been ap- 
pointed a sales representa- 
tive for Mastic Tile Corp. of 
America, Newburgh, N. Y. 
Mr. Cresta will cover eastern 


News of the Trade 





Pennsylvania, southern New 
Jersey, Delaware and eastern 
Maryland. 


Special Products Co. 
Formed in Tennessee 


The Chattanooga Imple- 
ment & Mfg. Co., Chatta- 
nooga, Tenn., has announced 
the formation of a new firm, 
The Special Products Co., in 
Chattanooga. 

Located on Judd St., the 
new company will manufac- 
ture the Royal line of brass 
and cast iron fireplace fur- 
nishings. This part of the 
Royal line was formerly man- 
ufactured by Chattanooga 
Implement. 

Rex Conley, Jr., is to be 
general manager of the new 
firm. 





McGlynn Elected Head 
Of Keystoners Group 


Edward T. McGlynn, the 
Stanley Works, has _ been 
elected president of the Key- 
stoners, and Theodore W. 
Hissey, Eagle Lock Co., has 
been elected vice-president. 

Others elected include L. 
L. Wilson, manufacturers’ 
representative, secretary and 
Howard L. Pruner, Ameti- 
can Saw & Mfg. Co., treéa- 
surer. 

Directors include William 
R. Telfer, Carborundum Co.; 
G. L. Moran, Abrasive Prod- 
ucts, Inc.; R. S. Trimble, Si- 
monds Abrasive Co.; R. 0. 
Recknagel, manufacturers’ 
representative; A. R. Cranks, 
Threadwell Tap & Die Co. 
and Russell E. Hoehl, Rus- 
sell, Burdsall & Ward Bolt & 
Nut Co. 

The new officers of the 
Philadelphia hardware group 
were installed in office Sept. 
25 at the Overbrook Country 
Club, Philadelphia, Pa. 





Whitmer Named District 
Head By Wickwire 


R. Earl Whitmer has been 
named to head sales for Wick- 


wire Bros., Inc., Cortland, 
N. Y., in the middle easter 
states. 

Mr. Whitmer’s territory 


will include the southern half 
of New Jersey, Pennsylvania, 
Delaware, Maryland, District 
of Columbia and West Vir- 
ginia. 
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—_ Jack-n -Jill Sled Skates | fine materials and workman- 
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William @ Here’s a sure way to turn cold weather sales ship. Griffin hinges are 
al 
um Co.; into hot profits. Stock, display and sell these | part of a wide variety of light 
ve Prod- sturdy ‘‘learner’s’’ skates. Jack-n’-Jill Sled Skates eo a ee 
~— 4 are easily adjusted from 6” to 8” to fit any child's se © 
S seeaalld shoes. They're rust-resistant, welded for extra , quality produced by 
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us- 5 - 
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YOUR BEST 


SINCE 1892 





100% PURE BRISTLE 


pre-tipped 


BRUSHES for INDUSTRY 


i 


Manufacturers of Quality Brushes Since 1892 


DAVID LINZER & SONS, Inc. 
10-20 ASTOR PLACE, NEW YORK 3, N. Y. 


CONNECTION 
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HARDWARE BRIEFS 








(Continued from page 212) 
was established in 1875 by 
Mr. Turner’s father. 





Lakemills, Wis. — One of 
the oldest stores in the city, 
the Lake Mills Hardware has 
been sold by C. Stuart Schae- 
fer to Robert E. Hood, Jr., 
who will operate it under the 
name of Ace Hardware & 
Furniture Co. 





Wishek, N. D.—Reed Mel- 
icher, new owner of the for- 
mer Delmar’s Hardware, re- 
cently held a grand opening 
sale, during which many free 
gifts including a sewing ma- 
chine were given to persons 
attending the event. 





Fort Madison, Iowa — R. 
Edward McKiernan has sold 
his hardware store to Ed- 
ward R. Wright and Mrs. 
Mabel Brumm. The store, at 
2502 Ave. L, is now known as 
the Wright Hardware store. 





Superior, Neb. — The Mc- 
Grath Hardware Store has 
been sold to William Haskins 
of Scandia, Kan. The store 
had been operated by L. J. 
McGrath for the past 15 
years. 





Atwood, Kan.— The Wil- 
liams Bros. Hardware store 
recently held its grand open- 
ing at which free favors and 
gifts were given to visitors. 
Charles Rieke is manager of 
the new store. 





Greensboro, N. C.—The 
Lawndale Hardware Co. re- 
cently held its formal open- 
ing. Codie Thomas is presi- 
dent of the firm which is lo- 
cated at 2134 Lawndale Dr. 





Havertown, Pa.—The Hav- 
ertown Hardware store. 
Manoa and Darby Rds., has 
held its formal opening. The 
new store is owned by Albert 
McGrath and Sidney Klein. 
The partners also operate a 
store on Burmont Rd., in 
Drexel Hill, known as Klein’s 
Hardware Store. 





Midland, Tex. — Construc- 
tion has been started on the 


new $100,000 Basin Supply 
Hardware Store on the An- 
drews Highway. Completion 
date for the structure has 
been set for approximately 
six months hence. The one- 
story building will contain 
approximately 15,000 sq ft of 
floor space. 





Franklin, Ind.— The re- 
cently remodeled DePrez- 
Scott hardware store recently 
held a two-day grand open- 
ing which featured door 
prizes, free coffee and many 
merchandise specials. Lady 
visitors received roses and 
men received yardsticks. 

Chewelah, Wash. — A. W. 
Birge has sold his hardware 
store to Don McFarland and 
Don McIntosh of Kennewick. 
The firm name has _ been 





changed to the Marshall 
Wells store. 
Ellsworth, Minn. — The 


Bofenkamp hardware store, 
established in this city 53 
years ago by the late William 
Bofenkamp, has been pur- 
chased from the estate by 
Lambert M. Bofenkamp. 





St. Cloud, Fla.—Hartley’s 
Hardware, this city’s oldest 
continuous business concern 
recently observed its 39th an- 
niversary with an open house 
party. Refreshments were 
served to visitors during the 
event. 





Leland, Miss.—Sam Thomn- 
as and John Black are cur- 
rently remodeling their build- 
ing at the corner of Main and 
E. Third Sts. for their new 
hardware store that will open 
in the near future. 





Newport News, Va.—The 
Rosenbaum Hardware Co. 
has opened its third Penin- 
sula store at 51 W. Queen St. 
Jules and Donald Rosenbaum 
are owners of the firm and 
John A. Rierson will manage 
the new store. 

vossford, Ohio—The Koto- 
wicz Hardware, 628 Dixie 
Highway, has been sold to 
James C. Haynes and Nor- 
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DePrez- FINEST QUALITY. Herbrand has been the quality leader 
yecently in mechanics’ hand tools since 1881 . . . the popular choice 
nd open- of — mechanics everywhere. Competitively priced for top 
a 4 ; quality. 
“ an es eee Toes Gey FASTEST SELLERS. Balanced assortment includes only 
. the fastest selling numbers in the widely advertised Her- 
s. Lady Includes two each of 49 tools . . . 98 tools in 8 brand line. You get turnover — not leftovers! 
ses and most popular series. Display is sturdily construct- ° 4 : . ; 
rnd ed, self-supporting, and has nothing to get out CONCENTRATED DISPLAY. This colorful, streamlined 
icks. of order. Measures only 24” wide and 25” high. eye-catcher offers concentrated on-the-spot promotion. “SEE- 
Dealer cost $86.09. Display fixture is free. THRU”* construction keeps tools in view from any angle. 
—A. W. Varied assortment spurs “impulse” and “additional” buying 
lardware of other tools. 
land and Increase your dollar volume and your prestige with high 
nnewick. quality mechanics’ tools for the home and professional mar- 
as been ket. Write today for full details. 


*Patent Pending 
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7a.—The of these attractive Christmas gift wrappers with space for the donor's 
are Co. n8 — ee name and greeting. Make your own selection from the popular 
. =%& Bg S05 me Diamalloy numbers below. Each tool is finely finished, individually 
1 Penin- ‘ me : boxed and will make a holiday gift that will be a delight both to 
jueen St. giver and receiver. Place your order now and be sure to have your 
senbaum supply before the early holiday buying starts. 
irm and ; , ; 
manage Gift wrapped Diamalloy tools include the popu- Snips, 6!/."" Handiman Pliers, 6" Diagonal Cut- 
lar 6 or 8" Featherweight Adjustable Wrench, ting Pliers, 5 or 6" Combination Pliers, and the 
— 6 or 9!/," Groove Joint Pliers, 7" Metal Cutting 6" Long Nose Side Cutting Pliers. 
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Install A 


CAMP 
SEWAGE CHEMICAL 
DEPARTMENT 


Enter a new and profitable field. Add a department 
that takes little space . .. with products that are 
pre-sold by powerful advertising. How? Install a Camp 
Sewage Chemical Department. It’s easy . . . simple 
. inexpensive. These chemicals are a necessity for 
your customers. You'll be doing them a favor and 
making a big profit at the same time. 
Circulars - Bulletins - Signs - Store Displays 
Merchandising Aids - Cooperative Adver- 
tising Programs - Advertising Mats 


Cesspool & Septic Tank Cleaner 
Cesspool & Septic Tank Conditioner 
Rootaway Sewer Cleaner 

Drainfield Cleaner 

Privy Cleaner 


@ Instant Drain Pipe Cleaner 


Write today for complete plan — no obligation, 
of course. 


CAMP CHEMICAL CO., INC. 
and Ave. & 13th St. e Brooklyn 15, r y, 


at Se 












t Manufacturers wage 


000 Dealers Coast-To-Coast 








single wheel truck 
if specified 


Rubber tires 
optional 




















rr, 
hd) 





Paragon Sprayer No. 3 is the dependable sprayer for 
nurserymen. Just the right size . . . 12-gallon capacity. 
The truck (single wheel or two-wheel) is easy to push. It 
stands steady on uneven ground. 16-inch wheels make 
wheeling easy. 

The pump is not submerged, insuring longer life. Strainer 
reaches to the very bottom of the container and is cleaned 
by every stroke of the pump handle. Agitator prevents 
solution from settling in container. Will not clog. 


Write for catalog and price list. 
THE CAMPBELL-HAUSFELD CO. 


46 State St. Harrison, Ohio 
emo meses) oto 
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News of the Trade —__—- 


——es 








HARDWARE BRIEFS 








man C. MacLennan. The 
name of the store has been 
changed to Haynes & Mac- 
Lennan Hardware & Service. 





Hartford, Ky.—Dalton L. 
Canary has purchased the 
C. C. Hardware, Feed & Seed 
company store on Union St. 





The store name has been 
changed to Canary Farm 
Supply. 

Caldwell, Idaho—Becker’s 
Hardware, which _ recently 


moved to a new location at 
the corner of Kimball and 
Blaine, recently held a grand 
opening event. The new store, 
owned by Max Becker, has 
more display space than the 
previous one at 120 S. Kim- 
ball. 





Gurdon, Ark.—Paul Lut- 
trell of Murfreesboro is the 
new manager of the hard- 
ware department of Cabe’s 
appliance store. Mr. Luttrell 
has had 11 years’ experience 
in managing this type of 
store in Oklahoma and Ar- 
kansas. 





Midland Park, N. J.—Jacob 
Bakker has purchased a tract 
of land at the northwest cor- 
ner of Prospect St. and God- 
win Ave. to provide off-street 
parking for customers of his 
hardware store on the north- 
west corner. 





Spring field, Mass.—The re- 
modeled main store of the 
Carlisle Hardware Co., 1548 
Main St., has recently held 
its formal opening. The Car- 
lisle firm has 11 stores. 





Gloversville, N. Y.—Ray- 


mond J. Collins and Robert A. . 


Reese have formally opened 
their new hardware store at 
27 W. Fulton St. The new 
store has been renovated and 
modern fixtures and lighting 
have been installed. 





Simsbury, Conn.—Emil R. 
Roloff has opened the Sims- 
bury Hardware Co. store in 
the College Highway Shop- 
ping Center. Mr. Roloff has 
more than 25 years of experi- 
ence in the retail business. 


Dover, N. H. — Thomas 
Dunnington has sold his in. 
terest in the Seavey Hard. 
ware to Charles F. Fellows 
of New Castle. The store is 
now known as the Seavey 
Hardware Corp. 





Bristow, Okla. — Ford's 
Hardware & Furniture has 
celebrated its 34th anniver- 
sary with a week of special 
values. 





Great Falls, Mont.—Bow- 
ers Hardware, Inc., has 
opened a new store, located 
in a new shopping center at 
25th St. and Sixth Ave. N, 
The store is owned by Mr. 
and Mrs. Charles Bowers and 





Mr. and Mrs. Pete Huide- 
koper. 
Sterling, Ill. — The Ace 


Self-Service Hardware store, 
operated by Shelley L. Pratt, 
recently held its grand open- 
ing. 





Iron Mountain, Mich.—The 
Niagara Lumber & Hard- 
ware Co., owned by J. C. 
Greppi, is being remodeled. 





Fullerton, Calif. — The 
Spadra Hardware & Variety 
Store has opened at 508 §. 
Spadra Rd. The store is 
owned and operated by Mr. 
and Mrs. Fred B. Riggs, who 
also own and operate a hard- 
ware store in Westminster. 





Fort Atkinson, Wis.—The 
Holleran Hardware, 8 N. 
Water St. E., has been pur- 
chased by Steven Schlott- 
hauer of Glen Ellyn, Ill. The 
store is now known as the 
Farmer’s Hardware. 





Fargo, N. D.—vV. A. Ren- 
vall has purchased the Coast- 
to-Coast Store, 614 Front St., 
from Arnold V. Skistad. Mr. 
Renvall had previously been 
cwner and operator of 4 
Coast-to-Coast Store at Su- 
perior, Wis. 





Iowa Falls, Iowa—cC. W. 
Peterson has sold the Peter- 
son Hardware store to How- 
ard Nelson of Mora, Minn. 
Mr. Peterson has owned the 
store for more than 35 years. 
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Jackson 


MAKES WHAT IT TAKES 
TO IMPROVE YOUR 


PROFIT PICTURE 








JAX DELUXE 


The knocked-down sales knockout, com- 
plete in one package! Easy-to-assemble, 
all purpose wheelbarrows that save you 


time and space. Sturdy, tubular steel 
sectional handles; square front tray. Con- 
structed to carry more of the load over 


the wheel. 


ars 
Ll Ze 











WOOD 


GARDEN 
BARROWS 


For lawn, garden or greenhouse use. 
Made of one-piece exterior waterproof 


srowe, 


to withstand any weather. 


neumatic or semi-pneumatic tires; also 


with steel wheels. 


MANUFACTURIN 
HARRISBURG 


rounde 
Adjustable scrapers of channel 
steel; sturdy handles. 










LAWN 
ROLLERS 

Various types . . . drums made of 
high quality sheet steel; edges 


to prevent cutting of sod. 












G COMPANY 


PENNA. 


Oldest and largest wheelbarrow maker in America 
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A MAGNETIC DOOR LATCH AT 


Yo THE COST 


@ No after-installation headaches—doors remain 
firmly closed even when warped or sagging. 













@ Doors open easily, shut quietly due to EXCLU- 
SIVE spring action. 






@ Lasts indefinitely—no working parts to get 
out of order. 

























@ Unconditionally guaranteed. 


@ Works equally well on wood or metal doors. 
Highly recommended for every type of home 
and industrial cabinet, including kitchen, 
medicine, tool, music and house trailer cabi- 
nets, closet doors and ship and boat lockers. 


Write for complete details and distributional 
information TODAY! 





| 
| 
| 








HEPPNER 


SALES COMPANY + ROUND LAKE, ILLINOIS 
specialists in magnetic devices 
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The high quality of the Copperweld Solid Wire 
Clothes Line brings you more satisfied customers, 
word-of-mouth sales . .. and greater profits. It’s 
unbeatable. It has the features that women want 
in a clothes line—bright, smooth surface—easy 
to handle—unharmed by weather. It’s strong, 
non-rusting, permanent, remains taut. Tinned sur- 
face assures cleanliness. Packed in brilliant orange | 
and blue box with cellophane display window. 
50-ft. or 100-ft. lengths—12 of one size to a 
shipping container. 


COPPERWELD HOUSEHOLD WIRE 
for hundreds of uses in home, shop, garden, garage. 








@ Twenty-four coils of assorted sizes are packed 
in this attractive counter display box—one box to 
a corrugated shipping container. @ Also available 
on colorful cards. One 25-ft. or 75-ft. coil to a 
card—a dozen of one size in a carton—G cartons 
to a shipping container. 


If your jobber can't supply you, write 


COPPERWELD STEEL COMPANY 


Glassport, Pa. 


NO MORE THAN 
ORDINARY WIRE 





E.R. WAGNER MFG. CO., MILWAUKEE, WIS. 
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News of the Trade—_— ‘ 








NEWS OF 


MANUFACTURERS AGENTS 








Name Five to Represent 


Tennessee Fabricating 


The Tennessee Fabricating 
Co., Memphis, Tenn., has ap- 
pointed five representatives 
to handle its line of orna- 
mental iron products in vari- 
ous sections throughout the 
country. 

H. Lewis Pierce, Dalton, 
Pa., will cover Pennsylvania, 
New Jersey and New York 
states. 

Phil Schwartz and Noah 
Fleder, Glen Oaks, N. Y., 
will cover metropolitan New 


| York City and Long Island. 


They maintain headquarters 
at 73-41 255th St., Glen 
Oaks. 

Arnold Stanley Associates, 
with headquarters at 12 
Seaview Ave., Marblehead, 
Mass., will travel the New 
England states. 

John W. Hedges, with 
headquarters at 2210 S. St. 
Paul, Denver, Colo., will cov- 
er Colorado, Wyoming, Utah, 
New Mexico and El] Paso, 
Tex, 

Ralston R. Cunningham 
Co., Inc., will travel Wash- 
ington, Oregon, Idaho and 
Montana. The firm main- 
tains headquarters at 71 
Columbia St., Seattle, Wash. 





Plasti-Kote Names Four 
In Midwest, Southwest 


Plasti-Kote, Inc., Cleve- 
land, Ohio, has named four 
representatives to handle its 
line of aerosol packaged 
products in the midwest and 
southwest sections of the 
country. 

H. M. Cree Co., with head- 
quarters at 1326 Mercantile 
Bank Bldg., Dallas, Tex., will 
cover Texas, Oklahoma, Ar- 
kansas and Louisiana. 


H. G. Kitchin & Sons, 
Richmond, Ind., will travel 
Michigan, Indiana and Ken- 
tucky. The firm maintains 
headquarters at 103-5 Wayne 
Bldg., Richmond. 

Cliff Remm, P. O. Box 
4482, Jackson, Miss., will 
cover the western half of 
Tennessee, Alabama and Mis- 
sissippi. 

Buddy Sales Co., with 
headquarters at 7644 N, 
Greenview Ave., Chicago, IIl., 
will cover Illinois and Wis- 
consin, 





Lippincott Co. Opens 
Salt Lake City Office 


Lippincott Co., Inc., man- 
ufacturers’ representative, 
has opened an office at 109 
W. 2nd St. South, Salt Lake 
City, Utah, it was announced 
by D. S. Riser, president of 
the company. 

At the same time it was 
also announced that Leonard 
D. Racker, Jr., has been 
named Intermountain Div. 
manager and will travel the 
states of Utah, Idaho, Mon- 
tana, Colorado and Wyoming. 


Baird & Co. to Handle 
Foley Lawn Mower Line 


G. M. Baird & Co., Mem- 
phis, Tenn., has been ap- 
pointed by the Foley Mfe. 
Co., Minneapolis, Minn., to 
handle its line of rotary 
power mowers. 

The Baird organization, 
with district offices in Nash- 
ville, Tenn., and Dallas, Tex., 
will cover the southern 
United States with the com- 
plete mower line, which in- 
cludes 17-in. gasoline and 
electric models, and 18, 20, 
21 and 26 in. gasoline models. 








Handley-Brown Acquires 
Severance Heater Rights 


The Handley-Brown Heater 
Co., Jackson, Mich., has ac- 
quired the manufacturing 
rights of the Severance 
water-air heater from the 
Severance Mfg. Co., Madison, 


Wis., it was announced by 
H. E. Handley, president of 
Handley-Brown. 

The new water-air com- 
bination automatic gas water 
heater and space heater will 
be manufactured in the 
Handley-Brown plant in 


Jackson. 
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GROW MORE SALES ! 
NN by Stocking R - > 4 


Plant Food 
SPREADER 
HOMEOWNERS 

PREFER IT 
BECAUSE OF 


@ Uniform spreading for all 
commercial plant foods 
and lawn seed mixtures. 











ary" t 
You 7/7 of f 
A PRT 

BECAUSE OF: 
Lower shipping costs due 
to compact packaging. 
Less storage space re- 
quired—packed 6 cases to 
the bundle. 

Quick package sales. 


Sturdy construction—-20 
gauge steel; green and 
yellow baked-on enamel 
finish; rubber tires. 


ONLY $5.25 LIST- 
F.O.B. FACTORY 


Order From your Jobber or 
Write Dept. HA-15 


14 inch spreading width; 
13 Ibs. plant food capacity, 
net weight 614 lbs. 
Exclusive force feed prin- 
ciple with easily adjust- 
able mechanism. 


F. D. KEES MFG. CO. 


BEATRICE 


NEBRASKA 








GALVANIZED WIRE STRAND . . . Guy wire for 
television antennae, clotheslines, tie and binding 
wire, signal wire, emergency repairs, temporary en- 
closures—4 and 6 strand for electrical fences. 50’ 
connected coils and on spools. 
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Wilcox, Crittenden Co. 
Adds Crawford to Sales 


Alexander J. Crawford has 
joined the sales staff of Wil- 
cox, Crittenden & Co., Inc., 
Middletown, Conn. 
Crawford, 


Mr. who has 





ALEXANDER J. CRAWFORD 


traveled extensively through- 
out the United States and 
Canada in hardware circles, 
had previously been associ- 
ated with Sargent & Co., 
New Haven, Conn., for a 
period of 40 years, 30 years 
of which were spent as man- 
ager of tool, industrial and 
miscellaneous hardware sales. 

Seven years ago he left 
Sargent to establish his own 
company, Standard MHard- 
ware Products, Inc., Guil- 
ford, Conn. As its president 
and general manager, he con- 
centrated on the production 
of small tools, shelf and 
butchers’ hardware items. 

In his new position, Mr. 
Crawford will help further 
the company’s relations with 
the trade, and also develop 
new products that will en- 
hance the firm’s present line 
of heavy and industrial hard- 
ware fittings. 





Bommer Opens 
New Plant 


The Bommer Spring Hinge 
Co. has started production in 
its new plant at Landrum, 
S. C., where the firm’s main 
office is now located. 

Bommer will continue its 
operations at Brooklyn, N. Y.., 
and Chicago, III. 





Kirsch Lists Change 


Appointment of M. C. Col- 
liander to succeed H. J. Mor- 
rison as the central Califor- 
nia sales representaiive for 


News of the Trade 





Kirsch Co., Sturgis, Mich, 
has been announced by L, 

Ford, vice-president in 
charge of sales. 

Previously, Mr. Colliander 
had represented Kirsch in 
the northern California ter- 
ritory for the past eight 
years. 


Simpkins to Represent 
Enterprise Mfg. of Pa. 


Hubert E. Simpkins has 
been appointed a sales repre- 
sentative for the Enterprise 
Mfg. Co. of Pa., Philadel- 
phia, Pa., it was announced 
by John D. Rumbough, vice- 
president of the firm. 

Mr. Simpkins, who will 
cover the south-central ter- 
ritory, was formerly associ- 
ated with the Delta Oxygen 
Co. and Florida Gas & Chem- 
ical Co. 





Do-It-Yourself Show To 
Open in Chicago Oct. 23 
The Chicago Do-It-Your- 
self Show will be held at the 
Navy Pier in that city from 
Oct. 23 to Nov. 1, it was an- 
nounced by William S. Orkin, 


managing director of the 
show. 
Homecraftsmanship _ tools, 


machines, devices and gad- 
gets will be exhibited at the 
show. 





Paschal to Represent 
Columbian Enameling 


Robert A. Paschal has been 
named to represent the Co- 
lumbian Enameling & Stamp- 
ing Co., Inc., Terre Haute, 
Ind., in the New England 
states, it was announced by 
O. C. Thomas, vice-president 
of the firm. 

Mr. Paschal will handle all 
lines manufactured by Co- 
lumbia in the six-state area. 





Du Pont Trade-mark 


E. I. du Pont de Nemours 
& Co., Wilmington, Del., has 
adopted “Tynex” as the trade- 
mark for its level and tapered 
nylon filament. 

Manufacturers’ using 
du Pont nylon filament in 
their products will be eligible 
to use the Tynex trade-mark, 
with the customary acknowl- 
edgment of its ownership. 
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FOR QUICK SALES 


Rhinehart 


LIVESTOCK 
WATERER 


AUTOMATIC- 
ELECTRIC 


Show ‘em and you sell ‘em! You 
can't beat it for quick sales—one 
look will tell you why this all-NEW 
Rhinehart Livestock Waterer is a 
real seller—it's easy to install—eco- 
nomical to operate even in sub-zero 
weather—low cost, too! 








Made of heavy cast aluminum for 
long life—all parts are easily re- 
placeable by the customer—no ser- 
vice expense to you! 





Available for Immediate Delivery. 


Call or Wire TODAY for prices and discount. 


THE RHINEHART MFG. CO., INC., 1133 POLK STREET, FORT WAYNE 7, INDIANA 


KINGSTON 


ROLLER SKATES 
Finst 


IN THE POPULAR 
PRICE MARKET ! 

























DELUXE 
No. 110 


MODELS FOR ALL AGES 
Write for 


Complete Information and Illustrated Literature 


KINGSTON PRODUCTS CORPORATION 


Kokomo, Indiana, U.S.A. 
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rE ,« oiitns #0 an ec Bae 
BUCH, Jr. 

Add to your Christmas volume with Buch, 
Jr. toy wheelbarrows. Built just like Dad’s, 


Buch, Jr. does more than make sales... it 
makes satisfied customers. Ready packaged. 


TWO OTHER GOOD CHRISTMAS SELLERS 
















More Than a Toy! 
Big Enough For 


~\, Light Jobs 


é i 


A Sensible Design 
for a Popular Item 




















New! BUCH Barrow Cart 


Built low to the ground; roomy 
flat surface ideal for trans- 
planting. Easy to load, push, 
dump. Heavy gauge steel. Two 
strong, rubber tired wheels. 


New! BUCH Chappie 


Large enough for the lady to 
use, ideal as the practical wheel 
toy for the larger boy or girl. 
One piece steel tray, rubber 
tired wheel. 
















BUCH Spreaders, Wheelbarrows and Garden Equipment Are 
Practical Gifts for the Handyman! 








Since 1868 


GARDEN EQUIPMENT 
BUCH MANUFACTURING CO., ELIZABETHTOWN, PA. 
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HA Photo Angles 


A report in pictures of 
people and events 
in the hardware trade 


SUPPLE 
Bristol & 


At a recent regional sales meeting of 

Sealand, Inc., Torrington, Conn., held in 

New York, several new products were un- 

veiled and advertising and sales programs 

for 1954 were discussed. In the photo, 

a — left to right, are: T. Higgins, _ : eae g cy 

. G. Meinig and |. Swirnow. Standing, ‘ : ae. 2 ' ~ 

same order, are: C. Mahoney, J. Gaiden, 7 : Soe om 
L. T. Bates and E. Dailey. fe * io 1801 2nd 





= 


Shown here are men who at. 
tended the two-day annual 
sales meeting of the Davis 
Corp., Richmond, Ind. Front 
row, left to right, are: R. 
Huber; R. Sperling; H. B. 
Marinoff; W. C. Davis, Jr. 
president; J. B. Oliver; GC 
Hoban and N. Jones. Back 
row, same order, are: F 
Koetzel, L. R. Price, F. E. 
Taylor, P. H. Bowen, H. Kor- 
man, M. Ashley, F. Johnson, 
S. Butz and W. N. Todd. 





Forty-eight chain saw dealers 
of the Clinton Machine Co., 
Clinton, Mich., attended a 
field day at Chippewa Lake, 
Ohio. James Davidson, gen- 
eral manager of the Chainsaw 
Div., led the speakers at the 
event. He discussed chainsaw 
features, accessories, adver- 
tising and merchandising 
plans. G. Julian, R. Porter and 
H. Butcher of the Chainsaw 
Div. were also present. The 
dealers also viewed a demon- 
stration, shown at left. 





Here are members of the 

Hyde Mfg. Co., Southbridge, T 

Mass., who attended the firm's UNITED 
recent annual sales confer 2522 S.S 
ence at the Cohasse Country I 
Club near Southbridge. Sales- os Ange 
men from all over the country 

attended the three-day ses- 

sion. New merchandising and 

sales plans were introduced, 

as well as new items. 
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- Consumer Catalog Directory 


continued from page 112 


SUPPLEE-BIDDLE-STELTZ CO. 

Bristol & 5th Sts. 

Philadelphia, Pa. 
Three catalogs in color are offered. “Santa’s 
Wonderland” is a 32-page catalog of toys for 
children of all ages. “Billy and Ruth” book con- 
tains 48 pages of toys of interest to all children. 
“Gifts” is for the adult market, 24 pages of 
electrical appliances and housewares. Catalogs 
can be imprinted. See illustrations Nos. 5, 9 and 
12 on pp. 106, 108, 109. 


THOMSON-DIGGS CO. 

1801 2nd St. 

Sacramento 4, Calif. 
“Gifts” is a 24-page book of electrical appli- 
ances and housewares suitable for giving by 
men and women. “Billy and Ruth” catalog of 48 
pages features gifts for children of all ages. 
Both catalogs are in color. Newspaper mats are 
offered. See illustrations Nos. 5 and 12 on pp. 
106, 109. 


W. A. L. THOMPSON HARDWARE CO. 
231 Kansas Ave. 
Topeka, Kansas 


Toys for children of all ages are featured in 
this 32-page catalog, printed in colors, in roto- 
gravure. “Santa’s Own Toy Book” can be im- 
printed by dealers. For store decorations, 
dealers are offered price tags, pennants and 
banners, window trims and blow-up of adver- 
tisement to be published in Life magazine. See 
illustration No. 7 on p. 108. 


TRACY-WELLS CO. 
175 N. Front St. 
Columbus 15, Ohio 


“Santa’s Wonderland” features in 32 pages a 
variety of toys for boys and girls. “Billy and 
Ruth” is a 48-page catalog of toys of interest 
to children of all ages. “Gifts” is a 24-page 
catalog of items for giving by men and women. 
All catalogs are in color. See illustrations 5, 9 
and 12 on pp. 106, 108, 109. 


UNITED STATES HARDWARE & PAPER CO. 
2522 S. Soto St. 
Los Angeles 23, Calif. 


“Santa’s Own Toy Book” features toys for all 
children. Catalog is 32 pages, printed in 4- 
color rotogravure. Dealers are offered window 
trims, banners and pennants, price tags and 
blow-up of advertisement to appear in Life 
magazine for store decorations. See illustra- 
tion No. 7 on p. 108. 
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VAN DEREN HARDWARE CO., INC. 

Merino & Water Sts. 

Lexington 31, Ky. 
“Billy and Ruth” 48-page catalog in color fea- 
tures toys for boys and girls of all ages. “Gifts” 
is a 24-page catalog, in color, of merchandise 
for giving by men and women. See illustrations 
5 and 12 on pp. 106 and 109. 


J. A. WILLIAMS CO. 

401 Amberson Ave. 

Pittsburgh 6, Pa. 
“Gifts” is a 24-page catalog of gifts that men 
and women would like to receive. “Santa’s Won- 
derland” is 32-page catalog of gifts to give to 
children. “Billy and Ruth” ..is a 48-page catalog 
of gifts for boys and girls. Catalogs are in 
color. See illustrations 5, 9 and 12 on pp. 106, 
108, 109. 


WOODBURY HARDWARE CO. 

2262 N. W. Nicolai St. 

Portland 10, Ore. 
Housewares, kitchenwares, electrical appliance. 
cutlery and gifts are listed in “Gifts,” a 24- 
page catalog in color. Items will appeal to men 
and women shoppers. See illustration No. 5 on 
p. 106. 


GEO. WORTHINGTON CO. 

802 St. Clair Ave., N. W. 

Cleveland 1, Ohio 
Two “Holiday Gift Guide” catalogs are offered. 
A 24-page catalog, in color, features house- 
wares, small electrical appliances, sporting 
goods, cutlery and tools. A 40-page catalog, 
also in color, includes the 24-page catalog plus 
16 pages on toys. Store decorating kit -consist- 
ing of silk screen window banners, pennants 
and price cards, and newspaper mats are 
offered. See illustration No. 3, on p. 106. 


WYETH CO. 

301 N. 2nd St. 

St. Joseph 1, Mo. ; 
This 24-page catalog features housewares, cut- 
lery, kitchenwares, electrical appliances, and 
gifts of interest to men and women. Catalog 
is in color. Prices are given. See illustration 
No. 5 on p. 106. 


ZCMI WHOLESALE DISTRIBUTORS 

1665 Bennett Road 

Salt Lake City, Utah 
“Santa’s Own Toy Book” is a 32-page toy cata- 
log printed in color, rotogravure. Dealers are 
also offered store decorations consisting of 
banners, pennants, window trims, price cards, 
and blow-up of Life magazine advertisements. 
See illustration No. 7 on p. 108. 
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(Continued from page 14) 


year ago, Boston sales in the week 
ended Sept. 5 dropped 19 pct; New 
York fell 18 pct; Philadelphia de- 
clined 11 pct; Cleveland gained 4 
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The Business Outlook—Markets and Price News 


pet; Richmond fell 6 pct; Atlanta 
moved up 4 pet; Chicago declined 
3 pet; St. Louis had no change; 
Minneapolis gained 5 pct; Dallas 
jumped 9 pct, and San Francisco 
recorded a 22 pct gain. 


Manufacturer Predicts Expanding Economy 
Will Boost Appliance Sales 50% by 1960 


An annual dollar volume market 
of 7% billion dollars, at retail, for 
major appliances and television re- 
ceivers by 1960 was predicted at 
the Fall Conference of the Bureau 
of Home Appliances of San Diego 
County. 

The multi-billion dollar market 
forecast was made by Ray A. Rich, 
vice-president-refrigeration divi- 
sion of Philco Corp. 

“Cold statistics indicate a major 
appliance and television industry 
dollar volume by 1960 of at least 
7% billion dollars annually, or 
about 50 pct larger than current 
volume,” Mr. Rich said. 

yy He based his prediction on the 
expected rise in population, continu- 
ing increase in national payrolls, 
the upswing in new family group 
formations and the replacement 
market for electric appliances, such 
as refrigerators and ranges, and 
television receivers. 

Mr. Rich described the United 
States’ economy as a dynamic one 
and said that by 1960 our nation 
would be entering an era of pros- 
perous living for all of the people 
greater than any yet known. 

“Not too long ago many econo- 

i mists were telling us that United 
States had reached what they 
termed a ‘mature economy,’ and 
that there would be little if any 
further growth,” he added. “How 
wrong they were has been more 
than proven in our postwar 
economy with its record national 
payroll, increasing population 
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growth and other factors that make 
our nation strong.” 

He cited the growth of the appli- 
ance and radio industry’s sales in 
the period between 1941 and 1951 
as indicative of America’s eco- 
nomic strength. The sales in 1941 
showed 20,284,400 major appliances 
and radios sold at a retail dollar 
volume of $1,295,572,150 compared 
to 1951 sales of 26,244,000 major 
appliances, radios and_ television 
sets worth $4,927,707,300. 

Mr. Rich predicted these 1960 
sales for appliances: 6 million re- 
frigerators; 2% million electric 
ranges; nearly 214 million electric 
clothes dryers, and 5. million 
ironers. 

He also forecast that room air 
conditioner sales would be close to 
the one million dollar figure an- 
nually by 1960. 


Sears Is Enjoying 
Record Sales Year 


Sears, Roebuck & Co. reports its 
sales for the first seven months of 
its current fiscal year were 8.5 pct 
over the same period in its pre- 
vious fiscal year—and set a new 
high. August sales were also at a 
new high, but inched ahead a mere 
0.1 pet over the same 1952 period. 

Montgomery Ward & Co. led the 
field in percentage decline for the 
month of August with a drop of 
11.9 pet under August, 1952. Sales 
in the seven-month period dropped 
3.5 pet for Wards. 


Employment Reached 
Record Total in August 

Employment in the United States 
hit a peak in August, reports the 
Commerce Dept. August employ- 
ment reached a record 63,408,000, 
Unemployment declined to a post 
World War II low of 1,240,000. 

Only 1.9 pct of all civilian work- 
ers were out of jobs this August, 
compared with 2.5 pct a year ago, 
says Robert A. Murray, Acting 
Secretary of Commerce. “Thus, 
with a current labor force of 65 
million, unemployment is _ barely 
over the 1 million mark.” 

The figures showed 308,000 more 
people working in August than in 
July, due to a pick-up in commer- 
cial and industrial hiring—which 
more than offset a seasonal de- 
cline in farm employment. 

Employment in factories, stores 
and other businesses climbed to 
56,134,000 from 55,492,000  esti- 
mated in July. 

On the other hand, farm en- 
ployment dropped to _ 7,274,000, 
about 350,000 under the July total 
and 650,000 under the June peak. 


Mirro Line Prices To 
Increase on Oct. 12 

The Aluminum Goods Mfg. Co., 
Manitowoc, Wis., is announcing 
price increases on most items, 
averaging about 5 pct, effective 
Oct. 12. 

All items in the Mirro fall circu- 
lars, however, which include the 
Mirro-Matic pressure pans and 
percolators, warp-proof fry pans, 
cooky sheets and bun warmer will 
be held at present prices until 
December 31, as millions of these 
circulars will be sent out by lead- 
ing stores across the country dur- 
ing November and December. 


Bissell Guarantees 
No Price Declines 


Bissell Carpet Sweeper Co. has 
informed retailers and whole 
salers that it is guaranteeing its 
sweeper prices against any price 
decline until the end of the year. 
It is the first time that Bissell 
sweeper prices have been so guar- 
anteed, the company announced. 
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“Thee grateful people say: 


" We're HERE ion 
because you wore THERE 4 


Each one of these people is alive today because some- 
one gave blood. 


If you've given blood before, you know how easy it is 
—how quick and painless. And you know what a 
wonderful feeling it is when you realize that what you've 
done may give another person his life. 














Communist machine-gun fire dropped him in 
combat. But whole blood kept him alive, saw 
him through the hospital. He thanks you for 
his life. 







Now you are asked to give blood . . . again and again. 
And you can do it safely every 3 months. 







Because America’s need for blood has increased 
enormously—for our armed forces, for accident and 
disaster victims at home, for new disease-fighting serums. 








Many a life hangs in the balance! Will you help? 
Call your Red Cross, Armed Forces or Community 
Blood Donor Center today! 









BUSINESS EXECUTIVES 
CHECK THESE QUESTIONS 












If you can answer “yes” to most of them, you—and your company— 
are doing a needed job for the National Blood Program. 









She'd been exposed to polio. A new serum, 
Gamma Globulin, made from blood, helped 
ward off the dread disease. She thanks you 
for her life. 


HAVE YOU GIVEN YOUR EM- 
PLOYEES TIME OFF TO MAKE 
BLOOD DONATIONS? 

HAS YOUR COMPANY GIVEN 
ANY RECOGNITION TO 
DONORS? 

DO YOU HAVE A BLOOD 
DONOR HONOR ROLLIN YOUR 
COMPANY? 


HAS YOUR MANAGEMENT EN- 

DORSED THE LOCAL BLOOD 
DONOR PROGRAM? 
HAVE YOU INFORMED EM- 
PLOYEES OF YOURCOMPANY’S 
PLAN OF CO-OPERATION? 
WAS THIS INFORMATION 
GIVEN THROUGH PLANT BUL- 
LETIN OR HOUSE MAGAZINE? 


HAVE YOU ARRANGED TO HAVE 
A BLOODMOBILE MAKE REGU- 


HAVE YOU CONDUCTED A 
DONOR PLEDGE CAMPAIGN IN 
LAR VISITS? 


YOUR COMPANY? 










CIENT PLANS CAN BE MADE 


HAVE YOU SET UP A LIST OF 
Oerne SO THAT EFFI- 
FOR SCHEDULING DONORS? 





Remember, as long as a single pint of blood may mean the difference 
between life and death for any American .. the need for blood is urgent! 


NATIONAL BLOOD PROGRAM 


GIVE 
BLOOD 


.. give it again and again 





A tornado whipped suddenly across her home 
town. She was badly injured by falling debris. 
But a quick operation, several transfusions 
pulled her through. She thanks you for her life. 
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Large Hardware Firms, in Metropolitan Areas 
Showed 5% Sales Increase Over July, 1952 


The July sales of “large” hard- 
ware stores of organizations 
which operate one to 10 stores, in 
large metropolitan areas, showed 
a 5 pet rise over the like month of 
1952 but were 9 pct lower than in 
June 1958. 

The increase for the first seven 


months of this year was 2 pct over 
the 7-month period of 1952. 


The Los Angeles and Philadel- 
phia area stores were the only two 
in the list of those covered by the 
Dept. of Commerce survey which 
showed sales increases in the June 
to July period. 


None of the 17 areas reported 
had higher sales in the January- 
July period than in the seven 
months of last year. 

The following table shows the 
sales changes for the various pop- 
ulation centers: 


Pct Change in Sales 
July July 7 mo. 
1953 1953 1953 
from from from 
July June 7 mo. 
1952 1953 1952 


Jefferson Co., Ala. +10 —I7 +2 
Los Angeles Co., Cal... +23 +9 +16 
Hartford & Tolland Cos., 

MN os st dioacee ns +1! —l2 +4 


D. of C.; city of Alexan- 
dria, and Arlington 
Co., Va. and part of 


Montgomery Co., Md. — 1 —5 —4 
Caer Ca OW. ccc. te al FT 
Adams & Allen Cos., Ind. — 3 — | 0 


Suffolk Co. and parts of 

Middlesex and Norfolk 

ae —5 —10 —5 
Wayne Co., Mich ..... +15 —3 +6 
City of St. Louis and St. 

Louis, Co., Mo., and 

East St. Louis, ill.... +22 —13 + 3 


City of New York and 
part of Westchester 


See —4 —21 —3 
ore Ge, HV... —-6—-9 —I 
Monroe & Wayne Cos., 

ct See +22 —2 +3 
Philadelphia Co., Pa.... +17 +7 —3 
Providence Co., R. |.... —20 —25 —1I3 


Norfolk & Princess Anne 
Cos. and cities of 
Norfolk, So. Norfolk 
and Portsmouth, Va... +13 — 3 


King Co., Wash. ...... —I] —5 me 
Milwaukee & Waukesha 

Cos., Wis. . +5 —3 +3 
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Americans Spent 
$218 Billions in ‘52 


The total spent by Americans, 
last year, ran over $218 billion, 
with about 90 pct of the total 
going for necessities and near 
necessities. 

Recreation took the biggest 
bite out of the remaining 10 
pet, according to an analysis by 
the Cleveland Trust Co. of the 
annual] report of consumer ex- 
penditures made by the Dept. 
of Commerce. 

The recreation bill totaled 
$11.7 billion. Other major items 
were $2.1 billion for private 
education and research; $2.1 
billion for religions and welfare 
activites and $1 billion for for- 
eign travel. 











Retail Sales Take More 
Of Disposable Income 


Throughout the post-war years, 
retail sales have consistently ac- 
counted for a larger proportion of 
disposable income than in pre-war 
years, reports the Federal Reserve 
Bank of New York. 

Since early 1947, says the bank, 
retail sales represented close to 70 
pet of disposable income, compared 
with an average of 60 pct prior to 
the war. 

Greater use of instalment credit 
to finance automobiles and other 
major durables has_ contributed 
“substantially” to the expansion 
of sales since the war, the bank 
says. 

Increases in the dollar volume 
of sales followed the removal of 
price controls in 1946. After the 
scare buying, as a sequence of the 
outbreak of the war in Korea, re- 
tail sales and disposable income 
have risen further and in the early 
part of 1953 reached new record 
levels. 


Personal Income Has 
Been Rising Steadily 

The Commerce Dept. reports that 
personal income in July rose an- 
other $1.8 billion, bringing the July 
rate to $288.1 billion. 


Since the beginning of the year 


personal income has _ increased 
every month but April, and the 
average month-to-month climb has 
been $1.3 billion. 

The rise in personal income from 
June to July was accounted for al- 
most entirely by higher wage and 
salary income. This figure, at an 
annual rate of $195.6 billion, was 
up by $1.4 billion over June. The 
report notes the chief gain oc- 
curred in non-durable manufactur- 
ing industries where both employ- 
ment and wage rates were higher 
in July. 


Million More Marriages 
Last Year Than in 1951 


The newlywed market is a good 
one. The Census Bureau reports 
married couples reached a record 
number last year, with about 
1,000,000 more married couples in 
1952 than in 1951. 

While this information may 
cause some manufacturers and re- 
tailers to smile in anticipation of 
goods sales, the bureau reports a 
somewhat sour note in the mar- 
riage melody. 

It notes that “eligible” young 
bachelors in 1952 were outnum- 
bered by their female counter- 
parts and that the shortage of men 
was greater than in 1950. By 
“eligible” the bureau says it means 
women 18 to 24 and men 22 to 27. 

This presages fewer marriages. 
The report shows females, 58,000,- 
000 of them unmarried, outnum- 
bered males—about 53,000,000 of 
them. This means, at worst, that 
5,000,000 girls won’t get married. 


Living Costs Index 
Rises to New Peak 


Living costs rose to a record 
high in mid-July, reports the Bu- 
reau of Labor Statistics. The bu- 
reau’s index then stood at 114.7, 
based on the average prices for the 
years 1947-49 equalling 100. 

That was the fifth straight month 
that consumer prices have gone up, 
but the government. says the small 
gain shown indicates the rise does 
not mean inflation. The over-all 
increase since February has been 
1.1 points on the index. 
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(Larsor} 
3-Row 
TOOL 

HOLDER 


@ The most practitcal tool holder on the market. 








@ Holds large assortment of hand tools. 
@ Fine zinc coated finish.—36" of tool space. 


@ Packed in two-color attractive boxes. 


Ask your jobber about this one! 


CHAS. O. LARSON CO. 
STERLING « ILLINOIS 














ADJUSTABLE CUTTING 
TOOLS 





ADJUSTABLE HOLE 
CUTTERS 


EXPANSIVE BITS 








Cut any size hole % to 3” in Cut holes % to 2%” 
soft or hard wood! * Tool - metal, “— . 
‘ ° : “a plastics * High- 
Steel Blades ; Rust Resist speed steel blade— 
i ant * Quick, Accurate stays chewp longer—cuts 
Adjustment * Self- easier * Economical— 
Clearing Lead Screw. one Clark tool replaces 


- many fixed radius cutters. 
\ 


Qué 


ADJUSTABLE CIRCLE CUTTER 


Cuts 1% to 8” holes 
in sheet metal, P 


HOLE CUTTER KIT 


Colorful, new, 
plastic protective 
case contains two 

Clark adjustable 
Hole Cutters with 
a cutting range 


of % to 2%”. 






wood or plastics. . 
Combination drill 
pilot and 
high-speed steel 
cutting blade. 


Order from your jobber or write 


Robert 1 Clath 


9330 Santa Monica Blvd. ° Beverly Hills 8, Calif. 
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Brick Trowel 


SELL GOLDBLATZ: 


a P 


Plastering Trowel 


It’s easy to sell the masonry tools your customers know 
and trust. Goldblatt is the best-known tool company in 
the trowel trades. For more than 65 years, craftsmen in 
these trades have depended on Goldblatt for finest 
quality tools that are comfortable, easy to handle and 
help them do their jobs better. 

The continuous broadening of Goldblatt’s reputation 
is assured by extensive consumer advertising. Here 
again, Goldblatt leads the trowel trade industry! 

Take advantage of this pre-selling that Goldblatt 
does for you—offer your customers the tools they want. 


Write Today for Free Catalog 


Write for your copy of Goldblatt’s 
illustrated catalog describing the 
largest and most complete line 
of masonry tools and supplies. 


JJoldblatt) roo. COMPANY 


1920-E Walnut Street, Kansas City 8, Mo. 


Ist Choice of the Trowel Trades 





Carborundum Simplifies 
Abrasives Markings 


Because of the favorable cus- 
tomer reaction to the simplifica- 
tion of coated abrasive markings 
on its Flint paper, the Carborun- 
dum Co., Niagara Falls, N. Y., has 
announced that it is now using 
similar markings for Garnet paper 
and Aloxite paper, emery cloth, 
Red-I-Cut waterproof paper, metal 
cloth and other products formerly 
in the industrial abrasives line. 

These abrasives can now be 
bought over the hardware counter 
in extra fine, fine, medium, coarse 
and extra coarse grit sizes. How- 
ever, for the more technically 
minded hardware store customer, 
the industrial grit size markings 
are. also on these products for 
reference. 

Four grits of Red-I-Cut sanding 
cut sheets and edger discs, simi- 
larly marked, will be offered for 
the rental trade. 


Emerson Promises Low 
Prices on Color Video 


Emerson Radio & Television 
Corp. announces that within 18 
months after color television gets 
the green light from the Federal 
Communications Commission, it 
will produce color receivers at only 
25 pet above the cost of present 
black and white receivers. The 
rest of the industry has estimated 
initial color TV sets would cost 
$800 to $1,000 more than current 
TV sets. 


Easier Business Loans 
Seen As Possibility 


The Federal Reserve System has 
started a campaign to make credit 
easier for farmers and business- 
men this fall. The system has 
initiated a series of heretofore un- 
publicized money moves to assure 
easier credit in coming months. 

The system has brought short- 
term Treasury bills for the first 
time in many weeks. Purchases 
of these bills have the effect of in- 
creasing banks’ reserves, thereby 
allowing them more freedom to 
make loans. 

And, according to financiers, 
there is a possibility that the Re- 
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serve soon will take the more dras- 
tic step of reducing the amount 
of funds that member banks must 
keep in reserve deposits. 

The idea, as banks and business 
sees it, is to make credit available 
to finance the harvesting and mar- 
keting of crops, and to provide 
funds for merchants to build up 
stocks for Christmas business. 


Tie-in Opportunity 
In Magazine Feature 


House Beautiful’s Guide for the 
Bride features prominently the 
logotype of the National Electric 
Manufacturers Association’s elec- 
tric housewares gift campaign in 
an October editorial feature on 
electric housewares, entitled “Wired 
for Service.” 

The caption, alongside the cam- 
paign logo whose theme is “First 
Gift Choice—Electric House- 
wares,” says “If you’re in doubt 
about electric housewares, look for 
stores with this symbol. They spe- 
cialize in appliances for the bride- 
to-be.” 

Dealers who want to avail them- 

selves of the tie-in may display 
copies of the publication in their 
windows, opened to the pages con- 
cerned. 
° Three-color decals of the cam- 
paign emblem are available from 
local area committees consisting of 
manufacturers representatives and 
sales or from local Electrical 
Leagues. 


New Business-Defense 
Agency Has Low Budget 


There probably won’t be any 
earth-shaking results in the im- 
mediate future from the new U.S. 
Office of Distribution, set up with- 
in the framework of the Com- 
merce Department’s new Business 
and Defense Services Administra- 
tion. 

Congress earmarked Commerce 
funds in such a way that only 
$100,000 could be used to put the 
new bureau in business. Bureau- 
cratic tradition is to go ahead with 
plan, go back to the lawmakers later 
and request supplementary funds. 

Under Secretary Sinclair Weeks, 
Commerce, is playing it cosier. 
Talk is that present plan is not to 


ask for additional money but to 
use the amount appropriated for 
getting the office established on g 
sound, though restricted, working 
basis. 

It is also said ‘unofficially that 
next step will be to ask Congress 
next year for a modest increase— 
to possibly $200,000. Strategy 
would then be to get business 
solidly behind the agency, then 
shoot for whatever amount is 
needed. 


Home Building Contracts 
Much Lower in August 


Residential construction contract 
awards in the 37 eastern states in 
August were down 22 pct from 
July and down 19 pct from Av- 
gust 1952, the F. W. Dodge Corp. 
reports. 

The eight-months total for resi- 
dential contract awards this year 
were down 4 pct as compared with 
the comparable period of 1952. 

The total for all kinds of con- 
struction during the first eight 
months was 4 pct higher over the 
first eight months of 1952. 


Heating and Cooking 
Shipments Higher 

Heating and cooking equipment 
shipments in June were generally 
higher than shipments of these 
products during the preceding 
month, according to the Bureau of 
the Census. 

Warm air furnaces and oil burn- 
ers gained 27 and 17 pct respective- 
ly, over May shipments. Shipments 
of domestic heating stoves and floor 
and wall furnaces were slightly 
higher but the value of domestic 
cooking appliances (except elec- 
tric) dropped 10 pct below the 
May level. 


Retail Inventories 
At Record Height 


Business inventories are higher, 
principally because of the holdings 
of motor vehicle dealers. 

At the end of July, retailers’ in- 
ventories totaled $214 billion and 
were $500 million higher than in 
June after adjustment for seasonal 
differences. This is about the high- 
est level on record. 
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BE READY TO RING UP 


Extr? AUTUMN 


MOWER SALES 






os SF 
GRIND-A-LEAF 


Eliminates 
RAKING— 
HAULING — 
BURNING 


Oct. 5-9, Booth 875 


PROPULSION ENGINE CORP., Dept. 





See us af The National Hardware Show, New York 


10 


Subsidiary of Food Machinery & Chemical Corp. 
7th St. and Sunshine Rd., Kansas City, Kansas 








CAN’T LEAK. Sensitive 

in operation. For cold or hot 
water or steam. 200 Ibs. 
pressure. Seven sizes. 

Write for Bulletin No. 302. 


order from your jobber 


STRATAFLO 


PRODUCTS, 


FORT WAYNE 1 


INC. 
INDIANA 
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Scarce and Costly 
| Color TV by Mid-1954 


The Federal Communications 
| Commission will approve color tel- 
evision around the first of the year 
and first tubes will be available by 


ligan, president of Hallicrafters 
Co. He warns, as have otiers in 
the industry, that first sets will be 
“very expensive.” 

Mr. Halligan said with F. C. C. 
approval the first of next year the 
industry could build 50,000 tubes 
in 1954—“‘and even that might be 
high.” 
| He said first color TV sets would 
| be strictly in the luxury class, sell- 
| ing for about $900 and $1,000. 

In three years, though, by 1957, 
most color problems will have been 
licked and, at that time, the indus- 
try will enter into the greatest 
boom period it has ever seen, he 
says. Until that time, however, 
| foresees a period of hard selling. 


Output and Demand 
Now in Balance 


Three out of four manufactur- 
ing companies 
survey 


y 


cooperating in a 
recently completed by the 
ational Industrial Conference 





i) Board indicate that capacity and 
| demand for their major prodict 


lines are substantially in balance 
and many claim that they now 
have some surplus capacity. 

Only 7 pct of the executives of 
159 manufacturing companies cov- 
ered in the survey report current 
demand for their major lines still 
in excess of the industry’s capacity 
to produce, while 17 pct of all com- 
panies replying find their industry’s 
present productive capacity to be 
beyond the requirements of con- 
sumption. 


Plastics Molders 
Having Good Year 


Plastics molders these days are 
singing a happy tune, strong busi- 
ness with the traditional best 
months yet to come. Society of 
Plastic Industry figures show that 
members’ sales for the first five 
months hit $117 million, a 40 pct 


a year earlier. 











mid-1954, predicts William J. Hal- | 
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pper 
Continuous Sprayer 


World's most beautiful copper, continuous 
sprayer. Prt. and Qr. (39 ounce) sizes 
Glistening, solid copper tank. Pump barrel 
is highly pol- 
ished, seamless 
brass. Modern 
design. Sturdy 
construction 
Be sure 

to visit our 
booths 864 and 

at the 


865 
NATIONAL 
HARDWARE 

ow 


SH 
1 October 5th-9th 
GRAND _ 








As Advertised in House & 
Garden and House Beautiful 


D. B. SMITH & CO. 


426 Main St., Utica 2, N.Y. 
“Originators of Sprayers” 


Canadian Rep. G. L. Cohoon 
1265 Stanley St., Montreal 2, Canada 
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HOW To MAKE 
$8 INTO $12 


That’s the game—making money, 
and it can be done even in the re- 
tail hardware business. 


For example—display the No. 6 
Nowatoco Grass Hook—the best 
sickle value on the market. 


Its attractively finished red trim 
black lacquered handle and sharp, 
polished cutlery steel blade will catch 
your customers’ eyes. They will want 
to hold it and swing it. By their 
own demonstration they will realize 
the blade is offset to protect their 
knuckles and the handle is made to 
fit their hand. Also, they will note 
that the 18” over-all length, perfect 
hang and balance, and low price make 


| it just the sickle they want. 





jump over the $82 million reported | 





Better still, these money makers 
cost you only $8 a dozen, retail at $1 
each, and are a volume item. Don’t 
miss sickle sales and sickle profits 
this year.—Order your Nowatocos 
from your wholesaler today. Also 
write for free catalog of complete 
line. 

A free Hathaway shirt to Mr. Vie Blood, Vie Blood 
Hardware, Le Roy, N. Y. Send us your shirt size. Also, 


free shirt to jobber salesman in your area who sells North 
Wayne Tools. Please send his name, company and address. 


NORTH WAYNE TOOL CO. 
Oakland 1, Maine 












Sale of 8,000,000 Paint Rollers This Year 
Predicted; Detroit Judge Overrules Union's Ban 


The sale this year of 8 million 
paint rollers, at an average retail 
price of about $3, has been pre- 
dicted by Henry L. Freund, presi- 
dent of the Essex Graham Co., Chi- 
cago manufacturers of paint roll- 
ers, in a report to the firm’s dis- 
tributors. 

Mr. Freund said that the new 
industry, born less than a decade 
ago, is growing at the rate of ap- 
proximately 20 pct a year. He 
credits the high cost of profes- 
sional decorating and the research 
of paint manufacturers with pro- 
viding the impetus to the “do-it- 
yourself” decorating boom. 

The professional market for 
paint rollers has hardly been 
touched, according to Mr. Freund. 
The principal reason for this, he 
believes, is that many painting and 
decorating unions have forbidden 


Record Year For 
Plants, Equipment 


The Commerce Dept. predicts 
that 1953 will be a record year for 
plant and equipment expenditures. 

Despite some predicted down- 
turns in expenditures during the 
fourth quarter, says the govern- 
ment agency, business will wind up 
the year by spending an estimated 
$27.8 billion for new plants and 
equipment. 

The anticipated 1953 total is 5 
pct above the previous high reached 
last year. 


More Metals Around 
For Civilian Purposes 


There will be more metal around 
for civilian use in the fourth quar- 
ter of this year than there has 
been for a long time. 

The Office of Defense Mobiliza- 
tion reports it is cutting orders for 
steel, copper and aluminum in the 
last three months of this year. Mil- 
itary and atomic contractors and 
subcontractors don’t need as much, 
the office says. 

The O. D. M. reports direct de- 
fense producers will get 20 pct less 
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their members to use rollers. 

In a recent court decision, Cir- 
cuit Judge Thomas F. Maher, in 
Detroit, ruled against such union 
restrictions as “an unfair labor 
objective.” 

The judge said he noted that 
union painters “seemed to be 
alarmed” by the use of rollers from 
an employment standpoint but he 
added that he could not concur in 
this because history has shown 
that labor saving devices have 
brought improved employment and 
a reduction in costs. 

During the trial a group of roller 
manufacturers had sponsored a De- 
troit television program in which 
two men, identified as union paint- 
ers, started painting a wall with 
brushes while a man and woman 
clad in formal attire painted an- 
other wall with rollers. 


steel and 10 pct less aluminum and 
copper in the fourth quarter than 
they are receiving in the third. The 
O. D. M. cautions, however, that 
such a move is not to be inter- 
preted as indicative of any com- 
parable cutback in defense. 

Reason for lower fourth quarter 
figures, says O. D. M., is the new 
Defense Materials System which 
went into effect July 1. The sys- 
tem does not provide for generous 
extra allowances for producers 
permitted under the old Controlled 
Materials Plan. 

On top of this, the office says, 
the supply of steel, copper and alu- 
minum has eased to the point 
where some defense contractors 
and subcontractors no longer ap- 
ply for Government priority as- 
sistance. 


Electronics Output High 


Television output for the first 
seven months of this year set a 
record of 4,150,525 sets produced, 
while radio output of 7,941,001 
sets was nearly 2,000,000 units 
ahead of the like 1952 figure, re- 
ports the Radio-Electronics-Tele- 
vision Manufacturers Association. 





Post Office Pares 
New Catalog Rates 


The Post Office Dept. says it 
cut in half its proposed in- 
crease in catalog mailing rates 
after mail order companies 
called its original proposal “ex- 
cessive.” 

The department in April asked 
a 35 pet increase in catalog 
rates to bring it nearly $7 mil- 
lion additional a year. Last 
week it pared this down te 17 pct. 











Paint Classification 
System Being Misused 


The Dept. of Agriculture has 
withdrawn its endorsement of an 
1l-year old system of classification 
for house and barn paints because 
of misinterpretation of some paint 
advertising. 

The department says use of the 
recommended classification—which 
classes paint according to spread- 
ing qualities, pigments and other 
factors—‘“has led to representation 
in advertising which may be con- 
strued to imply department en- 
dorsement of a particular paint 
rather than to suggest a method of 
classifying these paints.” 


Home Building Decline 
Continued in August 


Dollar outlays for private resi- 
dential construction declined for 
the second successive time in Au- 
gust, reflecting a downtrend in 
housing starts during the preced- 
ing three months. 

The decline in private construc- 
tion caused a reduction in the ex- 
penditures for new construction 
of all kinds which continued at 
record levels in August, according 
to Dept. of Commerce estimates. 


Savings to Increase 


A build-up in personal savings 
and a greater availability of home 
mortgage money in 1954 is pre- 
dicted by Harold P. Braman, assis- 
tant manager of the National Sav- 
ings and Loan League. 
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NEW PLASTIC TUBE 
SELLS ITSELF! 


CASH IN 


on tHe BEG pemanp ror 


SHELTON 


DOUBLE 
POINTS 


1 


COPPER 
RIVETS 
ve 


ni nindaepetmane, NEW CUSHION HEAD 
Easy on Thumbs PLAS-T-CAP THUMB TACKS 
SPACE 571-A, NATIONAL HARDWARE SHOW 


GRAND CENTRAL PALACE, NEW YORK, N. Y. 


Available SHELTON TACK CO., SHELTON, CONN. 
from HOLLAND MFG. CO., BALTIMORE 31, MD. 
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TOGGLE > a CALKING 
BOLTS ; ANCHORS 


STAR TYPE DRILLS 


Sastre 


LAG SCREW 
EXPANSION SHIELD 


DHD 
HAMMER DRIVE ANCHORS 


DIAMIDE 
CARBIDE TIPPED DRILL 


KEYSTONE MACHINE MULTI SIZE 
BOLT SHIELDS SCREW ANCHORS 


DIAMOND EXPANSION BOLT CO., INC. 


Home Oftice and Factory Garwood, New Jersey 


STOCKS IN THE FOLLOWING CITIES 
Da 5 Texas h w Y are N Y St Louis ake 
f San Francisc 
< ‘ 











AY dg PROFITABLE / 


EMS 
for HOME WORKSHOPs 


POPSHOP Workbench 
All-steel . . . Popular Size 
. « - Pressed Wood Top. 


momen Ga, nen’, 
Get those Extra 
XMAS SALES 


Every home-craftsman wants a rugged work bench — and the 
Popshop pre-packaged, all-steel work bench meets this popular 
demand. You can sell it for only $29.95 and make a nice profit. 
It is an ideal Christmas gift for Dad or Son. Stock now and get 
your share of POPSHOP Profits. 


RETAILS AT 
NLY 


29% 


POPSHOP Steel-drawer — Every POPSHOP Work Bench Kit — For 
customer that buys hand tools needs the ‘‘Build-it-yourself'’ trade. A pre- 
more drawer space. Sell this heavy packaged unit that contains all welded 
duty drawer. It fits all types of stee! legs, bolts and booklet ‘‘How to 
benches. Bolts and instructions in- Build A Work Bench’' — Retails at 
cluded — only $4.95. $14.95. 


BENCHICRAFT wiscrro. 


Give me more information on the Benchcraft line of profitable, fast 
selling home work shop items. 











LASTEST 
AMG 
REMOVER 





For prices and sample, write 


THE KLEAN-STRIP CO., INC. 
2340 S. Lauderdale, Memphis, Tenn. 





OF EXTRA COST WITH THIS 
TARP 
Eagl nssontment 


Unit comes to 
you completely assem- 
bled, tarps already in 
place... ready for sales! 























$4gteo 


your regular 
cost for these 
tarps 







You Make 


$9420 


your regular 
full margin 
of profit. 











Ask Your Regular Wholesale Supplier Or Write... 
H. WENZEL TENT & DUCK COMPANY 
1035 PAUL STREET, ST. LOUIS 4, MISSOURI 
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Consumer Mailers 





New Wholesalers’ Aids for Dealers’ Use 


‘Do It Yourself’ Theme 
On Orgill Circular 


Orgill Bros. & Co., Memphis, 
Tenn., wholesale hardware firm has 
prepared for dealer use a colorful, 
8-page circular of fall merchandise. 
A headline reads “Do it Yourself 
. .. Fix it Yourself ... Make it 
Yourself.”” One coupon offers a $.69 
waste basket for $.25 and another 

















offers a measuring cup and spoon 
set, regularly priced at 54 cents 
for only $.29 with coupon. 


Hibbard's Institutes 
Full Promotion Program 


Hibbard Spencer Bartlett & Co., 
wholesale hardware firm of Evans- 
ton, Ill., has prepared a kit contain- 
ing circulars, banners, price cards 
and 423 pieces of window trim for 
dealer use with the company’s an- 
nual “Fall True Value” promotion. 

A double-page spread is devoted 
to “Make It Yourself, Fix It Your- 
self, Do It Yourself” tools, and 
the circular was planned to tie in 
with the IRHA “Do It Yourself” 
program. 

The circular is supplemented by 


| other selling aids which include 


ad mats, radio scripts and a 
“Planned Selling” monthly sales 
guide, recently revised, for all 
dealers using the Hibbard sales 
plan. 

The plan is designed to furnish 


all promotion help needed, all 
store banners and special displays, 
and price cards for window and 
counter layouts. 

Each month the 32-page “True 





Value Sales Promotion Guide’’ pic- 
tures six windows and six count- 
ers, with complete directions, dia- 
grams and merchandise lists for 
setting up each display. 

The purpose of the plan, the 
company states, is to provide easy- 
to-use, expert yet economical pro- 
motion, display and advertising 
for the independent dealer. 

The program is directed by J. 
E. Stone, Sales Promotion Mana- 
ger, who joined the Hibbard com- 
pany about six months ago. Plans 
for stepping up all Hibbard pro- 
motions are now underway, Mr. 
Stone stated. 


Cotter Catalog Offers 
Time Payment Terms 


Cotter & Co., mutual owned 
wholesale distributor, Chicago, 
has released for distribution by its 
dealer-members, a 32-page roto- 
gravure fall and winter consumer 
catalog. 

Four “specials” are featured on 
the front cover and other special 
values are featured inside. 

Many items are featured where- 
by the customer may purchase 
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" RUBBERIZED 


SATIN TONE 


WALL PAINT 


Ready to Use for all in- 
terior and exterior sur- 5 80. 
faces and wall paper GAL. 

* Delivered in within 
ONE COAT COVERS 150 seenter 9 sahhoney 


HOUSE PAINTS $2.45 and $1.45 a Gallon* 
ENAMELS $2.30 a Gallon* 


Write for Color Cards and Prices on Full line 


Attention Salesmen: A few choice territories available! 


TOBIAS PAINT Mfg. Co. 


3302 EAST S7Ih SF. 
cites v € t A HN. DD Bae es. MN Eee ge 

















MASTER PUTTY REMOVER 






The MAstTER is a Hicu- 
SPEED STEEL tool; used 
in an electric drill, will 
remove more putty in 2 
minutes than one could 
in 30 minutes with ham- 
mer and chisel. 


Easily operated from 
either inside or outside 
of window. Screw and 
spindle prevent cutting 
too deep. 





Dealers’ cost, $2.00 less 5% cash discount. 
Retails at $2.95. 


Write for DESCRIPTIVE LITERATURE 


H. E. WATKINS CO. 
1116 E. 21st St. Oakland 6, Calif. 









THIS CHRISTMAS. . . 
SELL THE DIFFERENT GIFT! 






GLO-TORCH WILL SELL AS A 
GIFT BECAUSE IT IS 


* NATIONALLY 
ADVERTISED TO 
CONSUMERS! 


NEW AND 
UNUSUAL! 


NEEDED IN 
MOST HOMES! 


* 
* 
% PRACTICAL AND 1 Glo-Torch is hot a a blowtorch but safer 
* 


because it diffuses radiant heat. Has 1000 watt, 


INEXPENSIVE! 115 V AC/DC metal-sheathed tubular heating 


UNCONDITIONALLY unit that’s practically indestructible. Wipes off 
GUARANTEED! old paint up to 20 feet per minute. 


Promotional literature mailed on re 






quest. Sell the Glo-Torch as a gift! 


UDLOW PRODUCTS CORPORATION 


1416 Broodway Schenectady 6,.Y. 













1. Standard Hole- 
In-Cap with Metal 
Nozzle Guns 














2. With Snap-in 
Plastic Nozzle* for 
all Other Guns 








At last . . caulking 
; compound cartridges to fit 
every type gun! So easy to use. . either way 

there’s no after-cleaning required. CALBAR 
Caulk-O-Seal is non-hardening, non-staining and 
meets all specifications! 














*Plastic Nozzle supplied with each 
cartridge af no additional cost 


SIMPLIFIES INVENTORY... 
ANSWERS ALL NEEDS! 


Write today for complete details 
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CALBAR PAINT AND VARNISH CO. 


Products 
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600? ppoF lt 


with Stainless 
DOOR-EASE®* 
STICK LUBRICANT 
Nationally advertised 15c sell- 
er, comes 12 in display box. | 
Hundreds of uses in home and 


shop. Also large 39c seller in 
metal container, packed 6 in 


display box. 
AGs 


PRODUCTS 





American Grease Stick Co. 
Muskegon, Michigan 











$0 LOCK-EASE Graphited Lock Fluid 
in 4-0z. ‘‘Drop or Stream” can, 39c; 
AMERICAN Dripless Oil in 4-0z. oiler, 29c. 





SELLS 
BETTER. 
BECAUSE 
IT 1S 
BETTER 


Wel 0 He Gf 
if ott) | (Use 


FITS ALL FAUCETS 
e All Brass Chrome Finish 

e Compact Streamline Design 

° A An inch To Faucet 


L 
Po > Internal Adapter 


STOPS SPLASH 
SILKY SOFT FLO 
SAVES SOAP $425 


MELARD MFG. CORP., 
37-25 32nd Street, t. 1. C. 1, N. Y. 
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gt€AP ques 


| them on time payment terms, as 


low as $1 down and $1 a week. 
Cotter & Co. is furnishing its 
dealers with time payment con- 
tracts to use for such sales. 

It also offers window banners, 





pennants, price cards and ad mats 
to the dealer using the promotion. 

This company is now preparing 
a 40-page rotogravure toy and gift 


catalog which will be distributed | 
| in November. 


Fall Sale Circulars 


The W. Bingham Co., Cleveland 
wholesale firm, has distributed 


over 2,000,000 copies of its Fall | 


Value Days circulars, to customers 
in 14 states. 

The special sales event was 
timed to start Sept. 24 in dealers’ 
stores. 


Manufacturers Took 
Drop in New Orders 


The Commerce Dept. reports the 
volume of new orders placed with 
manufacturers in July fell be- 


cause of a drop in defense buying. | 


New orders for civilian goods 
remained at recent high rates. 

Unfilled orders fell $400 million 
with two-thirds of the drop in 
durable goods industries. This 
left a total of $70.5 billion of un- 
filled orders on manufacturers’ 
books at the end of July. 

Manufacturers shipments in 


July rose 2 pct from the June rate. | 
rose | 


Manufacturers’ inventories 


slightly in July. 
















MARVEL 
SHEARS 





Now, a quality 
kitchen shear, cleverly 

packaged to create impulse 
sales. See your wholesaler, or 


write, wire, or phone... 


always look to 


MIDWEST 


TOOL and CUTLERY Co., Sturgis, Mich. 
for money making ideas 








Changes 


New products and 
new trade names are 
constantly being 
added to the listings 
for the next Directory 
Number of HARD- 


WARE AGE. 


Therefore, if you do 
not find in the current 
issue of the Directory 
Number the product 
you are interested in, 
write to the “Who 
Makes It’’ Editor. He'll 
be glad to serve you. 


HARDWARE AGE 


100 E. 42nd St., New York 17, N. Y. 
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THERMO-RITE 


TEMPERED-GLASS FIREPLACE SHIELD 












FROM 


$59.00 


RETAIL 
Higher in the West 


FULL YEAR 
GUARANTEE 








9 WAYS BETTER! % papiATES EVEN HEAT 
* STOPS HEAT LOSS, DRAFTS %& ELIMINATES FLYING SPARKS 
% KEEPS IN DIRT, SMOKE %* EASY TO ADD FUEL 
IMPROVES FIREPLACE OPERATION % SOLID BRASS CONSTRUCTION 
k HEAT-TEMPERED, CRYSTAL-CLEAR GLASS DOORS % SIMPLE TO INSTALL 


IMMEDIATE DELIVERY ON ALL SIZES 


WRITE today for LITERATURE and PRICES 


THE THERMO-RITE MFG. CO. 


323C N. Arlington St, AKRON 5, OHIO 








MORE THAN 
5000 DEALERS 
ARE DOING A PROFITABLE 
DOG COLLAR BUSINESS 
with ALL PLASTIC 
FLEX-COLLARS 
and FLEX-LEASHES. 
50% Profit on Selling Price 





eal, Maas 


i Pood eet 
Sift — STRONG — SAMITARY | © 
* i wh a 






Cd ie 








gether with this rack and selection 
chart for over 100 breeds, costs you 


INTRO- only $17.13. These items are high 


oe ft profit makers. Just tear out this adver- 


NO 5 ‘ tisement and put it in your Want Book. 


Flex Collar 
QUAN MON 
(2) 9 
(2) Ci 
(2) 013 
(2 .7 All introductory offers returnable 
in exe in 30 days if not fully satisfied. 
Fley Leashes Larger self-service FLEX 
LINE display assortments 
and replacement stocks 
available at your jobbers. 


Ask your jobber for this introductory 
self-service FLEX-LINE display. 




















HUNGERFORD PLASTICS CORP. 
ROCKAWAY, NEW JERSEY 
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Buc Guce 


1. The Year Around 
2. The Easy Way 


Eliminate Pests That are 
(a) Destructive 
(b) A Health Menace 
{cl A Nuisance 


No Fuss No Odors 
No Stains Labor-Free 
Economical 





Your customers want BUG BULB. The newest and most effective 
method for killing almost all household insects. BUG BULB Is simply 
screwed upright in an ordinary lamp and BUG BULB tablets 
inserted. 

Individually packaged with sales-making display cartons. Retails 
for only $2.98. ($3.19 West of Mississippi River). A year around 
seller, with SPECIAL FREE offer for your customers. 


SPECIAL INTRODUCTORY SPECIAL OFFER FOR 
OFFER FOR YOU YOUR CUSTOMERS 


6 BUG BULBS for the pri 
or oust’ Plac | | FREE supply of BUG BULB 


of 5. Plus full discount. Plus Tablets (worth 98¢) with 
it aidan diaaeeh a ak a mor 
prepaid shipping charges each BUG BULB. 


A 45% markup for YOU. 




















You can't miss. Write at once for full information. 


AMERICAN AEROVAP, INC. 
170 West 74th St. New York 23, N. Y. 














Your initial investment for 12 FLEX- 
COLLARS and 9 FLEX-LEASHES to- | 








A “Hot Number” for Christmas 


Year alter year the Christmas sales of the Hoppe Gun Cleaning 


| Pack have continued to increase because this handy, compact, 


gun cleaning kit has proved a most welcome, useful and cher- 
ished gift for every man with a gun. Order your supply now 
—from your jobber. Put it on display where gift seekers can 
see and buy it. It's a winner. 


FRANK A. HOPPE, Inc. 
2314-A North 8th St. Philadelphia 33, Penna. 
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PACKAGES 

For the small user, STEELGRIP 
Belt Lacing is now conven- 
iently packaged —1 set of 
12” lengths of STEELGRIP 
complete with hinge pins and 
gauge pin to the box. Lacing 
can be easily broken to sizes for 
narrower belts, if desired. Econ- 
omy packages are convenient 
for dealers too because it is no 
longer necessary to break large 
boxes for small sales. 


ARMSTRONG-BRAY & CO. 








Write for Catalog 
Sheets 


Carton of 

single or 

assorted 
sizes 


5348 Northwest Highway, Chicago 30, U.S.A. 













x -acto 
7% 
HANDICRAFT KNIVES * BLADES * TOOLS 


( £ 


(| 





wre 
X-acto 
P| Bhai \ } 

} (y{ Hi 
i 
a 





No. 86 Hobby Chest—$12.00 
Retailing from 25¢ to $30.00 


Write today for our new illus- 
trated Catalog of the complete 
X-acto line. 








X-acto Crescent Products Co., Inc. 
440 Fourth Avenue, New York 16, New York 
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Promotions 


Manufacturers’ New Merchandising Plans 


Ad Mat Series On 
Landen Products 


Landen Putty Works, Inc., Mal- 
den, Mass., has prepared 14 ad 
mats covering the various pack- 
ages in caulking compound, Flexi- 
seal glazing compound, linseed oil 
and white lead putty. 

A proof and order sheet may be 
had by writing to the Landen com- 
pany. 


Arnesto Paint Line 
Being Promoted 


The current promotional pro- 
gram of the Arnesto Paint Co., 
Inc., New York, includes radio 
commercials on the “Breakfast 
With Dorothy and Dick” program, 
direct mail, trade magazine ad- 
vertising and _ professionally in- 
stalled window displays. 

Emphasis will be on Wall Balm 
paint in 16 colors plus black and 
white. 


Heavy Ad Program 
On Goodaire Aerosol 


3ridgeport Brass Co., Bridge- 
port, Conn., manufacturer of aero- 
sol products, will launch a greatly 
expanded advertising and promo- 
tion program for Goodaire Air Re- 
fresher, the deodorant for home 
use. 

Leading women’s service maga- 
zines, shelter publications, and 
Sunday newspaper supplements 
will be used through the fall and 
winter to feature the redesigned 
Goodaire package. 


New Literature On 
Fiberglas Filters 


Owens-Corning Fiberglas Corp. 
is making available to dealers and 
distributors of its air filters, com- 
prehensive fall and winter promo- 
tional literature. 

There is no charge for the litera- 
ture which includes furnace stick- 
ers, utility envelopes, store ban- 


ners, four-page stuffers, double 
postal cards, counter and window 
displays, newspaper advertising 
mats, store window decals, radio 
spot announcements and filter size 
catalogs. The material can be 
ordered by dealers through dis- 
tributors of Owens-Corning’s air 
filters. 


Promotional Program 
On Green Spot Line 


“Water management” has _ been 
adopted as the theme of the pro- 
motion program of the Green Spot 
Division of Scovill Mfg. Co., Water- 
bury, Conn. 

The promotional program will 
be backed up by consumer adver- 
tising in Saturday Evening Post 
and Sunset; a new booklet on “The 
tight Way to Water Your Lawn 
and Garden” for distribution to 
customers, and a watering chart 
which will show homeowners the 
most efficient watering methods. 

The watering chart will be a per- 
manent part of a new metal dis- 
play rack designed to show the 31 
ditferent items in the line. 


Sylvania Has Premium 
To Boost Bulb Sales 


A new fall sales promotion for 
incandescent light bulbs, featur- 
ing an apron pattern as a con- 
sumer premium, has been an- 
nounced by the Lighting Division, 
Sylvania Electric Products Inc. 

Instructions and the complete 
apron pattern—a 50 cent value— 
are offered to consumers for 10 
cents and the end wrapper of 4 
Sylvania 4-Pack carton of light 
bulbs. 

This premium campaign will be 
promoted through the remainder 
of the year by national magazine 
advertising, on the “Beat the 
Clock” show, presented each week 
over 57 CBS stations, and in 4 
heavy schedule of trade ads that 
offer wholesalers and_ retailers 
complete tie-in promotion kits. 
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KEEP PROFITS ‘‘ROLLING’’... With 
. 


RUBSER® Tl 8) 
METAL DI 


For HOBBYISTS and 
HOME CRAFTSMEN 


@ Year around profitable, 
fast-selling ALLIED Wheels 
—solid and semi-pneumatic 
tired — for all sorts of home 
craft projects. Available for 
DEALERS in handy display rack assortment, pop- 
ular sizes. Ask your jobber or write for details. 


, , AVAILABLE THROUGH LEADING JOBBERS 


MANUFACTURERS 


If you make a product that “rolls” — 
seeders, lawn mowers, sweepers 
carts, etc.—get prices NOW on 
ALLIED Wheels. Priced right, = 
finest quality, produced 
to meet your engineer- 
ing and delivery 
requirements. 


E 
& 





















ALL SIZES AND KINDS! 
ALLIED WHEEL PRODUCTS, INC. 


OHIO 





29 BROADWAY e TOLEDO 4, 


Representatives And Warehouses In Principal Cities 





NEW! SELF-SERVICE ISLAND 
300% More Selling Space 


FLEXO - SPACE, 
the new Low- 
' Price Self - Ser- 
vice Island gives 
you 300% more 
selling space than 
the conventional 
flat-type counter 
in the same floor 
area. With 
FLEXO - SPACE 
you will enjoy 
Increased Sales 
through Self-Ser- 
vice, Mass Dis- 
play, Increased 
Selling Space 
and Fixture Flex- 
ibility. SALES 
INCREASE 25% 
AND MORE. 
FLEXO-SPACE is a complete Island. No obstruction on 
the ends to prevent customer shopping. Your customers 
shop on all 4 sides from 5 large Self-Service shelves. 
FLEXO-SPACE takes only 12¥%2 Sq. Ft. of floor area, yet 
you get 50 Sq. Ft. of selling space. You sell more mer- 
chandise because you can display more. The middle 
shelves can be raised or lowered every 2” within the 
13 adjustments. Heavy steel tubular supports for rigidity. 
Neutral finish to blend in or match other fixtures. Shipped 
K. D. for lowest freight rate. Write for FREE catalog on 
FLEXO-SPACE and other Self-Service Fixtures — Today! 




















NEW! Lavatory Stall Door 
Spring Hinges for Plywood Doors 


~(CHICAGO)= 
SPRING HINGES 


@ ADJUSTABLE CLAMP 
FLANGE FOR MARBLE 
OR GLASS STILES. 
SURFACE TYPE FLANGE 
FOR PLYWOOD DOORS. 








Type HS2142 


This spring hinge, with clamp flange, is specially 
designed for use with Plywood Doors. The door 
flange can be applied to the surface of the door with 
wood screws or, when so specified, machine screws 
with washers and flat hexagon nuts will be furn- 
ished. It is not practical to fasten a mortise type 
flange to the edge of a Plywood Door. 


Polished Brass Metal, Nickel 
or Chromium Plated 





"Spring Hinges of Quality" 








ADD SALES COMPANY 


724 Commercial St. Manitowoc, Wis. 
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Chicagos Spins heats Cu. 


CHICA 


U.S.A. NEW YORK 
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w FOR LOG 
C. HEL & CO’ 
MONTPELIER OHIO 
































Gun Tacker 
New! Powerful! 
Shoots heavier, 
longer Wedge- 


pointed staples up to 
9/16”—.050 wire. 


T-32 Gun 
Tacker 








Well-known, 
widely used 
model for lighter 
tacking. Shoots 
staples up to 
5/16” —.032 Wire 







ARROW FASTENER CO., INC. 


1 Junius Street, Brooklyn 12, N. Y 








FOLDING 
STEEL 
LEGS 






forms of all 
. types. Tested 
for 5,000 lbs. 
per pair. All 
steel with patented alli- 


gator grip in sizes 24”, 
30”, 36” and 42” high. 


FOLDING 

SCAFFOLD BRACKETS 
All-steel with slotted holes 
for quick and easy installa- 
tion and removal. Tested for 
4,000 Ibs. per pair. 


LADDER BRACKETS 


All-steel, adjustable, with 
holes for safety rail and 
10” plank. Used on either 









Small Firms Would Like 
U. S. Guaranteed Loans 
Most small manufacturing firms 


| are “avidly anxious” to see a plan 


| started 
would guarantee a percentage of 


where the government 


| a long-term loan by a local bank 


to a small business, reports Stand- 

ards Factors Corp. after a survey 

of 42 manufacturing companies. 
Standard is a company dealing 


| in accounts receivable, financing, 


For tables | 
and plat- | 


side of ladder. 
All-steel, with extra long at- } 
taching leg for wood or com- 
position roofs. Designed to 
prevent sliding, rubbing or | 
gouging. } 


Order today or write for prices 
and Bulletin H. A.-53 


WAGNER MANUFACTURING CO. 


Box HA-53 CEDAR FALLS, IOWA 
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factoring and installment financing. 


Large companies raise funds by 
sale of securities, the survey notes, 
but companies that need $25,000 to 
$50,000 in long-term money find 
that security houses generally are 
not interested in issues of $100,000 
cr under. 

Meanwhile, in Washington, Wil- 
liam D. Mitchell, administrator of 


the newly established Small Busi- | 


ness Administration, told a press 
conference that his agency will 
engage in “little, if any” lending to 


business in which it is the sole 
lender. 
He implied, even though his 


| agency’s final loan policy has not 


been determined, that the agency’s 


money will be used strictly to sup- | 


plement credit available to small 
business from normal channels. 


| Small Business Group 


Cites Tax Problems 





Under present tax laws small | 
| companies find it difficult to 


finance “normal expansion for a 
successful operation,” conclude a 
House Small Business subcommit- 
tee which held hearings on the tax 
problems of small companies. 
Four major tax problems were 
listed by small business represent- 
atives testifying before the sub- 
committee: 
The “excessive rates” 
rate taxation; 
Present tax policies respecting 
allowances for depreciation 
and amortization; 
Double taxation of dividends 


of corpo- 


and the penalty tax on “un- | 


reasonably” retained earn- 
ings; 

And the increasing burden of 
“the complexity of the Federal 
tax laws.” 

(Resume reading on page 15) 





MEET HANSER’S HUSTLERS! 


40 top-notch salesmen concen- 
trated in « rich sales terri 

. « « 40 result-producers work. 
ing directly for you, giving you 
Complete Coverage in: 


ENGLAND 





The HARRY HANSER 
ORGANIZATION 
Manufacturers Representative: 
1841 Broadway, New York 23, N.Y. 











WATER HEATER 
REPAIR COILS 


For old, new and 
obsolete heaters 
100 DIFFERENT MAKES 
Single, Double, Triple, 
iastantaneous, Multi-Coll 
Send for Catalog yyy 
DORMONT MFG. CO. 
1314 High Street Pittsburgh, Pa. 











METAL FOLDING PLAY SETS 


~ 








Send for Catalog J-52 
CROWN PRODUCTS CO., 666 Lake Shore Dr., Chicago 1! 











® EASIER TO USE 
* LASTS LONGER 
* CLEANS BETTER 


SUNSHINE 


REG. U.S. PAT. OFF. 


FRENCH PROCESS} Ask your sosser 
CHAMOIS No 
mabe iwUSA. | DOUBLE VALUE TO THE 








¢ DOUBLE DUTY CONSUMER 





HOYT & WORTHEN TANNING CORP. HAVERHILL, MASS. 


5 CHAIR-LOC 





Amazing New Liqald 
S-W-E-L-L-S§ Wood 

* Penetrates weed fibree— 
makes them ¢-x-p-a-8-@ 
permanently. 

Quickest and easiest way 
to fix leese chair rungs. 
tegs, handles, dewe 
dove-talls, ete. 


A Fast-Selling impulse iter 







NOT Ne Write oe sa ane 
GLUE CHAIR-LOC CO. 


Lakehurst 3, N. J. 








MANUFACTURERS AGENTS WANTED 


TOPPER 


TRADE MARK REGISTERED 
NON-PENETRATING—WASHABLE 
FLAT OIL PAINT 


The tops for all porous and rough surfaces and ceilings. 
Stands up to 50% reduction. The greatest value on to- 
day's market. 


GILLESPIE VARNISH CO. 
| 131 DEY ST., JERSEY CITY 6, WN. J. 
By the Mokers of Bulldog Remover 
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52,000,000 MOTORISTS NEED 
TWECO SQUEEGEE-SCRAPERS 

















~~ ee BRAIDED 
a 4 ONE SIDE—A SCRAPER OTHER SIDE—A SQUEEGEE ae 
giving you . w+), 7 
a: Here's a year-round window tool that's really dif- ail 
ES ; NEW oan Durable canvas base Bakelite scraper : ym 
Wort blade won't scratch glass—quickly removes ice, : 
Ae Diet! sleet, frost, bugs, and mud. Just turn the tool in SS eS CORD WI Pas 
mia. your hand and use the soft rubber squeegee, which =e AS 
ANSER SELLS is eens to the pd a oe ——— A 
IZATION removing fog, steam, and dew. IN SIZES 0 TO 6 IN 
cee SQUEEGEE-SCRAPER jis supplied in —e 


attractive dispenser display carton 
with separate easel display. Assorted 
colors. Write for distributor discounts ON SPOOLS, IND. BOXED 
on this profitable, fast moving item. 


TWECO PRODUCTS COMPANY | Wr. Retailer: 


PLASTIOS DIVISION 


23, N.Y. 




















a Why not buy the products 
° * ’ ‘ K ° . t ° 
1450 S. Mosley St., Box 666, Wichita |, Kans | ciheliaciantiiniiaalttil cintinitte atin Pha oo «ke 
— | well as being of the highest 7 -& on | 


| quality. This, Mr. Retailer, 

means satisfied customers who 
will come back for more. We 
| will be happy to forward our 
descriptive circular on our en- 
tire line of Spool and Coil As- 
sortments, Aerial Wire, etc., 
upon request. 


Hurricane 


ROTARY POWER MOWER 


PARTS and SERVICE 
Always Auailable 





When you sell the quality Hurri- 
cane line you're sure of Jasting 








casoener festectice. Herricases SOLD THRU JOBBERS 15’ & 25’ COILS 
are Dut for lifetime service. oO 
model ever becomes obsolete. The ONLY! IND. BOXED 





newest improvements fit the oldest 
Hurricane made. Parts are always 
available for all machines . . . 
orders shipped from the factory 
the day received! 








Hurricane Customers 

















































































Write for Hurricane facts: SE Sonne og WIRE CO R ae) R AT | 0 N 
“ann Es ee eee 1 ( V 
NATIONAL METAL PRODUCTS CO., INC. ) 1 ¢ :: LONG ISLAND, SEW 3 OEE 
chicago 11 Dept. HA, 2722 Cherry St. Kansas City 8, Mo. | 
> USE j 
Check these features with the SOLD THROUGH JOBBERS EXCLUSIVELY 
INGER shelf hardware line you're now ¢éarrying.. . You can handle this rg oad _ of rust-proof shelf e* 
. P P : : - ware staples and specialty items by contacting your own job- 
BETTER Se ee ae ie eels neheientlinn ber; or, drop us a card with the name of your jobber on. it. 
h we'll send him our new illustrated catalog and revised price list. 
DBBER en Sie Sie ae a ; REPRESENTATIVES—CHECK ON OPEN TERRITORIES 
q Seles Aids per ag Rage pote wo Ah al gage In Canada: Dorkin Bros., 408 McGill St., Montreal, Canada | 
-HAMOIS 2\ os { 
TO THE } ‘ OY _ | 
EB 3420 MARKET STREET PHILA, 4, PA — 
L, MASS. 
——EEE i 
OC 
, Liquid 
Yood 
cod fibree— 
@-x-p-a-8-@ 
easiest way 
thair rungs. 
les, dowe 
es. 
mopulise ites 
Bamples an¢ 
¢ CO. Hardware dealers all over the country have discovered that it pays to keep your 
Nd. eyes on HaRpwARe AGE for ideas and advice that mean more money in your pocket. 
Help on store management problems, merchandising ideas, market news, more new 
ANTED merchandise descriptions than published by any other hardware magazine, and news 
of other hardware people are just a few of the regular features of HarpwaRg ACE 
that have caused more dealers to invest in subscriptions to Harpwark Acs than 
to any other hardware magazine. 
ABLE 
te HARDWARE AGE | 
ue on to- 
Oo. 100 E. 42 St. New York 17, N. Y. 
| The Hardware Dealers’ Magazine 
or 
—— 
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Classified Opportunities Section 





Help Wanted, Accounts Wanted 
Business Opportunities 


Representatives Wanted, etc. 


Set solid, maximum, 50 words........... $5.00 
Each additional word........... 10 


Positions Wanted 


(Special seed set solid, maximum, 


GI. < oetiarscsakss frmssnetewsevoucde 
05 
Allow Seven Words for Keyed Address 
or Your Address 





CLASSIFIED ADVERTISING RATES 


BOXED DISPLAY AD RATES 
$8.00 per column inch 


5%, discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 
Cuts or special borders not accepted. 


Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St., New York 17, N.Y. 


NOTE: Samples of merchandise, literature, 
catalogs, etc., will not be forwarded to box 
number advertisers unless accompanied by 


sufficient postage for remailing. 


No agency commission allowed. 


HARDWARE AGE is published every other 
Thursday. Classified forms close 15 days 
prior to publication date. 


Remittance must accompany order in form 
of check or money order, not currency or 
stamps. 











Representatives Wanted 


Representatives Wanted 


Accounts Wanted 





SALES REPRESENTATIVES TO HANDLE 
FULL lockset line for old established, well rated 
eastern manufacturer selling to Hardware and 
Lumber Trade. Commission basis. State age, ter- 
ritory covered, all lines handled and type of ac- 
count solicited. All replies confidential. Address: 
Box B-393, care of HarpwareE AGE, 100 East 42nd 
Street, New York 17, N. Y 





WANTED 2 SALESMEN TO COVER 
SOUTH JERSEY AND EAST JERSEY. To call 
on Hardware Stores for ae Manufacturer 
of Brooms, Brushes and Mops. ral Drawing 
Account Against Commission. P< ml Box B- 
435, care of Harpware AGz, 100 E. 42nd St., 
New York 17, N. Y. 


MANUFACTURERS AGENT WANTED TO 
SELL HARDWARE, paint and lumber dealers 
our new HANDY SANDER. This tool offers un- 
usual advantages in size, convenience and dur- 
ability. It is extremely favorably priced compe- 
tively. Generous commission. We want only men 
of experience and character to represent us. 
Singley Specialty Company, Hendersonville, N. C. 


MANUFACTURER’S REPRESENTATIVES 
CALLING ON HARDWARE STORES, Plumb- 
ing and electrical supply stores, automotive stores, 
chains and industrials to sell high quality Shef- 
field steel hack saw blades, hack saw frames, band 
saws, etc. Exclusive territories open. In reply 
give limits of territory covered. E. R. Samsey & 
Co., Toledo 14, Ohio. 


SALESMEN SELLING TOOLS OR KIN- 
DRED LINES to the hardware, automotive, elec- 
trical and plumbing supply —"s and dealers. 
Commission basis. Address: Box B-427, care of 
_— AcE, 100 E. 42nd St., New York 17, 
N. 


EXCLUSIVE FORT TCTED TERRITORIES 
OPEN FOR MANUFACTURERS Representa- 
tives calling on lumber dealers, building material 
and hardware dealers and jobbers to handle a 
complete line of quality builders hardware tubular 
locks and latch sets. In reply state lines now 
handled, territory covered and experience in build- 
ers hardware. Confidential. Address B-426, care of 
~~ Ace, 100 E. 42nd St., New York 17, 
N. Y. 




















Representative to Hardware and House- 
ware Wholesalers for the MEL-O-FLO 
JET-AERATOR and new MEL-O-ROD 
GARDEN WATERING-AID for Southeast 
(except Fla.) MELARD MFG. CORP., 
37-25 32nd Street, L. fe) &.. ¥. 
BOOTH #88I-A, Hardware Show. See 
Ad Page #248. 














MANUFACTURER OF HAND _ TOOLS 
PRESENTLY selling to hardware wholesalers is 
interested in securing new sales agents for sev- 
eral eastern and southern states. Must be estab- 
lished, having limited number of allied lines. Ad- 
dress Box B-388, care of Harpware Acz, 100 
East 42nd Street, New York 17, N. Y 








HARDWARE WHOLESALER 
SALES TRAINEE 


Whitlock Corporation, 520 South Fulton 
Ave., Mount Vernon, New York has openings 
for Sales Trainees. We have openings for alert 
young men with hardware experience who have 
been dreaming about working for a hardware 
wholesaler. 


The 
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EXPERIENCED SALESMEN 


with following among retall hardware and 
housefurnishing stores, to sell the most popular 
branded line of dog furnishings. Can be 
handled as a side line. Liberal commission. 
Choice territories open. 
Address Box A-803, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 














MANUFACTURER’S AGENT WANTED to 
represent a NATIONAL KNOWN TOOL COM- 
PANY. Sell to hardware, paint and glass, and 
sash and door jobbers. Tools nationally acceptable 
and priced competitively. Generous commissions. 
Specify territory desired and other lines now sell- 
ing. Address Box B-422, care of HARDWARE AGE, 
100 E, 42nd St., New York 17, N. Y. 


SALESMAN WANTED — PROMINENT 
PAINT BRUSH manufacturer has open terri- 
tories for successful sales producer. Prefer men 
now calling om paint, hardware, lumber dealers 
and industrials. Drawing account against good 
commissions. Will also consider side line man or 
manufacturer’s agents. Address: Box B-280, care 
ef Harpware Acr, 100 East 42nd Street, New 
York 17, N. Y. 


SALESMAN NOW CALLING ON RETAIL 
HARDWARE stores and lumber yards to 
sell complete line of screen and combination door 
closers. States of Mississippi, Louisiana, Arkan- 
sas, Oklahoma, Texas, Washington, Oregon, open. 
In reply, state lines now handled and territory 
covered. Address: Box B-371, care of HarpwarE 
Ace, 100 East 42nd St., New York 17, N. Y. 











SALESMAN WANTED: TO CARRY COM- 
PLETE line of Furniture Hardware to Furni- 
ture Manufacturers. Men now calling on Furni- 
ture Manufacturers and Jobbers with kindred 
lines would be satisfactory. Address: Box B-406, 
care of HarpWARE AcE, 100 East 42nd Street, 
New York 17, N. Y. 


EXCLUSIVE PROTECTED TERRITORIES 
OPEN ON nationally advertised Mak-O-Washer 
to agents calling on hardware distributors, dealers 
and plumbing supply houses. Unique demonstra- 
tion sells eight out of ten on first call. Excellent 
for opening new accounts and high volume re 
peat business. Address Box A-870, care of 
Harpware Ace, 100 E. 42nd St., New York 17, 
N. Y. 








Accounts Wanted 


MANUFACTURERS REPRESENTATIVE 
COVERING INDIANA, Kentucky and Western 
Ohio interested in adding to present lines—build- 
ing and hardware supply. Aggressive represen- 
tation guaranteed. Harold W. Kaplan & Asso 
ciates, 5649 Haverford Avenue, Indianapolis, Ind. 


MANUFACTURERS’ REPRESENTATIVE 
—Contacting retail hardware dealers in Virginia 
and North Carolina for past five years. Well 
known in established territory urgently need one 











good line for this trade. Consistent coverage 

guaranteed. Address: A. Cavedo, #35 Mal- 

vern Avenue, Richmond 21, Virginia. 
ACTURERS’ REPRESENTATIVE 


COVERING MINNESOTA, North and South 
Dakota calling on hardware and plumbing jobbers, 
desires one additional line. Address: H. F. 
Mooney, 381 Macalester St., St. Paul 5, Minne- 
sota. 





CHICAGO 
MANUFACTURER'S AGENT 


Experienced Hardware Salesmen establish- 
ing Sales Agency to cover Northern Illinois 
and Southern Wisconsin with Chicago Of- 
fice and Warehouse Facilities wants a 
good line. If interested in increased sales 
and full coverage | would like to hear 
from you. Only well rated Mfgr. with 
products of merit and high potential 
considered. 
Address Box B 425, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 














NATIONALLY KNOWN MICHIGAN MAN. 
UFACTURER’S REPRESENTATIVE traveling 
3 men and covering wholesale hardware, mill sup- 
ply, automotive and chain store accounts desires 
one additional line. Strong sales force for the past 
20 years carrying a limited number of lines. Ad- 
dress: Box B-392, care of Harpwarg Acer, 100 
East 42nd Street, New York 17, N. Y. 








CONCENTRATED PERSONAL COVERAGE 
OF NORTH CAROLINA AND VIRGINIA 


I would like to represent an established product to 
sell Hardware Jobbers in North Carolina and Virginia 
Straight commission and exclusive territory arrange- 
ment. No imports, only interested in standard mer- 
chandise and well noted mfg. Address reply to 
ANDREW G. BOSEMAN, Mfg. Agent, P. O. Box 
472, Enfield, N. C. 

















HARDWARE COV ERAGE Texas, Oklahoma, 
Arkansas, Louisiana. Aggressive, capable sales 
representation, with long-established accounts 


Wholesale Hardware and Chains. Need one or two 
good lines. Will be at Hardware Show for per- 
sonal interview. Address Box B-434, care of HaArb- 
WARE AGE, 100 E. 42nd St., New York 17, N. Y. 


PLUMBING AND LINES 
WANTED for Central and Western Pennsylvania 
to be sold direct to jobbers, large retailers, and 
chain, 26 years experience and acquaintance with 
trade. Only reputable manufacturers considered. 
Frequent Coverage, Few Lines. Address: Box B 


HARDW ARE 











423, care of HarDware AGE, 100 E. 42nd St., New 
York 17, N. Y. S 
HARDWARE COVERAGE 
SOUTHEASTERN STATES 

personnel, with 


Experienced, aggressive, capable sales 
orough knowledge of trade and of general hardware 
and specialties. Need one or two good accounts. Com- 
mission basis. 
McCUTCHEON-SIMPSON, INC 
2891 N.W. 75th Street Miami 47, "Florida 
Established: 1945 














CHICAGO—ILLINOIS—WISCONSIN. Well 
established sales organization for wholesale hard 
ware and housewares trade, chain, mail order an¢ 
premium houses, wants additional volume line 
from reputable manufacturer. Can place your line 
with every major outlet. Thorough coverage § = 
intelligent, experienced merchandising. Will 
N. Y. Hardware Show. Address: Box B-433, re 
of HarpwarE AGE, 100 E. 42nd St., New York 
i, a © 
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Classified Opportunities Section 








Accounts Wanted 


Business Opportunities 








NATIONAL DISTRIBUTORS 
Established—Reliable Aggressive 
ANCO CORPORATION Pittsburgh 22, Pa. 
Branch Offices 
New York © Philadelphia © Detroit 
Cleveland © Louisville 
Covering all classes of jobbers. We will carry 

the accounts or you can bill direct. 
Write for further information and references. 








LOWEST PRICED LINE 


OF MEDICINE AND KITCHEN CABINETS. 
AVAILABLE FOR ALL TERRITORIES. 
STRAIGHT COMMISSION—EXCELLENT SIDELINE 
Metal Products Division 
THE WALTER S. KRAUS COMPANY 
48-01 Forty Second St. Long Island City 4, N. Y. 

——OUR 29TH YEAR 











Help Wanted 


HARDWARE SALESMEN. Large, aggres- 
sive, hardware wholesaler, now in, process of 
expansion offers opportunity to men presently 
employed as wholesale hardware salesmen. Some 
established territories available. All top lines of 
hardware, hand tools, power tools, garden supplies, 
etc. Draw vs. comm., plus expense allowance. 
Car necessary. Address: Box B-389, care of 
ae Acz, 100 East 42nd Street, New York 
7, M. %. 











WANTED 


HOUSEWARES SALESMEN 
For Quality Side Line Item 


To sell the Namekagon 
Maple Deep Well Carving 
Board and Chopping Block 
to Department, Hardware 
and Furniture Stores or Gift 
Shops. Write full details, 
lines handled and territory 
covered. 


SENGBUSCH CO. 
2222 W. Clybourn, Milwaukee 














Positions Wanted 


PRESENTLY EMPLOYED AS HARD. 
WARE MANAGER OVER 20 years experience 
in all phases of housewares, paints and supplies, 
age 41, desires position as sales representative with 
manufacturer or jobber to work Chicago area. Ex- 
cellent references. Address Box-B-430, care of 
eras Ace, 100 E. 42nd St., New York 17, 








EXPERIENCED SALES REPRESENTA- 
TIV ires position with manufacturer. At 
present covering over 1500 retail hardware, plumb- 
ing and paint dealers Chicago area. Also ac- 
quaintance with all hdwe. jobbers Chicago and 
surrounding territory of 150 miles. Further _in- 
formation. Available upon request. Address: Box 
R-364, care of Harpware AGz, 100 East 42nd St., 
New York 17, N. Y. 


SITUATION WANTED — BUYER. MANY 
YEARS experience buying housewares, cut- 
lery, toys, vacuum goods, wheel goods, and other 
kindred items for wholesale hardware and major 
mail order compan: College education, married 
and will move. y ooo Box B-419, care of 
ee Ack, 100 East 42nd Street, New York 








Rusiness Opportunities 


SHARON REFILLABLE ASSORTMENT 
SERVICE UNIT FRANCHISES available in a 
few select territories. See our advertisement on 








page 72. Write for details. Sharon Bolt & Screw 
Co., Boston, Mass. 
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FOR SALE 
Industrial & Retail 


HARDWARE & MILL SUPPLY CO. 
Established 28 years in Northwest Chicago. 
Over $100,000 annual business. Rent with long 
lease or buy property reasonable. Fine mer- 
chandise inventory. Owner retiring. For in- 
formation 

Address Box & 428, Care of mAnewAne AGE 

100 E. 42nd St., New York 17, 











FOR SALE BY OWNER. caneid HARD- 
WARE STORE, in rich irrigated territory of Cen- 
tral Nebraska, brick building, new fixtures good 
rental longtime lease, around $12,000.00 stock, 
will sell at Dealers cost no blue sky, good store, 
can’t help but make you money—sickness reason 
for selling Contact Frank Cirksena Gamble Field 
Man. Hastings, Nebraska, Phone #28953. 


HARDWARE, PAINTS AND ELECTRICAL 
APPLIANCES. Located Long Island where there 
is transient business. Established 50 years. Han- 
dling all National, Popular Agencies. Reasonable 
Rental. Proprietor retiring, Old Age. Volume of 
Business 9 gd $220,000.00 per year. Ad 
a Box B-429, care of HarpWaRE AGE, 100 
©. 42nd St., New York 17, N. Y. 


FOR SALE 


Extensive Mill Supply business doing $700,- 
0U0 annual gross. Ceutrul New England. Very 
profitable business with excellent lines of mer- 
chandise. Occupy large building with extensive 
parking lot. Sale necessary due to health. 
Principals apply to 
Address Box B-409, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 


FOR SALE BY OWNER. OLD ESTAB- 
LISHED Retail Hardware, Heating and Appliance 
Business. Located in a city of 4000, in So. East 
Wisconsin, farming and resort area. last 8 
years average annual sales more than $100,009.06 
per year. Has returned 944% net on sales besides 
owner’s salary. Long term lease at reasonable 
rental, Will require approx. $40,000.00 cash to 
handle. Owner retiring. Address Box B-424, care 
of : aces AGE, 100 E. 42nd St., New York 17, 
N. 

NEW YORK CITY MANUFACTURER OF 
CARDED Hardware and Housewares items doing 
over $100,000 annually with variety stores and 
Hardware Jobbers wishes Cy sell whole or part or 
merge. Address: Box care of om 
Ace, 100 E. 42nd St., New York 17, N. 


YOUR COMMUNITY NEEDS 
A TOOL RENTAL SERVICE! 


We show you how to start a profitable 
new business or add a traffic building 
tool rental department i in your store. Pro- 
d and pre-tested sales 
aids get you started right. Puts you ahead 
of competition. "Do it Yourself With 
Rental Tools" market is ready made and 
waiting. For complete details on ex- 
clusive franchise for your area write 


Allied RenTool Service 
Yardley 1, Pa. 


MANUFACTURING BUSINESS FOR SALE 
in N. W. Penna. Making a sporting goods 
item, fully patented, and the only one in the field. 
Promotion for the past 3 years has been very 
successful. 1952 sales show 76% increase over 
1951. All equi t and stock will run around 
$18,000. Will furnish all details to any reliable 
person who is really interested. 
for selling. Address: Box B-405, care of Hazp- 
= AcE, 100 East 42nd Street, New York 17, 
N 
























































DO YOU 
WANT T0O— 


®@ Sell or buy a store 
@ Represent new accounts 


@ Hire experienced hard- 


ware personnel 


@ Dispose of surplus stock 
—distress inventory— 


Job lot merchandise 


© Get sales representation 


for your line 


@ Get a job in the hard- 


ware field 


THEN— 


Tell It To The Trade In The 
Classified Advertising Pages 
Of HARDWARE AGE 











Classified Ad Dept. 


HARDWARE AGE 


100 E. 42nd Street, New York 17, N. Y. 
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Write for free 
GREENLEE 

Tool Quick 
Reference File 


GREENLEE TOOL CO., 1813 HERBERT AVE., ROCKFORD, ILL. 


Glcenlle £7 
AUGER BITS 


Uniformly fine Solid Center type 
... accurately sized, perfect 
cutting edges for fast, clean 
action. Available with or 
without handy plastic rolls, 







LE 
GREENLEE 












SENSATIONAL 


NEW LOW PRIC 





ED CHAIN SAW 








LOMBARD 


32 Main St. 


HOTTEST ITEM IN THE 


CHAIN SAW FIELD 


20” SIZE $235.00 F.0.8. ASHLAND 


Ashland, Mass. 








Safety 


Safety belt lacing is easy 
to apply with any stand- 
ard make belt lacing 
machine, lacer, or it can 
be applied with a ham- 
mer by using the inex- 
pensive Safety Tu-Way 
Lacer. 
Safety’s patented binder 
bars hold every hook in 
exact alignment, lap 
snugly over belt ends and 
prevent fraying. 


SAFETY 
BELT-LACER CO. 


5390 N. MENARD AVENUE 
CHICAGO 30, U. S. A. 








TU-WAY 


eS ER 











14404 ADDISON ST. 












STANDARD IN BEST 
HARDWARE STORES 
20 tools in open stock and 
sets of 4, 6, 8, 10 and 12, 
beautifully mounted on 
royal blue cards. Excellent 
gifts—continuous sales. 


Another Stickleback tool of 
BEAUTY @ QUALITY @ VALUE 


T E C IMPORTS—na 


VAN NUYS, CALIF. 
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National Metal Prod. Co. 253 make more money ! 
National Screw & Mfg. Co. 259 
Nicholson File Co. ..... 4 
253 No-Mortise Hinge Corp. 147 - S E l l 
170-171 North Wayne Tool Co. .... 243 —— 
2 Northern Electric Co. ..........-- 60] Union Steel Products Co. ........ 36 | tn ae 
252 Union Wadding Co. ............. 151 
United States Rubber Co., Me- SILVER LAKE — PELHAM — NUCORD 
- fe} chanical Goods Div. ........... 79 
Universal Metal Products Com- j 
: 14 Owens-Corning Fiberglas Corp.... 74] POMY .-.-.----eeeeeeeeeeeee ewes 132 for all these needs 
231 Ox Fi ; 206 | Upson Brothers, Inc. ............. 186 
ae x Fibre Brush Company ... Utice D e £ Tool C 121 ) 
ica Drop Forge ool Corp... . j 
nee. 9 ® Sash Cord ® Mason Lines 
247 s > ° ~ ; 
| re Cord ® Venetian Blind Cord 
orp... 252 & wning or ¥ 
249 > ic > ine 
198 Parker Sweeper Co. .............. 258 w | © Cello Wrapped Clothes Lines 
Pearl-W’ : . 169 
ron ec he ie ms 49 | Wagner Mfg. Co. . a ASK YOUR JOBBER FOR THEM 
: : Wagner Mfg. Co., E. R. on a 
Peerless Level & Tool Co. . 221 g 9 ' 
Pioneer Gen-E-Motor Corp.....26, 17] Wall Mfg. Co ...... crevssere OE SILVER LAKE COMPANY 
Pioneer Rubber Co. .............. 258 arp Brothers 392 adehe es Sch bepecis Sig ! B 10. M 
Inc... 194 ee Was teed, Go 37 | Warren Dado Sawing Washers Co. 146 60 Batterymarch oston 10, Mass. 
, Inc. 5) ° ad . : Waterbury Lock & Specialty Co.. 224 <= — 
198 lorter-Cable Machine Co. .... 38 Watkins C H. E > 
; Propulsion Engine Corp. Div. 243 ggg ne iad i ‘ ‘ 247 
Puritan Cordage Mills i. an Weller Electric Corp. ... . 193 | 
: : Wenzel Tent & Duck Co., H. .... 246 
Western Tool & Stamping Co.... 24 | 
Westinghouse Electric Corp., Lamp | 
R Div. tantedoennet 63 
23) . . 
Wheel Cc t i coke 
: Eanelde Metals Co. ... 23 Whiting-Adoms ee r | @ pe iis 
22 hinehart Co., The asia 235] Whitman & Barase, tac Cepcetre 123 . 
174 — Tool Co., The ...... 183 | Wickwire Brothers, ‘Ine. Sicnlicatpaanai 159 A MARDI-GRAS of COLOR 
ease Inc., Edward E. 225 Wilton Tool Mfg. Co. ........... 129 
a c~on The a Wright Steel & Wire Co., G. F. 234 Gay, sparkling bev- 
Russell, Burdsall & Ward Bolt & erage service in 
s Nut Co. 15 anodized aluminum. 
os Russell & Erwin Div. 71 x Send for catalogue 
“0 rice list. 
Rnois X-acto Crescent Products Co. ... 250 P 
: 178 Ss 
152 | 
Safety Belt L Co. 256 DUR 
235 y Belt Lacer Co P i 
- St. Clair Metal Products Co. 225 : ~ > KROMEX EN INGLY 
134. 135 St Louis Cordage Mills .... 80 ] ‘@) n . BEAUTIFUL ORIGINALS 
9 Schleuter Mfg. Co. 139 | Yale & Towne Mfg. Co. ........ 199 | 
3 Scovill Mfg. Co. Soe 157 | Yardley Plastics Company ....... 143 | CLEVELAND, OHIO 
3953. | HARDWARE AGE, OCTOBER 1, 1953 ast 











MARSHALLTOWN 
wy 


MARSHALLTOWN TROWEL COMPANY 


Fam WW MARSHALLTOWN 
TROWELS 


MARSHALLTOWN, IOWA 





Stock and Display 


Arilium 


2-Oz. and 1-Lb. sizes sample Krilium 
for you at a profit. Customers try this 
winter . . . buy from you again next 
spring! 
MONSANTO CHEMICAL COMPANY 
1700 Seuth Second Street, St. Louis 4, Missouri 








MONSANTO 





®) 


SERVING INDUSTRY... 
WHICH SERVES MANKIND 








]DART ER 
LAWNSWEEPERS 


¢ Lift out basket 
¢ Fold-away storage 
¢ High quality construction 


¢ A complete line including 
electric and gasoline 
powered models 





PARKER SWEEPER CO. 
110 Bechtle Ave. 
Springfield, Ohio 





_BRASS & ALUMINUM BOUND - OF od | HAND WOES IV V.\Vte) \1-ae 
fz | Ae: SExG 


0142AB 
EXACT LEVEL & TOOL MFG. CO., INC., 





HIGH BRIDGE, N. J. 


#2 near meen B 


° 0148AB 48 


LEVELS fx 





SLIDING DOOR HARDWARE 


The full line of Coburn Sliding Door Hardware gives you 
a broad base of customer coverage... goes over big with 
home owners, farmers, builders and industrial users. 





Send for catalog and price list 
Sales and Engineering Office, 56 Sterling Street, Clinton, Mass. 


COBURN PRODUCTS 


WICKWIRE SPENCER STEEL 
THE COLORADO FUEL AND IRON CORPORATION 


sivision (Mal 





~ PIONEER 


Profit 26 
Permanently Satinized Inside - 


Pointers = #4 _-.W«\j|_@ f 
Soff-Down Lined 


SUPER- EB orettos” 98, 


Interlock ® 
rnit ined 1 Leno tos 7c 
See us at the National Hardware Show, Oct. 5-9 


— 


the PIONEER rubber Company | hi 
104 Tiffin Read © Willard, Ohio 









@ Guaranteed by > 
— «©! 







ee 








batt: 














DOMES or 
SILENCE 


Best-known, quickest-selling 
FURNITURE GLIDES 
Bakelite Fur- 


REMC niture Resets 


and Caster Cups; Upholstery Nails; 
Thumb Tacks; Screw Bumpers. 





BLACK 





Ask your jobber or write— 





REMCO BAKELITE CASTER CUPS 


Polished Mahogany Color 





WHITE 
REMCO 
RUBBER CRUTCH TIPS 


Live Rubber—Fast Colors 
8 sizes—15 to 23 





Base diam. 2” and 2%” 





DOMES of SILENCE Division of ROBERT E. MILLER & CO., INC., 35 Pearl St., New York 4, N. Y. 
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the most complete 
d a | fastener line 


alr ; buy NATIONAL... 
~ oinilt 

ot 
‘ 


When you buy from National, you order from the 
most complete fastener line made for the hardware 
trade. This helps simplify stock handling . . . and sell- 


ing is made easier, too, because : 





. National hardware fasteners are packaged 
in snappy red and black cartons—with easy- 
to-read labels, color-coded for quick fastener 
identification. 


Wood Screws ‘oy .. + National fasteners are all produced with 
Machine Screws ai 3 the same high-quality workmanship—estab- 
Nuts ie 

Cap Screws 

Tapping Screws meee een ae ae For your best buy in fasteners, Better Buy National. 
Stove Bolts For full information on the complete National line, 
Carriage Bolts 
Lag Bolts 
Machine Bolts 


Cotter Pins THE NATIONAL SCREW & MFG. COMPANY 


Cleveland 4, Ohio 
GF Ona 


lished for over 60 years. 


write us today. 





Pacific Coast: National Screw & Mfg. Co. of Cal. 
3423 South Garfield Ave., Los Angeles 22, Cal. 





FASTENERS &S lia HODELL CHAINS CHESTER HOISTS t 
3 b 
7 














us. Seca 





TV C.D Ee + Ure. 





alte SW hy Gia Pe 
pe ee t 





and one shall be leader 


HE TRUE LEADER stands always ready and able to 





successfully meet the challenge of changing conditions. 


Shapleigh Hardware Company, at the conclusion of 
110 years, proudly recalls its record of service to hardware q 


dealers and looks forward with confidence to the future. 


SHAPLHGH ITARDWARE COMPANY 


- LOUIS 


i 





Shapleigh National Series No. 2532 


ee 








